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qOFFICE APPLIANCES is a news and technical trade 
journal, serving the entire industry of office equip- 
ment. It covers the manufacture and distribution of office 
machinery, office devices, office furniture, office supplies 
and the entire range of commercial stationery. Its com- 
prehensive news reports of the industry and its valuable 
special articles upon subjects germane to its field have 
given it unusual prestige. It serves a clientele composed 
of managers and agents for the various office machines, 
devices and supplies, commercial stationery dealers and 
many of the largest corporations in the United States. It 
also reaches some dealers in fifty-four other countries 
who deal in American office equipment. 


qADVERTISING RATES upon application—only arti- 
cles of office equipment or directly related products 
eligible. 


(SUBSCRIPTION RATES payable in advance, in the 
United States and its possessions and Mexico—one year, 
$2.00; two years, $3.00. Canada—one year, $2.50; two 
years, $4.00. Foreign, all countries in the Postal Union, 
the equivalent of $3.00 American gold for one year and 
$5.00 for two years. Remittances may be made by per- 
sonal checks, drafts on New York or Chicago, Postoffice 
or Express Money Orders, or in American Postage 
Stamps or Currency if sent by registered mail. 


qThe ownership of OFFICE APPLIANCES is vested 
solely in the officers of the company. No person, firm or 
corporation, either directly or indirectly connected with 
the business it represents, has any share in its ownership 
or voice in shaping its policy, which has in view at all 
times the best interests of the field it serves. It aims to 
discuss all subjects fairly, and to furnish its readers relia- 
ble information concerning the progress and development 
of the office appliance industry. It will answer any ques- 
tions germane to its field to the best of its ability, and 
it asks its readers in all parts of the world to aid it with 
inquiries and suggestions, to which it will give prompt 
and earnest consideration. 


{CHANGE OF ADDRESS. Subscribers may have 
their mailing addresses changed as often as desired. In 
ordering such changes it is necessary that both old and 
new addresses be given. 


{CONTRIBUTIONS are invited upon any topics of 
interest to this trade. All accepted manuscripts will be 
paid for at space rates. Unaccepted manuscripts will not 
be returned unless postage is enclosed by the sender. 
Correspondents should give their names and addresses, 
which will be withheld from publication if desired. 


Entered as Second-Class Matter, July 8, 1905, at the Postoffice at Chicago, IIl., under Act of March 3, 1879. 
COPYRIGHT. Contents covered by Copyright, 1920, by The Office Appliance Company. 
“Office Appliances” is registered in the United States Patent Office, Washington, D c 
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SITUATION WANTED. 
Y OUNG MAN, 29, married, 11 years’ experience in office sup- 
plies and office furniture, desires a position with a future. 


Experienced as buyer 
ferred. At present 


and as salesman, 


Western concern pre- 
employed. Best of 


references. First-class 


connection only considered. Address O 29, care Office Ap- 
pliances, Chicago. 
XPERIENCED AND SUCC ESSF UL manager of office supply 


and commercial stationery business desires connection where 





ibility, initiative and resourcefulness will be recognized. 
Highest reference Will consider purchasing interest Address 
C 25, care Offic: Appliances, Chicago. 
ARRIED MAN thoroughly experie need as buyer and sales- 
man, of office equipment and stationery. At present em- 
ployed. Best of reasons for changing. Address F 32, care Of- 


Chicago. 


tice Appiiances, 


experience 


ANAGER AND B U YE R, 20 years’ in buying, sell- 
- ing and management commercial stationery and office 
equipment lines At present interested in and managing well 


stablished 
iarger 
Offic e 


Desire connection with 
Address G 28, care 


business in 
opportunities 
Appliances, 

XP ERIENCED OF FIC E EQUIPMENT 

also spent some years as buyer, is 
with office equipment manufacturer. Knows the business thor- 
oughly and can furnish record of successful selling. D. B. 
Harrington, 519 Rosalind Ave. Roanoke, Va. 


YPEWRITE 


city of 70,000. 
and responsibilities. 
( shicago 


SALESMAN who has 
looking for connection 


experi- 


*ACTORY ‘SUPERINTENDE:! NT ‘and 
mental ¢ hme a one who knows thoroughly every make of 
typewriter, desires position with reliable firm. Address J 29, 


Office App ences, 508 Tribune Building, 
© AN YOU USE the 

intimate pee! with the 
tising, export? If we 
$2,500. Address R. S. Vv P., care 


New York City. 
experience gained through 
office equipment field- 
connect it’s yours whole 
Office 


Seven 
sales, 


years’ 
adver- 
heartedly at 
Appliances, Chicago. 


HELP W ANTED 


AN TED—Typ« writer 

mechanics for membership in the 
Machine Mechanics’ Aid Ass'n, Inc., Employment Bureau, gen- 
eral infor mation bureau. Purpose, Nation-wide organization. 
Address 8 ‘vins street, Brooklyn, N. Y., at once, for detailed 
information. Branches in Kansas City, Mo., and in Boston, 
Mass. 
N ANAGER for 

taking entire 


and adding machine repairman and 


Typewriter & Adding 


business, 
selling. 


commercial 
charge of 


stationery 
buying and 


capable of 
Must be ac- 


quainted with all details of the business. A splendid oppor- 
tunity for the right man. Or will consider application for 
issistant manager to assist present owner and in time be 


promoted to 
and your 


Give full details 
first letter. All 


manager. 
experience in 


regarding yourself 
applications will be 


held strictly confidential. Will consider selling an interest to 
manager, after his demonstration of ability to fill the position. 
State how soon could begin work. Address Miami Office Equip- 


ment Co., Miami, Fla. 

ALESMEN—Opportunity to control ‘18 Karat,” the 100% re- 
peat office specialty; good for $100 weekly; consumer, agents, 

lealer, mail business; only few dollars capital needed; perma- 

nent business for live man in every city. Address General 

Manager, ‘13 Karat’’ Products Company, Maywood, Illinois. 


WwW HAVE AN OPENING FOR A THOROUGH 
typewriter mechanic Royal experience pre- 
ferred. Willi give the right man good salary and 
an interest in the business. An opportunity to 


grow with well-established business of ‘high 
tanding Can also use less experienced man 
provided is young, single, ambitious and of good 
education. Also a profit-sharing position. All 


applicants please supply detailed information 


and references in first letter. Tulsa Typewriter 
Co., Tuisa, Okla. 
V -ANTED—Factory representative for well known office spe- 
cialty in states of Minnesota, Wisconsin, South Dakota, 


Must furnish references, 
man Address A 25, care 


North Dakota, Nebraska and Kansas. 
Exceptional opportunity for the right 
Office sppllances. Chicago. 
ST ATIONERY AND OFFICE APPLIANCE SALESMEN—Who 
have an vostablished following and who are in position to 
give a little time to the sale of a high grade, meritorious article 
in use in every business office that is a sure repeater and will 
not in any way interfere with their present employment, are 
irged to communicate with us at once. Our product is in a 
class by itself—once used, our customers will accept no sub- 
stitute. We are looking for men who occupy a similar position 
in the esteem of their customers to represent us. Under our 
pian of assignine exclusive territory, the salesman receives 
his commission on all business from that territory. Sales are 
made by way of suggestions. No samples or order books neces- 
sary. The customer attends to that when he is acquainted 
with the facts To men of unimpeachable character, we offer 
an opportunity. No others need apply. In writing, please 
state fully the nature of your present employment, with whom 
mployed and how long, territory covered, references, etc., all 
of which will be treated in strict confidence until you have 
receivel our proposition and signified your willingness to enter 
into further negotiations. Address The Ribbon Works, Gal- 
Texas. 


veston, 


7 


ANTED salesman to sell absolutely 
market. Fully protected by new 
offer to the right man. This ledger 


bookkeeper. Give age and reference. 


High-grade specialty 

the best ledger on the 
patents A very attractive 
saves half the labor of the 





Address B 30, care Office Appliances, Chicago. 
city ; SALES SM. AN, “experie need, to sell office supplies and 
furniture. Avply Christie Lithograph & Printing Company, 


Dui uth, Minnesota. 
W E H. AVE certain territory open and want salesmen callin 
on office supply houses and stationers. Our item is one o 
merit and handled by all leading stationers and office supply 
houses throughout the U. S. Write us what territory you cover 
ind what other lines you carry. We want this carried as a side 
ine. and pay a good commission. Our goods are well ad- 
vertised Economy Seat Company, 3132 South Canal street, 
Chicago. Illinois. 








su PER INTE DE NT FOR BINDERY—Must be experienced in 


loose leaf work and accustomed to handling female help. 
A od position with old established firm in small Ohio 
city Give age, full details of experience and salary desired 
in first letter. Ac ldress D 31, care Office Appliances, icago. 





ANTED an experienced commercial stationery salesman. C. 
F. Hoeckel B. B. & L. Co., 1700 Lawrence street, Denver, 
Colorado 





MAN capable of managing small retail sta- 
Philip Hano & Co., 802 Greenwich street, 


XPERIENCED 
tionery store, 
New York 





LASS SALESMAN WANTED for Chicago office of 

large firm manufacturing check-writing machines, Strong 
national advertising backs up the salesman’s work. Good com- 
mission on every sale. Address H 33, care Office Appliances, 
Chicago. 


ANTED.- 


IRST-C 





—-High typewriter 


class and dictating machine 
mechanic capable of managing shop. Splendid opening. B. 
M. Cullen Co., Macon, Georgia. 





MECHANIC or 
Good opportunity. 


YP E WR ITE R 
salesman. 
Muncie, Ind. 


combination mechanic and 
Muncie Typewriter Exchange, 


XP ERIENCE D FILING CABINET SALESMAN—Exclusive 

city territory We are the largest office furniture house 
west of Chicago. Fine opportunity for the right man. Married 
man not over 35 preferred. Write us for particulars. Los 
\ng les Desk Co., 848 South Hill Street, Los Angeles, Cal. 








AL E ZSME N calling on wholesale stationers and supply houses; 
to handle our line of brass railings, signs, costumers and 
specialties. High-grade commission proposition. See our ad- 
vertisement in this and the October issue. The Newman Manu- 
facturing Co., Cincinnati, Ohio. 








\GENCIES WANTED. : 





ARGE anc complete organization—has agency for Belgium 
for Royal typewriter and Monroe calculating machine— 
always open to consider new agencies for office machines and 


ejuipment. Ste. An. Belge Americaine, 20 rue des Dominicains, 


Liege. 





manufacturer direct reliable steady sellin 


AN TED—From 








office appliance for Chicago and Middle West—have ha 
wide selling experience, establishing agencies, handling selling 
orce, office management—have large acquaintance; best refer- 
ences. Address E 27, care Office Appliances, Chicago. 
FOR SALE. 





M U LTIGRAPHS, Dictaphones, Ediphones, Writerpresses, 
Mimecgraphs bought, sold and rebuilt like new. Mutigraph 





and Multicolor ribbons, ink and platens. We save you money. 
Price, Inc 140 South Dearborn Street, Chicago 

M ULTIGRAPHS Like new at- one-third to one-half cost. 
4 Thoroughly rebuilt. including new type, platens, bearings, 
ete tlIron-clad two year guarantee. Will ship on approval. 


Russell Earnest Baum, 33 South Broad Street, Philadelphia. 


8 ribbons re-inked black, 
Ajax Ink Company, 





M ULTIGRAPH, Writerpress, etc., 
blue, or purple. $6 per dozen. 
Monon building, Chicago. 





We BUY for cash, rebuild and sell for about half new price, 
Multigraphs, addressing machines, duplicators, etc. Don’t 
firms infringing on our name. We are the original 
Company, 154-H West Randolph, Chicago. 


be misled by 
Office Device 





A DDR LE SSOGRAP HS, 
ers, letter folders 


duplicators, envelope seal- 
supplies. Less than half 


Multigraphs, 
Mailometers, 





price. Guaranteed one year. Pruitt Company, 112-H North 
La Salie, Chicago. 
Y P E Ww RI’ TE ii SUPPLY BUSINESS FOR SALE in New York 


Well-established typewriter supply business for sale. 
and foreign. Retiring. Address B 26, care Office 
( “hic ago. 


City. 
Domestic 
Applial:ces, 





OR SALE—Canadian and English patent rights on successful 

office machine. Nothing complex about construction of ma- 
chine or its operation. Used in all parts of the United States. 
An excellent opportunity for a party who wishes to build up 
successful manuiacturing business. Address K-34, care Office 
Appliances, Chicago. 





home the bacon.” Six 


OLLECTION LETTE R S “that bring 
in series. Have proven their worth many times. Adaptable 
to any business. L. Ackerman, 217 


Postage paid, $3.00. G, 
lo Be 


Walton St., Syracuse, 








WANTED TO “MAN TUFACTURE. 





FFICI 


specialties to develop and market. Unusual facilities 
and connections. Established central Massachusetts con- 
cern. Address J-28, care Office Appliances, Chicago. 
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Copies of any one of these 












APPLIANCES 


November, 1920. 


) > 


Posting tray and record binder. R. R. Car- 
dall, Salt Lake City, Utah, assignor of one-half to Harry 
Shepherd, Salt Lake City, Utah. 

1,349,824. Tabulating mechanism. Harry A. Foothorap, 
Harrisburg, Penna., assignor to Elliott-Fisher Company, 
Harrisburg, Penna. 

1,349,864 Typew riting 
Elizabeth, 


1,348,781. 


machine. John Waldheim, 
N. J., assignor to Underwood Typewriter Com- 




















25 cents in stamps to Siggers, patent lawyer, pany, New York, N. Y. 

Suite 33, N. U. Baiding WeshinctonB. Cand Laon 1,349,865. Manifolding device. William J. Wiswall, 

in Office A liances. Portland, Ore. ‘ 

. st 1,349,880. Check writer. Luther E. Gronseth, Duluth, 
1,348,211. Fountain pen filling device. A. T. Cross, Minn. 

Providence, R. I 1,349,890. Typew sriting machine. Alfred G. F. Kurow- 
1,348,243. Envelope. Geo. Rottman, New York, N. Y. ski, Brooklyn, N. Y., assignor to Underwood Typewriter 
1,348,410. Penholder. Henry E. Halseth, Virginia, Company, New York, N. Y. 

Minn. d 1,349,905. Copy holder. Byron T. Mills, Las Vegas 
1,348,430. Teletypewriter or printing telegraph. E. G. N. Mex. 

C. Lofgren, Minneapolis, Minn. 1,349,940. Apparatus for sorting, postmarking and can- 
1,348,487. Typewriting machine. Julius Duckstine, celing mail. Walter H. Bowes, Greenwich, Conn 

New York, N. Y., assignor to Underwood Typewriter 1,349,950. Pencil. Howard L. Fischer and Frank J. 

Company, New York, N. Y., a corporation of Delaware. Kristofek, St. Paul, Minn. 

1,348,493. Envelope sealing and stamping machine. I. 1,350,000. Typewriting machine. Harry Bates, New 

Hinesfeld, New York, N. Y. York, N. Y., assignor to Underwood Typewriter Com- 
1,348,564. Listing adder. W. W. Holloway, Maywood, pany, New York, N. Y. 

Ill., assignor to American Can Company, New York, 1,350,014. Shock absorber for typewriting machines. 

N. Y., a corporation of New Jersey. Charles W. Eckerman, Alameda, Calif. 

1,348,573. Registering machine. H. A. Martin, Day- 1,350,029. Underscorer for typewriters. Ibert E. 
ton, Ohio, assignor to The National Cash Register Com- Lastinger, Ooltewah, Tenn. 

pany, Dayton, Ohio. 1,350,173. Combined typewriting and computing ma- 
1,348,575. Calculating machine. V. J. Odhner, Stock- chine. Carl E. Norin, Hartford, Conn., assignor to Under- 

holm, Sweden. wood Typewriter Company, New York, N. Y. 

1,348.576. Calculating machine. V. J. Odhner, Stock- 1,350,203. Check book attachment. William Edgar Ab- 
holm, Sweden. bott, Bend, Ore., assignor to Abbott, Incorporated, Bend, 
1,348,657. Ruling pen. H. R. Fuller, Kirksville, Mo. Ore. 
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No. 1,335,956.—Typewriting machine; patented April 6, 1920, by No. 


William A. Dobson of Hartford, Conn., assignor to Under- 
ey = eewrer Co. of New York, 
No. 1,335,933.—Typewriting machine; patented April 6, 1920, by 
Y., assignor to Remington 


Arthur W. Smith of New York, N: 
Typewriter Co. of Ilion, N. Y. 


1,345,436.—Magazine pencil; 

P. Fairchild of New York, N. 

No. 1,352,340.—Writin implement; patented September 7, 
by Casper J. App of Lynchburg, Va. 

No. 1,348,410.—Penholder; patented Aug. 3, 
Halseth of Virginia, Minn. 


patented July 6, 1920, by Harry 
VY. 

1920, 
1920, by Henry E. 
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1,350,387. Combined typewriting and computing ma- 
chine. Henry L. Pitman, East Orange, N. J., assignor 
to Underwood Computing Machine Company, New York, 
N. Y., a corporation of New York. 

1,350,398. Typewriting 
Elizabeth, N. J. 

1,350,412. Clip for fountain pen caps or the like. David 
J. LaFrance, Cambridge, and Wm. P. DeWitt, Somer- 
ville, Mass., assignors by mesne assignments to De Witt- 
LaFrance Company, a corporation of Massachusetts. 

1,350,422. Loose leaf binder. Adolph Rubin, St. Louis, 
Mo., assignor to Sieber Products Manufacturing Com- 
pany, St. Louis, Mo., a corporation of Missouri. 

1,350,428. Check writing machine. Chas. G. Tiefel, 
Rochester, N. Y., assignor to Todd Protectograph Com- 
pany, Inc., Rochester, N. Y., a corporation of New York. 

1,350,459. Check H. Johanson, Rochester, 


machine. Waldheim, 


John 


writer. M. 


N. Y., assignor to Todd Protectograph Company, 
Rochester, N. Y. 
1,350,665. Card index. Henry Muller, East Orange, 


N. J. 

1,350,681. Typewriting machine. B. C. Stickney, 
Elizabeth, N. J., and A. A. Johnson, New York, N. Y., as- 
signors to Underwood Typewriter Company, New York, 
N. Y., a corporation of Delaware. 

1,350,727. Computing machine. A. D. Harmon, Erie, 
Penna., assignor of one-third to John S. Owen and one- 
third to Annie W. S. Strong, Erie, Penna. 

1,350,850. Automatic-pneumatic card-tabulating ma- 
chine. A. S. Trew, Portland, Oregon, assignor to Trew 
Tabulating Machine Ce@mpany, a corporation of Oregon. 

1,350,854. Business record and book. 
Harry G. Carter, Northfield, N. H. 

1,350,928. Envelope. Werona 
Sask., Canada. 


income tax 


Homeniuk, Woodlight, 


1,350,983. Pencil. Horace L. Blackman, Janesville, 
Wis. 

1,350,186 Desk drawer file. Frederick L. G. Straubel, 
Green Bay, Wis. 
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Address stencil. Guy i Evans, Buffalo, N. Y. 
,351,081. Collating device for typewriters. John A. 
1erry, New Orleans, La. 

35 Adding machine. Roy E. Wing, Detroit, 
Mich., assignor to Burroughs Adding Machine Company, 
Detroit, Mich. 

1,351,327. Typewriting machine. C. B. Corcoran, New 
York, N. Y., assignor to Underwood Typewriter Com- 
pany, New York, N. Y., a corporation of New York. 

1,351,355. Typewriting machine. B. W. Tucker, South 
Orange, N. J., assignor to Corona Typewriter Company, 
Inc., Groton, N. Y., a corporation of New York. 

1,351,378. Wrist blotter. Gustav Frankel, 
Wash. 

1,351,438. Typewriting machine. A. G. F. Kubowski, 
Brooklyn, N. assignor to Underwood Typewriter 
Company, New York, N. Y., a corporation of Delaware. 

1,351,454. Typewriting machine. John A. Wherry, New 
Orleans, La., assignor to Underwood Typewriter Com- 
pany, New York, N. Y., a corporation of Delaware. 

1,351,487. Loose leaf device. Geo. H. Potwin, Chicago, 
Ill, a corporation of Illinois. ‘ 

1,351,552. Pencil. John Bricker, Chicago, IIL, assignor 
to The Wahl Company, Wilmington, Del., a corporation 
of Delaware. 

1,351,559. 
Til. 

1,351,574. Fountain pen. Chas. R. Keeran, Chicago, IIL, 
assignor by mesne assignments to The Wahl Company, 
Wilmington, Del., a corporation of Delaware. 


1,351,575. Fountain pen. Charles R. Keeran, Chicago, 
Ill., assignor by mesne assignments to The Wahl Com- 
pany, Wilmington, Del., a corporation of Delaware. 

1,351,591. Fountain pen. John C. Wahl, Chicago, IIL, 
assignor by mesne assignments to The Wahl Company, 
Wilmington, Del., a corporation of Delaware. 


1,351,692. Means for compiling tabular and statistical 
data. Herbert E. Soper, London, England. 


Seattle, 


Gummed seal. 


Albert W. Engel, Chicago, 


The Service Bureau of Office Appliances is for 
the Exclusive Use of Subscribers and 





Advertisers 


In the execution of its various commissions this bureau calls upon practically every member of the staff. 
It answers by personal letters all inquiries upon matters germane to the field, it furnishes special 
reports upon articles of office equipment, supplies names of manufacturers of any article 
wanted, puts man and job together, prepares advertising copy, furnishes lists of 
desirable agents and dealers in nearly every country, aids foreign dealers 
in securing U. S. A. lines and in many other ways performs useful 
service, all without charge. Subscribers in every land 
have made, and are making, good use of this 
bureau; manufacturers in every section of the 
field have had evidence of the service. 



































Section of the Business Show Held 
in New York last month. 


Striking view of one floor in the 
Grand Central Palace, showing archi- 
tectural beauty of the interior and 


effective displays of the products. 
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EDITORIAL 


‘““The Imperial Industry’ and the Present Number 





economies as differentiated from necessities and luxuries, we like to refer their manufacture and dis- 
tribution as “The Imperial Industry.” Considered in all of its branches no industry is of greater rank. 
In extent of capital and number of persons employed it compares favorably with the other leading industries 
Its personnel is second to none and its business practice is as high of standard as any in the 


oe SE practically all of the products in the field of modern office equipment fall in the division of 


of our country. 
world. 

To serve as representative of this great industry, to portray its achievements, to express its ideals and to 
co-operate in the extension of its enterprises, is a highhonor. To have the confidence of association with those 
whose intelligent labor is ever advancing its boundary lines is a great privilege. We place this number of 
Office . {ppliances in the hands of our friends at home and abroad in deep appreciation of this privilege and 
honor. The character of the contents of the number, its leading articles, its reports of the two big trade events 
of the year, its notes from abroad and its general review of the activities of the month, express in some 
measure the high standard of the business it represents. 

Not the least in importance in the contents is the extended variety of the advertisements. The products 
here represented are the industry's foundation. Nearly every leading line, in every branch of the held, is 
represented. Anyone desiring to start in this business would here find information of practically everything 


requred. 
found better examples of typographic art. 
use of the illustrations is presented in any journal. 


But these advertisements afford more thana reliable market place. 
Vo more artistic designing of the display page, nor more effective 
The arrangement and execution of a large percentage of 


Not elsewhere will there be 


these advertisements are by some of the best minds in the publicity field of our country. 
This is the largest and, in our opinion, the best number of Office Appliances we have been able to pro- 


duce. 


It was made possible only by the hearty co-operation of more than three hundred and fifty manufac- 


turers, whose advertisements appear, and of a considerable number of friends, who have aided us in many 
ways in the other departments, for all of which we express our genuine appreciation. 


How 


About It? 


A Wholesome Editorial from the Burroughs Bulletin, Which 
Can Inspire All to More Modest Standards of Amusement. 


HE HANDWRITING on the wall tells us that 
the quicker we get back to normal times, nor- 
mal business, normal living and normal pleas- 
ures the better off we will be. 

Take our pleasures for instance. During the last 
decade we have gotten in the habit of buying our 
entertainment. We troop to moving picture shows, 
where for a quarter we can sit lazily for several 
hours and be amused by the pictures. Many of us 
have come to find it impossible to eat unless a jazz 
band is blaring away, with cabaret numbers inter- 
spersed between one-steps. We complain about food 
and the prices charged for it, without stopping to 
realize that fifty cents of our dollar is going to pay 
for the jazz music and the bespangled singers who 
warble such numbers as “Sweet Daddy, Won’t You 
Rock Me to Sleep?” 

Let’s get back to the habit of amusing ourselves. 
Let’s enjoy our friends. If we all resolve to quit 


buying so much of our entertainment and commence 
making our own—home brew, if you please, figura- 
tively speaking of course—we’ll soon find that we’re 
having a much better time. 


To do so will mean that 


we each must contribute our share toward the gayety. 

Let’s reinstate the old habit of reading good books 
instead of waiting until the stories appear as mov- 
ing picture plots. Let’s make our own music, and 
dance our own dances and eat more home-made food 
and less French pastry. Let’s start dancing in our 
own homes, and the homes of friends—there’s no 
cover charge for that. Let’s start hanging our hats 
more frequently on reception hall hatracks instead 
of paying a descendent of Jesse James ten cents for 
the privilege. 

History fails to record that our parents suffered 
for amusement. But did they pay a war tax on 
dancing, on eating, on music, and on theatre tickets? 
Ask dad, he knows. 

Whether we want to or not, we are going to change 
many of our prevailing habits. We’re going to really 
sell instead of take orders; we’re going to work more 
and talk less; we’re going to insist on more quality 
and less profiteering. So while we’re about it why 
not start in learning to like pleasures and entertain- 
ments that all of us share in rather than look at? 
Let’s cut the high cost of laughing. 
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The Business Show. 

EVER before, we believe, has such a large and 
N representative number of office machinery and 

appliances manufacturers gathered under one 
roof with displays and demonstrations of their de- 
vices as at the recent National Business Show in New 
York City. There have, perhaps, been business shows 
having as great or a greater aggregate of booths, but 
the show just finished consisted of office machines, 
equipment and allied interests and devices exclusively. 
Hardly a single exhibit failed to hold something of in- 
terest to office men and executives. 

The attendance at the show was very large and keen 
interest was manifested throughout the week. 

The descriptions of the exhibits presented in this 
issue and the unusual number of photographs supply 
some idea of the extent and variety of the exhibits. 

The fact that the show was held in a different build- 
ing—one arranged not at all like the Armory or Madi- 
son Square Garden, lent a certain feature of novelty 
also to the event. 

The typewriting contests were notable, a young man 
again winning first place for speed and accuracy. 
Records of net words per minute were not broken, 
for the new rules that penalize every error ten words 
put a severe handicap upon any operator; they are 
intended, however, to put a premium upon accuracy 
as well as speed, for it is realized that even the highest 
measure of speed is of little value unless accuracy goes 
with it. Professor Kimball is to be congratulated upon 
the success of the contest and the wide interest it 
created. 

Especial felicitations should be extended to Frank 
E. Tupper and James F. Tate, the executives of the 
Annual Business Show Company, for the ability, good 
judgment and skill, with which they handled so big 
a proposition. There was not a hitch and everyone 
at the final curtain felt well pleased and well rewarded 
by reason of his participation in the event. 

<-> 


Notable Convention Proceedings. 
NUSUAL value attaches to the reports of the St. 
U Louis convention of the National Association 
of Stationers and Manufacturers which appear 
in this issue. They reveal a depth of study and a 
wealth of information which are not common in any 
field of association work. They merit close study by 
the retail stationer, even though the exigencies of space 

have made necessary their publication in agate. 
Convention reports are often dry reading. Those 
presented at St. Louis in October are virile and 


illuminating. 
<-> 


Bringing America into Disrepute. 

FFICE APPLIANCES has seen copies of cor- 
O respondence on several occasions between con- 

cerns abroad and American business houses 
which tend to cast a doubt upon the integrity of some 
American concerns in this field. The latest criticism 
comes from Australia. A dealer there recently came 
to this country and, according to his statement, en- 
tered into definite verbal arrangements with an Amer- 
ican house. The substance of the arrangement was 
that he was to have the agency for their product in 
Australia. On arriving home, he found that this ar- 


rangement had been cancelled by the American house 
and another man had been appointed agent for the 
whole of Australasia. 
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The Australian naturally feels himself to be cheated. 
He points out that the business ethics indicated by such 
a course of conduct are not such as to give the man 
abroad confidence in the fair intentions of American 
houses and tend to justify a certain feeling which we 
are told prevails in Australia that the Yankee business 
man has to be watched. 

We present this point to the readers of this maga- 
zine for their consideration. 


<-> 


National Standard Catalog Size. 

HE EFFORTS of the National Association of 
+ Purchasing Agents to secure a standardization 

of catalog sizes have already borne fruit. The 
Dodge Manufacturing Company, Mishawaka, Ind., has 
accumulated over 800 catalogs which accommodate 
themselves to the standard file. E. L. Ogden, a pur- 
chasing agent at Boston, who represents twenty-three 
public utilities companies, has about 600 catalogs of 
standard size in his own private office. The mis-fit 
file is in an adjoining room. 

The size recommended by the National Association 
of Purchasing Agents is 7124x1054 inches. That size 
has been found suited to the majority of concerns mak- 
ing catalogs. This,makes it important that concerns 
contemplating the issue of a new catalog conform to 
the size recommended. 

The Indianapolis Office Supply Company, Indian- 
apolis, Indiana, is listed among those concerns which 
have adopted the new size. 


<-> 


The Money Order and the Typewriter. 

OST OFFICE money orders will continue to be 
Pp written in longhand. The test at the post office 

at Washington, D. C., which has been under way 
for several months, has come to a close. The commit- 
tee has concluded that the change proposed is not prac- 
ticable. The advantages to be gained by the use of the 
bookkeeping machine were not sufficient to justify its 
adoption. 

Aside from the greater legibility of the typewritten 
money order, the sole advantage accruing when book- 
keeping typewriters were used is that the issuing clerk 
could simultaneously prepare an abstract for the de- 
partment auditor. This function is readily exercised 
by an adding machine. In the test at Washington the 
saving over the ordinary method of writing orders in 
longhand and tabulating the auditor’s statistics on an 
adding machine was one hour per day. In addition 
it was found that during rush periods a second ma- 
chine would be necessary. This would necessitate an 
excess of equipment which would be used compara- 
tively little. 

The conclusions of the committee in charge of the 
test at the Washington post office are that labor sav- 
ing machinery must necessarily show a good return 
for the money invested in order to justify its purchase. 
The task at hand did not offer sufficient opportunity 
for the machine’s use. Its scope was far beyond the 
needs of the situation. In the field for which they 
have been developed, bookkeeping typewriters have 
shown a wonderful advance and have brought about 
marked economics. The venture into the field of the 
money order at the invitation of the government re- 
vealed that the task was not of a caliber suited to the 
machines. 
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A Word on the Ribbon and Carbon Situation. 
ROM a reliable source comes an interesting dis- 
cussion of conditions in the ribbon and carbon 
industry. The writer discusses prices and gives 

some reasons why there is little likelihood of a decline 
in prices in the near future. We give below a few ex- 
cerpts from his communication: 

“Compared with the increases in prices of most 
commodities since 1914 of from 100 to 500%, the 
prices on typewriter ribbons and carbon papers (as 
determined by an investigation made by the National 
Stationers Association) have been increased but 43%. 

“In spite of the recent reductions in the prices of 
most commodities, there has been practically no low- 
ering of prices of raw materials entering into type- 
writer ribbons and carbon paper, except on certain 
low grade fabrics. We believe this is because the 
tremendous growth in the use of typewriters and type- 
writer supplies has been greater than the possible 
growth of the very limited number of paper and cloth 
mills competent to cater to the raw materials for car- 
bons and ribbons, and that our industry is, therefore, 
in the face of an unusual condition as to supply and 
demand. : 

The writer mentions the fact that nearly every sea- 
son the New England paper mills close for a time ow- 
ing to freezing weather. It may be, however—and 
this is our suggestion—that they may, in the face of 
present demand, manage to keep going most of the 
season. 

<*> 


The Red Cross Roll Call. 


HE American Red Cross has sent out an interest- 
T ing news folder which includes on its front page 
a suggestion that contributions will be acceptable, 
stating that the Fourth Red Cross Roll Call is not a 
drive, nor a campaign, nor an effort to raise any spe- 
cific sum. The $1 dues of 10,000,000 people for 1921 
are payable and the roll call is merely the organized 
activity to collect. The purposes of the American Red 
Cross, as officially designated by its congressional 
charter are as follows: “To furnish volunteer aid to 
the sick and wounded in time of war in accordance 
with the treaty of Geneva; to act in matters of volunteer 
relief and as a medium of communication between the 
American people and their army and navy ; to continue 
and carry on a system of national and international 
relief in time of peace and to apply the same in miti- 
gating the sufferings caused by pestilence, famine, fire, 
floods and other great national calamities and to de- 
vise and carry on measures for preventing the same.” 
The Red Cross Roll Call begins on Armistice Day, 
November 11, and will continue to November 25— 
Thanksgiving Day. Those who are at all familiar 
with the activities of this wonderful organization hope 
that the results of this roll call will be in excess of ex- 
pectations. Certainly, every man and woman in the 
United States should regard it as a duty to contribute 
at least a dollar a year to an organization which has 
done and is doing such distinguished work for the 
betterment of humanity, remembering that each one of 
us must bear some share of the burden of every man 
and every woman who fails and of every catastrophe 
or misfortune which reduces the wealth and producing 
power of the world. We must bear this, whether we 
will or not, and it is the better policy to prevent the 
damage whenever possible and to repair it as speedily 
as may be. This is the principal object of the Red 
Cross. 
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Have You a Reservation? 


OT more than a few months ago, hardly more than 
N a few weeks ago, it was quite the thing to be told 
by the hotel clerk that if one had not a reserva- 
tion, he could wait until evening and see what could be 
done, in the meantime storing his grips in the check 
room. Often one was told under these circumstances 
that nothing at all could be done. Sometimes when 
one had a reservation and was in the proud position of 
the man who could disregard the line and march up to 
the desk with the information that the reservation had 
been made for such and such a time and such and such 
a date, one was told that the room he reserved was not 
yet vacant, but would be ready for him at 8 o’clock 
that evening. In the meantime, the guest might store 
his bags and make shift as best he could to wash his 
face and tidy up. 

But there seems to be a little indication just now that 
this condition is changing. The writer was able to ob- 
tain a room in a St. Louis hotel not long ago a day in 
advance of his reservation, without quibble or demur 
and did not have to pay an exorbitant price for it. A 
friend dropped into Chicago from the West the other 
day and had no trouble in getting a room at 8 o’clock 
in the morning. It is not always safe to assume, even 
now, that hotels will not be filled to capacity, but it 
seems to the man who travels that there is a slackening 
up of trafic to a certain extent and that people are 
giving less of their money for transportation and en- 
tertainment than they have been spending of recent 
months. 


Statement of the Ownership, Management, Circulation, Etc., 


Required by the Act of Congress of August 24, 1912, 
of Office Appliances, published monthly at Chicago, II., for 
October 1, 1920. 

State of Illinois, County of Cook, ss.—Before me, a notary 
public in and for the state and county aforesaid, personally 
appeared Evan Johnson, who, having been duly sworn according 
to law, deposes and says that he is the Editor of Office Appli- 
ances, and that the following is, to the best of his knowledge 
and belief, a true statement of the ownership, management 
(and if a daily paper, the circulation), etc., of the aforesaid 
publication for the date shown in the above caption, requireé 
by the Act of August 24, 1912, embodied in section 443, Posta 





Laws and Regulations, printed on the reverse of this form, 
to-wit: 

1. That the names and addresses of the publisher, editor, 
nanaging editor and business manager are: 


Publisher— The 
St., Chicago, Il. 


Office Appliance Company, 417 S. Dearborn 


Editor—Evan Johnson, 312 N. Kenilworth Ave., Oak Park, 


lil. 


Managing 


Oak Park, Ill. 


Editor—Evan Johnson, 312 N. Kenilworth Ave., 


Business Manager—John A. 


Ellyn, Ill 


2. That the owners are: (Give names and addresses of in- 
dividual owners, or, if a corporation, give its name and the 
names and addresses of stockholders owning or holding 1 per 
cent or more of the total amount of stock.)—Evan Johnson, 312 
N. Kenilworth Ave., Oak Park, Ill; Albert H. Hitchcock, 3426 
W. Adams St., Chicago, Ill.; C. F. Malhoit, 817 W. 70th 8St., 
Chicago, Ill. 

3. That the known bondholders, mortgagees and other se- 
eurity holders owning or holding 1 per cent or more of total 
amount of bonds, mortgages or other securities are: (If there 
are none. so state.)—None. 


4. That 


Gilbert, 310 Forest Ave., Glen 


the two paragraphs next above, giving the names 
of the owners, stockholders and security holders, if any, con- 
tain not only the list of stockholders and security holders as 
they appear upon the books of the company but also, in cases 
where the stockholder or security holder appears upon the 
books of the company as trustee or in any other fiduciary rela- 
tion, the name of the person or corporation for whom such 
trustee is acting, is given; also that the said two paragraphs 
contain statements embracing affiant’s full knowledge and belief 
as to the circumstances and conditions under which stockholders 
and security holders who do not appear upon the books of the 
company as trustees, hold stock and securities in a capacity 
other than that of a bona fide owner; and this affiant has no 
reason ts believe that any other person, association or corpora- 
tion has any interest, direct or indirect, in the said stock, 
bonds or other securities than as so stated by him. 


THE OFFICE APPLIANCE COMPANY, 
EVAN JOHNSON, Editor. 
Sworn to and subscribed before me this 28th day of Sep- 
W. WARRICK. 
(My commission expires May 8, 1924.) 


tember, 1920 
(Seal.) 
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Excerpts from an Address on Personality as a Basic Factor in Selling by Harry C. Spillman, 
Author of ‘‘Personality”’ and Educational Director of the Remington Typewriter Ccmpany— 
Delivered Before the Direct Advertising Dinner, Detroit, October 28, 1920. 


ERSONALITY is a serious subject, for 
around its negative side are grouped the trage- 
dies of the race, while around its positive side 
impinge the heroes and achievers of the ages. 
Great institutions and movements are the 

lengthened shadows of personalities, as Christ and 

Christianity, Dante and the Renaissance, Christopher 

Columbus and the New World, Abraham Lincoln and 
Emancipation. But we are to study now not the char- 

acteristics of outstanding personalities of the type just 

mentioned, but rather the personality of the average 
man. The study of man is interesting because it is new. 

During the age of electricity we have been passing 

through a great era of externalizing and during this 

era man has found the study of himself less interesting 
than the study of things. So at the beginning of the 
twentieth century man finds himself in the embarrass- 
ing attitude of knowing much more about things than 
he knows about himself. Indeed, man is less efficient 
in many habits of life than the animals which cen- 
turies ago vanished from his path of progress. “Go to 
the ant, thou sluggard, consider her ways, and be wise.” 

It was true in Solomon’s time and it is true today. 

“Foxes of the earth have their holes, fowls of the air 

their nests”; the son of man still frequently has no 

place to lay his head. 

Most Men Lack Machine Efficiency. 


Man is not only less efficient oftentimes than the 
animals of the lower order, but he is less efficient than 
machinery, which has been devised by his own in- 
genuity. One of the first requisites of good salesman- 
ship is to know your merchandise, and when that mer- 
chandise happens to be machinery the salesman has a 
wonderful opportunity for not only studying his mer- 
chandise, but for noting his inferiority to the thing 
he’s selling. Recently a sales manager for a widely 
advertised and used office appliance specialty was dem- 
onstrating a new electrical appliance that had been ad- 
justed on the device which provided 
for self-starting and self-stopping. 
Touching a lever on the left-hand 
side the mechanism was put into im- 
mediate motion, while pressing a but- 
ton on the right-hand side produced 
an immediate halt. The sales man- 
ager remarked that he wished he 
had as perfect control of his men as 
was evidenced by that little machine. 
He did not have on his force a single 
man who always began work just 
when he wanted to; and he did not 
have on his force a man who had not 
for years been unsuccessful in en- 
deavoring to eliminate certain habits 
of inefficiency which were going on 
unconsciously from day to day. If 
there had been on that selling force 
a single man whose mental, physical 
and psychological reactions were 
within fifty per cent of the control 
demonstrated by the machine that he 
was attempting to sell, he could have 
trebled his sales. The salesman’s 
major problem is not to know his 
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merchandise; it is not to know his customer: nor is it 
to know the state of the market: it is to know himself. 

The impression builded in the subconscious minds 
of those with whom we come in contact is the reflex 


from the atmospheric qualities that we radiate. These 
qualities are manifold, being both negative and 


positive, and it is, of course, the positive quali- 
ties that build a successful personality. Certainly 
one of the most indispensable atmospheric attributes 
is faith, by which I mean “the substance of things 
hoped for.” A great many men and women are with- 
out any sense of the dramatic; they have undeveloped 
imaginations and no capacity whatever for out-pictur- 
ing in the mind the achievements they are otherwise 
qualified to bring about. As it requires negative think- 
ing to fail just as it requires constructive thinking to 
succeed, so does disbelief in a given proposition depend 
upon knowledge as exact as that demanded by positive 
belief. 
Faith is Our Most Practical Virtue. 

Says Dr. Crane, “To deny the unknowable is as im- 
possible as to affirm it. One does not deny the earth 
because the secrets of Nature are unknowable; we do 
not refuse to believe in bread because we cannot un- 
derstand the mysteries of the wheat field.” When you 
studied geography and your teacher told you that Chi- 
cago was situated on the Great Lakes, that the Mis- 
sissippi River emptied into the Gulf of Mexico, and 
that Sacramento was the capital of California, you 
didn’t question these statements and yet you didn't 
know them to be true. Of all qualities faith should be, 
in fact is, our most practical virtue. From day to day 
we live absolutely by faith. We arise in the morning, 


start away on our respective missions, without any as- 
surance whatever that we shall ever reach our destina- 
tions. 
shall. 
description. 


But it is a fine thing that we believe that we 
Every action of life is of the same order and 
Business is transacted absolutely on a 
faith basis. Only ten per cent of 
business transactions are paid for 
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with coin of the realm. In the other 
ninety per cent of the cases some- 
body is exercising faith in somebody 
else. Of course, we have our Mr. 
Dun and Mr. Bradstreet, and we 
look up the rating of our customers. 
There is Dick, Tom and Harry, 
whom we do not know personally 
and consequently we do not know 
whether they are able or willing to 
pay for the merchandise we send 
them. Mr. Dun says that Dick al- 
ways has paid in the past, and Mr 
Bradstreet says that Tom is able to 
pay if he wants to, and that Harry 
stands well in his local community ; 
but neither Mr. Dun nor Mr. Brad- 
street can give you definite assur- 
ance that you will collect from any 
of these men; yet you keep shipping 
merchandise to them day after day 





and year after year. The law of 
averages works, and so does our 


TYPE- ¢ . 
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Again, the positive personality is very quickly re- 
flected from the language atmosphere. The most mys- 
terious place in Darwin’s theory of evolution is where 
he makes the transition from the monkey to the man, 
and the difference is not always as great as we would 
like to think. Man’s superiority to his anthropoid an- 
cestor is not necessarily manifested in the fact that his 
thoughts are superior to those of the ape. Whoever 
has seen one of Mack Sennett’s comedies on the screen 
must remember the intelligent little monkey that per- 
forms feats of a person. That the little fellow has a 
highly developed brain we cannot deny. When we 
compare his behavior and his order of intelligence 
with that of some jazz comedians that are acting in 
the same picture, we come to have a sizeable regard for 
Darwin’s theory. You may even think that Darwin 
has been very hard on the monkey. Then man’s su- 
periority to the anthropoid of the chimpanzee is not 
determined always by the fact that he looks better, acts 
better, or even that he always thinks more intelligently. 
The ape thinks, but he has no medium for expressing 
his thoughts. Man thinks and speaks—therefore his 
language does more than any other characteristic to 
establish his state of personhood, and it certainly is 
the outstanding factor in that refined state we call per- 
sonality. There is, indeed, nothing so personal in 
man’s achievement as his language. The spoken word 
is an unconscious form of autobiography, and your lan- 
guage affects your personality more vitally than your 
eyes or your hair. 

You Can’t Borrow Words. 

Why don't we learn to love the language of the land 
we live in? Some day you will want to write a letter; 
perhaps it is a letter to a large user whom you would 
like to make a large customer, but you haven't the lan- 
guage to express the message that is on your heart. 
You have the thought but you are convinced that you 
can’t express it. Emerson says that is nonsense : “What- 
ever can be thought can be expressed.” The trouble 
is that we are language paupers. How it would please 
you to go down to the First National Bank and bor- 
row three hundred words, and what a usurious rate of 
interest you would be willing to pay for the loan. But 
there are no language banks. Language cannot be laid 
on and off like a garment. A working vocabulary can- 
not be received; it must be achieved. No salesman 
adequately represents his house until he has mastered 
its advertising literature. The words of the ad writer 
should be his words. There are few things more pain- 
ful than to have to submit to an interview from a sales- 
man who hasn't sufficient language to adequately de- 
scribe his wares. It may be he is an automobile repre- 
sentative, and his potential customer is a man who 
knows very little about machinery. If that salesman 
had carefully digested the advertising literature of his 
house he wouldn't be a language bankrupt ; he wouldn't 
begin, as he often does, talking with his hands and say- 
ing to his customer, “You know, you know.” A great 
many times the customer doesn’t know, and maybe 
that’s the only reason he doesn’t buy. 

The Apostle Paul was the original direct advertiser. 
In addition to being a wonderful tent-maker and a 
great preacher, he was one >f the greatest correspond- 
ents the world has ever known. Sometimes we make 
the mistake of thinking that the original correspond- 
ence school was started in Scranton, Penna., but it 
wasn't. It was started in Asia Minor by the Apostle 
Paul two thousand years ago. He had a dynamic fol- 


low-up system working on the Thessalonians, the Ro- 
mans and the Corinthians, and 
pep and full of power. Those 
censoring their correspondence 


his letters are full of 
who are interested in 
and getting the hack- 
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neyed, stereotyped expressions out of it, cannot do bet- 
ter than to review the letters of the Apostle Paul. You 
will never find him saying, “I beg to acknowledge re- 
ceipt of your esteemed favor.” 

Direct Advertising Must Be Live. 

The direct sale is builded out of a living environ- 
ment; that is to say, out of the direct contact of one 
personality with another. Every aspect of that sale 
is teeming with life. Not so when your customer is 
around the corner, in another city, or another state, 
when the elements of the sale are surrounded by in- 
animate environment. Your message is written upon 
dead paper, with dead ink, typed or printed on dead 
machinery. It is then laid out, its arms folded, and 
it is hermetically sealed in a white paper casket. In 
order that the obsequies may not be incomplete, the 
postmaster stamps upon the face of the message the 
trappings of the pallbearer. On it goes, if not actually 
to the dead letter office in Washington, to one of its 
millions of wire and wicker branches operated within 
arm shot of your customers. What is deader than a 
dead letter? What is sadder than a dead letter, since 
it once had the prospect of a resurrection? Whether 
or not the dead may come to life depends upon whether 
the words of the message have in them the elixir of 
life. Mirabeau said that words are living things, and 
so they may be, and when they are they will spring out 
of the paper casket and leap and sing and smile into 
the face and ear of the reader. Whoevér performs 
this operation is greater than a great physician; he is 
indeed a skilled verbal surgeon who prunes away the 
excrescence of the message and leaves it clean and 


vital. He imparts to that without life the qualities of 
life. He even personifies it by humanizing his lan- 
guage. And now the words that once were dead are 


become “spirit and truth, to return not unto him void, 
but accomplish that whereunto they have been sent.” 
We are all afflicted with newspaperitis. Too many 
conversations begin and end with the line, “I see by the 
newspaper.” You should “see by the newspaper” for 
news ; by Macaulay for clearness; by Scott for action; 
by Bacon for conciseness; by Franklin for common 
sense; by Emerson for wisdom; and for all of these 
in one you should see a great deal by the large Book 
on the center table that’s seldom dusted or read except 
by our mothers. The Old Testament in particular, 
is a prolific source of dynamic language. And some- 
times there is more than one phase of profit in reading 
it. Recently a Bible student who was also interested 
in oil production, was reading in the Old Testament 
and he came to a passage referring to pitch in Asia 
Minor, and it occurred to him that if there was pitch 
in Asia Minor in Belshazzar’s time there must have 
been some oil, and since it had never been discovered 
or taken out, it must yet be waiting for the drill. Ac- 
cordingly he went over to Asia Minor; some: wells 
were sunk and a valuable field of oil developed. 


The Value of a Gracious Personality. 

Finally there is the friendly atmosphere. Man is a 
group animal, and he never succeeds in a large way 
until he has learned the art of multiplying himself in 
others, which in mass psychology means getting folks 
to think as he thinks, and to act as it would please him 
to have them act. Salesmen may, therefore, have that 
degree of faith that the old woman exercised when she 
prayed for the hill to be removed between her and the 
spring; he may have the confidence of a Napoleon; 
he may possess the verbal equipment of a Roosevelt, 
and yet his confidence becomes egotism, and his words 
as sounding brass if he has not that supreme person- 
ality knack of making friends by being one himself. 
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Somehow and in some degree you must make a friend 
to make a sale. The art of being agreeable is one that 
is susceptible to a very high degree of cultivation. The 
Prince of Wales is a case in point. His recent visit to 
our shores was considered the most successful that 
has ever been made by the royalty of Europe. Why 
was the Prince of Wales so cordially received? What 
contributed to the spontaneous character of the re- 
ception he received in the American Republic? Was 
he popular because he was a prince? No; in spite of 
it. A prince is the son of a king, and kings are not 
popular in a democracy. The Prince of Wales, more 
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than any other representative of the royal families had 
the priceless knack of making people like him. The 
Prince of Wales would have been a whale of a sales- 
man. 

So we see that when we have torn away from the 
word “personality” the veiling that the psychologists 
have draped about it, it stands out, not in mystery, 
but as rugged and clean as a hound’s tooth. The per- 
son becomes a personality when, in the language of 
Mark Antony, “The elements are so mixed in him 
that Nature may stand up and say to all the world, 


‘This is a Man’. 


. 


SELLING AND SENSE 








By Cyril C. Freer, Advertising Manager Roneo, Ltd., London, England. 


* HAVE the finest sales organization in 
the World!” said Jud, “just got selling 
skinned so close you can see right 
through it and out on the other side. 
Why, our sales manager has a card index acquaint- 
ance with every buyer who exists, and he is putting 
a tab on those who are coming along. We have form 
letters for every emergency, so scientifically con- 
structed that they “talk” to the reader like a brother. 
Our Ad. man is a “go-getter”’—he knows his game 
from A to Z, and whenever he breathes something 
happens. The men on the road are of the kind who 
get there before they arrive. Our biggest selling 
campaign which commenced a month ago is bring- 
ing record business. There isn’t a single morning 
we don’t have to send a van to the Post Office to 
fetch our mail, which is 90% orders—that’s business, 
my friend.” 

“I’ve just placed an order with your folks,” in- 
terrupted Bright, “and they tell me it will be six 
weeks before they can make a delivery.” 

“Sure,” answered Jud, “and if we go on selling 
at the present rate you can just bet your life that 
in two months from now we shall not be able to 
deliver under six months. Gosh, fellow, ours is a 
great sales organization!” 

Then little Smith slipped in a few words: “We all 
agree that advertising is an accumulative force, so 
it is reasonable to presume that in two months you 
will be selling at a bigger rate.” 

“That’s right,” said Jud. 

“Tt may mean that you will not be able to deliver 
within 12 months.” 

“Quite on the cards,” said Jud. 

“Then in 12 months with your sales organization 
working overtime it is possible that you wont be able 
to deliver for five years, when most of the buyers 
will have retired from business. You may have got 





the finest sales organization in the world, but it 
seems to me that it is the production end of your 
business which needs the brains.” 

“Gosh,” said Jud, “there’s a lot in that. I'll get 
a move on right away—that’s a thing our president 
ought to know about.” 

Successful business results from factors something 
like these: 

The broad view which 
future. 

Advance detection of openings for trade. 

Advance preparation of supplies. 

Adequate organization to create demand. 

Right values, and the square deal. 

Service in its highest aspect. 


includes both present and 


It is better to get the goods unpacked in the ware- 
house before you put up a sign, make a fine window 
display and announce your opening. 

*K kK ok 

Get the people into your store, but first be certain 
that you have what they are coming for. 

The man to whom you say, “Sorry, those goods 
have not come in yet,” goes away disappointed, and 
he talks. 

His talk is bad advertising for you. 

His views of you, and the views of the folks he 
preaches to about you, are just so many minus points 
against you, and it is plus points you should be after 
all the time. 

xk * * 

Business is common sense. 

Advertising is common sense, mixed with an un- 
derstanding of human nature. 

Advertising minus human nature becomes just bald 
announcement. . 

Advertising that brings customers when the goods 
are not there for them to buy is not business. — 
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DIRECT ADVERTISING 








Mechanical Perfection in Direct Advertising—The Importance of Giving a High Degree of 
Attention to the Mechanical Part of This Work—From an Address Made at the Detroit 
Convention of Direct Mail Advertisers By B. A. Dahlke of the Dahlke Stationery & 
Manufacturing Ccmpany, Buffalo, N. Y. 
ERHAPS one of the easiest things to do is dress had been placed straight on the envelope. They 
making mistakes. The ‘next easiest thing were all on an angle—some up, some down. 
is offering criticisms covering the other Standards in Addressing. 





fellow’s mistakes. Correcting mistakes is a 
little harder. I have been asked to say some- 
thing to you about the importance of giving a high 
degree of attention to the mechanical part in direct 
advertising. If I can show you that there is some- 
thing wrong in this respect, I will thereby prove my 
case, without using any arguments, because we all 
admit that if anything is wrong, it is important that it 
be _— right. 

[ ask you, in following what I am going to say, to 
keep in mind that “as a test of truth, logic is inferior 
to experience.” I understand a famous scientist is 
the author of this statement. It will pay you to have 
a nifty little sign made, and put it where you can 
see it constantly. I will repeat it: “As a Tesi of 
Truth Logic Is Inferior to Experience.” 

Great care should be exercised in having the ad- 
dressing on your mail done very neatly. There is 
room for improvement, as I will attempt to show: 

Judgment on Addressing. 

For the purpose of giving you some figures, I 
saved the envelopes on all advertising mail received 
at our office for a period of two weeks. I had eighty- 
seven envelopes to examine, and appointed myself 
sole judge and jury. Here are my findings: Three 
addresses were good; two might have passed as fair; 
eighty-two were poor enough to be absolutely con- 
demned. 

The hand-written addresses were by far the worst. 
| am not exaggerating when I say that out of twenty- 
two hand-written addresses, there was not a single 
specimen that would receive a rating as “fair” by 
a fourth grade public school teacher. 

The typewritten addresses had numerous faults, 
more than fifty per cent showing the use of ribbons 
that had been kept in service entirely 
too long. 


And a few words about the ad- 
dressing done on addressing ma- 
chines: A short time ago I asked a 


repairman how many addresses he 
thought we should get from one rib- 
bon on his machine, and he said that 
he had just come from Tonawanda, 
where a customer had bought a ma- 
chine three years ago, used it. every 
day, turning out thousands of ad- 
dresses daily, and he had to go down 
to put on a new ribbon. They had 
up to that time been using the rib- 
bon that came with the machine. [ 
want to tell you that ninety per cent 
of the machine-addressed advertis- 
ing matter I receive looks as though 
it came from that fellow in Tona- 
wanda, who don’t know how to put 
on a new ribbon. 

In addition to this big fault, most 
diligent search on my part failed to 
reveal a single instance where the ad- 
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Having told you how this direct-mail advertising 
matter is going out (taking for granted that what I see 
is fairly representative of what is going on all over 
the country, allow me briefly to give you my ideas as to 
the cause, first mentioning that according to my obser- 
vations, addressing has been getting gradually worse 
from year to year, on both advertising matter and reg- 
ular mail. This is not a very nice statement to make, 
but we cannot expect “boquets” unless we earn them. 

I don't believe in postscripts, but, really, the most of 
these envelopes should have rubber-stamped on them 
“Please excuse poor addressing. We had to do it in 
ahurry. Hope Uncle Sam can read it, and get our very 
important message safely into your possession.” 

We are using too much “speed.” The party who has 
charge of getting out your mail is not directly interested 
in the results the advertising will bring, but only in the 
amount he can get out for you, at as low a cost as 
possible. 

If I had anybody in my mailing department who 
could address 1,000 envelopes per day, either hand- 
written or on the typewriter, I would be obliged to fire 
her, because I know she could not do them right at 
much more than half that speed. The same thing would 
happen to a machine operator who would turn out 20,- 
ooo addressed envelopes per day. These speeds can 
be obtained, but there is no class to the work. 

Now, is it really very important that more care 
should be given to this addressing, to see that it is 
done as nearly perfect as possible? Does it pay! 


Quality Addressing Pays. 

I had in my employ a 

a supreme quality. 
work was not excellent; 
a time 


girl who did addressing of 
Please note carefully that the 
it was supreme. 

we noticed that each month certain ter- 
ritories showed up very much better 
than others. Investigation estab- 
lished the fact that each month these 
better results came from territories 
where the addressing was handled by 
this particular girl. 

This happening five months in suc- 
cession, leaves no doubt in my mind 
that these better results were due en- 
tirely to this high-class addressing. 
The increase amounted to about thir- 
ty per cent. 

It makes no difference what your 
proposition is, what class of people 
you circularize, or what kind of ad- 
vertising matter you send out—it 
will pay you to double or triple your 
addressing expense, if it is necessary 
to do so in order to insure your work 
being done absolutely good. 

Just one more experience: We 
changed from hand-addressing to 
addressographing. The change was 
slow, due to making corrections in 
the list. Immediately upon using 


For 
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the addressographed mail, we noticed increased re- 
sults from that mail, over that which still went out 
hand-addressed. The increase in results was startling. 
I will not give you the figures, because you will not 
believe them. 

I want to hand out some “boquets,” so I will give 
myself one, and say that the addressing we now send 
out is of the highest character possible, and we accom- 
plish this by doing the work without any regard to 
time required. We feel that we could well afford to 
pay $10.00 per thousand for having our addressing 
right, if it was necessary to pay that much. 

Possible Postoffice Action. 

Allow me to add that if we don’t see to it pretty 
quickly that our addressing is properly done, the post- 
office department will undoubtedly be obliged to make 
some very stringent rules governing this phase. Con- 
stantly increasing use of direct mail advertising will 
force the department to take such action, unless we 
make it unnecessary. 

x * Ox 

Now we get busy with our envelope opener, to see 
what is inside. Sometimes the envelope has a little notice 
on the outside, putting us next to the fact that there is 
a little surprise inside. Boys, you ought not to do this. 
Don’ tell her about it until she has opened the envelope. 
Then it will be just that much more of a surprise to 
her. 

Let us open the first one. 

I find a letter, a very neat little book, and a blank. 
They are all there, just as you put them in when they 
left your mailing room. 

Clip Enclosures to Letters. 

But why are you putting me to the necessity of look- 
ing all over my desk for a gem clip to fasten those 
things together? Finally I find the box, but there are 
no more clips in it. Immediately I demand that I be 
supplied with some more clips. They finally arrive, 
and I am ready to do the job that you should have 
done. 

I submit to you that you have no moral or legal 
right to make me do this work. It is to your interest, 
primarily, that those papers be kept together. You 
should have done this work, and I will attempt to show 
you, from experience, that it pays: 

Immediately after adopting the rule not to let any 
of our mail go out unless the enclosures were fastened 
to the letter, we noticed increased results. This was 
not convincing proof to us that the little clip was re- 
sponsible for the increase. We, therefore, sent out 
5,000 test letters with loose enclosures, and 5,000 letters 
with clipped enclosures. Mailing was carefully divided 
into territories, so each mailing was exactly the same 
as to class of names and territory. The letters which 
cost us about $1.00 per 1,000 more, on account of using 
the little clip, showed results of about 80 per cent better 
on one enclosure and over 200 per cent better on the 
other. 

* * 2K 
How are they 
I wish I could 


Let us look at some more letters. 
folded? Is that work carefully done? 
give you a favorable answer on this. 

Careful Folding Essential. 

In only a few cases do I see anything that does not 
immediately suggest that “speed” was the great essen- 
tial in getting out the mail. This criticism applies not 
only to advertising mail, but also to the regular mail. 

Is it important that the letter should be carefully 
folded? Will the exercise of great care in this respect, 
and the attending extra expense, bring you better re- 
sults? I cannot give you an answer on this, having 


made no tests in this respect. The only thing I can say 
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on this point is that a carelessly folded letter does not 
make as favorable an impression on me, as a letter care- 
fully folded. How about you? How about your pros- 
pective customers ? 

; * * 

I have seen very few circular letters during the past 
few years that were entitled to a ninety-five per cent 
rating ; most of them run nearer fifty per cent. 

I must say, in this connection, as | mentioned about 
the addressing, that things are getting worse. We are 
so much after quantity production, that we are not pro- 
ducing the right kind of goods on our circular letters. 
We certainly have fine machines for doing the work, 
but we don’t use them right. 

Change Ribbons Frequently. 

The fault with most circular letter work is that you 
try to get just about three times more impressions 
from a ribbon than you have any right to expect. 

I charge some manufacturers of ribbons with over- 
rating their product, as to number of impressions pro- 
curable. Many of us take the manufacturer’s state- 
ment of capacity as “honest truth.” 

I also suggest to manufacturers of duplicating ma- 
chines that they impress on new users, that if they 
want excellent work, they cannot figure on running the 
machine at top speed. Less speed and change of rib- 
bons as often as necessary will give you better looking 
letters. 

Which Is Most Effective Color? 

Let us look at the color of ink used in these letters. 
While we are considering this question in connection 
with advertising matter, let us include our regular 
daily correspondence. Our daily correspondence is 
one of the most important branches of direct mail ad- 
vertising. 

Over ninety per cent of our incoming mail is writ- 
ten in black. On circular letters we do not find such 
a large percentage, but it runs over seventy-five per 
cent. 

I could never understand why firms use a black rib- 
bon. I have tried to find out, by making direct in- 
quiries, but so far have not succeeded in having any- 
body give me a plausible excuse for it. 

I have heard the argument advanced that black is 
the most dignified color. All right, I will admit that, 
but now ask why you want to be so dignified? Are you 
gaining anything by it? 

Again, admitting, for the sake of argument, that 
black is a desirable color for your letters, let me ask 
you whether you think the same about gray? You 
start using a black ribbon, but after the first few times 
around, you are getting black no longer; it is gray. 

Look through your incoming correspondence when 
you get back, and see if I am right or wrong. 

A few weeks ago, the president of a large concern 
happened to be in my office, just as I was starting my 
daily dictation. I showed him the batch of letters be- 
fore me; there were exactly fifty. Forty-seven of them 
were supposed to be written in black, but were all gray. 
Two were in purple and one in blue. 

Color Selection. 

I called his attention to it, and asked him to pick out 
the best looking letters. He picked out the two purples 
and the one blue. The blue he liked the best. 

I asked him what he thought of the black letters. 
He said he didn’t like their looks; that he liked black 


for funerals, newspapers and magazines, but not for 


business letters. 

I asked him what color his firm used. He didn’t 
know. Calling for his file, I showed him the letters 
from his firm. They were all written in gray. He is 
using a blue ribbon now. 
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We see black on white all day. In the morning we 

get our paper, and in the evening we read our splendid 

magazines and trade papers—all black on white. 

Don't you think a little change is desirable? Instead 
of trying to put dignity into your correspondence, let's 
have a little more life. 

I would not be so much opposed to black, providing 
it was possible to get decent work from that color, but 
I am convinced, from my own experience, that black 
is not a good color to use with ribbons. You cannot get 
good results. It is fine for printers and lithographers. 

And no matter whether you use black, purple, green 
or blue, change your ribbons on your machines often. 
This applies to typewriter, addressograph, multigraph 
or any other machines you have. Keep your operators 
supplied with plenty of new ribbons, and tell them to 
be very free with their use. Impress upon them that 
you want the highest class of work the machine will 
produce and you don’t care a snap how many ribbons 
they use. This will cost you a little extra money, but 
it will be well invested. 

Keep Type Clean. 

Very few duplicated letters I have received show 
clogged-up type, but nearly fifty per cent of incoming 
typewritten mail does show it. A little elbow grease 
applied to the typewriters every morning will be good 
for your stenographers, and it will improve the appear- 
ance of your work wonderfully. 

Does it actually pay to put out better looking let- 
I cannot submit actual proof to you on this 
point. The difference in cost between poor work and 
good work is so small -that I have never taken the 
trouble to test it out. You certainly will not be taking 
very big chances by putting out better work. 


ters? 


I notice increased used of block paragraphing, and 
suggest its discontinuance. When text-books, news- 
papers and magazines adopt this method, then it is 
time enough for us to use it in our letters. 

A paragraph is supposed to be indented, and always 
will be by the majority of people. 

[I have heard arguments in favor of block para- 
graphing, from a mechanical standpoint, but there was 
nothing to the arguments. 

Block paragraphing makes a letter harder to read, 
not easier. 

What I say about block paragraphing, also applies to 
block addressing. If you want to know what the 
post office department thinks of block addressing, write 
to your postmaster and find out. 

And then I see addresses written in “full capitals.” 
While I admit that this saves a little time, I say that 
it is not a natural way of doing things. I don’t like to 
see my firm addressed in this way. Neither do you. 


“Associated Paragraphing.” 


There is one thing we should all use more than we 
do, and that is “associated paragraphing.” By this | 
mean leaving no space between paragraphs quite closely 
associated, and a space between groups of paragraphs 
thus formed. 

[f you will try writing your letters in this way, you 
will be surprised at the great advantage secured, in 
many ways. It also gives your letter a somewhat un- 
usual, but very pleasing, appearance. 

It will be rather difficult to try and use this in your 
regular correspondence, but in your form letters it 
should be employed. 

| submit, for your very careful thought, the state- 
ment that the lines in a letter should not exceed six 


inches. Lines exceeding this length are hard for the 
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eye to follow, from the end of one line to the beginning 
of the next. 

Allow me to make the suggestion that you place your 
name, at your home address, on your different mailin 
lists, so that you will receive a copy of every piece o 
your direct advertising. In this way, you will often see 
things which otherwise you would not see. 

If you then find that your mail is not going out right, 
that some of the things I have mentioned apply to your 
advertising, then you will agree with me that it is im- 
portant that you should give a high degree of attention 
to the mechanical part of your te advertising. 

During the past few years, it has not been necessary 
to watch ourselves very carefully. In fact, inefficiency, 
inferior advertising, lack of care, etc., have brought to 
some of us greater profits that right methods would 
have secured. A rising market on unsold goods pro- 
duced greater profits than the ordinary sales profit on 
sold goods would have been. 

Much advertising done during this period has proven 
“result-bringing,’ not because the advertising was 
good enough to get business, but because it was not 
poor enough to scare away orders from buyers very 
anxious to get any kind of goods, at any kind of price. 

Buyer’s Market Demands Better Work. 

The fact that your direct advertising has proven 
profitable during the past few years, is absolutely no 
proof that it will continue to be profitable. We have 
been in a “‘seller’s market,’ where the law of “survival 
of the fittest” does not operate. We are now in a 
“buyer's market,” where this law starts working over- 
time. : 

Here is hoping that you and I will go through the 
next few years of readjustment with flying colors. The 
chances are much in our favor. The fact that we are 
here is very good evidence that we want to learn some- 
thing, and the “law of compensation” guarantees to 
each of us success in proportion to our willingness to 
acquire knowledge and putting such knowledge to the 
best possible use. In this process of acquiring knowl- 
edge, let us guard against under-estimating the im- 
portance of the “little things,” which so often mean 
the success or failure of an undertaking. 


Harding’s Policy Opposes Cost-Mark Law. 
President-elect Warren G. Harding was queried by the 
Retail Public Philadelphia, on his attitude 
toward a cost-mark law. The opposing candidate in the 
recent election had favored legislation like that passed a 
Mr. Hard- 


Ledger, of 


year or so ago by the legislature of Montana. 
ing wired his policy as follows: 
favor of any wise steps which may 
undue profit being exacted from 
\merican believe that governmental inter- 
ference with economic laws and American business should 
never be undertaken unless it is clear that the result 
sought will be attained and that the case is one of such 
necessity as will justify governmental action. 

“The cost-mark proposal to brand wholesale costs upon 
manufactured goods does not appear to me to be one to 
which we can commit ourselves without a most careful 
study of the necessity, efficiency and justice of it. In- 
deed, such study has already revealed grave dangers to 
business and even to the consumer, because the relations 
of the quantity of stocks carried to changing prices would 
unwholesome feature of speculation into 


“Though | am in 
be taken to prevent 


consumers, ] 


introduced an 
our retailing 


“Warren G. Harding.” 
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New MACHINES 
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A New Portable Remington. 

The Remington Typewriter Company has now officially 
announced the completion of the new Portable Remington 
typewriter. This little machine, illustrated on this page 
is the most important development in the field of inven- 
tion to be announced this month. Like its predecessors 
in the Remington family, the new machine possesses fea- 
tures which make it distinctive. 

The keyboard on the Remington Portable typewriter is 
standard and universal. It has the same number of print- 
ing keys as every standard correspondence machine— 
that is, 42 keys arranged in four rows. In every other 
respect, the keyboard is standard—in the size of the keys, 
in the distance between keys and in the relative height of 
each row of keys. The company has built this machine 
with a view to making it as compact and light as possible, 
without sacrificing any of the features which are desirable 
in a standard typewriter. It is recognized that a portable 
typewriter must of necessity be compact, but it is desir- 
able, according to the viewpoint of these manufacturers. 
to avoid compacting any operative feature. The great 
operative feature of every typewriter is the keyboard. 

The Remington Portable typewriter is standard through- 
out, in construction, operation and in the materials which 
enter into its manufacture. No effort has been made to 
achieve lightness in the use of materials lighter than are 
demanded by accepted standards of strength and reliabil- 
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ity. The new machine is light, but the lightness resides 


in the constructive plan of the machine itself. 


The new machine, 1n addition to the standard keyboard, 
possesses the features of standard machines. It has the 
single shift, shift lock and back spacer key. It has the 
two-color ribbon mechanism, variable line spacer and 
adjustable marginal stops. The machine is so compact 
that it fits into a traveling case only four inches hig The 
machine is not collapsible, but possesses a convenient 
lever by means of which, when not in use, the type bars 
are returned to a position flush with the top plate. This 
form of construction eliminates entirely the type well or 


type basket, with its empty space. 

The Remington Typewriter Company assures its friends 
that the new Portable is capable of doing a high quality 
of work. It has standard type faces and its work is not 
to be distinguished from that of the average standard 
typewriter. Its touch is light and feathery. Furthermore, 
it is expected that the machine will answer every require- 
ment of durability. Prospective users of portable ma- 
chines include everyone who has writing to do with his 
or her own hand. Even the professional typist who does 
extra work at night finds use for a portable typewriter. 
The company believes, however, that the greatest of all 


fields for the portable typewriter is in the home, for edu- 
cational and other home uses, and they call to attention 
the fact that as early as 1876, W. O. Wyckoff, one of the 
founders of the typewriter industry, predicted that the 
ultimate future of the typewriter would be in the home. 


This prophecy was contained in a letter to the late J. 
I I ) J 


Walter Earle, afterwards president of the Remington 
Typewriter Company. 
Ansonia Clips Now On Display Cards. 
The Ansonia Novelty Company, Ansonia, Conn., has in- 
augurated an innovation in packing its pen and pencil 
Quarter-gross lots are now available in an easel- 


clips. 
back display card, shipped in a carton to protect the con- 
tents while in stock. The normal assortment contains 
nine clips for large pens, nine for medium pens, and 
eighteen for pencils. 


(Continued on Page 241.) 
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Office Appliances in Great Britain. 


Exclusive Correspondence of “Office Appliances.” 


London, October 12th, 1920 


HE industrial and commercial position in this coun- 
T try is still a matter of very serious comment every- 
where. In the past month there has been no im- 
provement, but rather a further setback. Beginning with 
the automobile trade, the slump has spread to other and 
still more leading industries until we are face to face 
with a prospect of very widespread unemployment this 
winter, with all the troubles that widespread unemploy- 
ment may mean in times like these. 
<-> 
So far as the coal strike is concerned, a fresh ballot of 
miners is taking place and it seems as though there will 
be no strike. Despite the removal of this fear from the 
outlook, however, capital is in no way less apprehensive. 
From all over the country come tales of closing factories 
or dismissals of large numbers of men, frequently one or 
two thousand at a time from large works. In Sheffield 
the position of the steel and iron trades has been get- 
ting more and more unsatisfactory. Sometimes the 
trouble is put down to labor, as in the case where, we are 
told, a Sheffield firm had to decline a big Continental 
order because it could give no definite date for delivery. 
Hosts of orders already placed are being cancelled. In 
the Northampton boot industry, trade has never been 
worse and no improvement is looked for until the new 
year, if then. On the whole, the shops that are still open 
are running less than half time. It is said that over 7/5 
per cent of the working operatives are not earning a liv- 
ing wage, owing to their being only able to work from 
11 to 15 hours a week. 
<--> 
The Bradford woolen industry has a very bad outlook. 
The financial crisis in Japan has affected it very badly, 
as also has the slump in wool goods in the U. S. A. Hali- 
fax, the center of a district fortunate in having a variety 
of industries, also shows a general slump, and the nego- 
tiation of any business is exceedingly difficult and risky. 
<> 
In all the textile trades—wool, cotton, and silk—busi- 
ness is stagnant. The demand for cotton yarns is prac- 
tically nil and operatives are only working about 29 hours 
Worsted spinners and manufacturers are also 
short time. The dyeing trade is naturally 
affected by all this. There is no new business coming in 
for the engineering trades, where there are distinct signs 
of imminent pronounced depression. 
<-> 
In the South Wales coal and iron industries the out- 
look for the coming winter is decidedly gloomy. In all 
our ports there are large numbers of seamen unemployed, 
an indication of the trouble in shipping. Dock, wharf, 
and riverside labor is also very largely unemployed 
<-> 
The retail store and shop keeper finds all this being 
heavily reflected in his business. Where a few months 
ago a dozen customers came into his shop to buy his 
dry goods, his boots, or anything else that was his, about 
one walks in now, and a very captious one at that. The 
causes of this kind of thing are world wide and need 
not be recapitulated here. Evidently they are the after- 
math of a great war and the penalty of an orgy of waste. 
<—e-—> 
The reaction of these things upon the typewriter and 
office appliance trade is pretty obvious and quietness rules 
in most sections except where exceptionally vigorous ad- 
vertising campaigns are being kept going to whip up 
failing business. One of these campaigns appears to be 
successful. It is pushing the Underwood portable 


a week. 
introducing 


very 
typewriter. The special company running this—the 
Underwood Portable Typewriters, Ltd.—has its head- 











New 


Bond street. _ 
tered in this country with a nominal capital of $40 
in $4.00 shares (taking the exchange rate of four dollars 


quarters at 17, 


It was recently hy 
, 


The first directors are J. L. Un- 
derwood, C. L. Rossiter, de Witt Bergen, C. Strauss, 
G. R. E. Pattenden, and A. W. Pollard. This latter 
gentleman was formerly managing director of the Corona 
Typewriter Company, which also has its headquarters in 
Bond street, a resort of fashion and of afternoon society 
promenades 


to the pound sterling). 


<> 
Other big advertisers all the time are the Burroughs 
people with their specialties. They choose their mediums 
very carefully, going for the large circulations with known 
business men connections. Advertising is a very expen- 
sive thing nowadays, with the front page of the “Daily 
Mail” going for $4,000 per insertion, so that circumspec- 
tion has to be used and advertising copy placed to the 
best advantage. The Burroughs people seem to know all 
about that, however, as also do the Underwood bunch. 
<--> 
One thing the Burroughs company do not neglect, ap- 
parently, and that is attendance at all the trade exhibi- 
tions held in this country. Our trade shows are not very 
great nowadays, but every branch of retailing has them in 
turn. For example, there has just been held the Grocery 
Exhibition at the end of September, located in the Agri- 
cultural Hall, Islington, in the North of London, a well- 
known exposition center. The Burroughs exhibit there 
Was a great attraction, with models showing that cost 
from $200 to $400, with larger sizes up to $1,200. Espe- 
cially interesting to grocers was the model which will 
do subtracting work. The only other office appliance 
exhibit, by the way, at this Grocery show was the Na- 
tional Cash Register, another unfailing attendant at all 
these functions. 
<-> 
We are having a flood of new companies just now in 
all sorts of businesses, and old companies have been is- 
suing prospectuses inviting new capital. Amongst these 
latter | notice my old friends, Morland and Impey, Ltd., 
manufacturers of the Kalamazoo loose leaf books. This 
company now has an authorized capital of $1,020,000, 
and it is making an issue of $440,000 of that to the public 
in the shape of 75,000 7 per cent cumulative preference 
shares at $4.00 each, 25,000 10 per cent preferred ordinary 
shares at $4.80 each, and 100,000 deferred ordinary shares 
at 20 cents each. These deferred shares are only issued 
to buyers of other shares in certain proportions. The 
directors of the company are John Coleby Moreland, 
Francis Levitt Impey, Frederic Paul Impey, Oliver Mor- 
land, Joseph Bernard Shewell, who is works director, 
Frederic George Thomas and Walter Johnson. 
<> 
The present company, by which these shares are being 
issued, was formed in 1908 for the purpose of developing 
the Kalamazoo loose leaf patents. In 1912 it built its 
own factory at Northfield, Birmingham, and enlargements 
have been made from time to time until now the floor 
space covers 77,000 square feet, occupying a part of the 
company’s 24 acres of freehold land there. The com- 
pany is rapidly developing its export trade and it is foster- 
ing the overseas demand for its products. In France 
and Australia it has established subsidiary companies 
which are already doing a trade of $200,00 a year. It also 
has branch offices in Belgium, Holland, Switzerland, 
Spain, and sole agencies in New Zealand, South Africa, 
India, Egypt, Italy, Norway and Constantinople. 
<--e > 
In the year 1914-15 the company’s turnover was $227,- 
200 and its profit $22,540. From these figures steady 


growth is shown, until for the year 1919-20 the turnover 
has risen to $954,788 and the profit $109,752. For the cur- 
rent year the progress of sales has been so substantial, it 
is said, that the year should result in a turnover of at 
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least $1,168,000. The proceeds of the present issue of 
capital will provide for an extension of the factory and 
power plant, for extra plant and machinery, and further 
working capital for the subsidiary companies. The direc- 
tors are fortunate in their labor conditions. There has 
never been a strike in the business since it was estab- 
lished, and the output per employee was never better than 
at present. A large number of workpeople are share- 
holders in the company. 

<--> 

A further drop in the import of typewriters is to be 

recorded this month, but not so pronounced as in some 
of the previous months. There were shipped into this 
country in September 5,840 machines, as against 5,994 in 
August. This 5,840 compares with 6,611 in September 
last year and 2,699 in September, 1913, the last complete 
pre-war peace year. The total number of typewriters 
imported for the nine months ended September into this 
country was 64,460, against 38,363 in the corresponding 
nine months of last year and 36,819 in the first nine 
months of 1913 

<--> 

On the export side we shipped out of the country in 

September 317 machines, as against 191 in September, 
1919, and 404 in September, 1913. The total number of 
these machines (“Produce and manufacture of the United 
Kingdom”) exported during the first nine months of this 
year was 3,017, against 933 in the corresponding period 
of last year and 3,287 in the same period of 1913. 

<---> 


Other exports of typewriters come under the heading 
of “Foreign and Colonial merchandise.” In this category 
we shipped out in September 590 machines. This makes 
for the full nine months 5,407 machines, a startling com- 
parison with the 1,826 exported in the first nine months 
of last year and getting well on towards the 7,951 ex- 
ported in January to September, 1913. 

<---> 

Managing Director W. D. Morgan, of the Visible Writ- 
ing Machine Company, the British agents for the Royal, 
came back a little while ago from a three months’ tour 
in the United States, his first visit since 1916. Accord- 
ing to an interview, he found things changed very sub- 
stantially in that period. As reported, Mr. Morgan said: 
“First one had to contend with the scarcity of shipping, 
then the absolute embargo on typewriters. When that 
was removed, the shipping difficulty again became very 
acute, and now, perhaps most important of all, is the 
terrific drop in the rate of exchange, which has caused us 
to increase prices after lowering them when the embargo 
was removed. The main reason of my visit was to see 
if I could not arrange for a much larger allotment of 
machines each month. I expect to receive practically 
twice as many machines during the remainder of this 
year and the whole of next as during the like preceding 
period. Even then it will take us a long time to catch 
up our orders, particularly with the schools.” 
<1> 
to a question concerning a new 
am not in a position to say 
The machine is 


Mr. Morgan, in reply 
portable “Royal,” said: “TI 
very much on the point at the moment. 


not yet to hand, but, when it is finally placed on the 
market, I believe friends of the Royal will be greatly 


pleased with it. The weight will be much the same as 
other portables, but it promises an entirely new depar- 
ture in the world of portable typewriters.” 

<-> 


“Can you say anything about the Typewriter Importers’ 
Association, of which you are chairman?” was the con- 


cluding question of the interviewer. 
<—-o-—> 


“This was purely a defensive organization formed for 
the purpose of collectively presenting our case to the 
Board of Trade in order to get the embargo on the im- 
portatior of typewriters removed. It was never intend- 
ed that the association should be commercial nor that 
it should have anything to do with the controlling of 
prices or methods of a typewriters or indeed any 
trade conditions whatever. The organization served the 
purpose for which it was formed, and although it is 
still in existence, it is not active at the moment.’ 

<---> 

H. C. Thompson, managing director of the Woodstock, 
is also a recent returnee from the States. He was away 
on a three months’ trip on business to the Woodstock 
Typewriter Company of Chicago, the Peerless Carbon 
and Ribbon Company of Toronto, and the Sun Type- 
writer of New York, to mention only three. He tells a 
story of increasing output and unceasing deme ~d. 


APPLIANCES 





1920. 


November, 


Readers of this journal will remember that there was 
a big row last year about the railway companies charg- 
ing passengers freight rate for small portable typewriters 
carried by the passenger himself in his hand. At one 
time it was reported that this charge had been abandoned, 
but later information shows this to be incorrect, and the 
charge is still going on. In fact, it has now been so 
systematised that in some cases the charge is higher 
than it was. The new rates adopted by the railway com- 
panies for the carriage of typewriters accompanied by 
passengers are divided into distances under 30 miles and 
distances over 30 miles. Under 30 miles a journey of 6 
miles costs 8 cents; 12 mile s, 16 cents; 20 mile Ss, 24 cents; 
and 30 miles, 36 cents. (AIl these figures take the half- 
penny to be equal to one cent for purposes of compari- 
son.) Over 30 miles the rate becomes a question of dis- 
tance and weight. A machine weighing 20 ounces costs 
54 cents for 50 miles, 60 cents for 100 miles, 84 cents for 
200 miles, and 108 cents for 300 miles or over. 

<8 > 


trade is quiet, manufactures of 
paper are in good demand, and the export trade in sta- 
tionery is doing well. Among Britain’s best customers 
are the British East Indies, British South Africa, Aus- 
tralia, New Zealand, and Canada. The home market is 
now busy with office stationery and supplies, the fall 
being the time for replenishing office stocks for the com- 
ing winter. Manufacturers of stationers’ sundries are 
offering proved stock lines and novelties in every sort of 
filing cabinet, box, case, and file, card-index appliances, 
perforators, clips, balances, calendars, etc. Overseas and 
foreign buyers can find any and every sort of stationery 
and office supplies and sundries they require on the British 
market. 


Though the paper 


Office Machine Saves British Papers During Strike. 


In our London letter of last month was a reference to 
the strike of the printers in England recently and a de 
scription of how different publications got out their news 
sheets by means of a well-known stencil duplicating ma- 
chine and typewriters. On this page we show a picture 


of the office of the Manchester Evening News during the 
strike. Here we see rotary duplicating machines in op- 





MANCHESTER, ENGLAND, EVENING NEWS DURING THE 
PRINTERS’ STRIKE. 

eration, turning out mimeographed copies and a typist 

busy making stencils. The Evening Chronicle, the Man- 


chester Chronicle and other British papers adopted the 
same plan, getting out mimeographed sheets of news by 
means of the Roneo duplicating machines. Some of these 
news sheets gave weather forecasts and market reports, 


together with brief news which could be put in a few 
lines. Others gave news of the sports, racing news and 
other items. The Manchester Evening News, for in 
stance, presented in its issue of September 8th a paragraph 


about the miners’ trouble, one about the Lord Mayor of 
Cork, a statement that the Manchester tram cars are los- 
ing 4000 pounds a week, an increase in the price of gas, 
the condition of foreign exchange, the Manchester stock 
market, the marriage of a prominent man, and racing re- 
sults. The Evening Chronicle gave an equal, if not greater 
number of news items. 
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CAV. ARRIGO CAPRA, OF A. CAPRA & CO., 


PALERMO, ITALY. 


Mr. Gambini Returns to Italy. 

Giacomo Gambini, who has spent some weeks in the 
eastern and central portions of the United States, has 
just sailed for his home in Palermo. Mr. Gambini is a 
delightful gentleman. Not only is he an able representa- 


tive of the office equipment business, but he is also a fine 


representative of his native land. He is one of the part- 
ners of the house of A. Capra & Co., of which Arrigo 
Capra is chief. The firm, which deals exclusively in of- 
fice equipment, has its main establishment at Palermo 
and important branches at Rome, Messina, Catania, Trip- 
oli and Bengasi. 

Capra & Co. has always done a considerable business 
in American office machines and equipment, having 
handled American typewriters for the last thirteen years. 
Mr. Gambini voiced encouraging reports of conditions in 
Italy, but states that the situation of current exchange is 
such that immediate purchases of American goods are al- 








SIG. GIACOMO GAMBINI, OF A. 
CO., PALERMO, ITALY. 


CAPRA & 


impossible until such a time as more reasonable 
rates between the money of Italy and of the United States 


prevail. 


most 


Report on Dominican Customs Receivership. 

The Government Printing Office, Washington, D. C., 
has issued the report for the thirteenth fiscal period of 
the Dominican Customs Receivership, Dominican Repub- 


lic. It includes a summary of commerce statistics for 
1919, 
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OF A. CAPRA & CO., AT PALERMO. 
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Galveston Makes Second Rank in Exports. 
During the fiscal year ending June 30 Galveston took 
second place as to the value of exports. New York ied, 
as usual, as nearly half of the exports of the country went 
through that port. The leading ports shipping for export 
trade all made substantial increases over the shipments for 
the preceding fiscal year. 


A Leader in Finnish Office Equipment Field. 
Some Interesting Facts About a Prominent Concern. 


Readers of Office Appliances are already more or less 
familiar with their contemporary O. Y. Systema and 
A. B. Systema of Helsingfors, Finland. For years the 
business has been a leader in its particular field. It was 
founded by Count Carl Mannerheim, a gentleman of rare 
foresight and acumen who conducted it under true demo- 
cratic principles and laid the foundation for the success 
which the business achieved under his management and 
under that of his successors. When originally started in 
1887, the business was known as “Carl Mannerheim’s 
Bureau.” In 1909, it was reorganized as a limited com- 
pany under the name of Systema Ltd. (O. Y. Systema- 
A. B. Systema), with a capital of 200,000 Finnish Marks. 
The capital now amounts to 3,300,000 Finnish Marks and 
there is a surplus of 617,000 Finnish Marks. , 


Count Mannerheim died in 1914 at the age of seventy- 
five years. He had been for more than a quarter of a 
century at the head of this, the first firm dealing in office 
machinery and requisites in Finland. Major Michael 
Gripenberg then became head of the firm, but owing to 
military duties he was obliged to relinquish that position 
in 1919, though he continued to act as chairman of the 
board of directors. Mr. Arvi Kuha is now managing 
director; the assistant director and sales manager is Mr. 
Vihtori Haataja; Mr. Erik Landén manages the office or- 
ganization department, while Mr. Lennart Holm and Mr. 
Einar Calamnius are in charge of the counting house. 


The business of the firm has increased year by year. 
Its turnover for 1917 was two and a half million marks; 
for 1918 four and a half million, and for 1919 over eleven 
million marks. 


The firm now owns premises of its own in the center 
of Helsingfors, with a floor space of over 1,500 square 
metres. In these premises it has large and spacious show 
rooms, sales rooms and counting house. 

Systema Ltd. has branches in Abo, Tammerfors, Vi- 
borg, Uleaborg and Vasa, and agents or representatives 
in all the other large towns of Finland. 

It represents a number of foreign firms and makers 
who are specialists in the office machinery and requisites 
line, including manufacturers of adding machines, type- 
writers, duplicating machines, office furniture and filing 
devices, etc., many of the lines carried being of American 
manufacture. 

Among the Finnish firms which Systema Ltd. repre- 
sents may be mentioned Billnas Works Ldt. and Grund- 
strom’s Safe Factory. 
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The Card Index and Loose Leaf Department plans 
and organizes all kinds of indexing and reference work, 
suggests and works out systems of bookkeeping, and de- 
signs methods for work in this line. The firm’s own 
printing works do all the printing for card and loose leaf 
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V. HAATAJA, 
systems, as well as all that for the firm’s own require- 
ments. 

Systema Ltd. has workshops of its own both at the 
head-office and at all its branches, for the repair of all 
kinds of office machinery. : 

_ Its leather furniture works make both office and library 
furniture, as well as doing all kinds of furniture polishing. 

The firm has done much to spread the knowledge of 
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typewriting and stenography in this country, by means of 
the schools which it has established. It has schools of 
typewriting in Helsingfors, Tammerfors, Abo, Viborg, 
Uleaborg, Vasa and two traveling 
schools in the provinces. In 


Kuopio as well as 
Helsingfors it 


1 
has also a 





ARVI KEEHA. 


school for instruction in the use of calculating machines, 
and both Finnish and Swedish-speaking schools of stenog- 
raphy. 

The staff employed by the firm has steadily grown, step 
by step with the growth of the business, and now consists 
of about 160 persons. 

The registered name of the firm is O. Y. Systema-A. B. 
Systema, and its domicile is in Helsingfors. 
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VIEWS SHOWING 
Mr. Keeha’s and Mr. Haataja’s Office. 
high standard biliboard advertising. Center: 
Row: Adding Machine School. Center: Attractive 


Center: 


SOME OF THE ACTIVITIES OF 

General Office. 
Outdoor Display on Scenic Railway. 
Show Windows. 
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SYSTEMA, _TD., OF HELSINGFORS, FINLAND.—Upper Row 
Right: Part of show room. Center Row: Left, Sample of 
Right: Corner of the repair room Bottom 


Right: Typewriter School 
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NEW QUARTERS OF THE REBUILT TYPEWRITER COMPANY, SYDNEY, AUSTRALIA, RECENTLY OCCUPIED.—Upper 


row, left—View of Show window; 
the rear are Mr. Pontey, managing director, and Mr. 
workshop and rebuilding department; right—A 


Office Appliances on the desk. 


A Bit of Atmosphere from the Dutch East Indies. 
Office Appliances takes pleasure in introducing Miss 
E. de Chanvigny de Blot, typist for the Dutch East Indies 
Company, who is an enthusiast in her vocation as well 
as an expert. 
The principal club of Tegal sought to add to its social 











MISS E. DE CHANVIGNY 


DE BLOT. 


Miss de Blot is 


the costume which she designed, holding 


activities by holding a fancy-dress ball. 
shown here in 
in her arms a beautiful vase, presented to her by the club 
Miss de Blot 
is entirely justified in feeling pride in the commendation 
which 


as an award for the most original costume. 


she received. For the picture and the foregoing 
facts we are indebted to the Hammond Typewriter Com- 


pany. 


Woods, 
section of the 


center—The company’s building; right—A portion of the show room. The two men seated in 
who founded the business, 


Lower Row: Left—A portion of the 
manager's office, Mr. Pontey in the foreground and a copy of 


Takes Important Agency for Czecho-Slovakia. 


We are informed by Gibian & Co., of Prague, that 
they have taken the agency for the Elliott-Fisher Com- 
pany for Czecho-Slovakia. Messrs. Gibian & Co. are gen- 
eral agents for the L. C. Smith & Bros. typewriter in that 


territory. They recently received a visit from Mr. Fox, 








EXHIBIT OF GIBIAN & CO., PRAGUE, CZECHO-SLOVAKIA. 
European sales manager for the Elliott-Fisher Company, 
Mrs. Fox. Among the party were Miss 
3ering, an expert demonstrator from the Harrisburg, Pa., 
office, and Mr. Halloway, chief mechanic of the London 
office. 

It is said that the visitors found Czecho-Slovakia more 
up to date in the use of time and labor-saving appliances 
than is generally supposed. 


accompanied by 
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Commercial Status of Dutch East Indies. 





An Exhaustive Analysis of the Dutch East 
Indies from the Trader’s Standpoint. By 
G. Ruys, of Ruys’ Handelsvereeniging voor 
Indie, Rotterdam. 


Note—Export managers who have not had this informa- 
tion through their own channels should make as much of it 
as is germane to their interests a part of their files. Ruys’ 
Handelsvereeniging voor Indie, Soerbaia, B. E. I., is a branch 
of the institution at Rotterdam. The parent house has been 
specializing in office appliances for over twenty years, and now 
has a staff of over 200 inside and outside men. In addition to 
the branch at Soerbaia, there are also establishments at Ba- 
tavia and Medan. 

The entire selling campaign is being supervised on broad 
lines directed from headquarters at Rotterdam. Buying for 
the East Indies Trade is done there, and an extensive adver- 
tising department supports the colonial selling staff. Salesmen 
are provided with motor cars to facilitate traveling, and the 
repairmen use motorcycles. To maintain contact with the 
colonies, it is the intention of the headquarters executives to 
visit them every other year. 

The illustration shows the modern character of the busi- 
ness as conducted in the Far East. 

LTHOUGH we promised you some detailed report 
A about the Dutch East Indian territory some time 

ago, the writer has lately been so fully occupied 
that he could not possibly fulfill his promise until now. 
As an introduction, it might be well to commence our 
report with some general information about the islands 
of the Dutch East Indies, which form a connecting link 
between the Southeastern part of Asia and Australia. 
Geographically they belong to the continent of Asia. The 
Dutch East Indies form part of the kingdom of the Neth- 
erlands and are ruled by a governor general in the name 
of the queen. 

To give a good idea about the extensiveness of the 
islands we might mention that whilst Holland has a sur- 
face of 33,000 square K. M. (one square K. M. is about 
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equal to two-fifths square mile) the Dutch East Indian 

islands measure as follows: Java, with Madura, 131,508 

square K. M.; Sumatra, with surrounding islands, 420,384 

square K. M.; Borneo, 736,500 square K. M., of which 

553,341 Dutch Celebes and the surrounding islands, 185,914 

square K. M.; Dutch New Guinea, 397,204 square K. M. 
Climatic Conditions. 

Winter or Summer time are naturally unknown, 
the West monsoon, which begins about November 
ends in January-February, brings quite a lot of rain, 
whilst the East monsoon, which lasts from May until 
August, gives dry weather. The maximum temperature 
is about 36 degrees C. The difference between the long- 
est and shortest day is about fifty minutes, so that a day- 
light saving bill need not be presented. 

The population in the Dutch East Indies far exceeds 
the population of Holland. The latter has about 6,500,000 
inhabitants, whilst the Dutch East Indian islands are esti- 
mated to have a population af about 40,000,000 people. 
However, with regard to the selling possibilities of of- 
fice appliances, one may not draw inexact conclusions, as 
amongst these forty million there are only 100,000 white 
men, of which about 90,000 are Dutch. 

The native population numbers about 39,000,000, whilst 
the remainder consists of Chinese, Arabs, Japanese and 
other Asiatics. Most of the natives are agricultural labor- 
ers and very few are interested in the trade. The China- 
man occupies the place between the Dutch wholesale 
merchant and the native. The native of central Java, 
the Javanese, are the most advanced peonle, but quite the 
majority can neither write nor read. The islands are 
worth a visit. They are abundant with animals and a 
good field for big game hunters. 

Attractions of the Islands. 

Wild swine one can find almost everywhere, but the 
tiger is native of only Java and Sumatra. The elephant 
and orang-outang are common to Borneo and Sumatra, 
whilst the rhinoceros is found in Java, Borneo and Su- 
matra. There are also numerous species of monkeys. In 
Java we further find the peacock and in Celebes, the 
Molucas and Timor, the parrots can be found 

(Continued on Page ‘253 
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OF ROTTERDAM—Some Views 


Upper Left—Exterior View. Upper Right—Order Depart- 


Lower Right—Another View of Showroom. 


at Soerbaia, Dutch East Indies. 
ment Lower Left—Part of Showroom. 













New Remington Vice President-Comptroller. 


The board of directors of the Remington Typewriter 
Company has elected Cecil S. Ashdown vice president in 
charge of accounts and he has also been appointed comp- 
troller. 

Prior to his election, Mr. Ashdown 
dent and treasurer of the American Water 
Electric Company. During the war he served with the 
Navy department under Admiral Samuel McGowan as 
a special expert in the division of supplies and accounts. 
Previous to this he was for two years comptroller of The 
National Cash Register Company. 

Mr. Ashdown is a certified public accountant of wide 
experience, having started in the public accounting pro- 
fession and later been identified with executive and ad- 
ministrative work, For many years he was 


vice presi- 


Works & 


was *the 


corporate 





CECIL 8S. ASHDOWN, NEW VICE PRESIDENT AND COMP- 
TROLLER OF THE REMINGTON TYPEWRITER COMPANY. 


connected with Price, Waterhouse & Company, the well 
known firm of public accountants, and his associations in 
the accounting profession extend to Europe and South 
Africa. Mr. Ashdown is a member of the American In- 
stitute of Accountants and the Society of Incorporated 
Accountants of England. 


New Martinsville Resumes Next Month. 


The New Martinsville Glass Manufacturing Company 
expects to begin manufacturing stationers’ glassware in 
its rebuilt plant by the first of December. The factory 
was crippled by a fire September 28. Contracts for the 
rebuilding work are all subject to forfeiture if the work 
is not completed by November 15. 
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News « Miscellany 


Presenting the Important News of the Month, With an 
Interesting Report of the Notable Activities 
in Every Section of the Field 


Wilkerson Heads Steel Furniture Association. 


O. A. Wilkerson, general manager of the Steel Equip-- 
ment Corporation of Avenel, N. J., was elected president 
of The National Association of Steel Furniture Manufac- 
turers, an annual meeting of which organization was held 
late last month. 

Mr. Wilkerson was made general manager of the Steel 
Equipment Corporation in 1917, being promoted from the 
position of sales manager. He has had a wide experience 
in the steel furniture industry and is regarded as one of 
its best minds. His broad experience, sound judgment, 





O. A. WILKERSON. 


sincerity of mind and character, and his pleasing per- 
sonality, all combine to justify the good will and con- 
fidence of his fellows in the steel furniture world. 

Office Appliances extends its felicitations to Mr. Wilker- 
son and congratulates the members of the National Asso- 
ciation of Steel Furniture Manufacturers upon their choice 
of a chief executive. 


New Furniture Factory at Raleigh. 


H. S. Storr Company, Raleigh, N. C., has placed into 
operation its new furniture factory, producing office flat 
top desks and tables. The main building is 60x240 feet, 
steam heated. The dry kiln has a capacity of 40,000 feet. 
The machinery equipment is of the latest design, and each 
machine is driven by its own electric motor. The site 
affords plenty of yard room, and has private switch track 
facilities. In planning the factory every convenience tend- 
ing to the comfort and efficiency of employees has been 
provided. 

Prior to the erection of the new plant, the wood-working 
department was sold to the Raleigh Manufacturing Com- 
pany, organized to acquire that industry. The H. S. 
Storr Company is the largest stockholder in the Raleigh 
Manufacturing Company. 
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Irving-Pitt Increases Plant and Capital. 


Big Kansas City Loose Leaf House Build Addition to 
Plant and Raise Capital Stock to $3,000,000. 


On this page we show a newspaper drawing of the new 
factory of the Irving-Pitt Manufacturing Company of 
Kansas City as it will appear when completed. The new 
building will greatly increase the manufacturing facilities 
of the company which has recently increased its capital 
stock so that the capitalization of the company will stand 
as follows: Common stock authorized—$1,500,000, out- 
standing $1,500,000. First preferred stock (this issue) au- 
thorized $1,000,000, outstanding $1,000,000. Second pre- 
ferred stock (for employees only) authorized $500,000, 
outstanding none. 

The Irving-Pitt Manufacturing Company was _ incor- 
porated in 1904 to manufacture loose leaf equipment for 
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NEW FACTORY OF IRVING-PITT MANUFACTURING COM- 
PANY, KANSAS CITY, MO.—FROM A NEWSPAPER PRINT. 


all purposes to which such equipment is adapted. The 
business of the company since its organization has shown 
a consistent growth as indicated by the increase in gross 
sales from $23,000 in 1904 to more than $3,000,000 during 
the present year. 

The proceeds of this issue of first preferred stock are 
used to build and equip the new seven-story factory neces- 
sitated by the growth of the business and for other cap- 
ital purposes. The company has no bonds outstanding 
and will not place any mortgage upon its property except 
purchase money obligations without the consent of at 
least two-thirds in amount of first preferred stock out- 
standing. The company’s records show a splendid con- 
dition as to earnings on its capital stock. J. B. Irving, 
president of the company, states that earnings for the 
present year after the payment of all taxes and charges 
exceed $400,000. It is expected that the new capital pro- 
vided by the first preferred stock will greatly increase the 
earning capacity of the company. 

Beginning September 15, 1923, the company will set aside 
annually in four equal installments, a sinking fund, equal 
to three per cent of the amount of the first preferred stock 
outstanding on the 3lst day of December of the previous 
year, and will devote such sinking fund to the purchase 
of first preferred stock in the open market or its redemp- 
tion at the callable price of 105. All stock so acquired is 
to be cancelled. The new building, which has been built 
from the proceeds of the sale of this preferred stock, is a 
seven-story factory structure, 132 feet square. It is sit- 
uated on Locust street between Eighth and Ninth streets 
in Kansas City immediately adjoining the present plant. 

The company has maintained a policy of selling to deal- 
ers only, marketing its product at the present time through 
approximately 7000 dealers. No considerable losses have 
ever been sustained through credit sales. The company’s 
balance sheet of August 31, 1920, after giving effect to the 
present financing, shows assets totaling $3,005,903.94. Of 
this sum, only $505,903.94 is classed as current liabilities 
including reserve for Federal income and excess profits 
taxes. The company has net quick assets of $142 a share 
and net tangible assets of $207 per share of the first pre- 
ferred stock outstanding. For the past six years the 
average net earnings available for dividends, after pay- 
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ment of Federal income taxes and all other charges have 
been over $250,000 per annum. 

The new preferred stock issue bears a rate of 8 per 
cent per annum, payable quarterly. These dividends are 
to be cumulative. The company maintains at Kansas 
City its principal manufacturing plant, employing over 
750 people, also a factory and distributing house at 24 
South Clark street, Chicago, occupying 10,000 square feet 
of floor space; a factory at 428 Broadway, New York 
City, occupying 20,000 feet of floor space and an office 
and a stock of merchandise at Buenos Aires, Argentine 
Republic. 

Moline, Ill., Stationery House Expands. 


Carlson Bros. Incorporate for Large Sum and Plan Im- 
portant Building Enterprise. 


All employes of Carlson Bros. are members of the $250,- 
000 corporation, papers for which were filed at Spring- 
field on October 20. There are fifteen employes, in addi- 
tion to the heads of the firm, M. R. and A. G. Carlson 

The incorporation means that if building conditions are 
favorable a six-story business block will be erected next 
spring on part of the Deere property at Fifth avenue and 
Fourteenth street. A lot with forty feet frontage on Fifth 
avenue was purchased several months ago. 

The entire building will be used by Carlson Brothers, 
Inc., according to a statement made by A. G. and M. R 
Carlson today. The company will expand its business so 
as to include wholesale and jobbing transactions. 

One hundred thousand dollars of the $250,000 capital is 
preferred stock. It will be sold as soon as a contract 1s 
awarded for the new building. 

The incorporation this year is in a sense a celebration 
of the twenty-fifth anniversary of Carlson Bros. The 
business was started in a small store in 1895 and now cc- 
cupies three warehouses as well as the building at 417 
Fifteenth street. 

The business will be expanded when the new 
is completed, but only in lines now sold by the company 
such as books, stationery and office fixtures. 


building 


Eureka Blotter Bath Company in New Home. 


The Eureka Blotter Bath Company, Chicago, IIl., is 
now in its new home at 3732-36 South Wallace street. The 
company is the outgrowth of a very modest beginning. 
The first copying baths made were produced in the kitchen 
of the home of F. L. Fairbank, Des Moines, Iowa. He 
was then associated with T. N. Cantril. In 1898 the com- 
pany was incorporated and moved to Chicago, largely 
through the efforts of P. F. Pettibone. Mr. Pettibone 
was of material assistance in the early years of the com- 
pany’s work. The late George A. Olney is also credited 
with much encouragement in the early days. For many 
years he was vice-president of the company. 

F. L. Fairbank was killed in a railroad accident on the 
Rock Island Railroad in 1901. N. L. Fairbank then con 
tinued the business. In the period during which the pres 
ent management has been in charge the business has in- 
creased materially, not only in domestic but in export 
lines. T. N. Cantril’s interest was bought in 1905 by N. 
L. Fairbank. In 1911 E. G. Fairbank took over the con- 
trol of the business and has been in charge since. 


During the business life of the Eureka Blotter Bath 
Company, the institution has made three moves, each 
change being because of the need of additional room. The 


plant at 3732-36 South Wallace street is owned by the 
company. There is room for expansion in the present 
building, and space for addition to meet future require- 
ments. It is expected that the company has finally reached 
its permanent home, and will not be obliged to seek addi- 
tional space elsewhere. The business of the Eureka Blot- 
ter Bath Company has increased about 400 per cent since 
its inception. The management looks to an increase of 
similar volume in the next few years. The company now 
has a much more complete line of stationery articles than 
it had in the beginning, and appreciates the co-operation 
given by. its friends in the stationery business, which has 
added materially to the growth of the company. 


Manufactures of paper, excluding books, imported from 
the Glasgow district, Scotland, are indicated: 1918, 1,267 
pounds, valued at $179; 1919, 2,220 pounds, valued at $540, 
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The Typewriter as a Drawing Medium. 


A new use for the typewriter has been developed by 
Carlos Verdin, a young Mexican about 23 years old. He 
uses the typewriter to draw pictures and produces faith- 
ful likenesses with as much ease, apparently, as does the 
average artist with his brush and palette. His work is 
frequently executed in color. The reproductions shown 
are necessarily much reduced and the technique is lost 
in the engraving to a large extent. The colors vanish 
in the reproduction. (See illustration on Page 47.) 

A wide carriage typewriter is used, and originals are 
made on paper about 16x20 inches. In making up a 
drawing, Mr. Verdin employs letters, dots, dashes, 
colons, parentheses, quotation marks and other charac- 
ters, striking heavily in one place, lightly elsewhere, 
manipulating the paper with one hand and striking the 
keys according to his interpretation of the subject to be 
drawn. He has a ribbon of many colors on his machine, 
splicing various colors together with drops of glue. This 
enables him to shade and to color his pictures as the sub- 
ject requires. 

The typewriter used has no characters aside from the 
regular stock machine. Mr. Verdin uses an Oliver type- 
writer. 

Carlos Verdin was born in Puebla, Mexico. About six 
years ago, when employed as a stenographer in the City 
of Mexico, he discovered that he could make pictures on 
the typewriter. One of the leading newspapers of 
Mexico City conducted a contest for drawings to be made 
by the younger element of Mexico. SeVeral different 
prizes were offered. Verdin was then operating an Oliver 
and concluded to enter the contest. He selected his sub- 
ject, made the drawings upon the machine and completed 
his picture. The work at that time was naturally with- 
out the finish and character which his later productions 
show. The judges considered the different drawings sub- 
mitted and that made by Verdin on the typewriter was 
called the best and awarded the first prize. 


Mr. Verdin has kept up his work for his own amuse- 
ment and development without making it a profession. He 
continues in his position as a stenographer. When he 
won the prize, the matter was called to the attention of 
William A. Parker, who has been general agent for the 
Oliver typewriter in Mexico for the past twenty years. 
For some time Mr. Parker gave him a desk in his office, 
allowing him to make pictures for the amusement of the 
trade. He has, however, never been in the employ of 
Mr. Parker, but as a lover of travel has visited nearly 
all the Parker offices in Mexico, Central America, Cuba, 
South America and Texas. 


Mr. Verdin takes great pleasure in the art which he 
has developed and whenever visiting about, makes it a 
point to look up the Oliver Typewriter Company office. 
He never refuses to make a few pictures upon request. 

Recently on a visit at San Antonio, Texas, he produced 
the pictures illustrated while at the office of the Wm. A. 
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Parker Texas distributors of the Oliver type- 


writer. 


Company, 


Col. Pelouze Advocates Waterway. 


Col. William Nelson Pelouze, president of the Illinois 
Manufacturers’ Association, addressed the International 
Joint Commission on the St. Lawrence Deep Waterway in 
October. He made a strong plea for the project, which 
will make it possible for ocean steamers to serve Great 
Lakes ports through canalization of certain sections of 
the St. Lawrence river. The project has the support of 
Canadian interests, and also that of the industrial states 
in the Great Lakes region and the Mississippi River valley. 


Gotham Concern in New Quarters. 
The Acme Press, Inc., announce their removal from 18 


West Thirty-first street, to 126 Madison avenue, New 
York, N. Y. Larger quarters will enable this rapidly 
growing concern better to care for the wants of their 
trade. 


Their plan is to increase their printing facilities, as 
well as to augment their stock of stationery supplies. 


Standard Pencil Company in New Factory. 


The initial structure of a new plant, erected on a thir- 
teen-acre site by the Standard Pencil Company, has just 
been completed. It is of reinforced concrete and brick 
and contains 75,000 square feet of floor space. The new 
quarters are roomy and modern with equipment adapted 
to every requirement of the manufacturing business, com- 
bined with other facilities, light and air. 

The Standard Pencil] Company had its beginning at 
Hutchinson, Kansas, where business in a small way was 
conducted by H. W. Brewer, now president of the cor- 
poration. The company four times took larger quarters 
at Hutchinson and in 1914 removed to St. Louis, ‘where 
the original building at 1822 Locust street was soon out- 
grown and adjoining ones up to 1828 Locust were added. 
The company outgrew this space and its officials turned 
their attention to providing facilities for the present as 
well as for the future. Their new factory is a fine exam- 
ple of daylight factory construction. The company op- 
erates its own cedar mill in Arkansas, giving them a 
continuously uniform supply of wood. The company’s 
products are marketed under the names of birds, such as 
lark, wren, etc., and are supplied in various colors, in soft, 
medium and hard grades. 


George S. Long Promoted by G-W. 
_George S. Long has been appointed district representa- 
tive for the central states by the Globe-Wernicke Com- 
pany. These comprise Ohio, Indiana, Kentucky, West 
Virginia and Michigan. Mr. Long succeeds C. J. Nach- 


tigal, who has been promoted to branch manager of the 
Globe-Wernicke store at Detroit, Mich. 
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The Quest Book. 


V. HAATAJA, of Systema Ltd., Helsingfors, Finland. 
paid a visit to Office Appliances the latter part of last 
month. Mr. Haataja told many interesting things about 
conditions in Finland. Some points concerning his com- 
pany and a few illustrations are given in another page. 

A. H. BARKERDING, of Mittag & Volger, Inc., Park 
Ridge, N. J., spent a short time in our office following 
the convention. 

G. L. STEVENS, of Galveston, Texas, called about the 
middle of last month. 

ROBERT L. GOODMAN, of the Baylis Office Equip- 
man Co., Atlanta, Ga., spent a few minutes in the office 
of this journal last month. Conditions in Dixie are ex- 
cellent, he says. 

G. S. ANDERSON, of the house of Clarke & Courts, 
Galveston, Texas, called the other day. He was in Chi- 
cago on business connected with his firm. 

LEO F. JOHNSON, of the Florida Office Supply 
Company, Tampa, Fla., paid us a visit on October 15th. 

H. L. FRATER, who travels the Southern territory for 
the Wilson-Jones Loose Leaf Company, and makes his 
headquarters at New Orleans, paid us a visit last month. 
Mr. Frater is familiar with conditions in- the South, which 
he says appear to be very encouraging. 

EDWIN I. BAER, of the house of Baers’ of Canton, 
Ohio, visited our office a day or so after the convention at 
St. Louis. 

GIACOMO GAMBINI, of the house of A. Capra & 
Co., Palermo, Italy, called on October 19. Mr. Gambini 
has just left for home. While in this country he gath- 
ered information which will be of value to his house when 
the exchange situation makes commercial transactions 
between this country and the countries of the Old World 
more profitable. 

CHAS. STANTON, of Rochester, N. Y., well-known 
to the office equipment industry, called on October 19. 
Mr. Stanton is not at all displeased with the business 
situation and is encouraged over the outlook. 

J. F. HUNT, of Rochester, N. Y., paid this office a visit 
on Octber 21. 

HAROLD MERCKLE, of the Thaddeus Davids Ink 
Company, Inc., New York, New York, paid Office Ap- 
pliances a visit on October 22, on his way home from the 
big convention at St. Louis. Mr. Merckle is a son of 
the president of the company, J. W. R. Merckle, and is him- 
self prominently identified as an executive of that com- 
pany. 

A. P. BROOKS, general manager of the Hammond 
Typewriter Co., New York, N. Y., spent a few minutes 
in our office on October 21. 

G. H. PEABODY, one of the best known sales repre- 
sentatives of the Boston Index Card Co., Boston, Mass., 
and a brother to its president Walter B. Peabody, called 
on October 22, after having attended the convention at 
St. Louis. 

C. R. TARBET of the Anchor Paper Specialties Com- 
pany, Kalamazoo, Mich., was a visitor on October 26. 

N. F. MILNOR, of the Distaphone Department of the 
Columbia Graphophone Company, was one of our callers 
on October 27. Mr. Milnor heads the San Francisco of- 
fice of the Dictaphone. He is one of the best known of- 
fice equipment men in the business. 

E. R. PEACOCK, a prominent office equipment dealer 
of Melbourne, Australia, was a caller at our office a few 
days ago. Mr. Peacock is a man of much experience, is 
widely traveled and is a conversationalist of rare interest. 

ESKIL GRAFSTROM, president of A. B. S. Gumaelius’ 
Miskinaffar of Stockholm, Sweden, spent an hour or so in 
our office on November 1. His observations concerning 
conditions in his country were most interesting. 

ERNEST WALLACE, who represents a number of 
leading office equipment lines on the Pacific Coast with 
headquarters in San Francisco, called at this office on 
October 2. 

GEO. A. WAREHAM of the old and we'l known house 
of John Dickinson & Co., Ltd., whose headquarters are at 
London, but whose plants are situated in different parts 
of England called at our office on the 6th instant. Mr. 
Wareham is a man of many years experience in the paper 
industry. He is visiting this country with a view to ob- 
taining precise information as to the industry here and 
to get such ideas as he can with regard to new methods, 
systems, etc. 
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Export Association Elects. 


At the annual meeting of the American Manufacturers’ 
Export Association in New York, William C. Redfield, 
formerly: secretary of commerce, was elected president. 
Following are his official staff: Vice-presidents, H. S. 
Demarest, Green, Tweed & Company, New York, N. Y.; 
F. H. Taylor, S. S. White Dental Manufacturing Company, 
Philadelphia, Penna; C. K. Anderson, American Wire 
Fabric Company, Chicago, Ill.; J. S. Lawrence, Lawrence 
& Company, Boston, Mass.; Koster, Koster & Com- 


H. A. 
pany, San Francisco, Calif.; C. A. Green, American Pitch 


Pine Export Company, New Orleans, La. William H. 
Ingersoll, Robert H. Ingersoll & Bro.. New York, N. Y., 
treasurer. A. W. Willman, New York, N. Y., secretary. 


A change in the constitution makes banks, shipping and 
steamship companies eligible to membership 


Mr. Wilson Back for Short Stay. 


Ralph B. Wilson, chairman of the Board of 
of the Wilson-Jones Loose Leaf Company, returned early 
in November from California to attend the first directors’ 
meeting of the reorganized company. He remained but 
a few days and then returned to his home on the Pacific 


Directors 


Coast, to which he had taken Mrs. Wilson and the chil- 
dren a little more than a month ago. 
Babcox in Publication Field. 
Edward S. Babcox, who is well known among office 


equipment men for his work as advertising manager and 


counsel, announces that he has broadened his activities 
by acquiring a substantial interest in the India Rubber 
Review, which for a score of years has been a leading 


corporation to be 
Company is being 


authority in the rubber industry. A 
known as the India Rubber Review 
formed to take over the publication. Of this corporation 
Mr. Babcox will be vice-president. The editorial and 
business policy of the journal will remain unchanged. 


A Bridge and a Stationer. 


In a recent announcement Horder’s Stationery 
Inc., of Chicago present a striking pen and ink sketch of 
the recently opened Franklin street-Orleans street bridge 
with its river abutments and the buildings in the back- 
ground. Below is a map of that section of the city near- 
est the bridge, tributary to the Horder warehouse and 
store No. 6. This is preliminary to a well-presented sug- 
gestion that the opening of the new bridge makes quicker 
Horder service for the North Side, and outlining some of 
the valuable features of that service. 


stores, 


Swiss Friends Reach Home. 

Word comes from Zurich that F. Pfeiffer and Ernst 
Kunz, of Hermann Moos & Company, have returned from 
their visit to the United States. A gracious acknowl- 
edgement is made to their many friends for the attention 
and courtesies extended. They made a number of con- 
nections with manufacturers in this country, and look 
forward to some mutually advantageous relations. The 
letter ends with a generous compliment to America. 

“Concluding, we are pleased to hear so many beautiful 
accounts about America, that Mr. Pfeiffer had seen for 
the first time. It pleased him so much, how everybody 
in your country is doing his work with a bright face and 
how you know to transact a great amount of business, 
without letting it crush you. Then we are pleased to see 
that business life is a very lively one at least in your part 
of the world, and that the people there have much spirit 
of enterprise. Since the departure of Mr. Pfeiffer our 
business is dragging and the unsettled political conditions 
highly pressing on business life. We only hope, that the 
nations will learn to understand one another better by and 
by, and that noble-mindedness will soon have a permanent 
place among them.” 


Standard Invoice Size Adopted. 


The Protectograph Bulletin reports that one of the ac 
tions taken at the convention of the National Purchasing 
Agents’ Association in Chicago was the adoption of a 
standard invoice size of 8'%4x7 inches. This standard has 
also been set for voucher checks. Single checks will be 
made 8'4x3!'4 inches. 


OFFICE 


No ember, I920 


RY 





APPLIANCES 31 





A LARGE SALES CLASS RECENTLY GRADUATED FROM THE SALES SCHOOL OF THE 


DALTON ADDING MACHINE COMPANY.— These 
Adding-Calculating Machine and are now a part 


best methods of demonstrating the Dalton 


of the company’s large 
foreign countries 


Chicago and Milwaukee E-F Forces Fraternize. 
In celebration of record breaking business by the Chi- 


cago and Milwaukee sales forces of the Elliott-Fisher 
Company, a dinner was held at the Milwaukee Athletic 
Club in October. The Chicago sales force traveled by 


automobile and by the “Badger Limited” of the interur- 
ban railway. At Milwaukee they were met by-members of 
that city’s organization and escorted to the Athletic Club 
for luncheon. Several hours were spent in entertainment 
and an inspection of the Athletic Club’s splendid equip- 
ment. The remainder of the afternoon was given to view- 
ing installations of Elliott-Fisher machines in the city of 
Milwaukee, followed by a short business session during 
which the features of several Elliott-Fisher installations in 
Milwaukee were discussed. W. J. Crowley, manager of 
the Milwaukee office, took the visitors to the roof of the 
club and pointed out from there the different buildings in 
numbers of Elliott-Fisher Ma- 
The range of work accomplished 
billing, order writing and other 
work for business firms in many 


the city in which large 
chines were then in use. 

includes bookkeeping, 
classes of accounting 


lines. Following the aerial view, the party descended to 
the street and viewed a number of the installations at 
closer range. After the tour of inspection, the Chicago 


members returned to their home city by automobile and 
train 


sales organization, 


men have had a hard schooling in the 


which covers the United States and many 


Executive Changes in Prominent Chicago Station- 
ery House. 


Pioneer Chicago House Makes Some Rearrangements in 
the Executive Personnel with a View to 
Increased Efficiency. 

At a dinner held on October 15th at the Hetel Atlantic, 
Chicago, the following readjustments in the executive 
staff of the house of S. D. Childs & Co. were announced: 

\. H. Childs has been appointed chairman of the Board 
of Directors, with full authority to decide and act upon 
questions, and to issue signed instructions in the naine of 
the Board. 

L. F. Childs has been made general manager over all 
divisions as direct representative of the directors to carry 
out and make effective all house policies adopted by them 
in coordinating the activities of the administrative divi- 
sion, division, and production and manufacturing 
division. He also will take full charge of the administra- 
tive division with direct charge of financing, while George 
M. Rowley will have immediate supervision under Mr. 
Childs of all accounting and cost departments. 

E. W. Childs has been appointed sales manager in 
charge of all sales activities in the sales division, includ- 
ing shipping and advertising, and Henry Coon has been 





sales 

















ELLIOTT-FISHER DINNER AT MILWA UKEE ATHLETIC CLUB, MILWAUKEE, WIS. 
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MONROE CLASS IN MACHINE BOOKKEEPING. 


named assistant sales manager in charge of the store. 

H. E. DeCamp heads the production and manufactur- 
ing division, including all purchasing, while B. Newman 
has been made assistant purchasing agent. 

S. G. Van Arsdell has been made the factory manager 
in charge of the printing and binding, under the super- 
vision of Mr. DeCamp. 

As the-metal department is a separate and distinct man- 
ufacturing unit, this branch of the business will remain 
in charge of L. F. Childs. 

The dinner mentioned above was given by S. D. Childs 
& Co. to about thirty members of the organization in 
recognition of 200 suggestions for the advancement of the 
business, covering a large variety of subjects and coming 
as a result of the following invitation: 

“To our Associates in the S. D. Childs Company:— 
You are a vital part of this organization. The officers 
want your cooperation. You can help materially through 
suggestions, recommendations and even criticisms, mak- 
ing sure that these criticisms are always constructive. In 
other words, the management wants to give you every 
opportunity to show the initiative we know you possess, 
to use your imagination, and finally, to participate in the 
success which will result. 
offer?” 
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Monroe Men Hold Conference. 
The sixth annual 
of the Monroe Calculating Machine Company was 
recently at Hotel Monmouth, Spring Lake, N. 
Following is an outline of the objects of the conference 
and the manner in which it was conducted 


conference of the sales organization 


held 


The conference was conducted in large part on a class 
room basis, in order that real instruction could be given 
and received, thus differing in an important respect from 
the usual sales conference, which too often 
revival meeting, both in manner of conduct and aftermath. 


resembles a 


In preparation for the conference, material and infor 


mation were secured by the salesmen from different 
classes of business and sent to the company’s systems 
service department, where it was worked up into bulle 
tins in connection with the different courses. 

A regular schedule of class room training in periods of 


45 minutes was worked out from 8:30 to 1:00 P. M. each 
day. At these classes everyone dug in with a real desire 
to acquire all the information possible. 

The subjects covered were: _ Banking, Textiles, Iron 
and Steel, Railroads, Department Stores, Engineers and 
Contractors, Schools and Colleges, Governmental Offices, 
Lumber, Paper, Rubber, Coal, Leather, Oii, Dairies, Mon- 
roe Methods, Model Office Routine, Machine Service, Ad 
vertising and Systems Service Work. The last 
jects were “required” courses. That is, these 
bore directly on service to users and were studied by all 
of the conferees, as their importance was general. 

The others were “electives,” such asthe oil industry, 
which is of special interest to the representatives where 
oil companies are located. 

The conference revealed a spirit of serious 
which will redound to the benefit of all concerned 


four sub 


subjects 


purpose, 





“Bill” Beaumel’s Big Day. 
W. R. Beaumel, secretary of D. W. Beaumel & Com 
pany, Inc., New York, N. Y., made a double play Novem- 
ber 4. It was his birthday, and also his wedding day 








Employes were assured that all suggestions, however 
simple, would be considered and that rewards would be 
given for acceptable suggestions—a dollar for every sug- 
gestion adopted and a day’s vacation for every three. 

Many of the suggestions which came as a result of the 
foregoing offer were susceptible of being put into imme- 


His bride was Miss Lucile Loretta Grogan. The cere 
: mony was performed at the home of D. W. Beaumel, in 
Have you any suggestions to Brooklyn. W. R. Beaumel was in the service during the 
war. 
— —_ 
SIXTH ANNUAL CONFERENCE MONROE SALES ORGANIZATION AT SPRING LAKE, N. J. 
Important Clip Transaction. 
The American Clip Company of Long Island City, N. 
Y., has purchased the patent rights, good will and busi- 
ness of the Wing Clip Company, Harrison building, Phila 
delphia, who for many years have manufactured the 
bases for valuable im- “Wing” clip, which best performs its office when attached 


diate operation. Others offered 
provements in the near future. 


to the corners of papers to hold them together 
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Big Annual Business Exposition at Grand Central 


Scored High in Number and Interest of Exhibits, Number of Visitors and 
Which Make Up a Successful Show 


New York, October 25 to 30, 


All Other Elements 


rn] 
I aiace, 














THE INTERNATIONAL TYPEWRITER COMPETITION. THE 





MINUTE BEFORE JUDGE KIMBALL, IN THE CENTER 


BACKGROUND, GAVE THE SIGNAL FOR THE START OF THE ONE HOUR CONTEST. 


HE seventeenth National Business Show which came 

to an end Saturday night, October 30, was undoubt- 

edly the most successful ever held. An earnest de- 
sire to do all that could be done for the exhibitors to en- 
able them to get the best possible results was shown by 
the Annual Business Show Company, whose experienced 
and efficient personnel labored earnestly for the welfare 
of guests and visitors. 

Something of the magnitude of the undertaking may 
be understood when it is considered that the exposition 
was more than twice as large as the one held last year 
and yet everything ran smoothly and most satisfactorily. 
Aided by new decorations of a most attractive appear- 
ance and by an extremely appropriate building architec- 
turally, the event will go down on the year book of the 
field as the largest and best of the business shows to 
date. The Grand Central Palace is a building expressly 
designed for the holding of displays of this character, 
and both the main floor of the building as well as the 
mezzanine floor were completely filled with 
pliance exhibits from every part of the field. 
along the walls were fitted out with a spe- 
cial background of attractive appearance, 
on each which were sections of 
lattice work in which artificial flowers 
were entwined. The motto of the nine 
teen twenty exposition was “For the good 
of your and this was 
borne out in all the extensive advertising 
which the show company utilized to an- 
nounce the event. As one entered the 
great hall a large sign with this phrase on 
it greeted him. Over 100,000 interested 
visitors attended during the week. 

Everything from pen points and paper 
clips to the most comprehensive machin- 
ery, furniture and equipment of all kinds 
that goes into the office was on display 
and a trip around the Palace was an edu- 
cation in the practical progress the office 
appliance field has made. 

The Annual Business Show 
are to be highly commended for the ef- 
fective arrangement and display made 
possible efficient i 
ever put on by 
handled. 


office ap- 
The booths 


side of 


business,” slogan 


Company 


and for the manner in 


which the largest show 


this company was SHOW CO. 





FRANK E. TUPPER, PRESI- 
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Tuesday and Thursday of the week were set aside as 
Executives’ Days and special invitations were sent to the 
executive members of important commercial organiza- 
tions in New York and vicinity and the attendance of 
the men in direct charge of business enterprises in this 
important district was most gratifying. 

Monday was, as in the past, Commercial Students’ 
Day and the young business people who will soon take 
their places in active commercial work came to the ex- 
position in throngs all interested in endeavoring to gain 
information in regard to office appliances of all kinds. 
The typewriting contests were also held on Monday and 
attracted great numbers of interested onlookers. Profes- 
sor J. N. Kimball, who has had charge of these events 
for many years, gives a complete report of this contest 
on another page, including the records made by those 
taking part. 

The typewriter was the first commercial machine to 
break down old office methods and the advent of the 
typewriter has done more to add to speed in the business 
world in the carrying on of detail work than any event 
in the field of office appliances since its 
inception. It is well worth mentioning in 
connection with the exposition which has 
just taken place that coincident with this 
year’s exposition is the fact that nineteen 
hundred and twenty marks the fiftieth 
anniversary of the writing machine. Fol- 
lowing the typewriter have come other 
numerous inventions for cutting down 
time and speeding up work in the whole 
business routine. 

[t is not alone in machinery however 
that the handling of office detail has made 
progress, as the old theory that office fur- 
niture was simply furniture never was 
more clearly proven wrong than by some 
of the exhibits during the exposition. 
“System desks” and efficiency chairs, rol- 
lerbearing files with systems for imme- 
diately locating correspondence, desks 
fitted to the needs of the man instead of 
the man fitting himself to the desk and 
many other scientific adaptations of con- 
struction applied to the manufacture of 
furniture were exhibited. In no 
other part of the field have more revolu- 
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JAMES F. TATE, 
TARY, ANNUAL 
SHOW COMPANY. 


GEORGE L. 

, 
tionary improvements been produced than in the construc- 
tion of office furniture. One of thé most interesting fea- 
tures of this exposition was the display of modern equip- 
ment of this kind. 

Evidence that American business methods and equip- 
ment are being sought for and installed the world over 
was found daily in the attendance of visitors from foreign 
lands. Siam, South Africa, China, Italy, Finland, Eng- 
land, France and, in fact, representatives from all parts 
of the world were present at various times during the 
week. 

Some of the companies represented as exhibitors made 
remarkably successful efforts to present attractive dis- 
plays and the rich and artistic effects secured deserve 
especial mention. Across the entire rear wall of the great 
hall the Burroughs Adding Machine Company installed 
one of the most comprehensive and striking exhibits ever 
seen in a show of this character. Royal blue and gold 
were the colors used and the effect secured in the drap- 
ing of the wall gave a setting for the balance of the ex- 
hibit that brought out enthusiastic comments from all 
visitors. The great variety of machines put out by the 
company were arranged in different departments so as 
to show to the best advantage the specific line of work 
for which each machine was adapted. The entire display 
was pleasing and convincing. 

The Kalamazoo Loose Leaf Binder Company was an- 
other spacious booth in which splendid taste and effective 
work were done in securing an artistic result. The ar- 
rangement of its products, the display of the raw mate- 
rials going into them, and the general effect secured by a 
well chosen use of foliage made this booth one of the 
most noticeable on the floor. 

The Corona Typewriter Company, by the use of an 
artistic and especially designed background, which was 
illuminated from the rear, parts of it being translucent, 
and also by the installation of special furniture, secured 
a result that was not only in good taste artistically, but 
presented a remarkably fine and attractive appearance. 

The Remington Typewriter Company's display was not 
only one of the largest at the exposition, but was strik- 
ingly impressive because of the carefully worked out 
simplicity and business-like appearance of all parts of 
this display. It was a fine example of good taste in ar- 
rangement. This display was also arranged in depart- 
ments so that each branch of work covered by the prod- 
ucts of the company could be demonstrated effectively 
and with every proper facility. 

The Federal Adding Machine Company provided a fine 
setting for their display and with the profuse use of 
palms, ferns and cut flowers secured a result that attract- 
ed more than ordinary attention. 

Immediately upon entering the hall the visitor dis- 
cerned the spacious and beautiful display of the Under- 
wood Typewriter Company. The fine impression pro- 
duced by the more than ordinarily well arranged exhibit 
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was commented upon by many of the visitors during the 
week. The careful selection of decorations and the taste- 
ful choice of foliage, palms and cut flowers, together with 
the care used in the arrangement of the display, produced 
a most impressive effect and one that reflects credit upon 
the management. 

The A. B. Dick Company secured a striking effect at 
their booth through the use of specially designed lights 
for illuminating the display and by the use of a large 
illuminated sign telling of the mimeograph and its uses. 

The display of the Elliott-Fisher Company was of 
erous proportions and produced a pleasing impression 
upon visitors. Through the use of display racks thi 


gen- 





pany was able to show graphic charts covering the 
handling of all kinds of business accounts using their 
machine, and here again was a case where the use of well 


careful selection of equipment 


finished result. 


decorations 
artistic 


chosen and 
secured an and 


The Noiseless Typewriter Company occupied a promi- 


nent booth in the center of the hall and much credit 
must be given those in charge of this display for the 
manner in which they arranged and decorated the booth. 

Among other prominent concerns showing a compre 
hensive idea of the purpose of the business show and 
a well-defined effort to take advantage of the oppor- 


tunity to its fullest extent should be mentioned the Thad- 
deus Davids Ink Company, who had a comprehensive 
display of various articles. For the purpose of showing 
the permanance of their writing ink they showed their 
ledger for 1847 with the entries today clear and distinct 


made by Thaddeus Davids himself seventy-three years 
ago. 

Joseph Dixon Crucible Company had on display a very 
complete line of their products used in the office and 
the various styles and sizes of packages put out by them. 

The Monroe Calculating Machine Company, the Ester 
brook Pen Company, The Hammond Typewriter Com- 
pany, the Addressograph Company, the Ellis Adding 
Typewriter Company, the Dalton Adding Machine Com 


pany, and many other prominent manufacturers in the 

office appliance field had comprehensive displays of the 

various articles manufactured by them and well arranged 

exhibits of the uses to which their products are put. 
New Devices Shown. 

Among the new articles displayed at the show for the 
first time was the Remington Typewriter Company’s new 
portable typewriter which made its first appearance be- 
fore the public during the show. A complete description 
of this machine will be found elsewhere in this i 
the magazine. The Pitney-Bowes meter 
chine was shown and will be described in a later 
The Addressograph Company had on display their 
motor driven Dupligraph. This machine is for the 
pose of duplicating letters by the use of addressograph 
plates made on the Graphotype. The address is put on 
at the same time as the body of the letter is printed and a 
device for putting in the signature at the same t is also 
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being perfected. The Multi-Insert mailing machine was 
displayed for the first time. This machine automatically 
opens ordinary envelopes, inserts the enclosures and seals 
the flap. The McDonald-Jensen Company had on display 


their automatic telephone book holder and reference book 
holder—a new device for keeping immediately at hand 
and readily accessible any books used for frequent refer- 


ence. The Peco Manufacturing Company exhibited for the 
first time “Typolene”—a product for cleaning typewriter 
type. The American Kardex Company displayed their 
new Kardex Universal steel cabinet in which every card 


ou file is in sight and which provides absolute protection 
to the records. The Beck Duplicator Company had on 
display for the first time their new Ever-ready metal ma- 
chine duplicator. This is a hand operated machine work- 
ing on the same principle as the other duplicators made 
by this company. The Biddle Publishing Company dem- 
onstrated a new business magazine, “The Executive.” 
They also had on display a group of new business books, 
which are of real assistance for daily reference purposes. 
The Acme Card Systems Co. showed a new cabinet with 
two complete frames in each section which can be reversed 
and written on either side, and also forty-five degree angle 


guide cards used in the systems manufactured by this com- 


pany. The American Multigraph Sales Company featured 
their new addressing machine known as the Multigraph 
addresser. This machine uses the metal stencil and has a 
speed of twenty thousand per hour. 

The Gourland typewriter, while announced to the public 
previously, was shown for the first time at a business 
show during the week. This machine is a,standard type 


writer in every feature, but weighs only nine and one-half 


pounds, 

The Arrow 
played to the 
functions of 
tion, addition 

The Brandt 
with their automatic 
display several new 
cient cash service. 
unit desk. 

The Type-Adder Company 
Adder, an adding machine attachment so constructed as 
to be instantly attached to or detached from any standard 
typewriter. The device works independently of the 
typewriter mechanism and does not intefere with the 
usual work done on the writing machine. 

Another new device shown was the convenient Graffco 
pencil sharpener of the George B. Graff Company—a 
sturdy, handsomely finished device which araae'd makes 
blunt, medium or needle points as desired; it can be placed 
either in a vertical or horizontal position. The machine 
is finished in nickel over spun brass, and it has a trans- 
parent shavings receptacle. 

The International Money Machine 
a new special model payroll machine which prints ,the 
amount on the pay envelope, at the same time printing 
the same sum on the tape. At the same operation the cor- 
rect number and denomination of coin to make up the 
amount listed are scheduled. All the foregoing operations 
are performed as one and automatically. 

The Hotchkiss Sales Company featured 
paper fastening machine, which, when the 
back from the machine, is used as a tag stapler, 


calculating machine dis- 
time at the show. The 
multiplication, subtrac- 


calculator is a new 
public for the first 
this machine include 
and division. 
Manufacturing Company, in connection 
cashiers in various models, had on 
features in calculators to afford effi- 
They also showed a new model cash 


demonstrated the Type 


Company exhibited 


new tag and 
base is thrown 
and when 


the base is under the machine, is used as a paper fastening 
machine. 
Reference to the various articles shown by the many 


exhibitors appears in succeeding pages, and demonstrates 
the extent and diversity of the exhibits. 
The Typewriter Contests. 


An Account of the Big International Event at the Busi- 
ness Show—By J. N. Kimball, Manager of Contests. 


OR THE fourteenth time the International Type- 
F writing Trophy has been fought for—at the Grand 
Central Palace, in New York—before a_record- 
breaking crowd. When the whistle blew the building 


students, 
25.000, al- 
throng 


commercial 
15,000 to 


was crammed to its capacity. with 
the estimate running anywhere from 


though conditions were such that but a tithe of the 
could get sight of the contestants. 

It was a heart-breaking struggle—the 
in the history of the cup. 


hardest, perhaps, 


For the first half hour the dif- 
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between the contestants could be measured in 
seconds, and but one or two of them, but in the last fif- 
teen minutes Mr. Hossfeld gradually drew ahead and at 
the end was pronounced winner at 131 words per minute. 

No records were broken and it was known at the out- 
set that none would be for the reason that the 1920 rules 
called for work averaging five strokes per word, some- 
thing like three-tenths of a stroke per word more than 
in former contests, and a little Arithmetic will show that 
in a 9,000 word story this would mean an addition of 
2,700 strokes, or 540 words—in other words, nine words 
per minute—or to state it another way, if the same num- 
ber of strokes per word had been used as in the last con- 
test the record of the winner would have been 140 in- 
stead of 131. This shows the great gain made by this 
year’s operators, as the record for last year was but 132. 
In every item of the 1920 contest better work was done 
than ever before 

The book 


getting of prizes, 


ference 


Winner,” a little sermon on the 
vocabulary was larger than in 


was “The 
and the 


any previous contest book, and while the contestants 
voted in the matter “hard” yet all were agreed that it 
was “good stuff’ and clean, smooth English as all such 
matter should be 


novices and one amateur were from 
a New Jersey School, the teacher wishing to try out her 
students under the hardest possible conditions. In the 
novice class were Miss Fox from Los Angeles, and Mr. 
Callahan from Waltham, Mass.; the latter, third prize 
novice, deserves especial mention, as also does Miss Lewis, 
of the Gregg School, Chicago, whose figure of 100 in the 
amateur exceptionally good under the circum- 
stances 

The 1920 contest will enjoy greater publicity than that 
previous trial from the fact that four or five 
of the “movie” companies filmed the stage, and students 
all over the country will be able to “see the contest” 
well as, and in fact better than, those who were actually 


\ number of the 


class is 


given to any 


present. “Still camera” men from all the New York 
dailies were in evidence and the winners were “took” in 
every possible position. It is intended that schools all 


over the country shall be notified when the films will be 
shown and no doubt they will take advantage of the op- 
portunity to see “the real thing.” 


In the front row of the audience were interested type- 
writer folk from Australia, from South Africa, from Can- 
ada and from Arizona and other Western states—while 


Boston, Philadelphia and other cities within easy travel- 
ing distance sent many visitors—those from the other 
side of the world insisting that the manager must bring 
the cup to them, some day, and give them a chance to 


grab it. It looks as if that would be done within the next 
two years 
As I have said, it was “the greatest ever,” and hardly 


had the last whistle been blown before some of the audi- 
ence were planning sectional contests for 1921—some have 
already been sanctioned; for instance: California, Chicago, 
Philadelphia, Boston, Winston-Salem, Kansas, and others. 
Verily the typewriter is coming into its own at last. 


INTERNATIONAL CHAMPIONSHIP TYPEWRITER 
CONTESTS. 


, New York City, October 25, 1920. 


OFFICIAL RECORDS. 


PROFESSIONAL CLASS. 





Net Words per 


Machine. Gross. Errors. Pen. words. minute. 
31 


Und. George L. Hossfeld.... 8.383 54 540 7,84 1 

Und. Margaret B. Owen.... 8,345 68 680 7,665 128 
Und. William F. Oswald... 8,105 47 470 7,635 127 
Und. Albert Tangora.. 8,027 59 590 7,437 124 

AMATEUR CLASS. 

Und. Genevieve Maxwell.... 3,946 29 290 3,656 122 
Und. George W. Gaskill.... 4,008 44 440 3,568 119 
Und. Minnie Regelmeyer.... 3,720 24 240 3,480 116 
Und. Howard G. Pfrommer. 3,841 28 380 3,461 115 
Und. Ruth Lewis............ 3,442 45 450 2,992 100 
Und. Barney Stapert. 3,433 51 510 2,923 97 


2,524 68 680 1,844 61 
NOVICE CLASS. 


Nois. Julius B. Fichtl 


(md. Arthur Neuenhaus.... 1,636 14 140 1,496 100 
Und. Victoria Rebholtz...... 1,563 27 27 1,293 86 
Und. Richard Callahan 1,444 16 160 1,284 85 
Und. Kathleen Daly.... 1,447 21 210 1,237 82 
Und. Anna Gribosce 1,507 28 280 1,227 $2 
Und. peat Griffith 1,493 32 320 1,173 78 
Und. Esther Lipowitz.. 1,506 36 360 1,146 76 
Und. Mildred Fox........ 1,352 35 350 1,002 67 
WINNER ONE -MINU TE CHAMPIONSHIP. 
Und. George L. Hossfeld.... 154 1 10 144 144 
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Our Guests. 

The following friends are among those who visited 
Office Appliances’ booth during the business show: 

George A. Wareham, John Dickinson & Co., Ltd., Herts, 
England; Nino Negri, Elliott-Fisher Company, Turin, 
Italy; H. C. Grubbs, vice president in charge of sales, Dal- 
ton Adding Machine Company, Cincinnati; W. I. Currie, 
Chicago, manager Dalton Adding Machine Company, Chi- 
cago, Ill.; Alan C. Reiley, advertising manager Remington 


Typewriter Company, New York City; A. A. Fraser, 
New York, manager Remington Typewriter Company; 


M. L. Faweett, general sales manager International Money 
Machine Company, Reading, Pa.; Harry Bates, advertising 
manager Underwood Typewriter Company, New York; R. 
K. Russell, general sales manager Duplicator Manufac- 
turing Company, Chicago; D. W. R. MacDonald, president 
Ellis Adding Typewriter Company, Newark, N. J.; Frank 
O’Leary, Ellis Adding Typewriter Company, New York; 
O. J. Timberman, Boorum & Pease Company, Brooklyn, 
N. Y.;: W. C. Dunlap, vice-president American Multigraph 
Sales Company, Cleveland, O.; Tim Thrift, advertising 
manager of the foregoing company; Vorley Wright, gen- 
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Ryder, superintendent of stationery, Dominion Govern- 
ment, Ottawa, Can.; O. L. Gagg, New York City; J. H. 


Longmaid, president Esterbrook Pen Company, Camden, 
N. J.; W. I. Halsey, Esterbrook Pen Company, New York 
City; J. H. Bernheiser, Acme Staple Company, Camden, 
N. J.; P. G. Underwood, Philadelphia, Pa.; Stanley Bris- 
tow, Newark, N. J.; W. P. Keene, Underwood Typewriter 
Company, New York; W. B. Peabody, president Boston 
Index Card Company, Boston, Mass.; J. W. Kiplinger, 
New York City; Wm. Maync, Hutchison Office Special- 
ties Company, New York City; C. C. Davies, Washington, 
D. C.; A. B. Abrams, Modern Stationer, New York City; 
Mrs. A. B. Abrams, New York, N. Y.; R. W. Mueller, 
Esterbrook Pen Company, New York, N. Y.; J. Williams, 
Crouch & Fitzgerald, New York City; H. M. Hyer, C. 
Howard Hunt Pen Company, Camden, N. J.; G. Walter 
Spahr, Computing Scale Company, Dayton, Ohio; Geo. 
B. Graff, Boston, Mass.; J. P. Hogan, Federal Adding 
Machine Company, New York; H. C. Landon, Alvah Bush- 
nell Company, New York City; Sam White, Atlas Ma- 
chine Company, Providence, R. I.; Ivan Nordgren, Stock- 
holm, Sweden; George W. Meacham, New York City; J. 


WK CO. mc. 


DaVIDS 
ESTARUSHED 1926 





BOOTHS SHOWN ABOVE.—Esterbrook Steel Pen Mfg. Company: Thaddeus Davids Ink Co.; Jos. Dixon Crucible Co 
Underwcod Typewriter Co. (Center), A. B. Dick Co., Lightning Ojifice Appliance Co. 
eral sales manager, Woodstock Typewriter Company, Chi- W. R. Merckle, Thaddeus Davids Ink Company, New 
cago, Ill.; Geo. P. Wigginton, manager Kalamazoo Loose York City; E. J. Sheehan, general sales manager Noise- 
Leaf Binder Company, Kalamazoo, Mich.; Gordon Cam-_ less Typewriter Company, New York City; W. F. Sroufe, 


eron, Stationer & Pub. Board of Trade, New York; C. 
C. Moore, general sales manager, Defiance Check Writer, 
Rochester, N. Y.; Dave E. Bloch, New York; Herman 
Price, Jos. Dixon Crucible Company, Jersey City, N. J.; 
Jas. Feeley, Springfield Office Supply Company, Spring- 
field, Mass.; W. H. Beardsley, General Typewriter Ex- 
change, Brooklyn, N. Y.; Mrs. W. H. Beardsley, New 
York; Geo. C. Button, Underwood Typewriter Company, 
New York; H. W. Woodward, president Graywood Man- 
ufacturing Company, Lynn, Mass.; Chas. Ames, Ames 
Supply Company, New York; Major C. I. Wagner, New 
York City; Prof. J. N. Kimball, New York City; F. M. 
Reeder, general sales manager Pitney-Bowes Company, 
Stamford, Conn.: M. R. Landes, president Polar Manufac- 
turing Company, Philadelphia, Pa.; Alvah Bushnell, Jr., 
Alvah Bushnell Company, Philadelphia; Walter Ramer, 
Typewriter Factory Sales Corporation, New York City; 
Fred Larson, of the foregoing corporation; J. C. Liggett, 
president Costmeter Company, Boston, Mass.; G. G. Tur- 
ner, vice-president of the foregoing company; Edmund 


Washington, D. C.; Mrs. J. W. R. Merckle and daughter, 
Brooklyn, N. Y.; V. Haataja, Helsingfors, Finland; Har- 
old Merckle, Thaddeus Davids Ink Company, New. York 
City; L. J. Conger, sales manager Corona Typewriter 
Company, Groton, N. Y.; Harold McD. Brown, publicity 
manager of foregoing company; Arthur Fellstrom, New 
York City; J. Dooley, Wilson-Jones Loose Leaf Com- 
pany, New York; Mrs. E. A. Kennedy, Remington Type- 
writer Company, New York City; F. W. Barkley, Multi 
color Sales Company, Boston, Mass.; E. W. Pape, Evolu 
tion Phone Company, New York City; J. L. Mineau, 
Noiseless Typewriter Company, Chicago, Ill.; Alan Cox, 
sales manager Thaddeus Davids Ink Company, New York 
Citv; H. A. Zwick, Stationers’ Specialty Company, New 
York City; Fred. H. Morse, Royal Typewriter Company, 


Chicago, Ill.; Maurice Stierer, Peco Manufacturing Com 
pany, New York City; Ad. Fleischauer, Stationers’ 
Specialty Companv. New York City: W. C. Boas. Fles & 


Co., Amsterdam, Holland; G.S. O’Dell, manager Noiseless 
[ypewriter Company, New York City; E. E. Mills, Rapid 
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Addressing Machine Company, New York City; R. B QO. C. White, American Clip Company, Long Island City, 
Hays, general sales manager Monroe Calculating Machine L. 1.; H. Kamrass & Sons, New York City; John Heale, 
Company, New York City; W. F. Schweiger, general man- New York City; L. Banov, Clar-o-type Company, New 


oe 
Company, New York 
Monroe Calculating 
Irvin Davis, 
Machine 
Chandler 
Little, 


ager Multipost Company, Rochester, 
eastern manager Multicolor Sales 

City; H. G. Dechant, vice-president 
Machine Company, New York City; 
ant general manager Federal Adding 
pany, New York City; H. W. Ehler, 

Corporation, Brooklyn, N. Y.; E. L. 
Morse Company, Brooklyn, N. Y.; Erle White, 
Machine Corporation, Boston, Mass.; Robert Brown, 
Brown Typewriter Company, New York City; F. W. 
Storck, general manager Standard Envelope Sealer Com- 
pany, Everett, Mass.; H. C. Hoskyns, secretary of the 
above-named company; J. F. Soby, advertising manager 
Hammond Typewriter Company, New York City; Erwin 
Ennis, manager Kohlhaas Company, New York City; E. 
N. Eckler, Lincoln Typewriter Company, New York 
City; Mrs. E. N. Eckler, New York City; Chas. O. Gard- 
ner. New York, manager Hammond Typewriter Com- 
pany; C. Lipman, George B. Graff Company, Boston, 


assist- 
Com- 
Service 
3rowne- 
Service 


W 


James Brown, 


York City; G. C. Samuels, Corona Typewriter Company, 


Brooklyn, N. \ Peter Nicholson, Ellis Adding Type- 
writer Company, Boston, Mass.; F. E. Tupper, Annual 
Business Show Company, New York City; James Tate, 


Annual Business Show Company, New York City; Al- 


bert Isaacs, Beck Duplicator Company, New York City; 
Charles Kirkland, New York City; Seymour Conover, 
New York City; Constance Eakin, Delco Company, New 


Elsinore Paper Company, New 
New York City; A. F. Diemer, 
New York City; William Don- 
nély, Modern Stationer, New York City; M. J. Gourland, 
Gourland Typewriter Corporation, New York City; A, 
H. Sawyer, vice-president Federal Adding Machine Cor- 
poration, New York City; F. H. Poor, president Machine 
Appliance Corporation, Brooklyn, N. Y.; H. Boylan, 
general manager of the foregoing company; James Fer- 
riter, Graham-Chisholm Company, New York City; A. 
B. F Frost Stationery Company, Worcester, Mass.; 


York City; A. Landsberg, 
York City; R. R. Steele, 
J. F. Diemer Company, 


rost 





BOOTHS IN AKBOVE PICTURE.—Remington Typewriter C».. The Safe-Cabinet Co., Standard Mailing Machines, Ideal 
Stencil Machine, New Era Check Writer, Kardex Co. and two others. 

Mass.: R. W. Jolly, Filing Magazine, New York City; P. H. Barnes, Philadelphia, Pa.; J. A. Curphey, Santiago, 
Roscoe Turner, Philadelphia, Pa.; Mr. and Mrs. E. J. Chile; Giacomo Gambiné, Palmero, Italy; F. Eeles, Roneo 
Moorhouse, Office Device Company, Philadelphia, Pa.; Company, New York City; Norbert De Ruyter, Antwerp, 
W. H. Young, Rotospeed Company, Dayton, O.; A. E. Belgium; Enrique Adsuar, Cantero, Fernandez Company, 
Cheesman, Victor Adding Machine Company, Chicago; San Juan, Puerto Rico; M. G. Peck, assistant manager 
Robert C. Macke, S. C. Tatum Company, New York City; Hotchkiss Sales Company, Norwalk, Conn.; Fred Harvey, 
\. H. Barkerding, vice-president Mittag & Volger, Inc., Harvey Office Supply Co., Syracuse, N. Y 
a tone sland C ae L Ps Vitetes Muriel aud Ramin The excellent photographs of the different booths at the 
al age Vork Cae: GO Yascr. Rihas & Coe business show, most of which are reproduced in these 
ai coy he ne ee ee eee oe pages, were taken by the International Film Service, Inc., 
roducts Company, New York City; H. F. Simon, presi- 55, Willi: at Meas eee 
, ml as bet . 5 : y ; , : 220 liiiam street, ew or 
dent Lincoln Typewriter Company, New York City; C. 
R. Senior, American Clip Company, Long Island City, L. Office Appliances extends its cordial thanks to the Gen- 
I.; J. C. Faber, Manifold Supplies Company, Brooklyn, eral Fireproofing Company for the handsome equipment of 
N. Y.: W. A. Stanger, Ediphone, New York City; J. W. steel furniture which was loaned us for the equipment of 
Marsh, Ideal Stencil Machine Company, Belleville, Ill.; our booth. This courtesy was extended through the New 
r. O. Grisell, Elliott-Fisher Company, Harrisburg, Pa.; York office of the company. The equipment was done in 
D. N. Conklin, Underwood Typewriter Company, New mahogany finish and presented a handsome appearance. 
York City; Monroe Goldman, New York City; * Dins- Thanks are also due the Noiseless Typewriter Company, 
more, New York manager Corona Typewriter Company; who installed a machine in the booth of Office Appliances 
H. Morse, Morse Typewriter Company, New York City; for our use during the week. 
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S DESCRIBED 








lilinois.— 
By shifting 


ACCOUNTANTS VISIBLE SYSTEMS COMPANY, Chicago, 
A loose leaf ring binder of large capacity was shown here. 


automatically the rings cn one side of the binder new sheets may be 
put in or old sheets may be taken out from the proper place. A _ loose 
leaf telephone index was also shown, N. Martin Kallman was in charge 
assisted by Mr. Edward B. Traub. 

ACCOUNTING DEVICES COMPANY, Chicago, Ills.—See Adyoms, Groes- 
beck Company. 

ACCURATE SYSTEM AND MANIFOLDING COMPANY, New York.- 


The company showed loose leaf binders, indexes and forms of their own 


manufacture. An interesting bookkeeping set known as the ‘‘Akkurate”™ 
was shown. The Little Major Labeling Clip for use on all open back 
binders and ledgers was demonstrated by H. E. Nelson and J. C. Grant 
of the Little Major Company. Aaron J. Mirski, president of the Ac- 
curate System and Manifolding Company, was in charge of the exhibit. 
assisted by Jack Le Boff and May F. Goldenhirsch. 

ACE PRESS, New York City.—Samples of the multigraphing, mime 
ographing and printing work which the company does were shown here. 
A multigraph and mimeograph were used in the exhibit to demonstrate 
how the work is done. Miss L, Hauser was in charge, assisted by Mr. 


P. N. Hertling. 


THE FOLLOWING BOOTHS ARE PRESENTED IN THE 
meter Sales Co., The Multipost Sales Agency, The International 
Visible System Co., Beck's Self Feeding Duplicator, Geo. B. Graff 


ADCRAFT SERVICE COMPANY, New York, N. Y.—This company are 


advertising agents and the service of the company was explained by 
Mr. Harry’ Sweet to all interested. Samples of the work were shown 
also. 

ACME CARD SYSTEM COMPANY, Chicago, Ill—A comprehensive 


showing of “‘Rapid Sight Method’’ card filing devices was made here. A 
cabinet with two complete frames in each section which can be reversed 
and writtén on either side was featured, also a cabinet with sections 
which can, only be used on one side. A system which can take care 
of a card thirteen inches wide by twelve inches deep was also displayed. 


Auxiliary sheets can be put over the cards in this system so that all 
the information can be kept together on any one subject. The 45- 
degree angle guide cards were shown. L. 8S. Beard, New York district 
manager, with assistants, was in charge. 

ADAMS ROESBECK COMPANY, New York, N. Y.—‘‘Adco’’ loose leaf 


accounting devices made by the Accounting Devices Co. of Chicago; post- 
ing machine equipment; Bates Bank Statement Cases for use in bank ac- 
counting, and the Byron-Weston line of ledger paper were all featured, 
likewise the ‘‘Adco’’ steel posting tray. The exhibit was in charge of 


G. 8. Howell, assisted by J. F. Hanly, P. A. Mirabella, H. O. Allen, P. 
G. Berkes, Frank L. Drew, H. Thorpe. 

ADDRBESSOGRAPH COMPANY, Chicago, Illinois.—Here was to be 
found a complete display of all models of the Addressograph, also 


various styles of address plates, cabinets, ete. Particular 
invited to the hand-operated, ribbon-print Addressograph, 
and the F2 ribbon-print Addressograph which is electrically operated. 
Both these machines print through a ribbon from address plates em- 
bossed with exact typewriter style type. Complete equipment for pay 
rolls, statements, dividends and other name-writing work were demon 


Graphotypes, 
attention was 


strated. rhe New Motor Driven Dupligraph was exhibited. This is a 
machine which duplicates letters by the use of addressograph plates 
which are made on the Graphotype. Dupligraph plates are larger than 
the ordinary addressograph plates having a capacity of eight typewritten 
lines, and requiring about five plates for the ordinary letter rhe letters 
that are run off on the Dupligraph carry the address which is put on at 
the same operation as the body of the letter. A device for putting 
in the signature at the same time is also being perfected. E. J. Ferris, 
manager of the Company's New York office, was in charge, assisted by 
members of the New York sales force. 

ALEXANDER, W. H., New York, demonstrated Ideal stencil machines, 
Garvey fountain brushes, ink etc. The exhibit was in charge of W. H. 
Alexander and R. F. Alexander. J. W. Marsh, general sales manager 
of the Ideal Stencil Machine Company, was in attendance, also 

AMBERG FILE & INDEX COMPANY, New York, N. Y.—This exhibit 
included vertical filing cabinets in wood and steel, together with filing 
equipment, which will ‘‘make an intelligence department of the filing 
department.’’ Card indexes were also included in the exhibit. The 
exhibit was in charge of Paul G. Amberg, assisted by the New York 
sales force. 

AMERICAN KARDEX COMPANY, Tonawanda, N. \ put on an ex 





ABOVE CUT: Ramer Remanufactured Typewriters, the Maiilo- 
Time Recording Co., The Noiseless Typewriter Co., Accountants 
Co 
hibit which ineluded all the Kardex products and the Zenith system 
of check files, check sorters, note cases and indexes. The Kardex line 
contains every form of visible index. In the new Universal steel cabinet 
every card is in sight and is also protected. tevel Transoloid tips 
facilitate insertion of labels on all these products. A _ testing machine 
flapped the cards back and forth and proved the security of the per 
forated cards and their wearing quality J. B. Summers, district sales 
manager for the New Yerk territory, was in charge, assisted by mem 
bers of the New York sales force 

AMERICAN MULTIGRAPH SALES COMPANY, Cleveland, Ohio, dem 
onstrated the entire Multigraph line. including the machines and equip- 
ment already familiar to readers, and also the Multigraph Addresser 
which uses a metal stencil and addresses and counts 20,000 envelopes 
an hour. The Multigraph letter folder was also demonstrated. The ex 
hibit was in charge of W. C. Dunlap, vice-president in charge of sales, 
and Tim Thrift, advertising manager. The New York office was repre 
sented by H. S. Sanders, sales manager, New York division, and H. 
A. Harris, local advertising manager. President H. C. Osborn and 
First Vice-President R. G. A. Phillips of Cleveland were in attendance 


part of the time. 


ARROW CALCULATOR MANUFACTURING .COMPANY, New York, 
N. ¥.—The New Arrow calculator was shown here, which divides, multi- 
plies, substracts and adds quickly and accurately with absolute proof 
of accuracy, because every factor in the calculation is registered on the 
dials of the machine in plain view. The Arrow is a very compact, finely 
constructed, durable machine which the company claims can be operated 
with very little practice. Alfred Schurig was in charge of the booth. 

AUTOCALL COMPANY, Shelby, Onio, featured the Autocall and many 
other signaling devices. Antocall is electrically operated and locates 
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disturb 
operated 
equipment 
were alse 


without 
and are 
alarm 
system 


members of an organization 
give their summons by code, 
some convenient point A fire 
signaling services in one 
Charles A. Kirkland, district sales manager, was in 
Harold R. Kirkland, G. A. Hurrle and E. G, Stanton 
REGISTER COMPANY, Hoboken, N. J., demonstrated 


department heads or other 
Audible 
‘‘central’’ at 


combining ali 


ance, signals 
through a 
and a plan 
demonstrated. 
charge, assisted by 
AUTOGRAPHIC 


manifolding machines for making delivery, sales and credit slips, ex 
press receipts, bills ef lading, etc. A single and double systemizer 
used in connection with Elliott-Fisher machines for making complicated 
office und factory records was also shown. Earnest Spitzer was iu 
charge, assisted by James McClain and a corps of salesmen 

AUTOMATIC ELECTRIC COMPANY, New York City This exhibit 
was arranged to present a typical private automatic telephone exchange to 
which there were connected several telephones for demonstrating purposes 
A good-sized switchboard was on display and the demonstrations were 
used to show that a central is not necessary with this equipment. Those 
in charge were P. A. Collins, New York manager; G. H. La Porte 
district manager; H. L. Bair, district manager 

BECK DUPLICATOR COMPANY, The, New York City, exhibited the 
new self-feeding Ironclad duplicator—a gelatine roll duplicator with an 
ittachment which feeds sheets of paper, one at a time, to the duplicat 
ing surface. Also the company exhibited its Cloth-back duplicating 
roll, called the ‘‘Never-‘Tear,"’ which is furnished to fit all duplicating 
machines of this character. The new Everready low-priced metal ma 
chine duplicator was also on display. This machine operates on the same 
principle as the other duplicators made by this company and is a hand 
operated machine The exhibit was in charge of Albert Isaacs, presi 
dent, assisted by C. A. Goodrich. 

BIDDLE PUBLISHING COMPANY, New York City.—This exhibit was 
devoted to a group of new business books published by the company 





BUSINESS SHOW PICTURES 
Typewriter Co., Instant Reference 
cater Mfg. Co 


Files, Kalamazoo Loose 


conduct of 
new 


every- 
business 


books which are of real assistance in the practical 
day affairs. Here was also displayed ‘‘The Executive,”’ a 
magazine. J. G. Staley had charge of the booth and was assisted by S. 
Carll, E. A, Roop, C. Kidd, F. Dunn and I Burton. H, F. Biddle was 
present during the Show. 
BIRCHER COMPANY, 
Appliance Company 
BLUM’S COMMERCIAL MAP PUBLISHING 
City, exhibited maps and atlases especially 
purposes. The company exhibited an atlas and a 
of the United States, likewise their line of pocket maps. Messrs. Blum 
and Sussfeld directed the booth and were assisted by Miss Wander. 
BRANDT MANUFACTURING COMPANY, Watertown, Wis., demon 
strated the automatic cashiers with several new features added. A 
new cash unit desk made up of an enclosing cabinet for the machine 
with a currency box for use where an automatic machine is not em 
pleyed. A desk file equipped for handling change and cur 
rency in public utility offices, etc., was shown A feature was made 
of the ‘‘Universo’’ coin paying machine—a recent low priced addition 
to the Brandt lines David G. Story, assisted by the New York City 
salesmen, took care ef the booth. E. J. Brandt, the president of the 
company; C. R. Acker, vice-president and general manager, as well as 
salesmen from Minneapolis, Pittsburgh, Philadelphia, Boston and Buffalo 
were present during the show. 
RROOKMIRE ECONOMIC 
hibited data, graphics, etc., on 
Newcombe had charge of 


INC., Rochester, N y See Lightning Office 


COMPANY, New York 
adapted for commercial 


very large wall map 


ashier'’s 


New 


business 


York, N i 
and investment 


SERVICE, INC., 
fundamental 
the booth 


problems. Mr. 
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BUMP PAPER FASTENER COMPANY.—See Seymour Conover Com- 
pany. 

BURNHAM, P. W & CO., New York, N. Y., showed different styles 
of battleship linoleum and the ingredients of which it is manufactured. 
The company is a contracting firm Joseph ©, Lynch, sales manager, 


was in charge, assisted by Augustin Burke, Leo Dwyer, Andrew Conheeny 


and John H. Finn 
BURROUGHS ADDING MACHINE COMPANY, Detroit, Mich., put on 
a comprehensive display dividec into groups—adding, bookkeeping and 


calculating and the A. B. C.s of business. There were twelve styles of 
adding machines on exhibit ranging from six column to seventeen column 
machines sookkeeping machines tn ten different styles were shown. 
Ten and thirteen column calculators were also on display. G. P. Spald- 
ing of the home office was in charge, assisted by J. W. McCaslin, also 
of the home office. Each evening the Metropolitan managers took part 
in the exhibit The machines were demonstrated by competent operators. 

BUSINESS APPLIANCES, INC., New York, N. Y., showed a fine line 
of commercial leather made by John Boyle & Co. and the Inde- 
structo Trunk Company In an adjoining booth was a display of rebuilt 


goods 


typewriters, Ajax stapling machines and filing supplies. This display 
also attracted marked attention because of the visual representation 
of the manner in which this company rebuilds typewriters. The rough 


typewriter was shown and the different parts that go to make up the 
finished product as well as the finished product itself were on display. 
W. O. Tate, president, and N, J. Tate, secretary, were in charge, as- 
sisted by O. C. Johnson, W. H. Hankinson, Miss Estelle Tate and 
George Vogle 

BYRON TYPEWRITER CABINET COMPANY.—See McCutchen Supply 
Company 

CLAROTYPE 
cleaner for 


demonstrated a liquid 
etc.. from typewriter 


New 
accumulations 


Yous, Ni'-Kac 
of ink, 


COMPANY, 
removing 


type 





IN THE ABOVE CUTS AREAS FOLLOWS: Victor Adding Machine Co., Flexifile, Woodstock 
Leaf 


Co., The Clarotype Co., Pitney-Bowes Postage Meter Co., Dupli- 


type he liquid, put up in attractive containers, is sold by commercial 
stationers and dealers in typewriter supplies. The exhibit was in charge 
of Leon Banoy, assisted by Ellis Panov and New York sales representa- 
tives 
COMPUTING-TABULATING-RECORDING York, 


COMPANY, New 


N. ¥ put on an exhibit divided into sections, showing products of the 
Computing Scale Company of America; the Moneyweight Scale Company 
(represented by J. G. Rankin); the International Automatic Scale Com- 


Beckingham); the Detroit Automatic Scale 
Jonson); and the Tabulating Machine 
Recording Company of New York 
gentlemen named were assisted in 


pany (represented by W. A. 
Company (represented by J. 8. 
Company and the International Time 
(represented by T. C. Moore). The 


the demonstration of the various machines by salesmen contected with 
the severai companies 

CONOVER, SEYMOUR COMPANY, THE, New York City, N. Y., 
showed the Bump Paper Fastener and Punch—the paper fastener at 
one end of the device and the punch at the other. Two models were 
shown Another feature of the exhibit was the Ravenswood line of chair 
pads and glass desk pads, also Seco numbering machines and line daters 
and Hunter adjustable card cases. Seymour Conover was in charge, as- 
sisted by competent members of his staff. 

CONTROLLER COMPANY, INC., The, New York, New York, demon- 


American-made Controller calculating machine on which 


strated the new 
arithmetic can be done, The machine is of large 


all of the operations of 


capacity and has a number of new features, including counterbalanced 
slide, new correction lever, and automatic quotient transfer. Oscar 
Mueller was in charge, assisted by a competent staff. 
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CORONA TYPEWRITER COMPANY, INC., Groton, N. Y., showed the specimens of the co-operative work of these two machines Che exhibit 
Corona portable folding typewriter with carrying cases, collapsible stands, was in charge of Edward W. Hill of the home office and P. A. Bennett. 
ete. The display included a line of traveling bags and cases especially manager of the New York branch, assisted by members of the New York 
made for the use of travelers. Laird C. Dinsmore, New York manager, sales force. 
was in charge, assisted by people from the New York office. Ben N. DICTAPHONE, THE, New York, N. Y., demonstrated the advantages 
Conger, president of the company; L. J. Conger, general sales manager; of dictation and transcribing machines. The multiple tube system for 
Cc. F. Brown, general manager; Harold McD. Brown, advertising manager, work in commercial schools was shown. C. R. Fox, branch sales mat 
and W. I. Beckert, eastern division manager, were present at the booth ager, was in charge. C. K. Woodbridge, sales manager, was present a 
a part of the time. part of the time. 

COSTMETER COMPANY, Boston, Mass., demonstrated the Rapid DICTOGRAPH PRODUCTS CORPORATION, New York, N. \ dem 
Reference File which is a compact and convenient article devised securely onstrated what is claimed to oe the most advanced system sound 
to hold visibly indexed cards and sheets so that any desired card in the transmission. This system includes the dictograph inter-communicating 
file may be exposed instantly in a position which permits it to be read, system of office and factory telephones. The exhibit was in charge of 
written upon, reclassified, offset or removed. J. C. Liggett, president of E. P. Normell, sales manager, assisted by H. A. Lawrences H. M 
the company, was in charge, assisted by E. E. Fowler, sales manager, Duncan, R. FE. Owen and E. C. Hoberoft. 
and W. C. Child, assistant sales manager. G. K. Turner, vice-president, DIEMER, JOHN F. COMPANY, New York, N. Y demonstrated the 
was also on hand a part of the time. company’s products including file pockets, wallets, mailing nvelopes 

DALTON ADDING MACHINE COMPANY, Norwood, Cincinnati, Ohio, pigeon-nole boxes, merchandise boxes, etc. A gluing demonstration showed 
demonstrated the latest Dalton adding, listing and calculating machines, how these envelopes are glued together. Many samples were given away 
including the shuttle carriage, shuttle carriage statement machines, and A. F. Diemer was in charge, assisted by S. R. Bradley and G. Marks. 
others. yrubbs & Sheridan, district sales agents, were in charge, as- DIXON CRUCIBLE COMPANY, JOSEPH, Jersey City, N. J., showed 
sisted by New York salesmen and a corps of demonstrators. H,. Land- a large display of pencils of all kinds, crayons and erasers manufactured 
siedel, vice-president and works manager; H. C, Grubbs, vice-president by the company. The exhibit featured the Eldorado drawing pencil 
and director of sales; &. R. Cronkhite, sales manager, service depart- Different styles of containers and attractive counter displays wer 
ment; W. I. Currie, manager Chicago sales office; C. E. Dunbar, manager shown The beoth was in churge of sales representatives of the mpany 
Baltimere office; E. A. Murphy, manager, railroad department; W. K. DUPLICATOR MANUFACTURING COMPANY, Chicago, Il demon 
Dau, special representative, and J. A. Meyer, manager of the Scranton, strated the Ditto duplicator in various models. This machine is of a gela 
Pa., office, were also present. tine roll type and is capable of turning out a considerable variety of 

PAVIDS INK COMPANY, THADDEUS, INC., New York, N. Y., had work. The exhibit was in charge of W. J. Myers, Jr., New York dis 


™ 
Binve 
ies 








BUSINESS SHOW PICTURES ABOVE SHOWN INCLUDE THE FOLLOWING: Rapid Addressing Machine Co Monroe 
Calculating Machine Co., Multicolor Press, Acme Card System v., Graywood Envelope Sealer, Educational Exhibition Co., John 
F. Diemer, Eveready Paper Fastener. The two gentlemen in the center at the bottom of the picture are James F. Tate at the 
left, secretary of the Business Show Company, and Frank E. Tupper at the right, president of the Business Show Company 
on display a comprehensive showing of inks and adhesives, including trict manager, assisted by W. F. Worts, A. W. Donat, Chas. Jaffer 
semi-liquid paste, ordinary and perfumed sealing wax, mucilage, library Ren Dadd, M. Hessline, &. J. Cook, A. S. Finley, A. I rurner and N 
paste, stamping ink, indelible ink, marking ink, fountain pen ink, writing G. Wilson. R. K. Russell, general sales manager, was also present 
inks and writing fluids, carbon paper and typewriter ribbons. The new EDUCATIONAL EXHIBITION COMPANY, Providence, R. |! demon 
Dozstik cement for mending furniture was featured. J. W. R. Merckle. strated Edexco devices for keeping graphic records. rhe line ineludes 
president, was in charge, assisted by Allan W. Cox, sales manager; Har- glass head map pins, outline maps, map mounts, charting papers, swing 
old Merckle, assistant sales manager; G. H. Collins, Edward Stoltz and ing leaf display fixtures, books on graphics, ete The booth was in 
J. T. Walsh. eharge of Gardner T. Swarts, Jr., assisted by R. W. Berry, | Ww 

DAVIES, C. C. COMPANY, Washington, D. C., featured office spe Dumas, L. C. Easterbrooks, Jean Jaquette, H. J. McKenzie Miss 
cialties and dling devices, with special attention to the Ajax Time S. J. Swedberg. 
Stamp which makes the impression of a clock face with an arrow point EGRY REGISTER COMPANY, Dayton, Ohio, exhibited various type 
ing to the time punched, leaving the impression of the date with of manifolding registers, featuring an automatic cash drawer regist« 
such wordivg as is wanted. Another device shown was the Daco Railroad and an electrically operated register The booth was in charge of P. J 
Distance Map. The rubber typewriter keys made by the Speed Key Schulman, New York sales agent, and C. R. Hall, assistant sales mar 
Marufacturing Company, were featured. The exhibit was in charge of ager, G. E. Goehren and P. J. Larney, representing the home office 
Cc. C. Davies, Jr., assisted by demonstrators. ELBE FILE & BINDEK COMPANY, INC., New York, N. \ featured 

DAYTON MONEYWEIGHT SCALE COMPANY.—See Computing-Tabu a full line of files, dDinders and loose-leaf specialties includ spring 
lating-Recording Company. hinder, snap binder, wallet, telephone index and eyelet machine stu 

DEFIANCE CHECK WRITER CORPORATION, Rochester, N. Y., dents’ note-book covers, permanent folder with brass prongs, et rhe 
demonstrated check writing machines in several models for payroll, booth was in charge of A. M. Rabinof, general manager, assisted by 
dividend, and general utility work, including commercial bill machines Ernest Barnett and Miss G. Rabinof. 
for public service corporations, ete. The operation of the machines ELECTRIC SEALING MACHINE INC., New York, N. Y., exhibited a 
eanses every check to be embossed in acid-proof ink which is forced machine containing an electrically heated pot for melting sealing wax 
through the paper. C, C. Moore, general sales manager, assisted by L. The mechanism is so arranged as to drop the melted wax upon the sur 
E. Bostwick, G. W. Hawkins and Harold Biddle, were in charge. face desired by the pressure of a lever. The die for stamping the de 

DETROIT AUTOMATIC SCALE COMPANY.—See Computing-Tabulating- sired impression is operated by a downward thrust of the machine 
Recording Company. Charles Barrett, Henry E. Hype and Harry Jaffe were in charge 

DICK COMPANY, A. BPB., Chicago and New York, put on an exhibit ELLIOTT COMPANY, THE, Cambridge, Mass., showed special pay 
which comprised all the latest models of the rotary mimeograph, the roll, printing and automatic selecting machines including the addresse! 
Edison-Dick mimeoscope, et There was an interesting assortment of press which automatically prints and skips any name or names on the 
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shown and 


list of stencils The hand and foot stencil cutters were also 
also a special 4x4%” index and address card rhe exhibit was in charge 
of Burleigh E. Smart, New York, Everitt W Warfield, assistant man 
ager, and Frank M, Weeks, Alvin Fletcher, John Siegrist, Winfield 8. 
Huntley, Harold R. Eustis, John Eeder, and Edward Smith 
ELLIOTT-FISHER COMPANY, Harrisburg, Pa., demonstrated book 
keeping muchines and systems showing forms and lay-outs of the man 
ner in which the machines are applied to various methods of accounting 


The application of the machine was 
graphically shown by the use of display racks containing the various 
accounting methods used in business arranged in proper order as they 
are handled by the use of the Elliott-Fisher machines. rhe exhibit 
was in charge of C. A. Slingerland, assisted by C. H. Reed, New York 


in different lines of business. 


district manager, and the New York sales force. The machines were 
demonstrated by Mrs. H. E. Graves of Chicago, Miss F. P. Ward of 
Harrisburg, and Miss K. E. Deyle of New York 


TYPEWRITER COMPANY, Newark, N. J., exhibited 
Ellis adding typewriters for bank work; also the com 

machines for ledger posting, billing, et: The ex 
Frank O'Leary and 1. F. Bowen, assisted by dem 
president of the company, was present 


ELLIS ADDING 
various models of 
pany’s bookkeeping 
hibit was in charge of 
onstraters. D. W. R. MacDonald, 
during the week. 


ENSIGN MIG. COMPANY, Boston, Mass showed two models of the 
new Desk-Electric Enusign machine, presenting several interesting fea 
tures. The machines handled all functions of calculation by one pressure 
of a key for each digit. The machine gives a positive check on results 
and clears with one stroke. F. J. Mildenberger and W. T. Anderson were 


in charge. 
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advertising 


Sawyer, vice-president and manager, Irvin Davis, manager 
and assistant sales manager, and Howard Kocherspeiger, secretary-treasur- 
er, were present a part of the time, 

FILING, INCOKPORATED, New York, N, Y., demonstrated in its 


booth the service of the Magazine “Filing.” A representative of the 
Filing Asseciation of New York was present each evening to explain 
the purpose of the association. Roland W. Joliy, president and treasur- 
er of the company, was in charge, assisted by Mrs. Jolly, Miss N. B. 
surroughs, W. E. Taylor, and Mrs, Wm. Taylor. 

FINDEX COMPANY, THE, San Francisco, Calif., exhibited a simple 


device for finding cards. The cards have a series of slots or indentations 
on the bottom. The insertion of rods for the required selection of cards 
makes it instantly to find any card by raising any desired group 


possible 


above the remaining cards in the drawer, Several different sizes of 
cards may be used in the same drawer. Miss M, EB, Berlin was in 
charge, assisted by Mrs. H. C. McOmber and Willard C. Ackerby. Chas. 


E. Seiler, president of the company, also attended during the week. 


FLEXI FILE CORPORATION, New York, N. Y., showed its entire 
line of filing specialties whose distinguishing feature is the continuous 
strip of fabric separated into pockets by a series of metal riders sus- 
pended at each end of parallel horizontal rails, The weight of the con- 
tents cf each pocket is sustained by the metal bearing reducing the 


The weight of the papers tends to close the 
The series of pockets 


friction to a minimum. 
pocket and hold the papers in a vertical position, 


moves readily along the length of the drawer, V. V. Redman was in 
charge assisted by R. J. Tierney, J. H. Field, and H. 8S. Wilson. Hi. L. 
Johnson, president of the company, also visited .the booth, 

GARBELL TYPEWRITER CORPORATION, Chicago, Ill. Because of 





BOOTHS ILLUSTRATED ABOVE ARE AS FOLLOWS: 


Supply Co., The Rand Co., The Corona Typewriter Co., Inc. 


EQUITY FREIGHT CLAIMS BUREAU, New York, New York, ex 
plained their service which includes the adjustment of freight claims 
and claims against railroads and steamship companies, express companies, 


or other common carriers, A. J. Kenner, general manager, was in 
charge, assisted by M. 8S. Schechter, assistant manager, and Geo, A 


Bierne. 

ESTERBROOK STEEL PEN MANUFACTURING COMPANY, Camden, 
N. J., presented an exhibit of the company’s writing pens and a spe 
cial line of lettering pens suitable for poster and sign work. Radio 
chart showing the process of manufacture 


pens were featured with a 

from the raw material to the finished product R. W. Mueller, assisted 
by G. S. Miller and W. R. Ridgeway, were in charge. J. H. Longmaid, 
president of the company, W. I. Halsey, New York manager, and Harry 
W. Lynn, visited the Show during the week 


EVEREADY MANUFACTURING COMPANY, Boston, Mass., showed a 


new model stapling machine which makes the staples as they are used 
from a spool of steel tape. The machine is compact, light and efficient. 
The exhibit was in charge of Chester T. Murphy, sales manager, assisted 
by Fred C. Hohl 


FAIRCHILD PUBLICATIONS, New York, N Y showed several 


journals including Women’s Wear, Daily News Record, Men’s Wear, and 


the Chicago Apparel Gazette. The service of the publications was ex- 
plained. T. Bloomberg was in charge. 

FEDERAL ADDING MACHINE CORPORATION, New York, N. Y 
demonstrated the Federal ‘‘A’’ adding machine, designed by Chas 
Wales, a well-known adding machine inventor. The strength and sim 
plicity of this machine reduces maintenance costs to a minimum. Keys. 
dials and amount last printed are in plain sight in a concentrated field 
of vision. The exhibit was in charge of John P. Hogan, sales manager, 
assisted by the New York City sales force and demonstrators. A. H 


Polar Mfg 
Corporation, The American Multigraph Sales Co., The Hammond Typewriter Co., 


The Hotchkiss Sales Co., Defiance Check Writer 


Co., 
Federal Adding Machine Co., The McCutchen 


delay in express the company was prevented from showing 
its machine 

GOURLAND TYPEWRITER CORPORATION, New York, N. Y., dem- 
onstrated the new Gourland portable typewriter—a standard machine in 
every feature but of decreased size, weight and price. The machine 
has many improvements and refinements and weighs only 9% lbs. It 
writes 84 characters with 42 keys and 4 banks, W. C. Waddell, sales 
manager, was in charge, assisted by G, R. Smith. Miss Alice Mischanko, 
chief demonstrator, and Joseph Burns, M. J. Gourland, president of the 
company, C. H. Ayres, treasurer, J. A. Burns and Mrs. H. J. McCaughley, 
were among those present during the week. 

GRAFF, GEO. B. COMPANY, Boston, Mass., featured different Graffco 
specialties including sharpeners, vise signals, index tabs, paper 
clips, silver-steel and Prest-O-Ink tablets. Samples were distribut- 
ed and demonstrations were made of the application of the different 
ievices Che exhibit in charge of sales manager Charles W. Lip- 
man, and Mr. Graff Was present during the larger part of the 
week 


GRAHAM-CHISHOLM COMPANY, New York, N. Y., showed the ideal 


shipments, 


pencil 


pens 


was 
himself 


tray binder as used with various types of bookkeeping machines. The 
company showed a very complete line of binders and other loose-leaf 
specialties. B. Dutcher assisted by Chas. J. Moussette and Jas. Ferriter 
were in charge of the booth. 


SERVICE CORPORATION, New York, N. Y., exhibited 
statistical supplies, examples of graphic service work, 
production charts, etc. The company, in addition 
to graphic service, does research and statistical work. Willis B. Rice 
and Joseph Fischer were in charge. 

GRAYWOOD MANUFACTURING COMPANY, LYNN, MASS,, demon- 
strated an envy sealing machine operated by hand, but operable by 


GRAPHI 
graphic materials 
sales managers’ maps 


elope 
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a motor if desired. The device operates on the rotary principle. It is 
durable in construction and rapid in operation, having, it is said, a 
speed of 350 envelopes per minute. Sales representatives were present 
as demonstrators. Harry W. Woodward, president of the company, and 
Elmer E. Gray of the home office, were present during the week. 

GREENFIELD MANUFACTURING COMPANY, New York, N. Y., dem- 
onstrated a handy desk paper fastener and staples made by the com- 
pany. Machine will make either a temporary or permanent fastening as 
desired, taking and feeding any standard staple. The company also dem- 
onstrated ‘‘Taplex’’ warmers-—-safe and simple heaters for camp or home, 
using a compressed stick fuel composed of charcoal and certain chemicals 
which can be lighted with a match. These warmers are made in a 
variety of patterns for diversified uses. H. K. Blanchard, sales man 
ager, was in charge. assisted by L. W. Thayer. 

HAMMOND TYPEWRITER COMPANY, THE, New York City, showed 
the Multiplex Hammond typewriting machines. The company exhibited 
its first line battery of advanced construction writing machines, The 
construction shown in this exhibit was an advance of that which would 
have been shown a month ao. The echibit included the regular Multi- 
plex Hammond with interchangeable type system, interchangeable with 
neurly four hundred other type sets covering scientific writing of all 
sorts, each with its individual type sets, also most of the languages in 
the world. Another machine was the Multiplex portable aluminum type 
writer containing the features of the regular Multiplex. Then tliere was 
the Mathematical Multiplex, the Reversible Multiplex on which all of 
the Oecidental type sets may be used and in addition, all of the Oriental, 
instantly changing the metion of the carriage trom left to right or right 
to left to meet the conditions of writing all languages. Finally the 
Variable Spacing Model was shown with all of the features of the regu 
lar Multiplex plus many new ideas. Neai D. Becker, president of the 
company, and John Ff. Soby, advertising manager, were present a part 
of the time. The exhibit was under the supervision of Charles 0. 
Gardner, local manager. 

HART & HUTCHINSON ¢O., New York, N. Y., and New Britain 
Connecticut, showed the ‘“‘Storall’’ cabinet in three sizes, standard 
height, file height and desk height. The strength, durability, safety, 
capacity and convenience of the cabinets were featured. E. E. Sturges 
was in charge of the booth, assisted by R. L. Murphy and A, R. 
Elsworth. L. EB. Page, from the home office, was present during the 
week. 

HILLARD MANUFACTURING COMPANY, New York, N. Y., demon- 
strated typewriter parts and supplies, including the Hillard all-ball 
bearing race-way, and linked and lifting carriage for Underwood and 
other typewriters. The all-ball bearing carriage makes for speed and 
smoothness and is said to produce a lighter and livelier key action. The 
lifting carriage exposes hitherto hidden parts of the machine for inspec- 
tion, cleaning and oiling. Mrs. J. A. Taylor was in charge, assisted 
by G. Olson, P. Carrol! ond 4. Adams. YF. W. Hillard visited the show 
during the week. 

HOOVEN SERVICE, INC., THE, New York, N. Y., and Chicago, IIl., 
demonstrated the Hooven automatic typewriters, whose minimum speed 
is 100 words a minute. These machines produce individually typewritten 
letters, from a master copy previously made, somewhat after the fashion 
of a player piano. Means are provided for fill-ins in the body of a letter. 
When such a break occurs, the machine stops, an operator then fills in 
without removing the paper and the work goes on as before. Paul M. 
Hooven, president of the company, and E. R. Metzger, were in charge 
with the necessary demonstrators. 

HOTCHKISS SALES COMPANY. Norwalk, Conn., featured a new 
combination tag and paper fastening machine, more particularly de- 
seribed on a preceding page. M. G. Peck, sales manager, was in charge. 
assisted by R. T. Harris. 

HULL, MISS M., New York, N. Y., demonstrated an indexing system 
adaptable to the requirements of modern offices. She conducts an in- 
dexing school, and took contracts during the show to inaugurate index- 
Ing systems. Miss Hull was personally in charge of her booth. 

HUTCHINSON OFFICE SPECIALTIES COMPANY, INC., New York 
City, showed the Hutchinson Spool-o’-Wire Fastener which makes its 
staples from a spool of wire enclosed in the machine and binds the 
desired materials simultaneously. The spool of wire used will make 
15,000 staples at each loading and will bind from two to forty sheets of 
paper, depending upon the stock. The binding for different thicknesses 
is done without any adjustment of the machine. The sheets are securely 
bound together, but can be ceparated by r-moving the staples if desired 
and without disfiguring the paper. The flat staples made by the ma- 
chine are especially emphasized. Wm. Mayne, sales manager, was in 
charge of the booth, assisted by several demonstrators. 

IDEAL STENCIL MACHINE COMPANY, Belleville, Ill.—See W. H. 
Alexander. 

INDEX VISIBLE INCORPORATED, New York City, and New Haven, 
Conn.—The adaptability of a visible card index system to business enter- 
prises was demonstrated here and a full line of Index Visible equip- 
ment, including rotary and cabinet types, ring books, posting equipment, 
leaves and cards, was shown. The cards act as their own holders ‘on 
the rack. F. A. Brantley, New York sales manager, had charge of the 
exhibit, assisted by Burnham & Ferris, advertising agents, 

INDUSTRIAL MANAGEMENT ENGINEERING MAGAZINE, New York 
City, showed the magazine published under that name, also books on 
general management and executive problems. J. J. Bryan was in charge. 

INTERNATIONAL ACCOUNTANTS SOCIETY, New York City, ex 
plained, through PD. E. Towle and H. 8S. Smyth, the work of the organi- 
zation. Interesting lata was distributed. A course of instruction in 
accounting was sold and memberships in the society solicited, 

INTERNATIONAL MONEY MACHINE COMPANY, Reading, Pa., dem 
onstrated the Internationa! Pay Roll Machines and International Visible 
Adding and Listing Machines. An added feature was a new special model 
International Pay Roll machine, which prints the amount on the pay 
envelope at the same time amount is listed on tape, and with same 
operation the correct amount is scheduled, i. e., the correct number of 
pennies, nickels, dimes, quarters, etc., is figured and the total amount 
added. This is all performed automatically with one operation. This 
exhibit was under the direction of General Sales Manager M. L. Faweett, 
assisted by Division Manager 8S. H. Sheldon. 

INTERNATIONAL SCALE COMPANY.—See Computing-Tabulating-Re- 
cording Compary. 

INTERNATIONAL TIME RECORDING COMPANY.-——See Computing: 
Tabuiating-Recording Company. 

JEAN, C. W.. COMPANY, INC., New York, N. Y., featured the Jean 
rotary dry copying machine, which produces copies instantly ready for 
filing and leaves the original letter bearing no evidence of having been 
copied. The machine is heated and driven electrically. Moisture is 
driven out by heat and the work is done so quickly there is no blurring 
or offsetting. C. W. Jean was in charge, assisted by A. Watson, D. 
McHarg, P. M. Kendig, and others. 


JOHNSON COIN COUNTING MACHINE COMPANY, Long Island City, 
New York.—The feature of this exhibit was the new Johnson coin 
counter and coin wrapper which accurately handles pennies, nickels, dimes 
and quarters, counting 1,500 or more coins per minute. A motor-driven 
coin-separating machine also attracted attention. F. A. Hanson, assisted 
by A. F, Hugart and W. P. Brunner, had charge of the booth 

KALAMAZOO LOOSE LEAF BINDER COMPANY, Kalamazoo, Mich.— 


The company’s entire line of loose leaf devices was shown here, in- 
eluding the regular current and transfer binders; the light weight 
**Kalamazet,’’ style A, style B, H, W., style G and style K_ binders 
besides the new posting desk in conneciion with the company’s full 


equipment for the mechanical posting system. 

KALLMAN EFFICIENCY SERVICE.—Sec Accounts Visibl Systems 
Company. 

KASTENS, HENRY, New York, N. Y., demonstrated time recording 


devices, inciuding dating stamps and watchmen’s portable clocks. The 
impression of the time stamp reads in a straight line in plain figures 
Henry Kastens was in charge, assisted by William H. Neal and Charles 
Roff. 

KEYSTONE ENVELOPE COMPANY, New York City, and Philadelphia, 
Pa.—tThe company’s red rope products for modern business were here 





demonstrated. These products include expanding envelopes, mailing en 
velopes, label holder envelopes, vertical file pockets, expanding files, par- 
tition envelopes, security envelopes, filing folders, advertising wallets, 
ete., etc. The booth was in charge of the company’s New York man- 
ager, W. H. Leedom, assisted by salesmen, 

KIRKLAND, INC., CHARLES A.—See Auto-Call Company and Victor 
Adding Machine Company. 


KLAXXON COMPANY, New York, N. Y., demonstrated the ‘‘Klaxo 
eator,”’ by which anyone may be located in a plant by means of a special 
code signal for each person. This is operated by the telephone girl 
from the switchboard. Single stroke bells in different sizes were shown, 
also the Klaxophone land-speaking telephone. Horns for fire alarms 
code calling and time signaling were demonstrated. A. W. Hall was 


in charge, assisted by salesmen of the Kliaxon Company 

KNICKERBOCKER DISTRIBUTOR COMPANY, New York, N._ Y., 
showed the ‘‘Ever Ready’’ aame plate in one size. In this device the 
letters are removable and interchangeable. B. Gersh was in charge, 
assisted by C. Wechsler. 

KOHLHAAS COMPANY, Chicago and New York, demonstrated sight 
systems, including the Instant Reference File, Desk Reminders, Bank 
ers’ Note Cases, Form Letter Files, Files for Stock Records, Price 
Keeords, Pay Roll Records, Sorters for Checks, sales slips, vouchers, 
and like current papers. Erwin Ennis, manager of the New York office 
was in charge, assisted by M. A. Thometz, general manager of the com- 
pany, from Chicago, 

LANGSLOW-FOWLER COMPANY, Rochester, N. Y., demonstrated 
specially designed office furniture consisting of combination chairs and 
desks, involving economy of money and working space, without discomfort 
to the worker. The ‘‘Error-No’’ copyholder was also featured Harmon 
Keefe, New York representative, was in charge, assisted by M. C 
Gardner and G. M. White. 

LIGHTNING OFFICE APPLIANCE COMPANY, New York, N. Y., repre 
senting the Bircher Company of Rochester, demonstrated all models of 
the Lightning Letter Opener, the Lightning Letter Sealer in hand and 
power-driven’ models, the Trout file and the Byron typewriter cabinet. 
Rotospeed duplicators were also. shown. Harry C. Tuttle, proprietor of 
the Lightning Office Appliance Company, was in charge, assisted by 
demonstrators. H. W. Rippy, president of the Bircher Company: J. A. 
Oswald, president of the Rotospeed Company, and W. H. Young, sales 
manager of the latter company, Were present during the week. The 
Lightning mailing machine, a combined sealing and stamp affixing ma- 
chine of large capacity, was featured. 

LINCOLN TYPEWRITER COMPANY, New York City.—Here was shown 
the Lincoln rebuilt typewriters. About 30 typewriters of all different 
makes were on display. The service of the company was also explained 
in the wholesale and export fields as well as retail. A typewriter ir 
the rough, all dismantled, was shown as it comes into the plant, as a 
comparison to the finished product ef the company. John Simon was in 
charge of the booth. Harry Simon. president of the Company: Edward 
N. Eckler, advertising manager; Harry E. Pariser, William Wiedner, 
foreman of the factory, and Alexander B. Saffer also assisted 

LINE-A-TIME MANUFACTURING COMPANY, Rochester and New 


York, N. Y., demonstrated the Line-a-Time, which moves the copy up 
beneath a stationary bar. It comes in eight sizes and will take paper 
up to 36 inches wide. The luminous lens model, fully described in 
previous issues, created interest. One of the features was a new 


Line-a-Time attachment for the Remington-Wahl bookkeeping machine 
and also a new development which permits of using the Line-a-Time 
principle with bound books, such as law beoks, directories, ete The 
last mentioned device holds the book so that no matter at what page 
it is turned the two exposed pages are flat and the leaves are held 
hack, permitting the printed type to be moved up back of the stationary 
Line-a-Time bar and thus be read from the correct reading area in 
transcribing. Louis Stock, Metropolitan manager, was in charge, assisted 
by members of his sales force. 

LITHOPRINT COMPANY OF NEW YORK, INC., New York, N. Y.— 
This company maintains a service for reproducing by all common forms 
at a minimum cost. Lithoprinting, blue-printing, photostating, photo- 
graphing, lithographing and printing are all done by this company and 
samples of the work were on display. H. H, Verhusen, president, was 
in charge, assisted by M. C. Hale, vice-president; J. A. Collat, sales 
manager, and W. H. Cushman 

LITTLE MAJOR APPLIANCES COMPANY.—See Accurate System and 
Manifolding Company. 

MACDONALD-JENSEN MANUFACTURING COMPANY, Brooklyn, N. Y 
demonstrated a striking device in the field of automatic holders for refer 
ence books, directories, ete. The device swings from a double-hinged 
bracket easily clamped to any desk top or similar ledge or a style for 
home use can be fastened to any wal! or frame and in practically a 
single movement the book is brought before the user open and in almost 
any position. Just press a buttorm when through using and the book 
gently drops down out of the way, closed tight. The device is simple 
in constructior. attractive ion appearance, durably built and obtainable 
in any color to match furniture as well as in the standard black finish 
to match the telephone. James 0. Jensen was in charge, assisted by 
R. H. Jacobson. 

McCASKEY REGISTER COMPANY (tndustrial Division), Alliance, 0., 
and New York, N. Y., demonstrated the McCaskey system for keeping 
perpetual inventories, store records, cost and time-keeping with one 
writing, using carbon-backed forms and equipment for visible filing. 
F. W. K. Hartshorne, Roy W. Brice, C. Swabada and John Hartshorne 
were in charge. 
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THE FOREGOING PICTURES INCLUDE THE FOLLOWING: Odhner Calculator, Jean Electric Dry Copying Machine, Manu- 


facturers’ Translation Bureau, International Accountants Society, National Map Co., The Fairchild Publications, the 
System, Dalton Adding Machine Co., Equity Sealing Machine Corp., Mu!ti-Insert Mailing Machines, Universal 
Spanish-American Publishing Co., Nelson’s Loose Leaf Encyclopedia, School o7 Fiiing, Business Appliances, Inc., National 
esses Co., Automatic Electric. 


Dictograph 
Fixtures Corp 
Proc- 





Arthur Brisbane. one of America’s leading editors, comm ented as follows on the results of the typewriter contest at 
New York Business Show: 

“The most interesting and important athletic performance of 1920 has nothing to do with the Olympian games in Europe, 
with any running track, football or baseball field. It was the performance of a young man, George L. Hossfeld of Phila- 
delphia, who won the world’s championship for fast typewriting, averaging 131 words a minute for sixty consecutive 
minutes 

“This means that the champion mental and physical athlete of the typewriter executed with his fingers fifteen 1 
ments per second for thirty-six hundred successive seconds, in additior to other movements necessary for 
ing new sheets of paper, etc. 

“There could be no more remarkable athletic achievement than reading written words, and putting them 
paper at such extraordinary speed and evenness. In all the writing of an hour there were only fifty-four errors, 
of which ten words were deducted from the winner's record. 

“That the afferent optic nerve should take to the brain the words to be written and the efferent nerve should take 
from the brain to the hands the orders to be executed at the rate of fifteen movements to the second is marvelous. High 
jumping, shot-putting, hurdle racing are nothing to it—besides, typewriter athletics is useful.”’ 
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SUPPLY COMPANY, THE, New York, N. ¥ showed 
cabinets, which have thirty or more divisions fer 
storing stationery, forms, etc., in a convenient manner, closing up com 
pactly with the machine inside, when net in use. James McCutchen was 
in charge, assisted by A. G. Weber and Mrs. E. 8. Barry 

MAIL-O-METEK SALES COMPANY, Chicago, New York and Detroit, 
demonstrated its full line of hand and power sealing and stamping ma 
chines, antomati feed high power machines, et The ‘‘Automat”’ 
heck endorser was demonstrated in conjunction with the mailing machine 
N. E. Terry, New York manager, was in charge, assisted by J. B. Terry, 
A. M. Oppy, and Louis Wada. General Manager G. E. Sheldrick and 
Sales Manager E. B. Terry were also present 

MANUFACTURERS TRANSLATION BUREAU, New York, N. Y This 
firm is equipped to translate all languages and samples of export literature 
which have been handled for clients of the Bureau were on display. This 
method Max View 
Calpini, Lucien Rojas 


McCUTCHEN 
Byron. typewriter 


company handles its business by the coupon book 
eger was in charge of the booth, assisted by A. M 
and Marius Peters 

MARCHANT CALCULATING MACHINE COMPANY, Oakland, Cal., 
and New York, N. ¥Y demonstrated the Marchant Calculating Machine, 
which is simple in operation. rapid and accurate. It is an all visible 
machine, each factor of caleukation being always before the operator 
The dials are arranged so they can be read at a glance and the ma 
chine is constructed of best materials throughout. It is handsomely 
finished in nickel and enamel and almost noiseless in operation The 
booth was in charge of Mark H. Pette, district sales man 

MEYER SCALE AND HARDWARE COMPANY, Newark, N. J., and 
New York, N. ¥ showed counting machines and ‘‘Exact Weight’’ scales 





for all purposes, from 1/100 of an ounce to 30,000 pounds M. D 
Varney was in charg assisted by W. S. Smith, H. K. Smithers and 
( H. West. 


MACHINE COMPANY New York, N Y 

demonstrated the speed and versatility of their machines The exhibit 
included the criginal Baldwin Calculator, built and patented by F. 8. 
Baldwin in 1875; also the medal awarded to him for this invention by 
the Franklin Institute. Some of his other calculating machines were 
shown, forming an interesting chapter in the history of this class of 
inventions Rk. B. Hays, New York district manager, was in charge of 
the exhibit. He was assisted by J. L. Bacon, R. D. Bryan, H. A 
Daniels, J. P. Gatehouse, G. K. Kendall, J. F. Shwedg, C. E. Stevens, 
J. D. Haughey, T. H. Worsley, C. L. Doherty of New York; G. L 
Lindsley, Newark; C. F. Metzger, Wilkes Barre; J. F. McAvoy, Hart 
ford; and H. E. Burgess, New Haven. J. R. Monroe, president; H. G 
Dechant, vice-president in charge of sales R. M. Farmer, . advertising 
manager; T. D. West, assistant sales manager, and F. E. Norris, it 
eherge of educational work, were also present, Mr. Dechant being on 
the job throughout the week. 

MULTICOLOR SALES COMPANY, The, New York, N. Y., and 417 So. 
Dearborn Street, Chicago, Illinois, demonstrated the interesting Multi 
color made by the Lisenby Manufacturing Company—a machine 
which turns out with great rapidity duplicate letters, forms, circulars 


MONROE CALCULATING 


press 


letterheads, ete., in one, two or three colors by direct inking upon the 
type, or through an inked ribbon or by a combination of both An 
1ccurate, positive self-feeding attachment was here demonstrated for 
the first time at any business show. The Mentges Folding Machine was 
also on display This machine has a very large range of work in fold 


ing, is rigidly constructed, occupies little floor space, almost noiseless 
in operation, is quickly adjusted and economical in operation The ex 
hibit was under the supervision of Thomas Darling, assisted by Wm 


Wessling, Jacob Berkowitz and Edwin Renz 

MULTI-INSERT MAILING MACHINES CORPORATION, New York 
City. gave an interesting demonstration of a machine which auto 
matically opens ordinary envelopes, inserts the enclosures and seals the 


flay The machine is knowr as the ‘‘Multi-Insert.’’ It has a capacity 
of two inserts at a time but more may be placed in the envelope if 
desired by running the filled envelope through the machine again. The 


envelopes may be seaied in the one operation or if this is not desired 
an automatic tucking device for tucking in the flaps of the envelopes 
is provided The machine is equipped to handle envelopes of all sizes 
Charles L. Levercheck had charge of the exhibit and was assisted by 
Mrs. Alice E. Pilzecker, Wm. Grauer, F. W. Hamburg, secretary, Louis 
A. Olson, president, and Otto L. Auerbach, were in attendance 
MULTIPOST SALES AGENCY, New York City, demonstrated stamp 
affixers, sealing machines and the Reynolds envelope sealers The new 
automatic feed machine which sexls 12.000 envelopes per hour 
and also a smaller model, were exhibited. Nathan L. Caro was in 
charge, assisted by E. Knapp and G. Appell 
NATIONAL MAP COMPANY, Indianapolis, Indiana, 
charts and literature pertaining to its business 
maps were featured All sorts of maps, atlases, globes and special draw 
ing maps, blue prints and advertising maps were shown. Charles E. 
Campbell had charge of the booth and was assisted by L. M. Garrison 
F. B. Dolph, E. S. Larrisen, Miss May A. Clancy and Anna W. Wilckens 
NATIONAL PROCESS COMPANY, New York, N. Y showed repro 
ductions by offset process. It includes in its service photography, 
engraving and printing. This company prints the Subway Sun and the 
Elevated Express J. A. Kucera was in charge, assisted by Geo. E 
Lader. H. A. Pease aad J. R. Piggott. 
NELKE, L. D., Ne York, N. Y., showed a stock line of metal and 
enamel signs for all purposes. L. D. Nelke and Sid Picker were in 


sealing 


exhibited maps, 
Large scale township 


photo 


charge 
NELSON’S LOOSE LEAF ENCYCLOPAEDIA See G. E. 
NEW ERA MANUFACTURING COMPANY, New 
the new Model No. 5 checkwriter 


Sutliff 
York City, featured 
The device has been greatly improved 


ind embodies many interesting exclusive features H A Woglom 
had charge of the exhibit. 
THE NEW SUCCESS, New York Citr. Here subscriptions for this 


Orson Sweet 
assisted by C. H. 


books of 


charge, 


inspirational 
Grauer was in 


were taken and the 
were sold Samuel 


magazine 
Marden 
Donahve 

NEW YORK COMMERCIAL, New York, N. ¥ displayed the national 
newspaper which is published every business morning Sub- 
scriptions to the paper were taken and their manual of statistics sold. 
Mrs. de Mucci was in charge. 

NOISELESS TYPEWRITER COMPANY, The Middletown, Conn., and 
New York, N. Y Here the Noiseless typewriter was demonstrated—a 
machine of standard appearance and operation, having the characteristics 
of a speefy, accurate and efficient typewriter, but which operates with- 
out noise, The company secured this year the additional space necessary 
to enable it conveniently to receive the more than usual large number of 


business 


visitors and the recognition of this machine as an accepted part of mod 
ern office equipment was emphasized by the number and character of the 
many visitors during the week. The exhibit was under the direction 


of General Sales Manager E. J. Sheehan and the personal supervision of 
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G. 8S. Odell, district manager for 
York City 


New York City, assisted by the New 
sales force, 

OFFICE APPLIANCE COMPANY, THE, New York City, and Chicago, 
Illinois.—The magazine of office equipment, ‘Office Appliances,”’ was 
shown here and the field of its service explained. The trade found a 
welcome here and a visiting place. Charles H. Everly, easté.a manager 
for Otfice Appliances, had charge of the booth and was assisted by D. 
N. Briggs. Otfice Appliances is able to serve its friends in a variety of 
ways, and these Interested in the effice equipment field found its booth 
a handy source of information concerning the trade and the show. 

0%. K, MANUFACTURING COMPANY, Oswego, N. Y., demonstrated 
the Ries and O. K. hand and electric letter openers, O. K. sanitary 


erasers, and Washburne O. K. adjustable paper fasteners. J. R. Cun- 
ningham, F. C. Soturmer and J. J. Kuhn were in charge. 

ORIGINAL ODHNER MANUFACTURING COMPANY, New York, 
M3 demonstrated the Odhner calculator which performs all four 


operations of arithmetic registering in plain sight every factor in 
each calculation The Arithmos computing scale for finding the cost 
of any article with cost per pound given was also shown. Mr, Van 
Post, Geo. G. O’'Hedberg, 0. R. Wilander, and G. C. Clark were present 
at the booth 

PECO MANUFACTURING COMPANY, New York, N. Y., demonstrated 
““Typolene,’’ a new non-inflammable chemical compound for cleaning type- 
writer type, without injury to the surfaces cleaned. It is put up in 
blue bottles with special caps which hermetically seal the contents. 
Che compound is applied with erdinary typewriter bristle brush. Louis 
Stierer was in assisted by Maurice Stierer, Arthur De Rob and 
Stanley Baye 

PITNEY-BOWES POSTAGE METER COMPANY, THE, Stamford, Con- 
necticut Here was remarkable device which keeps track of 
mailing and promotes economy in the mailing department. The 
Universal Postage Meter machine complete comprises two units; first, 
the electrically driven machine, which separates, feeds, seals and stacks 
the mail matter; second, the meter itself, which automatically -post- 
matks the ‘“‘permit,’’ registers tbe watter as it passes through the ma- 
chine. The machine operates at a speed of 250 per minute. The booth 
was in charge of Foster M. Reeder, general sales manager, and a com- 
petent force of demonstrators were in attendance. W. H. Wheeler, dr., 
asst. G. S. M Gordon M. F. Chance, E. E, Poor and M, BE. Hurd were 
also present 

POLAR MANUFACTURING COMPANY, Philadelphia, Pa., showed the 
many novelties manufactured by the company, including non-shine chair 
pads, paper weight and memo pad combined, desk 
calendars, des! stationery racks, signature blotter books, com. 
bination center desk drawer trays, paper wallets, postage 
stump books, pocket indexes, card cases, desk reminders, desk drawer 
coin tills, eraser holders, knife and ink-eraser blades, paper weights, 
commercial letter trays, rubber top protectors for furniture, plate glass 


charge 


shown a 


pending files, 
drawers, 
trays, 


desk 


desk 


desk pads, typewriter shock absorber pads, pen and pencil trays, sta- 
tionery cabinets, rocker blotters, etc. The exhibit was in charge of 
M. R. Landes, proprietor of the company, assisted by Joseph Seiberlich 


and Clement H. Fox, New York representative. 

POTDEVIN MACHINE COMPANY, Brooklyn, New York, demonstrated 
machines for labeling, pasting, gumming, glueing, envelope making, paper 
paper waxing, bundling presses for paper bags, capping machines 
for hermetically sealing bottles. The first classes of machinery men- 
tioned were in operation at the exhibition; full information was avail- 
able about the others. Representatives in charge of the booth, were: 
C. Schaefer, A. D,. Chadbourne, H. Kitchin, A. M. Schmidt. 

PRENTICE-HALL, INC., New York, N. Y., presented business infor- 
mation and tax services in loose leaf form, aiso business books which 
they publish Supplements to the loose leaf services are sent weekly 
to subscribers, keeping them in possession of the latest information and 
the most recent rulings, etc. W. C. Michael was in charge, assisted by 
a corps of salesmen, ms 

RAND COMPANY, THE, Tonawanda, N. Y., demonstrated their com- 
prehensive system of visible indexes. Many applications of the Rand 
system in its various adaptations were shown. Other devices included 
the ‘‘Trayco’’ cabinet with drawers; ‘‘Makurown’’ index tabs, Rand 45 
degree angle tab guides and folders, upstanding card panels, bank indexes, 
in-and-out charts and unity tube panels. H. A. VanHouten, district 
manager, New York territory, had charge of the exhibit, assisted by 
H. M. Frieseman, R. W. Brown, F. W. Karcher, A. J. Thompson, M, A. 
Thompson and R. F. Rossbach, 

RANSON, F. MURIEL, New York, N. Y., conducted a practical demon- 
stration of the school for instruetion in the use of the Comptometer and 
surroughs machines 4ll instruction is individual and the touch system 


bags, 


is tavght The organization also undertakes statistical work for those 
who reauire it 

RAPID ADDRESSING MACHINE COMPANY, New York, N. Y., ex- 
hibited the Belknap system for every kind of addressing, including auto- 
mutie machines for publishers, mail-order concerns, promotional work, 
ete Machines are both hand and pewer driven. The Duplex publishers’ 


machine was the feature of the exhibit. It prints mailers’ strips and 
preof strips at one operation, automatically picking out expiration stencils 
and counting the stencils at the rate of 75,000 per hour. The Indexo- 
graph system, combining the features of a card index and an addressing 
system, was of irterest The exhibit was directed by Alexander Wach- 
smuth. assisted by Messrs. Burleigh, Greene, Wickerman, Bryibil, Weil, 
Hammig, Katerhorn, Ponton and Harre, salesmen. E,. E. Mills, general 
nanaget was also present. 

RAVENSWOOD OFFICE SPECIALTIES COMPANY, Chicago, 
Seymour Conover Company. 

RECORDING DEVICES COMPANY, THE, New York, N. Y., showed 
the Dayton time lock, with its six keys, enabling the owner to identify 
the person locking or unlocking the door and the time it was done. The 
lock is so constructed that a knob must be turned to remove the key, 


sales 


Ill. —See 


this action registering the time on a tape. William Elsinger was in 
charge, assisted by Roy Holbrook and H. A. Ackerman. 
REMINGTON ‘TYPEWRITER COMPANY, THE, New York, N. Y., 


demonstrated the different Remington machines, including the new port- 
able typewriter, which was a feature of interest. This machine is de- 
scribed elsewhere in this issue. The Remington accounting machine dem- 
onstrated its adaptability to various kinds of bookkeeping and account- 
ing work Remington correspondence machines were shown, and an 
historical exhibit, consisting of the inventor’s model of the first type- 
writer. with its improvements at a later stage, also the first typewriter 
ever shown at a public exhibition—the Remington No, 2—displayed at 
the Centennial Exposition in Philadelphia in 1876. Other features of 
historical interest were shown The company’s New York office, man- 
aged by A. A. Fraser, with A. L. Ruiz as assistant, was in charge, 
assisted by the Metropolitan sales force. 


REYNOLDS ENVELOPE SEALER COMPANY, Chicago, Ill.—See Mul- 


tipost Sales Agency 
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ROTOSPEED COMPANY, THE, Dayton, 0.—See Lightning Office Ap- 
pliance Company. 

RYAN, J. F. & CO., New York, N. Y., demonstrated office specialties 
such as the Sanitary moistener (Bankers’), Ryco tape moistener, plain 
and printed sealing tapes and adding machine rolls. The thirty-eight 
operations involved in making the Bankers’ Sanitary moistener were 
graphically shown. P. Collins was in charge, assisted by L. A. Pettitt, 
A. Burrell and R. A. Kramer, who devoted his attention especially to 
visitors from abroad. J. F. Ryan was also present part of the time. 

SABEAN, THE, New York, N. Y., explained the mission of the Sabean 
Magazine, a monthly periodical for business executives. Memberships 
in the Sabean Society, including subscription to the magazine, were so- 
licited. The editor, William Henry Beers, was in charge, assisted by 
Frank J. Regan and Louis A. Schilling. 

SAFE-CABINET COMPANY, THE, Marietta, O., demonstrated uniquely 
the fire-resisting qualities of the Safe-Cabinet by duplicating at the 
exhibit the laboratory test of the factory. A furnace was used in 
producing the ‘‘heat run’’ to which the product is subjected. The ex- 
hibit also included the display of the various commercial sizes of the 
Safe-Cabinet, with one or two sizes for home use. The exhibit itself was 
in charge of F. B. Cutter, eastern sales manager, and the supervision 
of installation was under the direct supervision of G. L. Swift, office 
manager in New York City. The demonstration was under the super- 
vision of the various agency managers throughout the district. 

SAFE-GUARD CHECK WRITER COMPANY, New York, N. Y., dem- 
onstrated a check writer which protects the amount of the check and 
name of payee. Model 8S, with self-inking device was featured. The 
machines write the amount of the check diagonally, protecting payee’s 
name ut the same time. Machines for English and many other languages 
were shown. Henry N. Schwarz was in charge, with members of the 
New York sales force assisting. 

SCREW MACHINE PRODUCTS CORPORATION, Providence, R. L., 
showed the ‘“‘Select-O-Phone’’ system in operation—a modern medium of 
interior communication. Connection with various stations in a _ plant 
is obtained by turning a dial at the base of the phone to the desired 
number. The system ranges in size from five to thirty-three stations. 
Francis P. Davis, sales manager, was in charge. 

SELECT-O-PHONE COMPANY.—See Screw Machine Products Corpora- 
tion above. 

SERVICE MACHINES COMPANY, THE, Boston, Mass., demonstrated 
tLe ‘‘Ro-ta-re’’ stamp affixer. The several parts composing the machine 
were also shown by the demonstrators. Simplicity of construction and 
efficiency of service were emphasized. Erle R. White, president of the 
company, assisted by Harry L. Donahue, Miss Mary A. Lowe and Harry 
H. Daniels, engineer, were in charge. 

SHAW COMPANY, A. W., Chicago, Ill., presented the useful features 
of various business books. ‘‘System,’’ the magazine of business; ‘‘Fac- 
tory,"’ the magazine of management, and ‘“‘System on the Farm’’—all 
periodicals published by the company—were shown and their service ex- 
plained. 

SMART ADDRESSING MACHINE CORPORATION, Buffalo, N. Y., dem- 
onstrated the “‘Samco”’ line of office and factory machines. The ad- 
dressing machine is a simple, hand-operated mechanism using a_ two- 
piece stencil consisting of a card-index frame with a flexible type- 
writer stencil insert that can be written upon by any typewriter with- 
out extra attachments. By the use of a simple little attachment the 
addressing machine can be converted into a duplicating machine for re- 
producing postcard notices, price lists and other small forms from a 
stencil. Several other devices were shown, including small postcard 
dvuplicators, a tag addresser and ‘‘Tagograph,’’ which are simple little 
machines of interest to manufacturers and shippers. Cabinets for filing 
stencils were on display. George Curry, New York manager, was in 
charge, with Fred Thomas from the Buffalo office. 

SPANISH-AMERICAN PUBLISHING COMPANY, New York, N. Y. 
showed English and Spanish beoks and the Spanish publications, ‘‘La 
Nacion,”’ of Buenos Aires; “‘Excelsior’’ of Mexico City, and ‘‘La Tribuna”™ 
of New York. The books were of three kinds—English and Spanish 
text beoks: books in the Spanish language and books in English on South 
American countries. The Cortinaphone method of teaching languages 
was demonstrated. J. Tara, president of the company, was in charge. 

STANDARD COIN COUNTER, INcC., Broeklyn, N. Y., showed several 
models of coin-counting machines, one of which was operated by electric 
motor and counted 2,500 coins a minute. These machines are used by 
the U. S. Mint. In connection with the counter, an electrically operated 
coin-wrapping machine of absolute precision and great rapidity was 
demonstrated. A smaller hand-operated machine was also shown. The 
machines handle all coins. R. A. Donnellan was in charge, assisted by 
A. 8S. Hawkins and EF. B, Donnellan, inventor. 

STANDARD ENVELOPE SEALER MANUFACTURING COMPANY, 
Everett, Mass., and New York, N. Y., demonstrated Model F, hand- 
operated sealer; Model H, hand-operated; Model M, hand-operated; and 
Model M, motor-driven. ‘The Standard postage stamp affixer, Model E, 
was also shown. The new Standard Junior envelope sealer was shown. 
This machine is adapted for use in offices handling a limited amount 
of mail. The Standard machines will handle practically any size and 
shape of envelopes, and have a capacity of 100 to 250 letters a minute. 
according to the type of machine used. The exhibit was in charge of 
Marcus M. Plechner, New York manager, and F, W. Storck, manager 
of the company, assisied by H. G. Hoskyns, secretary. 

STANDARD STAMP AFFIXER COMPANY, New York, N. Y., showed 
a speedy and practical stamp affixing machine, handling stamps in rolls 
of 500. Mareus M. Plechner, general agent, had charge, assisted by 
Joseph Gowa and Pauline Mayer. During the week F. W. Storck, general 
manager, and H, C, Hoskyns, secretary, were present. 

SUTLIFF, V. E., New York, N. Y., showed Nelson's loose leaf en- 
eyclopaedia. Renewal pages are sent to subscribers every six months 
covering new discoveries. The reading course and research bureau were 
featured. V. E. Sutliff was in charge, assisted by M. J. Kubler and 
Miss K. Kubler. 

TABULATING MACHINE COMPANY.—See Computing-Tabulating 
Recording Company. 

TODD PROTECTOGRAPH COMPANY, Rochester and New York, N. 
Y., featured the new “‘Exactly’’ dia! check writer with new characters 
and special type adapted to various lines of business. The ‘‘Protod’’ 
forgery-proof registered checks and drafts and the Todd system of 
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forgery insurance were explained. The first model of a Protectograph 
to work by motor was also demonstrated. Julius Mentzel, New York 
sales manager, was in charge, assisted by an energetic and experienced 
corps of salesmen. 

TOLEDO SCALE COMPANY, THE, Toledo, O., showed parcel post and 
letter postage scales up to seventy pounds capacity for the former and 
one pound capacity for the latter. Seales are built on the gravity 
principle, no springs being used in the counterbalancing mechanism. 
Three new scales were shown—a combination parcel post and letter 
postage scale of three pounds capacity with computed tables 1 com- 
bination letter and parcel post scale having a capacity of three pounds 
for letters and eight pounds for parcel post, with computed tables; and 
a forty-pound capacity parcel post seale. A. G. Sener, New York sales 
manager, had charge, assisted by H. M. Seely, N. L. Johnson, J, O. 
Smith and J. Towner. 

TYRON COMPANY, THE, Philadelphia, Pa., showed the Tybon type 
writer ribbon machine for making new ribbons on typewriter ribbon tape 
with a non-drying ink. The machine may be used also to re-ink old 
ribbons, it is claimed. A feature of the exhibit was a writing fluid in 
concentrated paste form, put up in collapsible tubes. A. W. King, vice 
president, had charge, assisted by Colonei E. W. Fullam, New York 
sales manager, M. L. Sweet and Charles O. Kerr. 

TYPE-ADDER COMPANY, THE, New York, N. Y., demonstrated the 
Type-Adder—a device to be attached to standard typewriters, providing 
an adding mechanism. This device is described and illustrated under 
‘“‘New Machines and Devices.’’ The booth was in charge of A. Bruns 
wick, secretary-treasurer, assisted by J. Brunswick, J. Hochman and 
J. Ludwig. 

TYPEWRITER FACTORY SALES CORPORATION, New York, N. Y., 
explained the advantages of the Ramer plan—an affiliation of typewriter 
dealers for cooperative purposes in handling rebuilt machines. The ‘“‘Baby 
Fox’’ portable typewriter was shown, also two L. C. Smith machines 
one new and ore rebuilt—showing the extreme difficulty of distinguishing 
between a new machine and one properly rebuilt. A full line of standard 
machines were shown, remanufactured under the ‘“‘Ramer plan.’’ Alfred 
Larson was in charge of the display, and W. W. Kamer himself was 
present the latter part of the week. 

UNDERWOOD TYPEWRITER COMPANY, New York, N Y., pre 
sented an exhibit extensive in scope and interesting in detail. Here were 
shown the complete line of Underwood correspondence typewriters and 
Underwood bookkeeping machines. One of the features of the exhibit 
was an interesting pictorial representation of the development of the 
writing art from the time of the bookkeeper and the quill pen down t 
the present time of bookkeeping by the machine, showing in the final 
views the great Underwood factory at Hartford, Conn., and also ex 
hibiting a typewriter expert doing speed stunts on a typewriting ma 
chine. A part of the exhibit included typewriter demonstrations by 
various persons famous for their speed and accuracy in typing. The 
exhibit was under the direction of General Sales Manager J. E. Neabr. 

U. S. DESK COMPANY, New York, N. Y., showed a line of office 
furniture, including desks, typewriter cabinets, chairs and tables in 
wood and steel, William K. Waterman, president of the Company, 
was in charge, assisted by George B. Farran, Ralph W. Bates and Frank 
H. Hagmann. 

UNITED STATES MORTGAGE AND TRUST COMPANY, New York 
N. Y., explained the service of the company’s bank in its many de 
partments. A miniature branch bank was conducted for receiving de 
posits, cashing checks, making up pay-rolls, remitting funds and the 
transaction of other banking business. Mrs. M. Laimbeer, assistant 
secretary, was in charge, with J. C. Foley and B. Y. Yates as assistants. 

UNIVERSAL FIXTURE CORPORATION, New York, N. Y., demon 
strated the ‘‘Universal Displayors,’’ consisting of strong frames carry 
ing numbers of wings or leaves, turning like the pages of a mammoth 
book. On these various articles of merchandise, samples, charts, maps, 
ete., can be effectively shown. In order better to demonstrate these 
devices the company invited several concerns to become co-exhibitors, 
displaying their samples cn the leaves of the ‘‘Displayors,’’ which are 
very flexible and ean be expanded by the addition of more leaves. The 
‘‘Displayors’’ are made in several sizes and styles. Some are to be 
attached te a wall or pillar—others stand independently upon the floor. 

VICTOR ADDING MACHINE COMPANY, Chicago, Ill., demonstrated 
the Victor adding machine and the Victor adding and listing machine, 
light in weight, quick and easy of operation, and with an eight bank 
keyboard. Charles A. Kirkland, R. M. Edler, F. J. Carmody, Stanley 
Abbott and Joseph Lent were in charge. O,. E. Cheesman from the 
Chicago office was also present. 

WALES ADDING MACHINE COMPANY., Wilkes-Barre, Pa., demon 
strated all models of the Wales adding ,and listing machine, including 
seven and nine bank machines and several new models, which embrace 
the bank ledger posting machine, commercial ledger posting machine, 
shuttle carriage machine, multiple counter automatic bookkeeping ma 
chine, a new Model No. 30, and a bank combination machine which is a 
duplex adding and subtracting device, adding or subtracting in either 


counter at the wiil of the operator. Model No. 20, Style C, posting 

machine was also shown. G. A. Murmann, district manager for New 

York, was assisted by C. N. Jackson, general sales representative 
WEST SIDE CONTINUATION SCHOOL, New York, N. Y had at its 


bocth a commercial class from the school, which is maintained by the 
Department of Education of New York City in compliance with a recent 
law requiring that children between fourteen and eighteen must have 
at least four hours’ schooling a week, this period to be taken from their 
employers’ time. The school holds sessions from 8:00 to 12:00 and 
from 1:00 to 5:00. Those in charge of the booth explained to business 
men the purpose, scope and benefits of the school. G, F, Pigott was in 
charge, assisted by Miss A. Lader. 

WOODSTOCK TYPEWRITER SALES COMPANY, INC., New York, 
N. Y., demonstrated the Woodstock standard ball-bearing single-shift 
typewriters, constructed upon the unit principle and having many ad 
vantageous features of operation now well known to the trade Because 
of its 114-inch carriage the Woodstock takes long envelopes and accom 
m<«dates letterheads sidewise. Charles H. Woolsey was in charge, assisted 
by J. F. Murdock. 

YORK SAFE & LOCK COMPANY, York, Pa., and New York, N. Y 
stowed a line of fire and burglar-proof safes. The company’s most re 
cent products were demonstrated and explained by a competent staff 
C. A. Dodd was in charge. 
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ART ON THE TYPEWRITER—RE- 
PRODUCTIONS OF TYPEWRIT- 
TEN PORTRAITS AND FIGURES— 
Carlos Verdin, a yourlg Mexican, has 
worked out a striking technique in 
drawing. The typewriter keyboard 
gives him the whole range of feeling, 
comparable with the artist’s pencils 
from 6B to $H. 

The reproduction fails to do justice to 
the artist’s work, as it has been re- 
duced from 16x20. However, it is 
not difficult to recognize General 
Pershing, President Wilson, and the 
familiar ‘“‘Key on the Cover.’’ We 
appreciate the compliment. 

We are indebted to the Wm. A. 
Parker Company, San Antonio, Tex. 

state agents for the Oliver Type- 
writer Company—for the illustration 
and the description of Mr. Verdin’s 
methods. 

This interesting revival of a novelty 
originated by the late Geo. H. Pat- 
terson twenty years ago is of un- 
usual interest at this time. His por- 
trait of William McKinley, patiently 
done on a Williams typewriter, was 
reproduced in most of the metro- 
politan papers. No special advance 
has been noted in the style he orig- 
inated. 

Office Appliances has satisfaction in 
presenting this picture because its 
founder, the late George Patterson, 
was the first to make portraits on 
the typewriter. His pictures of the 
late President McKinley, 1896, ap- 
peared in many of the leading dai- 
lies and periodicals. 

\n extended description of this work 
appears on page 29. 


47 





GAHL WOU GYIHJ 
WaAASD 


10 NVWYIVHO DNIGIVdS H DY SUN LOHSdAVNS V = 
)D GNVH-LAWI UNddil AH N YUHNNIG NAMOIHO 














49 


THE FIFTEENTH ANNUAL CONVENTION 








Second St. Louis Meeting of National Association of Stationers and 
Manufacturers Achieves Record Attendance.—Many Important Papers, 
Reports and Discussions.—Meeting Epochal from Many Viewpoints. 
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OFFICERS AND DIRECTORS OF THE NATIONAL ASSOCIATION OF STATIONERS AND MANUFACTURERS 


OFFICERS 


President....... Ralph S. Bauer, The R. S. Bauer Company, Lynn, Mass. 
Fa 


First Vice-President .. Eberhard ber, E. Faber, New York, N. Y. 
Second Vice-President ; R. H. Baxter, Defiance Mfg. Co., New York, N. Y. 
Third Vice-President .....J. Ogden Pierson, Dameron-Pierson, Ltd., New Orleans, La. 
Treasurer ..... , eget .......A. H. Childs, S. D. Childs & Co., Chicago, Ill. 
NICINE s s sact cae \medee Peting, Geo. D. Barnard Stationery Co., St. Louis, Mo. 


NON-ELECTIVE STAFI 
Fletcher B. Gibbs, General Maf'iager, Conway Building, Chicago, Ill Secretary, Mortimer W. 
Byers, 41 Park Row, New York, N. Y.; Assistant General Manager, W. D. Pittman, Conway 
Building, Chicago; Field Secretary, W. H. Greenleaf, Conway Building, Chicago, Il. 


DIRECTORS 


DIRECTORS FROM THE STATIONERS—O. L. Jer- DIRECTORS FROM THE MANUFACTURERS— 
nigan, Lester Book & Stationery Company, Atlanta, W. H. Webster, The Gibson Art Company, Cincinnati, 
Ga.: Henry Frank, Frank & Tichenor, New York, O.: Lee A. Smith, The General Fireproofing Company, 
N. Y D. W. Collins, Western Bank Supply Company, Youngstown, O.; William Pitt, Irving-Pitt Manufac- 
Oklahoma City, Okla.: John T. Bailey, Samuel Ward turing Company, Kansas City, Mo.; J. H. Schermer- 
Company, Boston, Mass.; H. J. Stratford, Neal, Strat- horn, Jos. Dixon Crucible Company, Jersey City, N. J.; 
ford & Kerr, San Francisco, Cal.; A. Pomerantz, Phila- W. S. Stafford, S. S. Stafford, Inc., New York, N. Y.; 
delphia, Pa.; R. B. Sanders, F. W. Roberts Company, A. L. Reed, A. L. Reed Company, New York, N. Y.; 
Cleveland, O.:;: Paul Wielandy Blackwell-Wielandy H. C. Bainbridge, Chas. T. Bainbridge & Sons, New 
Book & Stationery Company, St. Louis, Mo.; Charjes York, N Y.; George Parmenter, American Crayon 
F.. Meyer, F. P. Burnap Stationery Company, St. Louis, Company, Brooklyn, N. Y.; Frank D. Waterman, L. E. 
Mo.: W. A. Montgomery. The J. K. Gill Company, Waterman Company New York, N. Y.; James R. 


Armington, Dennison Manufacturing Company, Fram- 


Portiand, Ore 
ingham, Mass 


Place and time of next meeting: Atlantic City, N. J.. October Tenth to Thirteenth, Inclusive, 1921. 
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The Resolutions—As Read by C. A. Lent, Chairman of the Resolutions Committee, and Adopted After Certain 
Amendments and Full Discussion—Committee, C. A. Lent, William Pitt, W. G. Whittemore and J. Ogden Pierson. 


“y With the exception of Article XIV, we approve of the revised By-laws as proposed by the Executive Committee, and we 
ecommend their adoption by the Convention and to that end offer the following resolution: 


Resolved. That Article I, Article III, Article IV, Article V, Article VI, Article VIII, Article IX, Article X and Article XII 
of the By-laws of this Association be amended as proposed by the Executive Committee, and when so amended that the said 
several articles be adopted in place and instead of the articles bearing the same respective numbers now constituting a portion 
of the By-laws of this Association.’ 

“Sn With regard to the proposed amendment to the By-laws contained in the report of the First Vice-President, we report as 
follows: 

‘“a) Your committee is entirely in sympathy with the suggestion of the Manufacturers’ Conference that the conventions of 
this Association should be self-sustaining in that the funds realized from the registration fees of those in attendance should 
defray the entire expenses of a given convention, thus relieving local dealers and all others from any financial burden in con- 
nection therewith We understand such to be the aim and purpose of the By-laws as they now exist, particular reference being 
> of Article XII (which is unchanged by the revision heretofore in this report approved), reading in part as 


ade to Section 
follows: 


And the amount expended by the committee shall not exceed the amount raised by the assessment.’ 


“It is the clear intention of that section of article XII that the entire expenses of the Convention shall be paid from the Con- 
rention assessment: therefore, no change in that respect need be suggested, nor can we approve of levying a higher assesament 
upon manufacturers in attendance upon our convention than upon dealers We deem the occasion appropriate to state that 
t is the belief of your committee that any attempt to impose a larger share of the financial burden of conducting the conven- 


tions of this Association upon one class of our membership than any other class, in any form whatever, would not be compatible 


with the best interests of the Association 


b) We approve of the second recommendation contained in the said report with regard to the method of amending the 


By-laws, and, accordingly, we offer for adoption the following resolution 
Resolved. That Article XIV of the By-laws be amended so as to read, “Any amendment to or alteration of the By-laws can 
be made at any meeting of the Association by a vote of two-thirds of all the delegates present, provided, that such amend- 


ent or alteration shall have been presented to the members of the Association in written form, not less than thirty days 


prior to the date of such meeting.” ’ 

Resolved, that the action of the Executive Committee in entering into a contract with Mr. Fletcher B. Gibbs, of Chicago, 
during the month of December, 1919, for his employment as general manager of the Association for the period of ten years is 
hereby in all respects ratified and approved, and said contract is hereby recognized as a legal, valid and binding obligation 


ipon the part of this Association.’ ”’ 
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OFFICE APPLIANCES 
this 
approving of the 
and Miscellaneous 


“(a) The recommendation contained in the report of the Third Vice-President that suitable action be suggested by com- 
mittee for the guidance of the incoming administration and the general manager of the Association 
gestions contained in the reports of the Committees on Hardware and Glassware, Paper and Envelopes, 
Items, to the effect that a comprehensive plan be perfected for the intensive education of the salesmen and clerks in stationery 


stores, is embodied in the following: 


sug- 


“*Resolved, That this Convention approves of the principle that every effort be made, so far as lies within the province of this 


Association, to further a plan or plans for the better education of salesmen in the employ of dealers in stationery, for the pur- 
pose of equipping said salesmen with special knowledge concerning the various products sold in stationery stores 
Engraving, referred to in 


the report of the Committee on Steel and Copper Plate 


“*“Resolved, That the suggestion that recommended prices on steel and copper plate engraving be issued by the Association be 


We approve of this recommendation and offer the following: 


trade custom which affects the interests of the 


proposed 
entire industry is presented to a meeting of this Association for attention by the Committee on Resolutions, that such committee 
be authorized to refer such question to the Executive Committee with the recommendation that it be prepared in the form of a 
to the advisability of the adoption of necessary rules to govern the form in 
which such a question is submitted, and a statement of the arguments for and against the proposed, and a uniform ruling as to 
the preponderance of affirmative votes which shall be necessary to commit the Association to the adoption of such trade custom, 


Resolved, That this Convention favors the cancellation of orders only when imperatirely necessary and then only by mutual con- 


That the columns of the National Association News be open to advertisers and that the 


q “(b) With reference to the suggestion in 
the said report, we offer the following: 

© 

| referred to the general manager of this Association with power.”’’ ” 

@ (a) Recommendation No. 4 of the General Manager: 

Resolved, That when any question involving a trade custom or a 
referendum, and be submitted by mail to the members of the organization entitled to vote. 

@ In this connection your committee calls attention 
or proposed trade custom. 

@ (b) Recommendation No. 5. We offer -for adoption the following: 

1 sent of the contracting parties. 

q Recommendation No. 7. Resolved, 


general manager be authorized as soon as possible to employ suitable talent for the editing and publishing of this, our official 


organ; this resolution is not to be understood as indicating a purpose to displace in any respect the many excellent trade 


journals now published in the interests of the stationery industry. 


= 


concrete form. 


—_ <= 


the convention entailed. A 


—& 


and completely. 


IFTEEN years ago the National Association of Sta- 
F tioners and Manufacturers held its initial meeting in 

St. Louis where, compared to the present member- 
ship, a handful of the leading stationers of the country, 
together with representatives of prominent manufacturing 
houses, got together and formed the nucleus of the Na- 
tional organization. Today that organization has a mem- 
bership of more than 1500 and the attendance at the con- 
vention early last month numbered 583, including the la- 
dies. Last year at Richmond the total was 545, and at 
Chicago in 1917 the total was 519. The St. Louis conven- 
tion was the largest the Association has ever held and in 
point of work accomplished, it was one of the most im- 
portant. The work done during the preceding year was 
fully reported by the chairmen of the various committees, 
the officers, the general manager and his assistants, and 
everything done was given the stamp of approval by the 
convention. Many plans for the ensuing year were dis- 
cussed and the work was laid out with a view to vigorous 
action through the office of the general manager. 

Ralph S. Bauer of Lynn, Mass., was re-elected president 
of the Association to serve another year and to bring to 
fruition the work which was started so auspiciously the 
preceding year. J. Ogden Pierson of Dameron & Pierson 
Co., Ltd., New Orleans, was continued in office as third 
vice-president and in the logical course of events Mr. Pier- 
son will be in line to succeed Mr. Bauer as president in 
1921. Practically the same staff of officers were elected 
with the exception of treasurer, A. H. Childs of Chicago 
being made treasurer of the Association, it being felt that 
the treasurer should be near the headquarters of the Asso- 
ciation, thus saving time and correspondence in the pay- 
ment of current obligations. The Resolutions Committee 
recommended a number of changes in the by-laws, the 
changes being adopted as read. 

One of the matters brought up on Thursday morning 
during the last session provoked quite a little active com- 
ment. And the recommendations of the committee were 


The foregoing resolution, after a lively discussion, was amended, striking out the words concerning advertising. 
finally adopted, the resolution read: “Resolved, That the general manager be authorized as soon as possible to employ suitable 
talent for the editing and publishing of this, our official organ.” 


On motion of Mr. Mitchell a resolution was passed extending the thanks of the Convention to 
members of the Committee on Resolutions for the splendid and thorough 


At the instance of the chair a resolution of thanks was extended to the 
for their fine hospitality, and for the personal service and personal sacrifices which the labor of caring for and entertaining 
vote of thanks was also extended to the management of the Statler Hotel. 


The final resolution, moved by a member of the staff of Office Appliances, extended the thanks of the convention to the 
staff of Geyer’s Stationer for the good and faithful service they performed in 


As amended and 


Mr. Lent and the remaining 


work they performed in preparing the resolutions in 


St. Louis Stationers’ Association, including the ladies, 


able 


getting out the convention dailies so promptly 


denied by the convention. This matter referred to the 
publication of advertising in the Association Bulletin. The 
general manager, Mr. Gibbs, made the suggestion in his 
report that the National Association Bulletin be permitted 
to carry advertising. This recommendation was passed 
on to the Resolution Committee, which adopted it to be 
brought before the national convention. The general man- 
ager explained on the floor of the convention that he made 
the recommendation simply to avoid the implication in 
the future that he had overlooked a source of income. 
The suggestion developed lively opposition and was voted 
down almost unanimously, there being but one vote in 
favor of the proposition when it came to a test. 

The sessions of the whole convention began on Wed 
nesday and continued until Thursday noon, but on Mon- 
day and Tuesday the separate divisions held their meet- 
ings and formulated recommendations to be brought be- 
fore the general convention. 

Mid-West Stationers Elect Officers. 

The Mid-West division of the Association held a 
ing in the ballroom of the Hotel Statler on Monday morn 
ing. Later a number of suggestions were made and a 
lively session resulted. The five vice-presidents made in- 
teresting reports all showing increases in membership; 
Oklahoma leading the list with 80 per cent of its sta- 
tioners in the Association. R. S. Bauer, president of the 
National Association, and J. Ogden Pierson, third vice- 
president, praised the work of the division. John W. 
Ogren, Chairman of the Chicago Stationers, spoke on or- 
ganization and co-operation. Speeches on collective buy- 
ing were made by D. W. Collins of Oklahoma City and 
H. M. Russell of Amarillo, Texas, spoke on the same 
subject. The following officers were elected for the en- 
suing year: C. L. Mitchell, Topeka, President; Herman 
H. Cast, Vice-President for Kansas; Jerry A. Manning, 
Vice-President for Missouri; Clarke Field, Vice-President 
for Nebraska; H. G. Mitchell, Vice-President for Arkan- 
The 


meet 


sas; Kellogg Smith, Secretary, Kansas City, Mo. 
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business of the 


a large room on the mez- 


zanine floor, while the 
wholesalers, represented 
by a small number of 


members, met on the six- 
teenth floor in one of the 
rooms near the main hall. 
Other divisional groups 
met in various parts of 
the hotel, so that the con- 
vention for the most of 
the week was scattered 
from the lobby to the 
roof, each group working 
out the special matters 


which confronted it and 
which were later to be 
brought before the con- 
vention. 


The Retailers’ Conference. 

This conference was 
held in the banquet room 
of the Hotel Statler Mon- 
day afternoon at 2:45 P. 
M. It was presided over 
by J. Ogden Pierson, third 


vice-president. Mr. Pier- 
son appointed Henry 
Rogers and W. H. Green- 


sergeants-at-arms. 
Mr. Pierson stated the 
purpose of the meeting 
and said while discussions 
should be as full as pos- 
sible, it would be advisa- 
ble for business to be put 
through as rapidly as was 
consistent with thorough- 
ness in order to prevent 
too much work being held 
until the following 


leaf as 


over 
day. At this point some- 
one handed to him a note 
and he announced that 
the world’s. series was 


over, 1 to 0 in favor of 
Cleveland. This little di- 
version brought applause. 
Mr. Pierson called on 
Chas. A. Stevens to read 
the report on blank books 
which is given elsewhere 
in these pages, together 
with some part of the dis- 
cussion which was includ- 
ed in the report. Paul 
Hunt of Jefferson City, 
Mo., mentioned the cost 
of freight as a_ serious 
item in the ultimate cost 
of goods. He said that if 
stationers are going to 
use the list prices as a re- 
sale price, manufacturers 
should arrive at some fig- 
ure that would include the 


increased cost of freight 
to Western points. He 
said that his freight had 


been increased to 83 per 
cent over what it was in 
1914, becoming decidedly 
perceptible as a cost item, 
especially on blank books. 
Following Mr. Stevens’ 
report, John M. Cooper, 
chairman of the commit- 


tee on Paper and Envelopes, read the report of that com- 
This report, as in the preceding case, was ac- 
The report of the Hardware and Glass Committee 
Horder, chairman, and 
committee 


mittee. 
cepted. 
was next read by E. Y. 
cepted. Then the report 


Association 
and was adjourned until Tuesday at the same place. 
The meetings of the manufacturers’ group were held in 


of the 


was not 
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finished 
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Adhesiv es by 
This report was 
chairman of the 


Monday 


Chairman 


also 





RALPH SHERMAN BAUER Re-elected President of the Na- 


tional 
Office 
whether 


or 


not 


Association 
Appliances’ 
he 


on 


of Stationers and Manufacturers 
camera caught Mr. Bauer 
would stand for a second term. 


distribution 


duced Ivan E. 
was ac- 
Inks and 


In which 
considering 


Henry 
accepted. 
committee 
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Frank was presented. 
Harry A. Tompkins, 


on Pens and Pencils, pre- 


sented the report of that 
committee, which was ac- 
cepted, and was followed 
by the report of the com- 
mittee on Fountain Pens 
and Propelling Pencils, 
which was read by Chas. 
L. Mitchell, chairman. 
This report was likewise 
accepted. All of the fore- 
going reports were quite 
freely discussed and the 
meeting adjourned until 
the following morning at 
9:30, 

As sometimes happens 
during a convention the 
discussions on the floor 
were often spirited and 
quite as interesting as the 
reports themselves. Fol- 
lowing Mr. Cooper’s re- 
port on Paper and Enve- 
lopes, the chair suggested 
that he would like to em- 
body in his report the 
recommendations made by 
Mr. Cooper about the 
schooling and education 
of salesmen. This sugges- 
tion was that stationers 
arrange for classes in 
which they could teach 
their sales force the prin- 
ciples of selling, keeping 


stock, display, etc., and 
the essential details re- 
garding the particular 


lines carried in compari- 
son with the competitive 
lines. This suggestion 
Mr. Cooper credited to a 
manufacturer and quoted 
a paragraph from his let- 
ter covering it. 

With regard to an ade- 
quate discount to the 
dealer, Mr. Damon _ ex- 
pressed much interest and 
suggested that manufac- 
turers should notify the 
dealers by wire when re- 
ducing the discount to re- 
duce the list price so as 
to give the dealer a chance 
to bill at the proper fig- 
ure. He suggested that a 
recommendation might 
be made to the manufac- 
turer regarding the dis- 
counts on merchandise. 
Mr. Frank pointed out 
that for the last seven or 
eight months several pa- 
per manufacturers have 
addressed their advertis- 
ing matter direct to the 
consumer suggesting that 
they buy their paper 
through the printer. Now 
by far the largest part of 
correspondence paper is 
sold through the stationer. 
Mr. Frank suggested that 
paper manufacturers 
should include the station- 
er with the printer as the 
proper medium for the 


of goods to the consumer. 

Following the remarks of Mr. Frank, the chair intro- 
Allen, chairman of the Files and Office 
Furniture Committee, who he stated had not prepared a 
report because of the fact that since the committee was 
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appointed the Files and Office Furniture division of the 
Association had been formed and had taken over the work 
which would otherwise have fallen to the committee. Mr. 
Allen said that the commercial furniture division of the 
Association was already on the job and during the past 
year has accomplished much for this part of the business. 
The report of the committee on Hardware and Glassware 
was read by Mr. Horder and included a reccommendation 
similar to that read by Mr. Cooper, re- 
ferring to the schooling of salesmen. 
During the discussion of the committee 
on Inks and Adhesives, Mr. Brockett 
brought out two features that are im- 
portant in the handling of ink—namely, 
display and standardization of lines. He 
said that he for one would appreciate a 
photograph of a standardized ink display 
where a man could keep his stock sorted 
and in order, in a respectable manner. 
He suggested that most stationers are 
carrying too many lines and ought to 
aim to standardize and push some spe- 
cial line of reliable merchandise. The 
chair expressed himself as much inter- 
ested in what the speaker said about ink 
being a leader and suggested that in- 
stead of having leaders on inks or any 
other commodity, it would be well for 
stationers to specialize on the sale of 
inks without cutting the price. Mr. Tut- 
tle believed that the price of ink didn’t 
have anything to do with the sale of it, 
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room, he would like to have him tell how muc!l paid 
for advertising and the size of his advertisements. Mr 
Bauer said that he had never sorted his fountain pen 
advertising from the other advertising, but that he spends 
three per cent of his gross receipts each year in advertis 
ing. Last year he spent in his city a little over $6,000 for 
that purpose. A large part of that was specialty adver 
tising, such as fountain pens, propelling pencils, engraved 

wedding invitations and those special 
ties which a lot of commercial station 
ers think are not in keeping their 
particular business. These little special 
ties, if properly handled, pay n profit 
on the floor space than anything else in 
the store. Everybody now uses fountain 
pens which are a very profitable branch 
of the business. He suggested that ev 


eryone who runs a fountain pen depart 
ment should also run a repair depart 
ment, even sending one of his ow! 
to any of the large pen manut 
for a week or two to learn the 
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usiness 


The stationer who gets along best is the 
one who has the idea of servic« Foun 
tain pen repairs and other kinds of r« 
pairs should never be brushed aside 
The fellow who doesn’t do these things 
misses the best opportunity he has to 
clinch the attention of the buying publi 
Mr. Prendergast inquired about figur 
ing the cost of repairs. Mr. Bauer said 





that they handled their own repairs and 





R. H. BAXTER. 


AMEDEE PETING, AUDITOR. 


SECOND VICE-PRESIDENT. J 


- OGDEN PIERSON, 
THIRD VICE-PRESIDENT 





within reason. ‘ 

Mr. Horder agreed with Mr. Frank as 
to the unwisdom of offering ink as a 
leader because one cannot increase the 
quantity in use by that or any other 
method. He said that the salvation of 
the stationers in large cities depends not 
upon how much, but upon to what ad- 
vantage the stationer can sell specialized 
service. The chain store idea is coming 
into the stationery field. Hence, sta- 
tioners must sell specialized service, not 
cut the price of ink or any other com- 
modity. Mr. Bauer brought out an in- 
teresting point. He said that a few 
months ago he was down at New Haven, 
Connecticut, and going into the his- 
torical society there, he saw an old black 
sign with white letters on it that used 








gave the boy who does the work on¢ 
half of one-third the cost of repairs, the 
time the boy puts in, the materials which 


are furnished him and the same charge 
is made for repairs that the factory 
makes. Mr. Doolittle of Syracuse said 


that in St. Louis he had discovered some 
thing which would be of value to other 
stationers. One of the local stores in 
St. Louis uses a small bar of camphor, 
which eliminates tarnishing and corrod- 

Following the report of the Commit- 
tee on Rubber Stamp Goods, which was 
read by Mr. Adams of St. Louis, the 
chair called on Mr. Safford of 
to say something on the subject of rub 
ber stamps. The substance of Mr. Saf 
ford’s remarks was that the dealer must 
sell himself before he can make money 


Chicago 








to be on a store operated by Benedict 
Arnold. The sign bore the words, “B. 
Arnold, Drugs and Stationery,” proving 
that it is nothing new for druggists to handle stationery. 
Supplementing his report on Fountain Pens and Pro- 
pelling Pencils, Mr. Mitchell made the suggestion that 
stationers do not advertise as much as they should; that 
each stationer should do a little more advertising and 
take advantage of all the sales helps which are offered. 
Mr. Russell of Texas said that if Mr. Bauer was in the 


A. H. CHILDS, 


on rubber stamps. In other words, he 
must convince himself that a profitable 
price is possible and then get the price. This is a matter 
of confidence and understanding. The stationer of today 
is not using rubber stamps as a foot-ball and it is no 
longer a practice to give stamps to big concerns along 


TREASURER. 


with stationery to get their orders. He suggested the 
elimination of green color. 
While they haven’t reached quite the point where the 
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manufacturer will quit using green ink, it is hoped to 
accomplish this some day. Following the report of Mr. 
Safford, the meeting adjourned until the following 
morning. 


Tuesday, October 12. 


The Tuesday morning session opened with a report by 
Woodson P. Waddy, chairman of the Committee on Draw- 
ing and Artists’ Material. After the report was accepted, 
Mr. Hart asked whether the line was profitable or not. 
Mr. Constantine said that his experience had not been 
satisfactory. Some manufacturers came to his town and 
took orders direct, preventing the stationer from getting 
a legitimate profit. Mr. Hutchinson had adopted a policy 
of ordering a fresh lot of goods as soon as one lot comes 
in, keeping on hand a fair stock at all times. They have 
found the handling of these goods satisfactory so far as 
they have gone Mr. Gracht of the University of Chi- 
cago Book Store, outlined some of the difficulties he had 
encountered. Mr. Horder told how in his stores he had 
been successful in handling moderate-priced drawing ma 
terials. Mr. Herr agreed with Mr. Hutchinson about con- 
centrating on efforts to give service and disagreed with 
Mr. Horder about keeping cheaper grades on 
that kind. 

Following the report of the Greeting Card Committee, 
Mr. Bauer made some very pertinent remarks, pointing 
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out that underlying the greeting card business is the tact 
that it conveys sentiment, some thoughtful token to some 
friend, some remembrance—and sentiment rules the world. 
European manufacturers for years have sent over beauti- 
fully designed greeting cards, absolutely devoid of senti- 
ment. The greeting card, said Mr. Bauer, is a timely 
token of thoughtfulness, with wonderful possibilities. 
With regard to the method of selling these goods, he said 
hat their availability to the customers’ hands is one of 
he things that helps sell them. They want to pick them 
up, read them and pick out the one they want. He sug- 
gested an open tray arrangement. which is a little more 
work but which sells four times as many cards. The tray 
should be at least forty-two inches above the floor. Every 
ereeting card should be marked on the back individually 
with its price Mr. Clark explained the way his hous 
handled greeting cards. They have a counter 15 feet long 


¢ 
{ 
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and about 8 feet wide and boxes 8 inches square with four 
partitions and each one will hold 25 or 50 cards. Each 
box has a hinged cover on top of which are pasted 4 cards 
with the price marked on them. The bulk of the cards 
are inside the box and the cover is kept down. In this way 
customer can see them and handle them without han- 
dling all the other cards in the box. If the customer sees 
a card he likes, he lifts the cover and waits on himself. 
Mr. Cole suggested the way in which they handled their 
cards, while Mr. Hermon explained a method of handling 
cards during the Christmas rush season. The paper was 
next read by Theo. A. Isert on the subject of Correspon 
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dence between Stationers and Greeting Card Manufac- 
turers. Mr. Isert is secretary of the Greeting Card Manu- 
facturers’ Association. His paper is presented in another 
column. 

Followed then t 


1e report of the Miscellaneous Items 
Committee; the rep 


report of the Committee on Carbon Pa- 
per and Inked Ribbons; the report of the Committee on 
Steel and Copper Plate Engraving; the report of the Com- 
mittee on Standard Catalogues; an address by Fletcher 
B. Gibbs on the Association’s Recommended Prices and 
an address by J. A. Royer on “Costs.” The conference 
adjourned at noon for luncheon and re-assembled at 2:30 
in the afternoon. At this session the by-laws were dis- 
cussed and the conclusions arrived at during the confer- 
ence preceded by the Resolutions Committee at the head 
of the present report 

An interesting address was presented by Robert E. 
Ramsay of the American Writing Paper Company as to 
the conditions in the paper industry. 

Following the report of the Committee on Hardware 
and Glassware, which was submitted by Mr. Armington 
and read by Harry Houpt, chairman, Mr. Redington made 
some remarks on the situation. Mr. Byers, speaking for 
Mr. Faber, said that the amount of unfilled orders in the 
Faber factory today is at least as large as when the Rich- 
mond convention met and perhaps larger. There doesn’t 

iny reason to believe that the cost of selling 
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appear to be 
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and manufacturing pencils will decrease during the next 
twelve months 

Following the foregoing, the meeting adjourned. 

First Session Entire Convention. 

The first session of the National Association of Sta- 
tioners and Manufacturers of the United States opened at 
9:30 o’clock Wednesday morning, October 13, with Presi- 
dent Ralph S. Bauer in the chair. At the request of the 
president the members arose and, facing the flag, sang 
the first stanza of “My Country, ’Tis of Thee.” He then 
introduced the chairman of the local convention commit- 
tee—Amedee Peting—who extended to the convention on 
behalf of the St. Louis Stationers’ Association a hearty 
welcome. He expressed pleasure at the large number of 
members present and particular pleasure that so many 
ladies were taking an active part in the affairs of the con- 
vention Mr. Peting then requested an invocation from 
the Reverend Dr. Holt. Following the invocation Mr. 
Peting introduced Mayor Henry W. Kiel of St. Louis. 
Mayor Kiel extended a hearty welcome to the visitors, 
tendered the keys of the city and expressed the hope that 
the visitors would see everything in St. Louis worth see- 
ing before they departed. The mayor intimated that even 
the delightful weather had been arranged especially for 
the occasion He spoke in a pleasing vein of humor, 
but his remarks were not all humorous, for he spoke feel- 
ingly of the place the stationers hold in the world’s af- 
fairs and pictured the calamity which would ensue if the 
stationery business were wiped out. 
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At the conclusion of the mayor’s address, Mr. Peting 
turned to the president and said: 

“Mr. President: It has been the custom in the past for 
the presiding officer to govern a body such as this by 
some method of notice. The St. Louis Stationers’ Asso- 
ciation thought you might be needing something of this 
kind, and on behalf of the St. Louis Stationers’ Associa- 
tion, | am pleased to hand you this emblem of authority. 
The gavel bears the following inscription: ‘Presented to 
Mr. Ralph S. Bauer, President of the National Association 
of Stationers and Manufacturers at the Fifteenth National 
Convention, held at St. Louis, Missouri, October 11th, 
1920, by the St. Louis Manufacturers’ Club.’ The purpose 
and intention of the gentleman who made the selection, I 
think, was to get a gavel made out of some wood that 
might represent some historical point in St. Louis—but | 
don’t see how he succeeded in getting this made out of 
wood. It looks to me like solid ivory. He will have a 
chance to explain that later. Please accept this, Mr. 
President.” 

President Bauer: “I don’t know whether he meant any- 
thing personal when he said ‘solid ivory’ or not—but I 
think I will try it and see how solid it is—it seems to 
stand up all right. Mr. Peting, I will try and use this 
gavel fairly, and for the sole purpose of the progress of 
the National Association. I wish to thank you and I wish 
to express to His Honor, the Mayor, and to Dr. Holt 
cur appreciation of their coming here and extending to 
us their welcome and appreciation of our attendance here. 

“A great many years ago I was a resident of St. Louis 
myself, and I went from this city to Lynn, Massachusetts, 
to enter the stationery business. I know the people of 
St. Louis—they are a splendid people—and have a one- 
hundred-per-cent representative in their mayor.” 

President Bauer then announced the first business to 
come before the meeting, after which the mayor withdrew. 
The first item on the program was the report of President 
Bauer, which appears in full elsewhere. The report of 
the president was accepted and was followed by the read- 
ing of the secretary’s report, which was duly accepted; 
likewise the report of the treasurer, Harry W. Rogers, 
and that of the auditor, Amedee Peting. The report of 
the first vice-president, Wm. Pitt, covered the proceed- 
ings of the Manufacturers’ Conference. The report, after 
reading, was received and referred to the Committee on 
Resolutions for action. The report of the second vice- 
president, Wm. G. Whittemore, was accepted. The report 
of J. Ogden Pierson, third vice-president, covered in brief 
the reports of the Retailers’ Conference held on Monday 
and Tuesday. This report was adopted and accepted and 
it was on motion referred to the Committee on Resolu- 
tions. The report of the general manager, Fletcher B. 
Gibbs, was next in order. This report covered the work 


done by the general manager’s office during the year and 
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as in the case of all other reports, is given in full else- 
where. The report of the general manager was received 
and spread in full on the records and its recommenda- 
tions referred to the Committee on Resolutions. The re- 
port of the Executive Committee was accepted, after which 
the chair appointed the following Budget Committee: 
Henry W. Rogers, F. W. McChesney and Chas. N. Bell- 
man. 

As a Necrology Committee the chair appointed E. Y. 
Horder, H. H. Prizer and Amedee Peting. 

As a Nominating Committee he appointed Ivan E. Al- 
len, Edward S. Towne, D. W. Collins, W. C. Bardenheuer, 
H. S. Hutchinson, Harry J. Williams and William J. 
Youmans. 

After stating the time and place of the meetings of the 
foregoing committees, the convention adjourned until 2:30 
o'clock P. M. 

Wednesday Afternoon Session. 

At the opening of the afternoon session, President Bauer 
stated that, through an oversight, the report of the Execu- 
tive Committee failed to contain a copy of the proposed 
by-laws. This oversight had been remedied and the re- 
port therefore was referred to the Committee on Resolu- 
tions. The chair then introduced Wm. D. Pittman, as 
sistant general manager, who read his report [his was 
followed by the report of the national councilor, Fletcher 
B. Gibbs, followed by the report of the field secretary, 


W. H. Greenleaf. These reports were followed by an 
address by Joseph A. Borden of Shaw & Borden of Spo- 
kane, Wash., late general secretary of the | lr. of A 
Mr. Borden’s address appears on another pag At its 
conclusion the convention extended to Mr. Borden a ris- 
ing vote of thanks. Chas. S. Estey, director of the ad 


America, 


Business 


vertising bureau of the United Typothetae 
addressed the convention on “Advertising 
Force.” Mr. Estey was also given a rising vote of thanks 
for his address. This concluded the work of the day’s 


session. 


as i 


Session of Thursday Morning, October 14th. 

The convention came to order at 10 o’clock, when the 
final reports were read and officers for the ensuing year 
were selected. One of the interesting reports was that of 
the Credential Committee read by Fred Seymour of Chi 


cago. This report showed that St. Louis achieved the 
largest convention in the history of the association. The 
first report of the morning was that of the Grievance 
Committee read by Mr. Byers. This was followed by 
the reading of the report of the Necrology Committee by 
Mr. Horder. Following the reading of this report the 


members rose in tribute to those who have pa 
during the preceding year. The next report was that of 
the Credentials Committee, followed by that of the Budget 
Committee and the Auditor’s report. The report of the 
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Resolutions Committee was read by Mr. Lent. It was 
taken up as in preceding conventions paragraph by para- 
graph, and slight amendments adopted. The only sug- 


gestion which was declined by the convention was that 
referring to the publication of advertising in the National 
Association Bulletin. A suggestion to throw the columns 
of the National Association Bulletin open to advertising 
was lost by a vote cf 172 to 1. The question came on the 
decision of the amendment cutting out the advertising 
part of the suggestion. 

On motion of Mr. Mitchell a vote of thanks was ex- 
tended to Mr. Lent and the Resolutions Committee for 
their splendid work. The chair extended the thanks of 
the National Association to the St. Louis Stationers’ As- 
sociation for their hospitality and the labors both men 
and women performed so well and so graciously during 
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the convention, thanking each and every one of the mem- 
bers and each and every person on the committees for 
the wonderful personal service and personal sacrifices 
made for the visiting members. This suggestion was 
adopted by a rising vote. The report of the Nominating 
Committee was next called for and is given at the begin- 
ning of this article. It was adopted unanimously and 
those named by the committee were selected as the officers 
for the ensuing year. On motion of a member of the staff 
of Office Appliances, the thanks of the convention were 
extended to Geyer’s Stationer for the excellent work it 
did in getting out the convention dailies. On motion of 
Mr. McChesney, the thanks of the Association were given 
to the officers who have served during the past year. This 
concluded the work of the convention, which then ad- 
journed. 


ENTERTAINMENT 








The entertainment at the St. Louis Convention was 
everything that could be desired. It was managed by a 
most capable committee, consisting of Geo. M. Spaulding, 
Chairman; A. J. Bartens and Harley J. Wantz. This com- 
mittee enjoyed the assistance of all the other committees, 
including the ladies’ reception committee, headed by Mrs. 
G. M. Spaulding, and Miss Ella Cochran, assistant. Other 
members of the ladies’ reception committee included the 
following: 3 

Mrs. F. K. Adams, Mrs. S. S. Adams, Mrs. A. J. Bar- 
tens, Mrs. Theo. J. Barthel, Mrs. Chas. H. Boedeker, Miss 
Irene Bostelmann, Mrs. Wm. Buschart, Mrs. Paul H. 
Chapman, Mrs. K. E. Chase, Mrs. R. G. Craig, Mrs. C. C. 
Crossman, Mrs. H. R. Dotterer, Mrs. Geo. E. Dyson, Mrs. 
Chas. Felton, Mrs. F. A. Fox, Mrs. Geo. B. Gannett, Mrs. 
V. A. Hall, Miss Edna A. Kennedy, Miss Naomi E. Ken- 
nedy, Mrs. Wm. E. Kennedy, Mrs. W. J. Kennedy, Mrs. 
Edw. J. Leinenkugel, Mrs. A. B. Lewis, Mrs. A. L. Meyer, 
Mrs. Celsus Orear, Mrs. C. B. Osgood, Mrs. F. W. Palmer, 
Miss M. B. Palmer, Mrs. Amedee Peting; Miss Lillian 
Peting, Miss Lillian Schmiederer, Mrs. Wm. Schmiederer, 
Mrs. W. F. Scott, Mrs. C. M. Skinner, Mrs. J. S. Skinner, 
Miss G. C. Spalding, Mrs. F. P. Spalding, Mrs. V. P. 
Spalding, Mrs. C. L. Towell, Mrs. E. J. Uhrig, Mrs. H. A. 
Van Derslice, Mrs. Wm. A. Voss, Mrs. H. J. Wantz, Mrs. 
H. F. Wielandy, Mrs. P. J. Wielandy, Mrs. Barnard Willis 
and Mrs. Geo. T. Wolff. 

x * x 

The first event of interest on the entertainment pro- 
gram was the informal “Get Together Night,” held at 6 
P. M. at the Elks Club, 3617 Lindell boulevard. The Elks 
Club is a well-appointed institution and the Elks abun- 
dantly sustained their reputation as hosts on this occa- 
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sion. Dinner lasted from 6 o’clock to 7:30. Then begin- 
ning at 8 o’clock there was an entertainment and dance. 
The entertainment consisted of interpretative dancing by 
young women and by the Higgins children, who gave 
some interesting songs and dances. During the dancing, 
in which everyone joined who could dance, several un- 
usual features were introduced such as the circular two- 
step, moonlight dancing arranged by means of different 
colored lights. \ Refreshments were provided for all who 
wished them. The chairman of the committee in charge 
of the “Get Together Night” entertainment was H. A. 
Van Derslice, who was assisted by K. E. Chase, A. L. 
Meyer and F. H. Wielandy. 
* * x 
The feature of entertainment on Tuesday was a lunch- 
eon for the ladies at Bevo Mill. The ladies assembled at 
the hotel and were taken in charge by the Reception Com- 
mittee and escorted to Bevo Mill, where a chicken dinner 
was served. The photograph which appears at the be- 
ginning of this section was taken on this occasion. The 
luncheon was followed by an enjoyable automobile ride 
through the residential section of the city. On Wednes- 
day, there was a noonday luncheon for ladies at the tea- 
room of the Scruggs, Vandervoort & Barney Dry Goods 
Company. This was followed by a lecture in the music 
hall at 2:30 by Ross Crane of the Chicago Art Institute, 
who spoke on the subject of “Better Homes.” 
kk * 


The big event of Thursday in the entertainment line 
wsa the annual dinner on the ballroom floor of the Statler 
Hotel at 7 P. M. This event is described elsewhere, In 
the afternoon, however, automobiles were provided for 
everybody and made quite an imposing procession as they 
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wound about through the different sections of the city. 
The trip was broken by a visit to Art Hill in Forest Park, 
the site of the World’s fair grounds of 1904, where the 
art museum of the city is located. Here the official photo- 
graph of the convention was taken. 

* S...¢ 
classed as 


Possibly the golf tournament may not be 


entertainment. At any rate, many of the gentlemen 
seemed to take it rather more seriously than the term 
would imply. It was nevertheless an interesting event 


and took place on Friday at Bellerive Country Club. 
* * * 


Several private entertainments and dinners were given 
during the convention. On the evening of October 13, 
the Boorum & Pease Company entertained a number of 
guests at the Statler Hotel. H. E. Copeland of the com- 
pany’s Boston office entertained several Eastern members 
and J. E. Williams acted as host for others. Those in the 
party headed by Mr. Copeland included Mr. and Mrs. 
John T. Bailey, Mr. and Mrs. Geo. B. Graff, Mr. and Mrs. 
Edw. A. Chalmers, Mr. and Mrs. Ben Tower, Arthur Cole, 
Henry S. Hutchinson, Leon B. Damon, B. H. Pierce, Ross 
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Todd, L. Dover and Geo. F. Brandt. Mr. Williams’ guests 

were Messrs. Sengbusch, Collins, Ward, Moyer, Jennings, 

Downes, Sperry, Barthel, Schmiederer, Bartens, Hildreth, 

Perkins, Hughes, Constantine, Severance, Fargo and Bat 
denheuer. 

* * 
On Wednesday evening, October 13, the Browne-Mors¢ 


Company of Muskegon, Mich., gave a dinner at the Hotel 
Statler, at which the following were present 

Frank P. Swan, of the Frank P. Swan Company, Hunt 
ington, W. Va.; George Dover, Dover Printing Company 


Fall River, Mass.; R. E. Prendergast, of the Prendergast 
Company, Scranton, Pa.; D. O. Row, Buxton & Skinner, 
St. Louis, Mo.; D. W. Frazier, Standard Printing Com 


pany, Huntington, W. Va.;: S. O. Botz, Office Sy 
Company, Moline, Ill.; Mark W. Farrar, Joplin Printing 
Company, Joplin, Mo.; Clarke Field, Field Stationer 
pany, Tulsa, Okla.; Herbert Field, Field-Parker Company, 
El Paso, Texas; Roland Attaway, Field Stationery Com 
pany, Tulsa, Okla.; James Ward, Ward Office Supply Com 
pany, Muskogee, Okla.; Frank Hughes, Standard 
Supply Company, Oklahoma City, Okla.; Edw. O’Brien, 
Democrat Printing & Lithographing Company, Little 
Rock, Ark.; Vic. Barr, Brandon Printing Company, Nash 
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\ , \ydelott, Marshall & Bruce Company, 
Nashville, Tenn.; J. M. Cooper, Foote & Davies Company, 
Atlanta, Ga.; Alex. Szafir, Szafir & Sons, Beaumont, Texas; 
J. H. Parkin, Parkin Stationery & Printing Company, Lit 
tle Rock, Ark.; Harry Frater, Wilson Company, 


Tenn.: E. 7 


Jones 
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onstantine, Palace Office Supply 
Morse, Brown-Morse Com- 


hicago, Ill; James | 
Company, Tulsa, Okla.; F. C. . 
Mich.;: Will Hoge, Browne-Morse Com- 


pany, Muskegon, 
pany, Chattanooga, Tenn.; G. S$. McCormick, Browne- 
Morse Company, | eland, Ohio. 


THE ANNUAL DINNER 








The annual dinner of the association was held on Thurs- 
dav night on the ballroom floor of the Statler hotel, 16 
stories above the street. Several original and interesting 
features were pulled off at this dinner, which was a lively 
and in every way a satisfactory event \t its conclusion 
those attending indulged in dancing until an early hour. 
The toastmaster of the evening was Colonel Martin J. 
Collins, who was introduced by Amedee Peting of St 
Louis. The toastmaster in turn presented the Rev. John 
W. Maclvor, D.D., who pronounced the invocation. Then 

liversion was introduced young girls dressed 
in patriotic garb who passed between the tables leading 
though very small, Missouri mule. 
\s the girls passed out they chorused a little speech of 
welcome to St. Louis. At this point an immense bouquet 
handed to Mrs. Bauer amid applause. Mrs. Bauer 
made acknowledgment in a few graceful words. A vocalist 


by some 


a much decorated, 
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city he went to Lynn, Mass., and entered the commercial 
stationery business. He advised the members of the con- 
vention to visit the stores of St. Louis and recalled the 
fact that last spring he came to this city expecting to 
pitch in and prepare for the convention, but he found that 

’. J. Kennedy and others were working and that Mr. 
Kennedy’s foot was the accelerator. St. Louis men 
and women had taken hold and there was no need for 
the aid of New England. 

Mr. Bauer was followed by the Hon. Xenophon P, Wil- 
fley, former United States senator, who spoke on a pa- 


on 


triotic theme. The speeches of the evening were con- 
cluded by a snappy address from the Rev. John W. Mac- 
Ivor. Then everyone rose and sang the first two stanzas 


of the Star-Spangled Banner; the gavel fell and the diners 
adjourned to the dance 
the 


in the next room. During the 


dinner orchestra kept things lively by playing old 
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sang a soprano solo and was given enthusiastic encores. 
Between the different courses the dinner, the diners 
were entertained by the Temple Male Quartette, and at 
the beginning of the meal everyone stood and sang “My 
Country, ’Tis of Thee.” During the dinner various souve 
nirs were distributed, including David’s Electro-Chemical 
Fountain Pen Ink in special metal containers for traveling 
Eversharp pencils, gold plated, were also distrib- 
uted to everyone. Just as the last course had been served 
and the cigars were passed, the lights momentarily went 
out, leaving only the spotlight at one end of the room in 
the rays of which a young woman was seen passing down 
the between the tables, pronouncing the words: 
“Gentlemen, this message is for you.” When she had re- 
tired, the light was flashed on a stage at one end of the 
room where an allegorical scene was pictured, showing a 
igure representing the spirit of liberty, who pronounced 
a message of welcome to the greatest body of men in the 
United States, ending with the hymn, “God Be With Us 
"Til We Meet Again.” From time to time, young girls 
passed among the diners distributing cigars, cigarettes, 
souvenirs, etc. 


of 


cases 


aisles 


Colonel Collins after a brief speech introduced Presi- 


dent Ralph S. Bauer, who thanked the stationers of St. 
Louis for the wonderful convention. He recalled the fact 
that many years ago he lived in St. Louis, from which 


pe 


. 
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songs, and as there was a good leader, everyone who 
could sing joined in. An echo of years ago was heard in 
one corner of the dining hall when we heard the words 
uttered in a familiar cadence, “Pecan Gap—Pecan Gap— 
Pecan Gap,” and saw the familiar face and figure of 
Charles P. Garvin of the F. S. Webster Company. 


State Meetings for Mid-West Division. 


The Mid-West Division of the National Association of 
Stationers and Manufacturers have arranged to hold state 
meetings in the states of Kansas, Missouri, Oklahoma and 
Arkansas. Herman H. Cast, vice-president for Kansas, 
has called a meeting at Wichita for Monday, November 
28. Gerry H. Manning, vice-president for Missouri, has 
called a meeting for Wednesday, December 1, either at 
Joplin or Springfield, place to be announced definitely 
later. Clark Field, vice-president for Oklahoma, has 
called a meeting for December 2 at either Tulsa or Okla- 
homa City, definite announcement to come later, and 
Horace G. Mitchell, vice-president for Arkancas, has 
called a meeting for Saturday, December 4, at Little Rock. 
F. B. Gibbs, general manager of the National Association, 
and Charles L. Mitchell, president of the Mid-West Divi- 
sion, will attend each of the four meetings. A number of 


traveling representatives of the manufacturers and jobbers 
at these meetings. , 


will also be present 
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The gentiemen whose pic- 
tures are shown on this page 
include the non-elective 
staff of the National Asso- 
ciation of Stationers and 


Manufacturers. The oval in 
the center of the page is 
Fletcher B. Gibbs, general 


manager of the National As- 
sociation, whose work for 
the organization during the 
last fifteen years has placed 
it at the forefront of bus- 
iness associations and whose 
wide knowledge of the sta- 


tilonery trade and whose 
sound, conservative § judg- 
ment, justify his selection 


as general manager of this 
great organization. The left- 
hand picture at the top is 
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that of Mortimer W. Byers, 
secretary and counsel. He 
resides in New York, and 
is a lawyer of ability, hav- 
ing as well, a firm grasp 
upon the principles of bus- 
iness. The top center pic- 
ture is a snapshot of the 
field secretary, W. H. Green- 
leaf, a young man whose 
liberal education and en- 
thusiasm, coupled with not a 
iittle business training, have 
made his services of great 
value to the trade. At the 
riyht is W. D. Pittman, as- 
sistant general manager, 
whose knowledge of the 
business and whose mastery 
of detail and executive rou- 
tine have proved invaluable 
to the organization. 








A Few Brief Notes. 
A lively and welcome gentleman was the “Mayor of 
Pecan Gap.” Since the Toledo convention, when he and 
his husky young companions made the welkin ring, 
Charles Garvin has grown from a Texas traveling sales- 
man to the sales manager’s post of the F. S. Wobster 
Company. He has also added girth while subtracting 
none of his joviality. If there isn’t a good time where 
he is, he makes one. 
* i 1K 

Among the several souvenirs presented to delegates and 
guests at the convention were tasteful boxes of stationery 
presented by the Whiting Paper Company; Autopoint 
pencils, by “Bill” Smith of the Autopoint company; at- 
tractive bottles of fountain pen ink in nickel containers 
were presented by the Thaddeus Davids Ink Company, 
Inc.; the Wahl Company gave gold plated Eversharp 


pencils in two styles—for men and women, and the rep 
resentative of De la Rue of London and New York, was 


present with some interesting Onoto ink pencils—prac 
tical and convenient writing instruments. 
* * * 

Visiting conventionites left St. Louis with a good im 
pression. Not only was the hospitality perfect ut the 
weather outdid itself, justifying the mayor's cl that 
it had been ordered purposely for the conventio1 When 
one hears someone say hereafter that October in 5St 


Louis is perfect, one will be justified in suspecting him 
of being a stationer. 
* * @ 


The St. Louis committees worked early and 
ceasingly for the comfort, aid and entertainment of every 
visitor. One had but to express a wish to find it ful 


filled, and frequently in advance of its expressio! Mrs. 
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Spalding and the ladies who aided her on the reception 
committee for ladies deserve especial praise for excellent 


work. 


* o* * 
Mr. and Mrs. Harold L. Frost of the Frost Office \p- 
pliance Company, Worcester, Mass., were the bride and 
groom of the fifteenth annual convention. 
a 
The attendance at the convention from the Southwest 
was notable in numbers and in quality. The leading 
stationers turned out. In fact, the Middle West sent its 
best representatives to the convention in numbers not ex 
ceeded by any section of the country. 


RETROSPECT 


other 








\ comparison of the list of those attending the first 
convention of the National Association of Stationers and 
Manufacturers in St. Louis fifteen years ago with those 
attending the fifteenth annual convention in that city last 


shows considerable changes in the personnel of 
Practically all the names are familiar, and most 
of the men were or are personally known to the editors 
of this journal \ number, of course, have crossed the 
great divide, but we are happy to note how many still re- 


month 
the trade. 


main, retaining their interest in association work and 
abating little of their accustomed vigor. . 
Among those who were workers then, but have since 


passed on and live in honored memory, we note the fol- 
lowing, whose names were taken at random from the list 
of delegates to the first convention: 

W. Gifford Jones, Chicago; Andrew Geyer, New York; 
A. E. Eggert, Detroit; Harry B. Brooks, Chicago; Harry 


Porter, Lincoln, Neb.; Mark D. Rider, Chicago; William 
Rodiger, Chicago; Henry C. Bainbridge, New York; John 
A. Walker, Jersey City, N. J.; I. P. Denison, Holyoke, 


Mass.; Samuel Ward, Boston; 
Ridge, N. J.; John B. Fay, Chicago; T. S. James, Chicago; 
Sam. Mayer, Chicago; George A. Olney, Brooklyn, N. Y.; 
Alvah Bushnell, Philadelphia, Pa.; Charles H. Mann, Phil- 
adelphia; Chas. Sherman, Chicago; Geo. M. Courts, Gal- 
veston, Tex.; John A. Schlener, St. Paul, Minn.; Dennis 
S. Sperry, St. Paul; C. C. Maltby, Cincinnati; James Dor- 
sey, Dallas; F. L. Fairbank, Chicago. 

Comparison of the two lists also shows other changes. 
Men who were connected with one house, for instance, 
have since gone with another, sometimes several changes 
of the kind intervening, but very few men have left the 
field. Some who were associated with retail concerns 
fifteen years ago have since become connected with man- 
ufacturing houses, while in a few instances those who 
were best known as representing important lines on the 
road have left that division of the industry and have in- 
their in important retail stationery enter- 


Paul V. Diover, Park 


vested money 
prises 

\ little paragraph in the report brought a grin to the 
face of the writer of the present lines. He noted that 
Cliff Scudder placed his automobile at the service of the 


ladies of the convention. Fifteen years later Cliff would 
have been puzzled to make the service go ‘round. Auto- 
mobiles were not so numerous then as now, but horses 


and carriages were always available and the hospitality 
of St. Louisans was of the same quality then as now, so 
nobody lacked entertainment nor left with a sense of 
having been neglected for a moment. 

* * * 

Louis brings to mind a delight- 
ful incident of the first convention of the stationers’ and 
manufacturers’ organization, held in St. Louis, in Octo- 
ber, 1905. It was the celebration of the late George Ol- 
ney’s fifty years’ unbroken connection with the stationery 
He had for a long time been “Uncle George” 
to a host of friends from coast to coast. He was then 
seventy years of age and looked a well-preserved man of 
sixty. 

Immediately after the Tuesday evening session of the 
1905 meeting, the convention hall was turned over to the 
St. Louis club, W. J. Kennedy presiding. As a token of 
the esteem in which “Uncle George” was held some gifts 
had been provided. Henry Sawtell of Chicago was called 
on to make the presentation to Mr. Olney, who, with 
Mrs. Olney, occupied the place of honor on the platform. 
Mr. Sawtell spoke in his usual felicitous vein, relating 


The convention in St. 


business. 


some recollections of forty years before, when even then 
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Mr. Olney was a prominent and universally known man 
in the trade. He briefly outlined Mr. Olney’s long con- 
nection with the stationery business and eloquently voiced 
the hope of everyone present that the future would bring 
many years of happiness and continued prosperity to 
“Uncle George” and his gracious wife. Then, on behalf 
of the many friends of the honored guest, he presented 
Mr. Olney with a beautiful, especially constructed loose 
leaf album, bound in limp leather with overlapping edges, 
and suitably engraved in gold letters with the name 
Olney,” in the upper left-hand corner. This 
inches long, 15 inches wide and four inches 
contained many photographs and autograph letters 
from his business friends throughout the 
entire country. The center of the fly- 
leaf of the album was cut out in an oval, 
through which appeared a fine likeness 
of Mr. Olney made many years ago by 
Kirkland of Denver, one of the famous 
photographers of his day. Around the 
portrait in ornamental lettering and 
scroll work was the following inscrip- 
tion: 

“Presented to ‘Uncle’ George A. Olney 
by his friends, the stationers of the Unit- 
ed States, as a token of their affection on 
“UNCLE” GEo. the occasion of his fiftieth anniversary 

A. OLNEY as a salesman. 

“This testimonial was presented during 
the first annual convention of the National Stationers and 
Manufacturers Association of the United States, Planters’ 
Hotel, St. Louis, October 9-12, 1905.” 

The conclusion of the event is best given in the words 
of The American Stationer’s report of the meeting. We 
quote: 

“Before he had quite recovered from his surprise and 
had expressed his great appreciation, his old friend, the 
late Sami Mayer of Chicago stepped to the platform and 
took from a mahogany case a magnificent silver cup of 
great size, suitably engraved and containing $700 in gold 
certificates and presented it to ‘Uncle George’ as a token 
of the esteem in which he is held by his fellow traveling 
men. Then Sam told ‘Uncle George’ that he was all right 
and everybody cheered and sang ‘Auld Lang Syne’ and 
‘He’s a Jolly Good Fellow.’” 

“Now, whatever ‘Uncle George’ may have intended to 
say—for he had been made aware to some extent of the 
proposed proceedings—was probably not at all what he 
did say. And very likely his impromptu remarks found 
deeper lodgment than his intended speech, for he ‘thanked 
God that his friends ever thought he deserved these 
things,’ and said that whatever he had attained was due 
mostly to the inspiration of a good wife. That he wanted 
every man to be his friend and he desired to be the friend 
of every man, and other nice things he said, and Sam 
Mayer told him to be a good boy. There were cheers for 
Mrs. Olney who was present with the wives and daugh- 
ters of the delegates, but was was prevailed upon to sit 
beside “Uncle George” on the platform. After “They’re a 
Jolly Good Pair O’ had been sung, Mr. and Mrs. Olney 
held a reception and received the congratulations of all 
present.” 

For many years the editor of Office Appliances knew 
and loved “Uncle George” Olney. Among his effects at 
his death in 1917 his family found the following letter 
dated January 8, 1916 

“It is my wish that my album, presented to me at St. 
Louis in 1905 and which I cherish so much, should be 
sent to Evan Johnson of Office Appliances, 417 South 
Dearborn street, Chicago, after 1 have passed away, feel- 
ing that it could not be in any hands where it would be 
more appreciated than in his keeping, as he knows under 
what conditions it was presented and is familiar with 
nearly every face it contains. 


“George A 
album, 25 
thick, 


“GEORGE A. OLNEY.” 


Pursuant to the foregoing Mr. Olney’s son, Henry M. 
Olney, forwarded the album to the editor of this journal 
in March of the following year. Here it has an honored 
place where members of the trade from time to time 
have reverently turned its pages, recalling memories of 
days and events gone by, and of men many of whom 
have joined the silent majority. Many have marveled at 
its completeness, the excellence of its arrangement and 
the affectionate care which went into its compilation. It 
is a perpetual memento of Mr. Olney and recalls to us 
and to all who see it the memory of a thoroughly human 
and wholly delightful gentleman. 





A SMILING CONVENTION 
GROUP.—Mrs. F. P. Seymour, 
Chas. L. Mitchell, Wm. Pitt and 
Mrs. Harry Horder, photo- 
graphed near the south en- 
trance of the Statler Hotel. 


Ox; 


The large picture shown on these two pages is a panoramic 


photograph of the entire convention, or at any 
availed themselves of the opportunity to go on the automobile ride Thursday afternoon in order to make th 


these two pages, we cut it into four parts, which accounts for the somewhat odd appearance of the inside ends 





TWO MEN WHO WERE 
PROMINENT AT THE CON- 
VENTION.—At the left is P. A. 
Hoffman of the Smead Manu- 
facturing Company, Hastings, 
Minn., while the gentleman at 
the right is C. C. Cobb of the 
Conklin Pen Manufacturing 
Company. 


Most of the faces shown above are familiar to members of the National Association. The picture was taken in front cf the 
Art Museum, situated at the highest point of the old fair grounds in St. Louis, where the World’s Fair was held in 1904. Frort- 
ing this building is a striking equestrian statue of Saint Louis, a reproduction of which appears on the cover of the present issue. 

ady whose likeness appears at the er left-hand corner of page 60 is Mrs. Geerge M. Spalding, of St. Louis, whom every- 
will remember for the splendid work ie did as Chairman of the Women’s Reception Committee. 
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The Golf Game. 


The golf tournament at which the contest between the 
East and West was held took place on Friday at the 
Bellerive Country Club, about forty-five minutes’ ride 
from the downtown district of St. Louis. The day was 
ideal, and about fifty players competed for the various 
prizes offered. These prizes included the large cup do- 
nated by Eberhard Faber and played for each year by 
the Eastern and Western golf associations. Three silver 
cups, known as the Lee A. Smith Trophy, offered as prizes 
for the blind bogey, were donated by the General Fireproof- 
ing Company, the first prize cup (kickers’ handicap) being 
won by Charles Goes; second prize by Chas. J. Buntell 
and third prize by Edw. J. Uhrig. The prize for the low 
gross score was a silver pitcher donated by the Wilson- 
Jones Company. This was won by Frank W. Hale with 
a low gross of 80. The low net first prize, class A, was 
a leather bag donated by E. Faber. This was won by 
Gilbert Dure with a low net score of 71. The second 
low net prize, a leather bag donated by Fred Butenschoen, 
was won by W. R. Braden with a low net score of 73. 
The prize tor low score with a 25 handicap in class B 
was a traveling set donated by the St. Louis Stationers’ 
Association. This was won by C. A. H. Thom with a 
score of 79. 

In the contest between the Eastern Stationers’ Golf 
Association and the Western Stationers’ Golf Association, 
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THE CONVENTION GOLF 
TROPHIES.—The three cups at 
the left are the Lee A. Smith 


General 
The cen- 


trophies given by the 
Fireproofing Company 


ter cup of the group of three 
against which the card rests 
is the first prize; the one at the 
extreme left is the third prize, 
and at the right next to the 
largest cup is the second prize. 


were the 
event known as 
the Kickers’ Handicap The 
large cup in the center of the 
picture is the trophy donated 
by Eberhard Faber, to be con- 
tended for annually by the 


These three 
prizes in the 


cups 


Eastern and Western Station- 
ers’ Golf Associations. Next to 
it at the right is a silver pitcher 


donated by the Wilson-Jooes 
Co. The traveling set at the 
extreme right was donated as 
a prize by the St. Louis Sta- 
tioners’ Association. The leather 
bag at the left was donated by 
Fred Butenschoen. The bag at 











the East won by a score of 25 points as against 6 for 
the West. The line-up was as follows: 

H. P. Cobourn—East; Harley Wantz—West; 2 points 
fer the East. Robert Johnson—West; A. Stavely—East; 
3 points for the East; W. J. Youmans—West; F. P. Swan 
—East; 2 points West. Chas. Stromberg—West; E. A. 
Cole—East; 2 points West. Monroe Cole—West; R. H. 
Baxter—East; 1 point West. Arthur Hammond—West; 
J. R. Armington—East; 1 point West. F. P. Seymour— 
West; Herman Price—East; 3 points East. Frank W. 
Hale—East; Frank M. Ryan—West; 3 points East. Fred 
Bingham—East; Albert Hancock—West; 2 points East. 
H. G. Horder—West; B. E. Sanford—East; 3 points East. 
H. F. Christy—East; W. P. Waddy—West; 1 point East. 
H. H. Cast—West; Eberhard Faber—East; 3 points East. 
F. H. Butenschoen—West; A. W. Williams—East; 2 
points East. Lee A. Smith—West; W. S. Stafford—FEast; 
3 points East, making the totals as above stated. 

The scores of the respective players with their handicaps 
were as follows 
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One of the pleasant features which followed the golf 

contest was a dinner given by Eberhard Faber, president 
of the New York Golf Association, at the Missouri Athletic 
Association on the evening of Friday, October 13. This 
was attended by nearly all the visiting delegates who 


were still in St. Louis. 


A Swan Song of Golf. 

Four golfers one convention day to Sunset Hill did steal 
away to test their skill o’er dale and hill. The game was 
played; each one essayed to do his best and earn the rest 
that comes at eve to golfers blest who stand the test of 
grilling hike, tho’ sore opprest by heat of broiling sun 
To cel-e-brate the glad event Frank Swan of Dixie verses 
sent, five stanzas less than a full The first we 
quote to give the style of what Frank wrote: “On Tues 
day morning to Sunset Hill A foursome journeyed to 
chase the pill. The day was grand, the course was fine 
And eighteen holes looked short as nine.” 


score. 


Our space is slight; we therefore cite that at the right 
four faces bright give clue to story true. Their names, 
you say? Tutt, tutt! Tutt, tutt! Read lines we've put 


beneath the -cut. 
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SOME PICTURES TAKEN AT GOLF TOUNAMENT—Among those 
recognize W. P. Waddy, James R. Armington, F. H. Butenschoen, A 
Frenk Mcrse in the foreground with his caddy; - Williams, C. A. H 
rive Country Club where the golf games were played and the 
Waiker, D. W. Collins and G. A. Manning. The group in the center 
Mrs. J. R. Armingten, Mrs. H. F. Christie and Mrs. O. L. Jernigan 
R. Armington. The gentlemen composing the foursome at the right 
and Herman Price. The foursome at the lower left are A. Stavley, 
center is a chance snapshot of some of the players inspecting the score 
Harley Wantz, Harry Cobourn, Wm. Youmans and Frank P. Swan. 


f 


HERE IS A FOURSOME WHO STOLE AWAY FROM THE 
AND PLAYED A GAME ABOUT WHICH ONE 


CONVENTION 
OF ITS MEMBERS WROTE A 
ry. SWAN, C. L. BUNTELL 
SOUTHWORTH. 


POEN 


\ THEY 
Br. C. 


MORSE 


ARE 
AND 


FRANK 
M. D. 


Thom and Lee 
foursome 
is 


are 
R. Johnston, M 
board 





at the top of the page, many will 
Williams, J. C. Williams, Chas. Goes, Chas. Buntell, 
A. Smith. Below is a picture of the Belle- 
at the left center consists of W. R. Braden, A. J. 
made up of Mrs. Harry Horder, Mrs. F. P. Seymour, 
The two gentlemen standing are W. P. Waddy and Jas. 

B. E. Sanford, Harry G. Horder, Fred P. Seymour 
; Ryan and F. W. Hale. The group in the 
right-hand foursome was made up as follows: 


in the two groups 


Ww. 


The 


IcLAUGHLIN, OF THE F-. 8. 
[R COMPANY, AND THE 
THE RIGHT IS C. A, COR- 
)F WICHITA, KANSAS. 
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REPORT OF PRESIDENT BAUER 








When I undertook to serve you as President of this Association last 
October, I wonder how many of the members attending the Richmond 
convention really knew and appreciated the character of work that 
must be done to successfully carry out the new work of the Association 
as required by the changes in our by-laws. 

We were to a large extent sailing on uncharted seas. The selection 
and employment of the right type of man for general manager, the 
establishment of our new central business headquarters, together with 
an efficient office force, and to take advantage of every opportunity 
for progress in this new and enlarged work of our association—meant 
the hardest kind of work and personal application on the part of the 
President and the Executive Committee during the entire year. 

Before leaving Richmond last October it was evident that the big task 
would be, how to finance the new work of the Association, and a little 
later when we found that Mr. Fletcher B. Gibbs could be induced to 
serve as general manager, it become more important than ever that, in 
order to go forward at all, some arrangement must be made to take 
eare of the deficit between the amount of membership dues received from 
all sources and the total requirement of our yearly budget. We esti- 
mated the yearly dues, under our new arrangement to total $42,000 and 


elect for the next two years, to the end that the great and h needed 
new work of the Association may go forward. After the first three 
years of this new work, I am confident that our regular membership 
funds will take care cf our yearly expenses without the further neces 
sity of a sustaining fund, but during the coming two years, your 
Association will need considerable financial assistance in addition to Its 
membership dnes, and I firmly believe that such sustaining membership 
contributions will be a real investment, ir greatly improving conditions in 
the stationery and office equipment trade. 
The Employment of a General Manager. 

Mr. Pomerantz, of Philadelphia, and a few other members of our 
Association approached me the day I left Richmond last October with 
the provosition that, they believed we could induce Fletcher B. G'‘bbs, of 
Chicago, to undertake this important work of general manager of our 
National Association They had positively no information on this sub 
ject from Mr. Gibbs, but they did have a very keen appreciatien of the 
wonderful interest he always had in the welfare and success of this 





THE STAFF OF 
GEYER’S DAILY, 
PUBLISHED AT 
THE CONVEN- 
TION.—Due to the 
change in the Gey- 
er organization 
some months ago, 
this is the first 
convention daily 
handled by the 

resent staff. The 
ournal was big- 
ger and better than 


Our revenue year 
On January 1, 1920, 
“cash on hand of $277.43,'’ with December bills 
amounting to $1,651.37, which will give you an idea 


our expenditure for 1920 to be approximately $65,000. 
runs from January 1, 1920, te January 1, 1921. 
the treasurer reported 
yet .to be paid, 
of the necessities of the Association at that time. In talking over this 
serions situation with Eberhard Faber in November. of last .year, he 
very kindly undertook the call of a small meeting of nearby members 
of the Association, inviting them to be his guests at a luncheon to be 
given at the Biltmore Hotel, New York, December 3, .1919. — At this 
meeting your President outlined the financial needs for the new Association 
work, and Mr. Faber suggested forming a group of members who believed 
in our organization enough to become sustaining members for such annual 
amounts they might elect, for the first three years of this new work—one- 
half of such yearly subscription to be paid respectively June 1 and Decem 
ber 1 of each year, upon written request of the Executive Committee. This 
sustaining fund contribution was to be made in addition to the regular 
yearly dues of the members and associate members. We did not feel 
warranted to ask Mr. Gibbs to sever a long-established business connec 
tion of over thirty years’ duration with the Shea Smith Company of 
Chicago and undertake the hard and difficult work of manager of this 
Association on a financial uncertainty as to the necessary operating funds. 

The follow-up results of Mr. Faber’s effort produced a sustaining fund 
of $18,550 for the first year—The Greeting Card Association being the 


largest contributor Retail stationers who became sustaining members 
were: Gregory, Myer & Thom, of Detroit, Mich.; Wm. H. Hoskins Com- 
pany. of Philadelphia, Penna.: Wm. Mann Company, of Philadelphia, 
enna.; A. Pomerantz & Company, Philadelphia, Penna.; Wm. F. Murphy 


Sons & Co., Philadelphia, Penna.; The R. S. Bauer Company, of Lynn, 
Mass.; Dameron & Pierson Company, of New Orleans, La. 

Manufacturing sustaining members are American Crayon Company, 
Poorum & Pease Company, Carter’s Ink Company, Thaddeus Davids Ink 
Company, Joseph Dixon Crucible Company, Eagle Pencil Company, Ester- 
brook Steel Pen Marufacturing Company, Eberhard Faber, Globe-Wer 
nicke Company, C. Howard Hunt Per Company, Irving-Pitt Manufacturing 
Company, National Blank Book Company, Sanford Manufacturing Com- 
pany, S. S. Stafford Inec., L. E. Waterman Company, Weis Manufac 
turing Company, Wilson-Jones Loose Leaf Company, Whiting Paper Com- 
pany, White & Wyckoff Manufacturing Company. Wholesale dealer sus- 
taining member: The American News Company. 

Your President invites any member of this Association to join this 
group of sustaining members, in such onnual amounts as each one may 





Association from its birth in Chicago a few years ago, and those of 
us who have talked this matter over, believed that Mr. Gibbs, who had 
always made any personal sacrifice necessary for our progress, would 
ever, in part duc 
no doubt, to the 
fact that the work 
was divided among 
a larger number 
The “Daily has 
become a conven- 


tion institution and 
Office Appliances 
no doubt, expresses 
the opinion of the 
association and the 
other publishers in 
the field that it 
may continue 


not fail us at this critical time, provided we could assure him that the 
financial part cf this great new Association effort would be taken care 


of. So we approached him with the proposition in the spirit of what 
this report has just said, and, pending his decision, I undertook the 
effort of completing the financing of the Association work to a point 
where it would look reasonably sure that there would be no failure 


By December 1, 1919, the sustaining membership fund became substan 
tial enough to again take up the subject with Mr. Gibbs, and we sue 
ceeded to the extent that he tendered his resignation as a member 
of the Executive Committee so he would not be one of a committee who 
would make the selection of general manager. Millington Lockwood 


of Buffalo, N. Y., was appointed to fill this vacancy, and soon after 


wards Mr. Gibbs, at the request of Charles N. Bellman, Millington 
Lockwood and myself agreed to sever his work with the Shea Smith 
Company of Chicago, where he had been for over thirty years, and 
devote his entire time to the work of general manager of this Asso 


ciation. We contracted to continue Fletcher B. Gibbs in this position 
for ten years, so he could round out his business life as general manager 
of the trade organization that he had been so large a factor in creating 
I ask for myself and the Executive Committee your approval of this 
effort. 

New Divisions in Our National Association. 

It became evident, early in the year, that the Association work would 
be greatly strengthened by departmentizing the Association activities 
whenever, by so doing, we could render a greater and nportant 
service to any of the existing classes of business represented by present 
members, or to any outside business closely allied wit the general 
stationery and office equipment trade. 

The only way to accomplish the most 
way, is by the greatest co-operation that can be had 
this about efficiently and economically, it is more sensible to 
the allied business interests possible traveling forward under one 
ization flag than to have the field split up and divided, dup! ting each 
other’s work, wasting Association and personal funds in trying to main 
tain separate and entirely distinct efforts, that from the very nature of 
this restricted field of desired improvement—their goal is very difficult 
to reach. How much better it is for all allied business to receive the 
united strength cf an active, progressive national trade association 
and its entire membership—at critical times, that always happen in 
association work. Each division may adopt its own rules of procedure, 
elect its own chairman and appoint its own committees, and its own 


possible benefits in a business 
In order to bring 
have all 
organ 





secretary, if desired irrange for its own meeting, and ask supplemental 
contributions from its members when needed for special work, all to 
be under the approval of the National Association's Executive Committee 
This would mean that we would be as a large household, living under 
2 common roof, and when one branch desired to consult with any of 
the others, it would only be necessary to step into the next room and 
sit around a common table in helping solve common problems, thus re 
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ceiving the greatest possible co-operative help—efticiency—economically 
and with a common understanding of each other's needs This is in 
keeping with the trend of our new business era. The United States 
Chamber of Commerce—the largest business organization in the world 
has rearranged its by-laws this year to permit complete departmentizing 
of all interests, as they may desire. 

The changes desired in our by-laws this year will permit the greatest 
possible helpful growth of our National Association, and I commend 
them for your approval 

Our first effort in this direction was the necessity of forming a divi 
sion for commercial furniture dealers, in order to properly look after 
the interests of many of our members who were actively engaged in this 


branch of the office equipment trade. An emergency meeting was 
called by me of our Committee on Office Furniture, to be held in 
Chicago January 14, 1920. ‘There were present at this meeting Ivan 


E. Allen, of Atlanta, Ga.; A. Pomeranz, of Philadelphia, Penna.; Charles 
A. H. Thom, of Detroit, Mich.; Charles N. Bellman, of Todelo, Ohio, 
and myself. We determined to be present at an independent meeting 
of office furniture dealers scheduled to be held the next day in Chicago. 
At this meeting a division of the National Association was formed for 
commercial furniture dealers, and as over 600 of our members were 
retail distributors of commercial furniture, this opens an opportunity of 
rendering a great service to this class of dealers all over the country 
Charles A. H. Thom, of Gregory, Mayer & Thom Company, Detroit, 
Mich., was elected Chairman, with a very competent executive committee. 
They have under way plans for a helpful effort for this class of trade, 
and our National Association is the logical home for them. 

In February of this year Mr. Gibbs formed a Division of Manufacturers 
of Drawing Materials and Blue Print Paper. This is the only organi 
zation of these manufacturers in America, and eventually will be of 
much importance and help to the entire trade. 

Mid-West Stationers’ Division. 

A fine example of organization work among stationers by a stationer 
himeelf, is the forming of the Mid-West Division of the National Asso 
ciation at Kansas City, Mo., May 25 and 26, through the efforts of Charles 
L. Mitchell, of Topeka, Kans. He put into this work days of his own 
time and at his own personal expense, in the preliminary efforts before 
the meetings, that resulted in organizing leading dealers in five Middle 
Western States into this new Association, and all the trade present at 
these meetings co-operated in every way to assist him. This is the first 
regional division of our Association where it is necessary for all mem 
bers to be members of our National Association—completely linking 
together the local association with the National body. 
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Regional Meetings of Stationers. 

Our Association has been held back to an extent more than any of us 
uppreciate by a lack of personal contact between the officers of the 
Association and our members, especially those members operating at 
distant parts of the country toth Mr. Gibbs and myself agreed to 
overcome this as far as possible this year, and on January 31 jointly 
uttended the annual meeting of the Northwestern Stationers’ Association 
at Minneapolis ind later assisted Charles L. Mitchell and others in 
organizing the Mid-West Division of the National Association at Kansas 
City, Mo 

Mr. Gibbs and Mr. Greenleaf, our field secretary, attended several 
regional meetings held in July at cities in the Rocky Mountain and 
Pacific Coast districts, meeting everywhere the heartiest and most 
enthusiastic co-operation from the trade in these districts. Personally, I 
have attended stationers’ meetings since our last convention at Phila- 
delphia, Boston, New York, Hartford, Conn.; Springfield, Mass.; Provi- 
dence, R. I Worcester, Mass.; Buffalo, N. Y.; Cleveland, Ohio; 
Toledo, Ohio; Detroit, Mich. ; Chicago, Minneapolis, St. Louis, 
Kansas City, and Ottawa, Kans. It has been part of my work 
to attend a meeting of the Association of Bank Manufacturing Sta- 
tioners held at New York City, December 3, 1919, and of the Desk 
Manufacturers’ Association, held at Buffalo, N. Y., in June, 1920, 
and of the Greeting Card Manufacturers’ Association, held at 
New York, October 1, 1920. Practically eight entire months out of the 
year since our last convention have been devoted by me as a volunteer 
effort for the cause. Many things are not yet finished, and several im- 
portant changes that would strengthen the National Association, owing 
to the inability of manufacturers to keep their production up with 
sold orders, have not taken place. It looks as if the coming year would 
see production not only overtake consumption, but lead in quantities 
necessary to fill orders There our organization will have an opportu- 
nity to show its selling help to its manufacturing and distributing mem- 
bers to a greater degree than ever before. 

I would not be fair to myself or to the organization, if I did not 
acknowledge as a matter of record, the splendid co-operation of the 
Executive Committee and other officials of our Association. 

I wish to note also that three traveling men have directly been re- 
sponsible for forming stationers’ associations, and have shown splendid 
ability in bringing into line new factors that greatly help our National 
Association work. They are Harry E. Copeland, of Boston, representing 
Boorum & Pease Company, of New York; G. A. Nelson, of Springfield. 
Mass., representing Esterbrook Steel Pen Manufacturing Company, of 
Camden, N. J., and H. B. Van Dorn, of Boston, representing the Dixon 
Crucible Company, of Jersey City, N. J., and these men are responsible 
for the formation of the Connecticut Valley Stationers’ Association, a 
live organization, embracing leading stationers in many cities in four 
states The Rhode Island Stationers’ Association and the Worcester, 
Mass., Stationers’ Club it was my privilege to co-operate with them 
in all of this work, and I commend their successful efforts for your 
approval, to the end that it will induce other traveling men to sell 
our Association effort wherever they go. This year there have been 
fewer trips made by traveling men than ever in the history of the 
business, on account of the factories being continally oversold, but 
another year there will be countless opportunities where they can help 
sell our National Association work in a way that will not only benefit 
their customers, but also their manufacturing employers, and we should 
assist them in this work in every way. 

The best part of this year’s work, hard though it has been, and 
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A GROUP OF PROMINENT RETAILERS.—MANY READERS OF OFFICE APPIAANCES WILL RECOGNIZE THE 
FACES OF C. J. BUNTELL, OF DAYTON, OHIO, FRANK P. SWAN, OF HUNTINGTON, W. VA., WM. HENRY BROOKS, 
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incomplete as it now is, is the noted disposition of most of our mem eventually achieve its goal. Money is necessary, of course t it is only 
bers to give personal service, whenever called upon, for any purpose: the oil that lubricates the machinery, and makes it run easier; the real 
leaving their own affairs and applying their initiative and experience motive power that makes the wheels turn around is always Personal 
te our Association work without sparing themselves in any way, all Service. Witheut this no successful organization work is possible. 
as a volunteer effort for our common good, It is the best evidence Respectfully submitted, 
to everyone that our Association is strong in its fundamentals. and will Ralph 8S. Bauer, President 
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enable the Association to achieve the objects to accomplish which it 
was called into existence. 

These changes for the most part have consisted in a more extended 
and effective employment of all available resources in the enlargement 
and improvement of the plant of the organization, if that term may 
be respectfully applied to the efforts of the many gentlemen whose 


have been devoted to the upbuilding of this 


energies, in whole or part, 
of characterizing as a truly national 


enterprise which we take the liberty 


undertaking. 

The reports of our President, Mr. Bauer, and of the general manager, 
Mr. Fletcher B. Gibbs, and of the other officers of the Association, will 
portray in unmistakable terms, the scope of the advance which has 
been made in the past twelve months and in so convincing a manner 
that no comment upon such matters in this report would be timely, or 
even proper. 

You will observe, however, that important as the results are which 
have been achieved, the larger tasks lie ever before us. Our real objec- 
tive, the Hindenburg line, which must be overcome, is the welding to 


gether into one compact organization of all of the inter-related branches 
of the stationery industry, so that the efforts of each may be synchre 
nized with the others, and a coherent and at the same time comprehensive 


plan may be the subject of common endeavor, and the goal of common 
ambition on the part of all who are. properly classified under the title 
of this association. 

To bring about this much desired result, we must summon our best 
endeavors. What has been accomplished under the present administra 
tion is a splendid promise of what may be looked for in the future. 


The idea is sound, for team-play is the order of the day, and surely the 
points of contact are greatly in excess of the seats of friction on the 
part of all who fabricate and distribute either at wholesale or retail, the 
products which are known as stationery. 


This organization has provided, or is about to provide, in its by-laws 


for the inclusion of as many divisions as may be needed to successfully 
accomplish the joint operation of the associate activity of the various 
branches of the trade: some have already been organized and are now 
functioning under their own administrative heads, and the perfection 
and extension of that plan is entitled to receive at your hands the 
heartiest support that you are capable of giving. 

President Bauer is fond of saying, as he has on many occasions, that 





the best aceomplishment of his administration has been the arrange 
ment whereby Mr. Gibbs assumed the general managership and direction 
of the Association. That chapter in our history stands by itself Now 
that we have obtained the best equipped man in the United States for 
general manager, we must take good care to help him to build such 
an organization as shall be worthy of him and of his ams and purposes 

Through the columns of the National Association News the fullest 
details have been published semi-monthly of the increase in membership 
and the names of those who have contributed their efforts to our up- 
building have been set forth so that it is unnecessary to consume your 
valuable time by repeating those details in this report 

For the purpose of record, however, it should be stated that our 
membership one year ago was 1,285, while the total at this time Its 
1,306, comprising 27 organizations, 849 dealers, 244 manufacturers, and 
IS6 associate members. 

This actuai increase in numbers is most encouraging in view of the 
rise in dues adopted at the convention in Richmond, and is the best 
possible evidence of the sustained loyalty of our members 

A number of manufacturers have not thus far selected a classification 
in accordance with the provisions of the by-laws as amended in Rich 
mond, although there is good reason to believe that some of them 
intend to remain in the Association. In the above statement of our 
numerical strength such manufacturers have not been in d, in order 
that the present record may be absolutely accurate as a statement of the 
total number who have paid dues, 

AUDITOR’S REPORT. 

The undersigned reports as follows: 

I have examined the reports of the secretary and treasurer, and find 
that the receipts and disbursements as stated are correct, and the 
treasurer has on hand and should be charged as of October 9, 1920, with 





a balance of $15,089.10, made up as follows 
GO ods abe didececasace i> oes bene cee ee ja $12,239.10 
Liberty Bonds and War Savings Stamps (par value) 2,850.00 
Total balance on hand as above stated $15,089.10 
I have not physically examined the Liberty Bonds and War Savings 
Stamps Certificates, but accept the assurance of the treasurer that he 
has them in his custody. Respectfully submitted 


Amedee Peting, Auditor. 


St. Lonis, Mo... October 13, 1920. 
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The size of the Association and the complex activities reflected in the 
various reports here presented, and at the several conferences, may tend 
to obscure our vision and to distort our perspective. Nevertheless with 
regard to certain fundamental truths, which, however familiar they may 
be, ought to be rehearsed from time to time there is a tendency te 
ascribe to the Association certain mystic powers which it does not 
possess and can never rightly claim; meaning, in short, that the organ- 
ization cannot make a wise man out of any old kind of material that 
may be available at a given time, in a given place. 

There is no reliable substitute for human brains, and this Associa- 
tion does not claim to offer such; nor is there any known imitation 


article that is ‘‘just as good’’ as hard work. What this organization 
aims to do is very simple, i, e., to point out to a man how by in- 
telligent effort, he can put more ability into, and therefore get more 
results out of, his own particular job. That is, it undertakes to aid 
his self-education. 

For instance, it offers him for his information, a set of recommended 
prices, based upon a study of the average cost of doing business in the 
stationery line. The man who is too lazy to find out for himself what 


his own costs are, will never have any opportunity to study these recom- 
mendations intelligently, and find out whether they help him or not. The 
fact is that the man who knows his costs, and can analyze them for him 
self, will always insist on selling at a fair margin of profit. Costs are 
causes and prices are effects. 

The man who considers oniy effects, without familiarity with causes, 
not only puts the cart before the horse—he doesn't even know whether 
one horse is there or two. 

The man who thinks he can drop his troubles into the Association slot 
machine, turn the crank, and pull out a nice new suit of clothes neatly 
sponged and pressed, has not begun to grasp the situation What the 
erganization really aims to do, is to supply him with enough information 
and special understanding of his needs, to help him to solve his own 
problems and work out his own destiny, in the fellowship of the most 
unselfish and best informed men in his craft 

There are so many agencies operating today under the guise of up- 
lifting humanity and removing all the wrinkles from the face of Nature, 
that it is positively refreshing to reflect that our sole aim and desire 
is to help a man or a group of men to grapple with the problems of every 
day business of this particular kind, not to run away and hide from 
them, under any fictitious assurance that such problems do not in fact 
exist, or that they can be shifted to the shoulders of Dthers through 
the practice of any associate principles, 

The year just closing has not been without its perplexities in the 
purely legal aspect of our problems, by which is meant the series of 
eases involving the right of a manufacturer of a trade-marked article, 
to refuse to sell to a price-cutting merchant. Since the decision of the 
Colgate case, one other judgment has been handed down by the United 
States Supreme Court, which has been thought by some interested ob 
servers to limit or modify that case. I am not of that opinion. 

Another litigation involving a slightly different aspect of the same 
question is now well on its way to the court of last resert, and is 
confidently expected to clarify whatever is obscure with regard to the 
point at issue. This much may be safely reported for the guidance 
of our members at the present time. A manufacturer has the right 
to choose his customers, provided he is not dispensing public service, or 
quasi-public service; he cannot, however, enter into a contract, express 
or implied, for the maintenance of the re-sale price of his products: he 
cannot refuse to sell to one merchant, as the result of an agreement, 
express or implied, entered into with another merchant or manufacturer. 
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In these respects a manufacturer is, of course, in the same position 
as a merchant who cannot be compelled to sell to a given person, if he 
chooses not to do so. Nor need any reason be stated, save that in the 
exercise of his freedom to contract, he chooses to deal with one man, 
and chooses not to deal with another. 

If the time ever comes that the law of our land decrees otherwise, the 
liberty of the individual will indeed be in grave danger. 

With regard to the activities of the Association as such, there has 
been one very interesting decision announced in a United States District 
Court, which must be closely studied if it should be affirmed on appeal, 
although nothing in our own activities can be likened to the facts 
discussed in that opinion Many sweeping statements are indulged in 
by the court before which the case was tried, which if literally applied 
would seem to condemn the dissemination by an association, of such infor- 
mation as the government places at the disposal of farmers, and as 
agencies of the Department of Labor call to the attention of the labor 
interests. 

Perhaps the day will come when the plain ordinary citizen engaged 
in manufacturing or mercantile pursuits can hope for almost as much 
consideration at the hands of our lawmakers, and other governmental 
agencies, as is now extended to the most favored branches in the com- 
munity, today. 

The coming election will afford to all of our members a valuable 
opportunity to precure, if possible, from candidates for Congress an ex- 
pression of their views as to the price-maintenance measure known 
as the Stephens Bill, to the underlying principle of which the Federal 
Trade Commission has announced its support. A determined effort to 
enact that legislation cannot be made unless the business community 
makes its influence felt before the election. Mere letters will not 
accomplish anything. Candidates for Congress, including the United 
States Senate, should be personally interviewed, and invited to attend 
gatherings of stationers and other interested merchants. Most cf those 
candidates will have to be instructed on the subject, for they know 
little about business affairs—or maybe they wouldn't be in politics. 

Whether the period that lies before us involves more than an orderly 
process of deflation, will largely depend upon the vitality of the spirit 
of comradeship which it is the high privilege of this Association to foster, 
under the title of co-operation, and the intensity with which it is nurtured 
and practiced by everyone here gathered. As we work together in this 
convention for the better future of this your organization, let us gain 
inspiration for the task of making ourselves more valuable and useful 
members of the communities in which we labor, and better equipped to 
pay the debts we owe to this great land of opportunity. 

In bringing this report to a close, you will permit me to record the 
obligations of your Secretary to President Bauer, General Manager Gibbs, 
and to all of the other officers of the Association, and to Mr. Pittman 
for such counsel, guidance and friendly assistance as they have found it 
possible to render from time to time. 

The chairmen of your various committees are entitled to receive at 
your hands the warmest appreciation of their efforts to place in review 
before the trade, the most striking developments of Aseociation thought 
and endeavor. 

After all is said and done, the character of the organization and the 
nature of its accomplishments will continue to be governed by the charac- 
ter of the men who constitute its membership and the selected ones who 
control its affairs, and in this great essential it is the measured judg- 
ment of an impartial observer, that your Association has nothing to 
lose in comparison with other bodies of mew, of whatever calling. 
Respectfully submitted, Mortimer W. Byers, Secretary and Counsel, 


VICE PRESIDENT 








Report of First Vice-President William Pitt, concerning the proceed- 
ings of the Manufacturers’ Conference: 

The manufacturers of the Association met in conference on October 
11 and 12, in the Hetel Statler, and have directed me to paraphrase 
the proceedings in brief form in order that the same may constitute a 
part of the permanent records of this convention, 

Mr. James R. Armington was elected secretary of the conference, and 
performed his duties with diligence and earned the appreciation of all. 

The conference was addressed by President Bauer, who explained the 
scope and purpose of the proposed amendments to the by-laws, and 


caused to be distributed copies of the by-laws as it is proposed to amend 
them, and the action of the conference in reference thereto is hereia- 
after set forth. 

In order that careful consideration might be given to all recommen- 
dations originating on the floor of the conference, a resolutions com- 
mittee was appointed to pass upon and formally present such action 
as was contemplated by the several motions which were offered. The 
committee was composed of the following gentlemen: 

Chairman—Mr. Francis H. McChesney. 

Mr. Edward 8S. Towne. 

Mr. William Stafford. 





At the right are Charles E. Moyer of Omaha and Harry W. Rogers of New York. 


Company men. H. A. Van Derslice, St. 


Jersey City. At the right are Chas. L. Mitchell of Topeka and 


Next is a group of four Dixon Crucible 


Louis: J. H. Schermerhorn, Jersey City; John M. Ready, New York, and Herman Price, 


Mrs. H. H. Cast of Wichita. 
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In order that the Nominating Committee, to be appointed at the gen 
eral convention, may have the benefit of a crystallized statement of the 
opinion of the Manufacturers’ Conference, a special Nominating Com- 
mittee from such conference was appointed, which consisted of the follow- 
ing gentlemen: 

Chairman—H,. C. Bainbridge, Jr. 

Eberhard Faber. 

J. H. Schermerhorn. 

J. R. Armington. 

W. C. Bardenheuer. 

The said committee received the suggestions of the members present 
at the conference, and the said suggestions are embodied in a report of the 
said committee, to be presented to the Nominating Committee to be 
appointed at the general convention. 

Discussions were conducted on the following subjects: 

TRADE ACCEPTANCES, By H. C. Bainbridge, Jr. 

UNIFORM VACATION PERIODS OF TWO WEEKS, By W. C. Bard 
enbeuer. 

This discussion was presented for developing a possible plan whereby 
all manufacturing plants would be entirely closed during a_ given 
period of two weeks for vacation purposes. 

THE ABOLITION OF THE CASH DISCOUNT, By James R. Arm 
ington. 

All of these matters received the extended consideration of the floor 
ef the conferences, but no affirmative recommendations have been 
adopted with regard to any. 

It is the opinion of the conference that the revisions of the by-laws 
as proposed be approved, with the exception of the matters herein- 
after referred to as being appropriate for consideration by the Reso- 
lutions Committee. 

A report was presented by Mr. C. R. Fargo, containing helpful and 
instructive suggestion in regard to STANDARDIZED CATALOGUES. The 
report was adopted at the conference and, on motion duly made, 
seconded and carried, the Special Committee, of which Mr. Fargo is 
chairman, was continued, upon the understanding that the Committee, 
during the coming year, shall seek the co-operation of manufacturers 
in the adoption of the standards recommended in the report. 

The following matters are embraced under the head of AFFIRMA 
TIVE RECOMMENDATIONS, which we believe should be considered by 
the Committee on Resolutions. 

(a) In connection with Article XII of the by-laws, covering the 


registration fee, it was the sense of the Manufacturers’ Conference 
that the Conventions of this Association should be self-sustaining, in 
that the funds raised from the registration fees of those in at 
tendance should defray the entire expenses of the Convention, thus 
relieving local dealers and all others from any financial burden in 
connection with the Convention; to present our recommendation in 
specific form, it was the opinion of the conference that Section 3 of 
Article XII might be amended in somewhat the following form 
‘Section 3 The assessment for those attending and participating in the 
entertainment shall be fifteen dollars ($15.00) for each dealer, visitor 
(male or female) and associate member; in the discretion of the Con 
vention Committee, the assessment for manufacturers and wholesale 
dealers may be increased to a sum not to exceed fifty dollars ($50.00), 
and the amount expended by the Convention Committee for all pur 
poses in connection with the Convention shall not exceed the total 
amount raised by the said assessment, any excess sum remaining on 
hand at the conclusion of the Convention shall be paid into the 
treasury of the Association, and any deficit arising from the conduct 
of the Convention shall be paid for out of the treasury of this As 
sociation.”’ 

With regard to amendments to the by-laws, it was the opinion of 
the conference that the process should be accomplished only as the 
result of at least a thirty-day notice to be given to all members 
of such proposed amendments and we therefore offer the following 
‘“‘Article XIV amendments: Any amendments to or alteration of the 
by-laws can be made at any meeting by a vote of two-thirds (%) of 
all the delegates present, provided that such amendment or alteration 
shall have been presented to the members of the Association in written 
form not less than thirty (30) days prior to the date of such meeting.”’ 

It would be proper, in closing this report, to state that both sessions 
of the Manufacturers’ Conference were well attended, the discussions 
were interesting in the extreme, and the opinion was broadly ex 
pressed that the conference had been a success. 

However gratifying the present conference has been, there can be 
no doubt that the efficiency of the Manufacturers’ Group would be 
substantially promoted if there were less lost motion between the Con 
ventions, and this is a condition which challenges the serious attention 
of the incoming administration 

Respectfully submitted 
WM. PITT 
First Vice-President. 
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Treasurer's Report October, 1920. 





Receipts. 
Amount carried forward from 1919.............. skiesbeensea .$ 3,804.32 
Commercial Furniture, $25.00; resale lists, $25.00............. 50.00 
Received from Secretary since last convention................. 43,666.50 
ey na ne es ade beencd oot ecbsvecs 43,666.50 
Item included in Treasurer's report, audited Oct. 14, 

atch een eae hE s Geb 064 as dade c¥edus to senseu ees 75.00 

$43,626.50 

Checks deposited for collection..................2206. 40.00 

$43,666.50 
Coupons from Liberty Bonds............ : iia ebaas Gunna 116.88 
Interest on bank balance ........... Resa. ‘ itr eo 204.20 
Se, WEP MIR ns ceccccccscses SAS Ee er ry eee 14.00 
Received from Mr. Gibbs (Chicago office).... aed : . 2,328.72 
Received from pledges I EN ey eee : , ... 9,775.00 
EE Se RGR cece as ccbiecdestdvedgiedicccanece 212.32 
Se EE. Nei de cascade cadenanes bnddaSeaks rere $60,171.94 

Disbursements. 

Chienme COMBO 2. cccccccccccss oe: ae ae , d Jonaliene $37,572.04 
Printing and postage....... ihe aid : .-. 1,064.12 
Secretary’s salary and office expenses... . 4,500.00 
Traveling expenses .........-..eeeee- sai Seer soee Qe 
PE. newesecce Faddscces beb dws ; 42.11 
DE dedunonedecteases ghusa cous . aeendetere 132.50 
Exchange on out-of-town checks..... Pe , ‘ aah 37.85 
Stenographer'’s fee at convention, 1919... ; , 129.05 
Who's Who printing and delivering....... rr irks 858.72 
Chamber of Commerce dues.............. de ‘ Séeneie 100.00 
Year Book printing and delivery........... ‘ ii a a tos ac 858.52 
DEE acct bedceatds 0 Sr ren errr er en ee 760.28 
Canceled check ........ arp te ere eT Sal Bate bed ee 200.20 
$47,932.84 
rT. . .. ce lds edb or eneeens bovaanes $12,239.10 


so 2 Re ree athena $2,750.00 
W a Sys 100.00 
2,850.00 
Total balance on hand.... as mena $15,089.10 


Henry W. Rogers, Treasurer 


Comparative Statement of Receipts and Disbursements for Past Years 





Follows: 

Receipts. Expenses Balance. 
First year ... .$ 782.00 - 523.71 $ 248.76 
Second year ; 1,177.72 649.56 528.16 
Third year . - 1,104.23 1,385.15 249.24 
Fourth year , : 2,295.32 1,066.59 1,477.97 
Fifth year ... 3,343.22 2,477.94 2,373.25 
Sixth year .... 6,115.92 6,209.45 2,279.72 
Seventh year ........ ‘ 5,857.49 5,741.41 y 
Fighth year nm : . 7,452.23 6,574.50 
Ninth year ... . 17,143.49 8,125.05 
Tenth year .... . 9,066.54 10,129.06 
Eleventh year ..... 8,947.87 5 
Twelfth year ... . 10,369.59 


Thirteenth year 
Fourteenth year 
Fifteenth year 

WERRCOMEN FORE 6 ci vc cesceccscve a 60,171.94 


6,654.32 
15,089.10 





The Chair: You have heard the report of the Treasurer What is 
your pleasure in the matter? 

Mr. Mitchell: I move it be received with thanks 

A Member: I second it. 

The Chair It is regularly moved and seconded that the Treasurer’s 
report be received and placed on file. Those in favor of that motion say 
‘‘Aye,”’ opposed ‘‘No.’’ (Members vote.) It is a vote. 


Motion carried. 


REPORT OF THIRD VICE-PRESIDENT 








The Retailers’ Conference, held three sessions in the Hotel Statler 
on Monday afterncon, October 11th, Tuesday morning, October 12th, and 
Tuesday afternon, October 12th, and it is my privilege to assure the 
convention. that there were submitted at the conference a set of 
reports from the various committees, which, without exception, were 
instructive to the last degree: they reflected the utmost patience on 
the part of the members of the committees responsible for them, and 
the enthusiasm with which they were followed is some evidence s¢ 
least, of the benefit which they are expected to confer upon those to 
whom they were addressed. 

Each of the reports was followed by an informal discussion that dc 
veloped the salient features of each suggestion and proved most help 
ful to the conference as a whole. The many interesting suggestions 
for improvement in the conduct of our business were so completely 
assimilated that it seems unnecessary to make extended reference 
to them in this report or to present more than two matters for cor 
sideration by the Committee on Resolutions. Reference is made, first, 
to the suggestion that a comprehensive plan be perfected for the higher 
education, so to speak, of the salemen and clerks in stationery stores. 
This suggestion was contained in not less than three reports. Those 
presented by Mr. Horder, as Chairman of the Committee on Hard 
ware and Glassware; Mr. Cooper, the Chairman of the Committee on 


Paper and Envelopes, and Mr. Steinmueller, the Chairman of the Com 
mittee on Miscellaneous Items. The contents of those reports are 
respectfully called to the attention of the Committee on Resolutions 
as pointing out a constructive suggestion for the betterment of the 
stationery industry. I forebear to quote from those reports because 
ef a misgiving that by so doing the true meaning might be distorted. 
The reports are available to the Committee on Resolutions, and the 
matter is submitted to that committee on behalf of the Retail Con 
ference in the hope that a recommendation may be framed for the 
guidance of the incoming administration and the general manager of the 
organization, in line with the suggestions contained in those reports. 

The second recommendation for the attention of the Committee on 
Resolutions is that contained in the report of the Committee on Steel 
and Copper Plate Engraving, to the effect that as soon as practicable 
recommended prices for engraving be issued by the association for the 
information of members in the same way that recommended prices 
have been issued covering articles usually handled by stationers 

In closing this report you will permit me to take the liberty of say 
ing that I believe the wisdom of conducting the conference of Retail 
Dealers has been clearly demonstrated. 

Respectfully submitted, J. OGDEN PIERSON, 
Third Vice-President 
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IIGHT PHOTOGRAPHS SHOWING WELL-KNOWN FACES AT THE ST. LOUIS CONVENTION.—Left to right, top: The 
and the shortest—S. W. Harris of the S. W. Harris Supply Company, Maplewood, St. Louis, Mo., and Fred. B. Bates of 
Va., in which Mr. Bates is laying down the law to Mr. Harris—or laying it up, to be accurate. The next picture is 
a likeness of two men prominent in the ribbon and carbon field—R. S. Moore of the Ault & Wiborg Company, Cincinnati, and A. H. 
3arkerding of Mittag & Volger, Inc., Park Ridge, N. J The third picture in the top row is that of two cronies who have met each 
other on their travels for so many years that neither one of them will own up to the number. The man at the left is Colonel John 
W. Messimore, sales and advertising manager of the Canton Art Metal Company, Canton, O., also a poet whose style is graceful 
and whos verses have been published and admired in various newspapers and periodicals At the right is “General” George 
Peabody « the Boston Index Card Company. George had his pipe in his pocket. In the center row of pictures, the first man 
at the left is Harry J. Stratford of San Francisco, who was elected a director from the Stationers. Mr. Stratford and Edwin I. 
Baer of Baers’, Canton, O., who sits next to him, were talking about business in their respective localities when the camera man 
said, “Gentlemen, please take off your hats.’”” The tall man who fits so snugly into the center panel is the only representative of 
the Kansas Book Dealers’ Association at the convention—George G. Hultquist of McPherson, in. He owns up that the picture 
looks like him. The four Indians at the right hail from different parts of the Southwest and have a good deal to do with making 
the wheels go ’round in the Mid-West S rs’ Association. If we didn’t name them, some carping critic would say we couldn't 
remember names, so here they are—Clark Field, Field Stationery Company, T a, Okla.; Charles L. Mitchell, Crane & Co., Topeka, 
Kan., president of the Mid-West and ansas Stationers’ Associations; Kellogg Smith, S »y Stationery Company, Kansas City, 
Mo., secretary of the Midwest, and Herman H. Cast of the Western Lithograph & Office Supply Company, Wichita, Kans, Messrs. 
Field and Cast are vice-presidents of the Mid-West. The photograph at the lower left- i corner is that of Mrs. Edwin I. Baer 
surrounded by Southern stationers. Those composing the group are J. Victor Barr of ! iville, L. M. Mullens of Nashville, Mrs. 
Edwin I. Baer of Canton, Frank P. Swan of Huntington, W. Va., and W. Si. Moody of ishville. The three at the lowert right- 
hand corner are C. B. Gordon of the Carters’ Ink Company, Cambridge, Mass., Henry S. Hutchinson of New Bedford, Conn., and 
John T. Bailey of Boston, Mass. 
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REPORT OF SECOND VICE-PRESIDENT 


REPORT READ BY PRESIDENT BAUER 








There is not very much that I can add to my report of last year, 
regarding the relations between the wholesaler and retailer. 

The three branches of the Industry are getting along very har- 
moniously. There is no friction of any kind, that we know of. The 
only way we have to dispose of our merchandise is through our retail 
customers and naturally we want to do everything that we can to please 
them in every way possible. 

The wholesalers throughout the country found it necessary to have 
a separate organization, on account of having so many subjects to 


REPORT OF GEN 


discuss that would not interest the retailer. This does not mean that 
the wholesale division has any intention of breaking away from the 
National Association. In fact at our meeting in St. Louis, in May, 
we strongly urged all of our members that were not members of the 
National Association to join the National Asociation. 

The wholesale stationers are in entire sympathy with the aims and 
purposes of the National Association, and are anxious to do everything 
possible to enforce their activities. Yours very truly, 

WM. G. WHITTEMORE. 


ERAL MANAGER 








Report of General Manager, National Association of Stationers & 
Manufacturers of the U. S. A., St. Louis, Mo., October 13th, 1920.— 
Mr. President and Gentlemen: I present herewith my report as 


General Manager of this Association for the nine months ending Sep- 
tember 30th, 1920. 

At the last annual meeting the by-laws were amended to provide for 
the office of General Manager, and the Executive Committee was au- 
thorized to secure the services of such an officer for a suitable period of 
time at an agreed compensation. 

At the meeting of the Board of Control, held at the close of the 
Convention, I was elected a member of the National Executive Com- 
mittee, the other two members being President Bauer and ex-Presi- 
dent Charles N. Bellman. 

On the day following this meeting and just as I was preparing to 
leave Richmond, I was approached by a large delegation of members 
headed by President Bauer, and urged to accept this newly created 
office. I will not attempt to describe the surprise which this proposition 
caused me, nor will I consume your time by narrating the arguments 
used to convince me that I owed it to the Association to assume the 
duties of the position which I had helped to create. 

Suffice it to state that I finally agreed to take the offer under ad- 
visement. It was some time before I reached an affirmative de- 
cision and it was then necessary to gain the consent of Mrs. Gibbs 
and finally that of Shea Smith & Co., with which house I had been 
connected for some thirty-three years. Mrs. Gibbs yielded to my 
judgment in the matter and Shea Smith & Co. were won to the 
proposition through their interest in the work of the organization, and 


the National Executive 
position on the 


in response to an agreement on the part of 
Committee that I would be permitted to retain my 
company’s Board of Directors. 

On December llth, 1919, I resigned my office as vice-president of 
Shea Smith & Co., to take effect on the following January ist; and at 
the same time I filed with President Bauer, my resignation as a mem 
ber of the National Executive Committee. The latter resignation was 


accepted by President Bauer and Mr. Millington Lockwood of Buffalo, 
N. Y., appointed to fill the vacancy. 

On December 16th, at a meting of the Committee held in Toledo, 
Ohio, I entered dnto formal contract to fulfill the duties of General 
Manager, and immediately upon my return to Chicago, set about pro 
curing a suitable suite of offices. 

After a weary search, during which I thoroughly combed the busi 
ness district, I finally succeeded in obtaining space admirably adapted 
to our purpose on the fourth floor of the Conway Building, a new 


build 
third and fourth 


edifice advantageously located in the center of the loop. This 
ing had been erected before the war, but the second, 
floors had been left unfinished. 

During the war, the entire fourth floor, in its unfinished state, had 
been occupied by one of the departments of the federal government. 
When, therefore, this space became available, it was in the shape of 
one great loft without partitions. I closed the lease for the space 
needed on Saturday, December 20th, and on Monday, January 5th, the 
offices were turned over ready for occupancy. In ten working days, 
the plaster partitions, wood work, painting, calcimining, electric light 
wiring had all been completed. 











SOME MORE FACES WELL-KNOWN AT CONVENTIONS.—Here we recognize Mrs. John M. Cooper, Atlanta; Mrs. W. B. 
Gregory, Detroit; John M. Cooper and Harry Sharp, the latter of the Esterbrook Pen Company. Then we have Charles Small of 
the Boorum & Pease Company; H. L. Frater of the Wilson-Jones Company; G. J. Aigner of G. J. Aigner & Co., and W. W. 
Matthews, manufacturers’ representative, Chicago. The four gentlemen at the right are Gilbert A. Dure, St. Louis office, U. S. 
Playing Card Co.: S. E. Walker of the B. F. Goodrich Company, Akron, O.; J. S. White, Assistant Sales Manager, U. S. Playing 
Card Company, Cincinnati, and Sidney J. Burgoyne, Philadelphia.—The man in the center (No. 3) is Mr. Horwarth of San Jose, Cal. 
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MORE PEOPLE SEEN AT THE CONVENTION Upper left, Mrs. Shea §$ and W. D. Pittman, assistant general man- 
iger of the association, Chicago; “Jack’’ Grey of Rochester and Charles P rvin (“Mayor of Pecan Gap”), Boston, Mass. Right, 
Mr. and Mrs. Ivan Allen, Atlanta. Left center (No. 4), A. Richmond, Richmond & Backus, Detroit; P. A. Kempt, Ireland & 
Matthews Co., Detroit: H >. Hooker, Ireland & Matthews’ representative, Chicago; Ernest Wallace, Ireland & Matthews repre- 
sentative, San Francisco. No. 5—H. J. Stratford, San Francisco; A. W. Williams (Faber), New York, and Ernest Wallace, San 
Francisco. No. 6—Ernest L. Dalton, Philadelphia (Crown Ribbon & Carbon Co.) ; Carlyn T. Byck, Savannah; Mrs. Leo. 


Montgomery, Ala., and Jos. M. Byck, Savannah, Ga. No. 7—H. A. Consor, Monroe, Mich.; J. M. Goldstein, Cleve- 
land, and H. C. Weis, Monroe, all of the Weis Manufacturing Co. No. 8—F. G. Montg New York; A. L. Cole, Lawrence, 
Mass. ; Harold Merckle, Thaddeus Davids Ink Co., back row: front row—T. H. Panco:z J. E. Sparrow (Chicago) and R. H. 


Gasenheimer, 


Osborne, the three gentlemen also with the Thaddeus Davids Company. No. 9 se A. Smith of the General Fireproofing 
Company; Francis J. Yawman, Y. & E. Manufacturing Company,and Fred. Butenschoen of the Imperial Methods Company. 


In the meantime Mr. W. D. Pittman had surrendered the offices The Headquarters Staff. 
in St. Louis, packed his files and furniture, and was on his way to The headquarters s consists of the General Manager, Assistant 
Chicago. General Manager, the Field Secretary, one clerk, two stenographers 
The first thirty days were occupied in equipping the offices with and three accountants. 
furniture, the deliveries of which were slow; and in getting to Mr. W. D. Pittman, who is acting as my assistant and office 
gether a working force; during which interv the daily routine of manager, needs no introduction, He was previously in charge of the 
duties was carried forward, although at some inconvenience It was St. Louis office, where he operated the Information Bureau, edited the 


not an unusual sight to see Mr. Pittman struggling with an article National Association News, and served as secretary of the National 


for the Association News while standing at a typewriter elevated on Catalogue 
a packing case He continues to edit the National Association News, answer in- 
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quiries addressed to the Information Bureau, and superintend the publi 
cation ati? mailing of the Association's Recommended Retail Prices. I 
have asked him to prepare a report of his work during the current 
year, and as he will present!y address you on these subjects, I will 
leave their details to him. 

Mr. William H. Greenleaf, the Field Secretary, whose duties are 
outlined in Section VII of Article VIII of the by-laws, is also known 
to many of you, and will doubtless meet all of our members in the 
course of time. Mr. Greenleaf came to us about the middle of February, 
1920, from Grand Forks, North Dakota, and while not familiar with the 
stationery industry, he possessed the necessary qualifications to fit him 
for field work. He was graduated from the University of North 
Dakota in 1911, and thereafter spent two years at the Harvard Law 
School, Cambridge, Mass. As Director of the Division of Education of 
the Maine State Department of Health, he has had some experience 
in field work. At the time he was engaged to fill his present position, 
he had recently thereto been discharged from the army and was 
temporarily serving as instructor of the Department of English at 
the university from which he graduated. 

In his review of the stationery industry, Mr. Greenleaf has proved 
an apt student. He has done considerable traveling during the short 
time that he has been with us, and is rapidly perfecting his knowl- 
edge of trade conditions. Following this convention, he is prepared to 
continue an active campaign in the field with—I anticipate—successful 
results. 

He will shortly make a report to you of the assignments which he 
has covered to date, when you will have an opportunity to judge for 
yourselves his many excellent qualities. 


Work at Headquarters. 


The by-laws state that the duties of the General Manager shall 
embrace the direction of all the educational activities maintained by 
the Association. As the whole aim and object of the Association is 
“education,"’ I consider this to mean that the General Manager shall 
—‘‘subject to the authority and direction of the President and Execu- 
tive Committee’’—so conduct the affairs of the Association as to co- 
ordinate the activities of its various departments and sub-divisions, 

A careful study of the situation with President Bauer and the other 
members of the Executive Committee, quickly convinced us that this 
meant the prompt beginning of work in both office and field, As the 
work in the office was the most pressing and the most ready for 
immediate action, I will first give you a brief outline of this part 
of the work. 

First, in view of the large budget which the Association had under- 
taken to provide for, we were impressed with the necessity of an 
immediate and sustained campaign for the retention of all old mem- 
bers and the gaining of as many new members as possible. This work 
earried on during the entire nine months under the supervision of 
Mr. Pittman, necessitated a very large amount of correspondence, and 
in view of the adverse conditions under which it was done, met with 
a large degree of success. It was complicated by repeated duplica- 
tions of effort, caused by a situation growing out of the changes in 
dues made by the Richmond Convention. 

The records of the membership are kept in the office of Secretary 


Byers in New York. The ratings of the manufacturers among our 
members, who were assessed a sliding scale of dues, were adjusted 


by Vice-President William Pitt, Chairman of the Manufacturers’ Rating 
Committee in Kansas City. Replies to letters sent from Kansas City 
or New York would be addressed to Chicago and vice versa, causing 
additional correspondence for explanations and frequently keeping us 
in suspense as to the standing of members, 

Vice-President Pitt, in the adjustment of the manufacturers’ mem- 
bership ratings, had a very difficult and delicate task to perform, and 
is to be congratulated upon the success which attended his efforts. 

To relieve any member from being assigned this arduous and difficult 
task another year I have recommended that it be placed in the hands 
of the general manager, and to simplify the work of the Chicago office, 
almost every branch of which requires frequent reference to the stand 
ing of members, I have recommended that the membership records be 
transferred from the secretary’s office in New York to the Chicago 
headquarters, and that all work in connection with membership re- 
newals, new applications, due bills, ete., be performed by this office. 
Both of these recommendations have been approved by the Executive 
Committee and will be presented to you later in the proposed amend- 
ments to the by-laws. 

The work of the Information Bureau, which has been called upon to 
answer many inquiries, and the editing of the National Association 
News, which is published twice each month, have already been re- 
ferred to and will be fully covered in the report of the assistant gen- 
eral manager. 

The publication of the Association’s recommended retail prices on 
sheets 6%x3%, punched to fit a ring binder, was begun early in the 
year, and to the editing of these figures has been devoted the enerzies 
of a large part of the clerical force of the office. The work involves 
a large amount of detail. It begins with the effort to obtain the costs 
from the manufacturers. Sometimes this meets with immediate re- 
sponse, at other times, four or five letters fail to bring the desired 
results. The price calculations, the careful checking of the figures, 
the preparation of the printer's copy, the reading of the printer's 
proofs, the collating of the completed leaves, and their mailing, all 
consume a great deal of time. It is work, however, that has been 
welcomed by our dealer members, and one which, I believe, has been 
very useful, 

The recommended prices for the unit quantities are based upon the 
costs quoted by the manufacturers to the dealer. They are figured to 
yield the cost of doing business and an average net profit of ten per 
cent. It is believed that they can be safely used by any house doing an 
average amount of business, but it must be borne in mind that all 
ealculations are based upon turning the stock twice yearly, and that 
if this is not accomplished or if any large portion of the sales is made 
in quantities entitling customers to the reduced quantity prices, the net 
profit on the total sales at the end of the fiscal year will be very 
much less than ten per cent. 

These recommended prices are published and furnished to members 
as a part of the Association's educational program. In no manner 
does the Association require or enforce their use. The object of their 
distribution is to furnish members with information and recommended 
retail prices on thousands of items not carried in stock and to enable 
members to compare their own prices with a list which has been care- 
fully figured on an accurate percentage basis and thus check many 
errors which occur in the hasty pricing of goods. Any member is 
privileged to use these prices in the sale of his goods if he sees fit to 
do so, but they must not be used by or as a result of agreement with 
one or more competitive dealers. This would not only be an illegal 
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act, but would be contrary to the plans and purposes of the Associa 
tion in publishing them. 

The National Association's book of Recommended Retail Prices 
when completed, will be a very valuable book of reference, as it will 
contain condensed but complete lists of all the standard goods handled 
in the stationery industry, not only those in demand in a single city 
but those handled in other cities as well, together with complete 
lists of the manufacturers with their addresses. 


Work in the Field. 


The success of a trade organization largely depends upon the num 
ber of people who can be actively interested in its work. If these 
be business men of large affairs whose standing, influence and experi 
ence can be made useful for the advice and guidance of those of lesser 
experience, so much the better. In any event, there is strength in 
numbers, especially in numbers of active workers, and this Associa 
tion can achieve its maximum usefulness only by gaining the interest 
of every section of the country and the active support of every mem 
ber of this and kindred industries. 

With this end in view, much of the time during the last nine months 
has been spent on work in the field, with results that have been bene 
ficial both to this organization and to the sections visited. 

As this field work has been of varied character and much of it 
will be covered in other reports, I will set down only those projects 
in which I personally took an active part, arranging them chronologically, 
and briefly reviewing each to the point where it was left on Sep 
tember 30th. 

January 15th, twenty-two dealers in commercial 
meeting at the La Salle Hotel, Chicago, for the purpose of 
a commercial furniture dealers’ organization. Through the influence 
of President Bauer and Messrs. Ivan E. Allen, Charles A. H, Thom 
and A, Pomerantz, who constituted our Committee on Files and Office 
Furniture, and who were summoned to Chicago by wire, this meeting 
was prevailed upon to organize as a dealer’s division of this As 
sociation. An Executive Committee of five, headed by Mr. Charles 
A. H. Thom as chairman, was appointed to direct the affairs of the 
division and a circular letter was addressed to those of our members 
who are distributors of commercial furniture, requesting each to con 
tribute $25 to a working fund, to be used for the purpose of forwarding 
the interests of the division. One hundred members responded to this 
request. 

The division’s Executive Committee has held two meetings since its 
appointment in January, at both of which I was present. The first was 
held at the Hotel Gibson, Cincinnati, Ohio, on Thursday and Friday 


furniture, held a 
forming 


April 15th and 16th. At this meeting, at which Messrs J. Ogden 
Pierson of New Orleans and Chas. M. Marshall of Atlanta, Ga., were 


present by invitation, it was determined to make an effort to secure 
the co-operation of the manufacturers. 

At the second meeting held in the La Salle 
20th, there were present by invitation, President 
representing the following associations: 

The Associated Office Furniture Manufacturers. 

The National Association of Chair Manufacturers. 

The Nationa! Association of Wood Filing Device & 
facturers, 

The Southern California Furniture Dealers’ Association. 

It was determined at this meeting that an attempt be made to form 
a permanent council consisting of committees to be appointed by the 
associations, made up of manufacturers of desks, chairs and filing de 
vices, together with a dealers’ committee from the Commercial Furni- 
ture Division of this association, such council to meet in an ad 
visory capacity for the purpose of investigating any matters which may 
be presented to it and recommending its findings to the separate or 
ganizations. The formation of this council was subsequently accom 
plished, and it can be called in session at any time that occasion may 
warrant. 

The organization of this division which it is anticipated will result 
in action beneficial to the entire industry, including both manufacturers 
and distributors, has stirred great interest in the project among our 
members, and has resulted in adding to our membership roll a num 
ber of new members, including a score of dealers, who are not sta 
tioners, but engaged exclusively in the distribution of commercial 
furniture and several of the manufacturers of this class of goods who 
were not previously members of our organization. 

In California, the distribution of commercial furniture is almost 
wholly confined to dealers who handle this class of goods exclusively 
Last July, Mr. Greenleaf and myself had the pleasure of being enter 
tained at dinner by these dealers in both San Francisco and Los 
Angeles, through the courtesy of Mr. Theodore F. Peirce, a member of 
the Executive Committee of this division, through whose work and in 
fluence, we have succeeded in obtaining almost a one hundred per cent 
membership from this industry, on the Pacific Coast. 

Saturday evening, January 24th, President Bauer and myself ad 
dressed the banquet and business meeting of the Buffalo Stationers’ 
Club in the rooms of the Ellicott Club at Buffalo, N. Y., and on the 
following Saturday, January 31st, at the Radisson Hotel, Minneapolis 
Minn., we addressed the Northwestern Stationers’ Association at its 
business meeting during the afternoon and again at its banquet during 
the evening. At the meetings last mentioned dealers were present from 
four of the northwestern states. We were received with great en 
thusiasm at both Buffalo and Minneapolis and pledges of support of 
the new national policies were volunteered. 

On Wednesday, February 25th, I presided at a meeting of manufac 
turers of Blue Print Papers and Artists’ Materials held in the Old 
Colony Club, Traymore Hotel, Atlantic City, where with the assistance 
of Secretary Mortimer W. Byers, we were successful in forming the 
nucleus of the Drawing Material, Blue Print Paper and Artists Ma 
terial Manufacturers’ Division. At a second meeting of this division 
held on Monday and Tuesday, March 15th and 16th, in the Pittsburgh 
Athletic Club, Pittsburgh, Pa., the organization was perfected and 
Mr. John W. Ogren, of Chicago, elected its chairman. This division 


Hotel, Thursday, May 
Bauer and committee 


Supplies Manu 


has become one of the most active in the organization. Two more 
meetings have been held, one at the Edgewater Beach Hotel, Chicago 
on Monday, June 21st, at which I was present, and the other on 
Monday, August 9th, at Niagara Falls, Ont., at which Mr. Green 
leaf was present. It has awakened general interest in an industry 
that has not heretofore been closely affiliated with this association, 


and has secured for us a number of new members. 

On Monday evening, March 22nd, Mr. Greenleaf and myself had 
the pleasure of addressing the New York Stationers’ Association at a 
banquet given in our honor in the rooms of the Drug & Chemical Club 
We were favored by the attendance of an unusually large audience, 
which’ gave every evidence of a deep and sincere interest in the en 
larged plans of the association. This banquet was followed by an active 
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al 1ign for Nati Association members under the auspices of the 

al Ne York ass ition, and with favorable results 

On Tuesday May 18th, I had the pleasure of addressing the annual 
meeting of the W esale Stationers’ Association of the United States 
of America, in the Jefferson Hotel, St. Louis Many of the members 
of this association are also members of the National organization and 
I hope that ultimately all will become members It would seem that 
the success of the National Association should be of paramount in 
terest to this branch of the trade. 

On Monday, Tuesday and Wednesday, May 24th, 25th and 26tl a 
meeting was held in the Baltimore Hotel, Kansas City, Mo., to which 
had been invited dealers from the states of Kansas, Nebraska, Missouri 
Oklahoma and Arkansas This meeting which lasted for three days 
and was presided ove by Mr. Charles L. Mitchell of Topeka, Kar 
was addressed by President Bauer, Field Secretary Greenleaf and my 
self, and resulted in the organization of the Midwest Division of 
dealers. Mr. Charles L. Mitchell was elected its President, Kellogg 
Smith, of the Schooley Stationery Co., Kansas City, its Secretary 
ind Treasurer, and the following were chosen as its Vice-Presidents 

Mr. Gary Manning, of the Joplin Printing Co., Joplin, Mo 

Mr. Charles E. Moyer, of the Moyer Stationery Co., Omaha, Net 

Mr. Clark Field, of the Field Stationery Co., Tulsa, Okla 

Mr. Herman H. Cast, of the Western Litho. & Office Supply Co., 
Wichita, Kan. 

Mr. Horace G. Mitchell, of the Democratic Printing & Lith« Ce 
Little Rock, Ark 

Each vice-president has been assigned the task of canvassing his 
state for members The result has been a revival of interest in the 
National Association in this mid-western territory and the acquisition 
of a large number of new members. 

On Tuesday June 15th, Mr. Greenleaf and myself addressed the 
Indianapolis Stationers’ Association at a dinner given that evening in 
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ippointed to frame a questionnaire for the purpose of ascertaining the 
Pacific Coast ff doing business, met in the office of 
Mr. Dimord, a1 i y evening, the convention was closed with 
1 banquet at the Palace Hotel, at which Mr. Arthur Dunn acted as 
toastmaster 

The regional meeting developed the fact that the Pacific Coast fs 
a long ways from the center of things, and that the progressive dealers 
in that section are very anxious to get in closer touch with the work 
of the National Organization It was the unanimous feeling that a 
similar meeting should be held annually. We not only secured new 
members as the result of this meeting, but the cordial interest and 
support of the entire Pacific Coast 

On Thursday evening, Jnly 15th, Mr. Greenleaf and myself were 
very cordially entertained at a dinner given by the Stationers’ As- 
sociation of Southern California in the rooms of the Los Angeles 
Athletic Association On this occasion, when Mr. J. L. Garner, Secre- 
tary of the Association, acted as toastmaster, the topics which had been 
discussed at San Franci were reviewed for the benefit of those mem- 





bers and guests who had not participated in that meeting. Here 
izgain enthusiastic interest in the policies of the National Organiza- 
tion was expressed and assurance given of the co-operation of the sta- 
tioners of Southern California 

On Wednesday, July 21st, Mr. Greenleaf and myself addressed the 
Salt Lake City stationers at a business meeting and lunch held in the 
Salt Lake City Commercial Club. The Utah dealers agreed to respond 
to the Pacific Cost Questionnaire and expressed themselves as thorough- 
ly in sympathy with the enlarged plan of operation adopted by the 
National Organization to which they promised their active co-operation. 
On Saturday, July 24th, Mr. Greenleaf and myself were in Denver 
as the guests of the Colorado Stationers’ Association. We were enter- 
tained Saturday evening at a dinner given in Chief Hosa Lodge, which 
is located in the mountains about thirty miles from the city at an 
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the Indianapolis University Club. It was suggested at this meeting elevation of about 8,300 feet The lodge is a building of ornate and 
iat an attempt be made to organize a Central State division of pleasing style of architecture constructed from native stone by the 
lealers taking in the states of Michigan, Indiana, Ohio, Kentucky and Denver Mountain Park Commissioners, for the entertainment of the 
Western Pennsylvania This suggestion was received with great en public and is used as a rest room and refectory under the direction 
thusiasm, and steps will be taken in the near future to promote such of several college undergraduate women to prepare meals for parties 
t division. touring the mountains We were favored with an audience coptisting 

On Thursday, Friday and Saturday, July ist, 2nd and 3rd, Mr. Green of about forty ladies and gentlemen, all of whom arrived in automo- 

leaf and myself were the guests of the Pacific Northwest Stationers’ biles Following the menu Mr. W. H. Kistler, of the Kistler Sta- 

Association at its annual meeting held in the Davenport Hotel, Spo tionery Co presided as toastmaster and Mr. Greenleaf and myself 

kane, Wash This Association has a membership in four states, Wash were the only speakers On account of the threatening character of the 
i on, Idaho, Montana and Oregon, Its President, Mr. George E weather and the fact that the trip back to the city included the 
Miller, President of the Lowman & Hanford Co., Seattle, Wash in descent of Mt. Lookout, the meeting was adjourned without opportunity for 


provide a 
extended through 


the National 
published in 


for the 
letters 


reception of 
and articles 


large audience 
personal 


lesire to 


ha 
is 


officers, 


some thirty-five papers, invitations to all dealers in the four states 
mentioned, to attend the meeting, whether or not members of the 
Association. This resulted in one of the largest and most enthusiastic 
meetings held during the eleven years of the Association’s history This 
was the first time in a number of years that this section of the 
had come in direct contact with this Association and we were 
with great courtesy. The meeting resulted not only in the 
of a number of new members, but stirred a deep interest 

















throughout this section in the plans of the National Organization. 
[he enthusiasn vas such that we were invited by unanimous vote to 
ttend next year’s meeting 
On Thursday Friday and Saturday, July Sth, 9th and 10th, a 
regional meeting of members of this Association was held in the 
Palace Hotel Sar Francisco, under the pices of the Stationers’ 
Association of San Francisco. It was favored with a large attendance, 
nelnding the representative dealers of San Francisco, and leading cities 
in Central California, a delegation from the Pacific Northwest, includ 
ing the cities of Seattle, Spokane and Portland, and a large delega 
tion from Los Angeles Salt Lake City was also represented Two 
days were devoted to extremely interesting discussions of topics of 
general interest the most important of which was the subject of cost 
inting. The first session was called to order by Mr Henry P 
ond, Chairman of the Stationers’ Association of San Francisco, who 
ifter a brief address introduced me as chairman of the meeting 
Sessions were held Thursday morning and afternoon and Friday morn 
ing and afternoon Saturday morning ommittee which had been 


discussion this acco 
ing Monday afternoon, at 
present At this meeting 

occurred a very interesting 
The stationers here 


On int another meeting was called for the follow- 
which members of the Association only were 
held in the Adams Hotel, Denver, there 
discussion on a number of live topics. 
as in other places were glad to welcome the repre- 
sentatives of this association, and expressed themselves as thoroughly 
in sympathy with the organization’s new progrem. 

There are affiliated with this organization twenty-five or more local 
associations of stationers functioning in cities, states and groups of 


states, the work of which we hope to aid through a division of local 
association executives which has been formed at the suggestion of 
President Bauer, with John W. Ogren of Chicago as its chairman. The 
plan provides for an interchange of information concerning Work and 
ideas that have proven helpful to local associations. 

By this means this association will be able to keep in closer touch 
with the policies each is following and to give assistance when needed. 
In other words, it forms part of the plan by which we hope to avoid 


duplication of various local activities with 


those of the 


effort, and to co-ordinate the 


National Organization. 





The members of most of these associations are members of the 
National and are contributing their annual dues to the expense of its 
operation In a few instances, however, this is not the case, but in 
the course of time when those who are not on our membership roll 
begin to realize how necessary the work of the association is to the 
success of that of their own organization, I am quite sure their 
financial support will be cheerfully given. Few dealers now fail to ap- 
preciate that this organization is exerting a widespread influence for 


the benefit and improvement of the stationery and allied industries 
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and that that which is done in the interest of all helps each individual 
dealer. 
Recommendations, 

Before concluding, I desire to submit the following recommendations. 
Some of them can very properly be acted upon by this convention; the 
others are presented for the consideration of the incoming administra- 
tion and incidentally for the purpose of inviting the criticism of 
members. 

(1) The Organization of Divisions.—I recommend that when request- 
ed, the assistance of this association be given to the members of any 
group of manufacturers, engaged in making goods for this or allied 
industries, who desire to organize a branch or division of this body, 
with the proviso that a membership in this association shall be re- 
quired as a condition precedent to any manufacturer becoming a 
member of such division. 

I am also in favor of encouraging and assisting the organization of 
our dealer members in either geographical units or in groups segregat- 
ed on commodity lines, with the same proviso regarding membership 
in this association as before stated. 

Such divisions to consist exclusively of manufacturers or dealers 
and to be conducted under the direct supervision of an executive 
officer or officers to be chosen by the members thereof in such manner 
as they shall determine; and with the understanding that the npro- 
ceedings of such division shall be in harmony with the objects of this 
association and conducted in accordance with the spirit of the laws 
governing the activities of trades organizations. 

Such groups or divisions will stimulate progress and reforms and 
create an active interest in the present organization. This recommen- 
dation has the approval of the Executive Committee and its value has 
been demonstrated by results already accomplished in this direction. 
It will be presented for your consideration in the proposed amendments 
to the by-laws. 

(2) Regional Meetings.—In outlining our work for this year, we 
were influenced by two very important considerations: 

A. The necessity of building our income to meet our budget. 

B. The desire to accomplish the greatest amount of benefit for the 
greatest number of our members. 

Both of these objects have been advanced by the work done in the 
office and distributed through the mails; but the best results have been 
accomplished by the personal appeal to members through the medium 
of group meetings and missionary work in the field. I therefore very 
strongly recommend that the regional meeting held on the Pacific 
Coast this year be repeated next year and that a limited number of 
similar meetings be planned and held at such central points as may 
be determined upon by the Executive Committee. The large attendance 
at this convention demonstrates the fact that the few meetings held 
this year have greatly stimulated the interest of the trade in or- 
ganization work. 

(3) Cost Accounting.—I very strongly recommend that cost account- 
ing again be made the theme of serious study during the coming year: 
that those members who are not at present employing cost accounting 
systems be encouraged to install them and that every effort be made 
through talks on the subject and articles in the National Association 
News to educate members in their use. As a precautionary step to 
prove the accuracy of the overhead percentage used in our recommend 
ed price calculations we shall prepare and mail from the Chicago office 
within the next few months a cost questionnaire for the purpose o* 
obtaining from those members who actually know their costs of doing 
business such further information on this subject, as will enable the 
organization to determine with greater certitude the average percentage 
of the cost of operating a commercial stationery business. 

(4) Referendum.—It is my belief that any question involving a 
trade custom which affects the interests of the entire industry, should be 


FRANK B. TOWNE, CHAIRMAN BLANK 
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submitted in a referendum for the vote of the entire membership in 


stead of attempting to pledge our organization in response to the voice 
question 


of a convention. I recommend, therefore, that when such a 
comes before the convention and is sent to the Committee on Resolu- 
tions, that such committee be authorized to refer it to the Executive 


with the recommendation that it be prepared in the form 
statement of the affirmative and negative 
vote of the members of the 


Committee 
of a referendum with a 
arguments and submitted to a general 
organization by mail. 

(5) Cancellation of Orders.—We are facing a period when we may 
expect a decline in prices. Production per unit of man power is in- 
creasing and manufacturers are more closely scanning their costs The 
tendency is a healthful one, and may be looked upon without anxiety. 
It is one, however, which is causing manufacturers to give careful 
consideration to the cancellation evil. While the majority of business 
men scrupulously adhere to their obligations and look upon an order 
as a binding contract, there is danger that unless a definite stand is taken 
against any tendency to regard the indiscriminate cancellation of 
orders as unimportant, this evil may prove disastrous to both dealers 
and manufacturers. It must be borne in mind that manufacturers 


material and labor necessary 


have in many cases contracted for the 
for the execution of orders now in hand, and that the goods are par 
completed. On the other hand, some dealers have 


tially or whelly 
ordered far beyond their needs with the expectation of receiving only a 
percentage of the goods. With the present attitude of the banks rela 
tive to loans, this creates a situation pregnant with disaster not only 
to the parties interested, but to the entire industry, I therefore recom- 
mend that this convention places itself on record as in favor of 
making cancellations only when imperatively necessary, and then by 
mutual consent. 

(6) Traffic and Transportation Department.—The 
freight and express rates, required for the much 


recent increases in 


needed improvement 


in our transportation systems, presents the question of the equity of 
those rates as applied to merchandise sold by stationers The Na- 
tional Association can be of service to its members by investigating 
the classifications placed on stationery merchandise and by possibly 
securing such revisions as would tend to reduce the ever-increasing 
item of freight and express charges. The question of special ex 
cursion rates to conventions is also one of importance to all of our 
memoers. I therefore recommend the establishment of a traffic and 
transportation department within the association for the purpose of 
giving constructive study to these questions. At the present time our 
finances will not permit the full time of a traffic expert for this work, 
but the General Manager should have authority to engage such tempo 
rary assistance in this department as the necessities might require. 


News has 


(7) National Association News.—The National Association 
medium of 


not yet reached the place we intend it shall occupy as a 
communication between the Association and its members One 
for this is that it has been necessary to develop our various As 
sociation activities one at a_ time. Our publication is such an im- 
portant feature of the Association work that its development must be 
considered along broad and comprehensive lines that will be both effec 
tive and permanent. 

The editorial work has been done 


reason 


faithfully ard efficiently by Mr. 


Pittman, often times by the aid of midnight oil, but the fact re 
mains that in order to properly develop the News, we should have 
in our office a man who could devote his entire time to that task. 
This need not be an added expense to the Association, as sufficient 


extra cost Instead 
be a source 


iations in 


advertising can be had to more than offset the 
of being an expense, the National Association News should 

of revenue as is the case in the national retail trade asx 
other lines, and this should not compete or interfere with the 
of the excellent trade journals that now cover the stationery field 


success 
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recommend that the columns of the National Association 
opened to advertisers and that the General Manager be au 
Suitable talent for the editing 


I therefore 
News be 
thorized as soon as possible to employ 
and publishing of this, our official organ. 


In closing I 
have assisted me 
members of the 
tervals for conferences; Secretary 


wish to voice my thanks to the scores of members who 
with their helpful suggestions; particularly to the 
Executive Committee, who have met at frequent in 
Mortimer W. Byers, who helped me 
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to organize one of our new divisions, and in many other ways, Mr. 


John W. Ogren, who has repeatedly responded with advice and ser- 
vice, and President Ralph 8S. Bauer, who has co-operated with me in 
nearly every important movement, and sedulously devoted the greater 


during the past year to the advancement of the 
Respectfully submitted, 
FLETCHER B. GIBBS, 
General Manager. 


part of his time 
interests of the organization 
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Mr. Chairman and Gentlemen: This is the report of my fifth year’s 
but the first one since we moved our headquarters to Chicago, and 
greatly enlarged our work; therefore, this report will be somewhat 
different from those I have made at former Conventions. 

The report of your General Manager, Mr. Fletcher B. Gibbs, to which 
listened, has enlightened you with regard to many of our 
activities, and it remains for me to cover in this report what he did 
not refer to, except perhaps in a very general way; and this I will 
attempt to do, as briefly as possible. 


work ; 


you have 


The Information Bureau. 

First, because it was my first work for you, I mention this feature 
of our work; and say that we have had the usual number of inquiries 
during the past year; and we are more than pleased to serve our mem- 
bers in this way. 

For the benefit of those who may not know it, let me say, we have 
catalogues and other descriptive literature from over 3,000 manufacturers 
handled by _ stationers; other valuable information, 
which we gladly give to all of our members who seek it. 

National Association News. 

This semi-monthly official organ of our Association has been mailed 
regularly twice a month since the last Convention; and, while we have 
discontinued publishing Recommended Resale Prices therein, yet we 
have endeavored to make it interesting and instructive to our members 
other ways; we hope we have succeeded, and we believe we 
have Your humble servant, the Editor, is under obligations 
to many of our members who have helped to make this paper valuable 
to all who receive it 

The ‘‘Clearing House’ columns of this paper have been very valuable 
and we would suggest that more of our dealer members use them We 
would also suggest that more of our manufacturing members might 
use, tp their advantage, the columns for ‘‘New Goods and Lines Dis 
continhed.’ Not only will this benefit the manufacturers who use 
these columns, but the dealers will be given valuable information 


of goods besides 


in many 


done so. 


Recommended Resale Prices. 


Very socn after establishing ourselves at Chicago, we began to 
publish our recommended resale prices in loose leaf form, and have 
continued this work up to the present time, having covered the follow 


ing items 
Lead Pencils 

Propelling Pencils. 
Clutch Pencils. 

Crayons. 

Pencil Holders. 

Pencil Lengtheners, 
Pencil Point Protectors. 
Compasses and Dividers. 
Penholders, 

Pens. 

Rubber Erasers. 

Inks and Adhesives 
Rubber Bands. 

Carbon Papers. 

Inked Ribbons. 


Inkstands. 

Rulers and Yardsticks 
Adding Machine Paper. 
sox Files. 

Steel Erasers. 

Bank Pins, and others. 
Cuspidors. 

Pencil Sharpeners. 

Loose Leaf Ring Books 
Loose Leaf Ledgers 

Loose Leaf Post Binders 
Loose Leaf Prong Binders 
Loose Leaf Sheet Holders. 
Desk and Wall Calendars 
Diaries 


Steel 


Some of the foregoing we have revised one or two times. 
Not only did we change publishing our recommendations from the 


‘‘News"’ to loose leaf changed the method, and 


form, but we also 
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adopted the graphic particularly outlined in a folder re- 
cently issued, and this has involved an immense amount of labor. We 
are hoping that we will have the funds to prosecute this work more 
rapidly in the future. 

Perhaps I should say in connection with this work, that whereas the 
National Catalogue Commission used to meet two or three times a year 
and establish the bases and discounts to be used in our recommendations; 
under the present system, the General Manager does this work, and 
after he has given us the bases and discounts, we work out the 
recommendations strictly in accordance with his schedules, publish 
them, and send them to our members for them to use in such manner 
as they, individually, see fit; or, not to use at all, if that is their 
pleasure. We are of the opinion, however, that this part of our edu- 
cational program is well worth while, and gives our dealers a sugges- 


system as 


tion as to selling prices, after taking into consideration the cost of 
the goods, the cost of doing business, and the turnover; which mat- 
ters are considered most carefully by our General Manager, in estab- 


lishing the bases and discounts for recommended quantity prices. 
New Membership Campaign. 


President Bauer, early in the year, requested me to personally direct 
the campaign for new members; and this I have done, as most of you 
know; using the columns of the paper, circularizing, and writing many 
personal letters to dealers who are not members and to our members. 
Mr. Bauer has assisted in this work, especially by interesting the 
traveling representatives of our manufacturing members, and by per- 
sonally getting some 25 new members, As a result of this work, we 
are able to report to this Convention 301 new members since we met 
at Richmond, and this is the largest number of new members ever 
added to the membership in a single year; notwithstanding our largely 
increased dues 

In this connection, I wish to thank the many members who helped 
in this campaign, whose co-operation made such a splendid report pos- 
sible; for, without their assistance, we would not have secured such a 
large number to add to our membership. 

Our treasurer has reported (or will report) in a lump sum the amount 
of money he has expended for the maintenance of the Chicago office; 
therefore I will set out the classified expenses of the office, as follows: 





SEs. 5.6.0.5: 02 «0:0bivein die 0b. 0 ba 006s me ate $22,003.14 
Postage WTEUTUTTTUTITTTTT tees Pe 750.81 
Mr. Greenleaf’s traveling expemses.............+4+. 876.36 
Mr. Gibbe’ traveling CXPCMNSOS. .....cccccciveseseces 1,366.84 
Giese Peet Gb WORE, .< vive ciccsuvcsnsesc ape 2,125.98 
Puiatiee’ the “Mawa. .....cccikoccesetdusee eaten 3,880.28 
Printing recommended 

Price sheets = 6208600944 evo 2,853.53 

Less amounts received for this............cee.e.- 2,590.65 262.88 
Ofiee eee a. ik ss vs 642060 k0nd0 ebb 2,279.00 
RTT ee ere 2,427.00 

TORE. kviendccdcessves ts 0h600¢0000000800 ee $35,972.29 


You will be interested to know what we have in the way of office 
equipment; therefore, I give below our inventory: 
Office Furniture and Supplies in Offices, 403-405 Conway Building, 
Chicago, Ill, 
Mr. Gibbs’ office 
Carpet he 
1 Roll-top 


desk 
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1 Flat-top desk.. . = ahdupnades 159.00 

1 Revolving chair. eats pines wiibrd ten: etd ind ataeeaied . 81.75 

5 Arm chairs....... 7 scan eeene 253.12 

1 Steel vertical letter file Coa 

1 Bookcase ...... ‘ nndde dbhiion 82.00 

1 Costumer ....... hbtetewe sovnede ee 

1 Cuspidor ... née s 4.00 

1 Desk lamp .. ‘ ee eteeseneseo -aeeee 

1 Waste basket bee cbebakadbes dase ves 3.00 

Accessories .... ‘ janetesecnnen. Se $1,117.76 

Mr. Pittman’s office 

OTD. sececicce om bee-6 aca udaue Gs dbase fecha $100.00 

ie Spe ecaduacedereresenrenseeétbebuesens 141.00 

1 Flat-top desk ‘ name ve 

PRE -eecesomeecess ' rree rere 

Me vane ce cones tdavccespascectes - 

See” GOR sé ceseaceeces «he ave eel 

% Section steel vertical file 

% Section steel transfer case ........ 0.5.6 cccecceees 

1 Cupboard hiledsceanbheensetentécaneee 160.00 

De . Sacccneens ee bcubdeoonca@uehues 15.00 

3 Desk lamps ...... ‘ wad -. 15.00 

re CD. ccc cca deadeetelecegesewatets -» 10.00 

1 Typewriter stand dinadnttecew 5.95 

1 Waste basket pres _ hear seasenak 3.00 

BRUM sviecess ; , ; beatabesee kadvatna ee 

1 Everready paper fastener . htipnnse th poet 5.00 

1 Cuspidor ....... ‘ ‘ biréeetsanedar isd 4.00 

Accessories tues ‘ pee Re or soccu Bee $ 851.19 

General office 

7 aa Pere er 

1 Plat-top desk .... ainda eave .-++ 130.50 

4 Typewriter desks ' bapa ta eneetn ens 312.75 

4 Revolving chairs . iocescn ae 

SE BOER Ss ha dtdandls seed uxdsusdduaes cowed .++ 18.87 

1 Bentwood chair , cavenede 6.25 

2 Underwood typewriters .. 150.00 

1 Oliver typewriter . 80.00 

1 Addressograph ......... .. 468.70 

1 Addressograph cabinet a ~~ . 84.00 

1 Cuspidor ....... ‘ , 4.00 

1-7 Section steel filing cabinet ce ects See 

Addresograph plates igaces . 75.00 

Ventilators ....... ” canteen Se 

1 Waste basket ...... ad ae 3.00 

Accessories ' se . 80.00 $1,710.44 

Letter heads, envelopes and other supplies..... ....$ 50.00 $ 50.00 
Total epantestbnebesncwt $3,729.39 


Conclusion. 


In conclusion, permit me to express my sincere appreciation and thanks 
to all who have co-operated with us in any way, and to say that I 
believe the change in our organization has already demonstrated the 
wisdom of it; and that there can be no doubt but that we are just 
beginning the accomplishment of greater and larger things for our Asso- 
ciation, which will unfold as surely as any flower that is planted in 
fertile soil, with plenty of sunshine and shower to bring it it per 
fection. 

After nine strenuous months of work with our general manager, I feel 
constrained to say that my editorial in the ‘‘News’’ just after the 
convention at Richmond, wherein I said he was the ideal man for the 
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place, was the truest prophecy I have ever made, and, in ey 
he has measured up to the great tasks of his office; not only that, but I 
have found him a splendid man to work with; and I believe I cam say 
in all truth, that he and I have worked together as if we had been 
accustomed to each other’s ways for many years; and, as all of us know 
it is this kind of teamwork that counts in the long run. 

I confess that it has been hard for me to get entirely used to Chicago; 
but that is simply because I was reared in St. Louis, and it should not 
be expected that a St. Louis man could fall in love with the ways of 
Chicago—all of a sudden! 

Again thanking you all, and promising to you the very best that is in 
me, for the future, this brief report is respectfully submitted 

W. D. Pittman, Assistant General Manager. 


ry way, 


REPORT OF CREDENTIALS COMMITTEE. 


I have the honor to report upon the largest attendance at any conven 
tion ever held by this Association 


For Comparison 
St. Louis, Richmond, Chicago 
1920. 1919 LI6L 
Dealer members .... . 188 
Manufacturer members 23 105 304 
Associate members 45 
Visitors .. iutaan 105 99 71 
Ladies ... - 122 141 144 
Total cae peewee 583 545 519 
Cash received from members $7,340.00 
Cash received from _ visitors 1,575.00 
Cash received from ladies.... 1,830.00 
ME Heed DUN ba 0426 0% caedeibasd®cee $8,745.00 


of the Convention Committee, of the St. Louis Association 

I wish to take this opportunity to thank the St. Louis Registration 
Committee (both ladies and gentlemen) for the splendid assistance 
rendered to your Credentials Committee, as well as to my friend 
Charlie Stevens. 

We suggest that at future conventions a further distinction be made 
in the colors of badges of associate members and visitors 

F. P. Seymour, Chairman; DeWitt C, Dunn, Harry Coburn 


BUDGET COMMITTEE REPORT 


Your committee presents the budget for the year 1920-1921 is follows 
Chicago office ..... $55,000.00 

eee $33.720.00 

Rent and light...... 2,400.00 

Printing and mailing Association News.... 2 500.00 

WUD -eckdsakokseoses m . shedihaed 2,500.00 

Printing retail price recommendations, etc.. 8,000.00 

Travelirg expenses ....... 5,000.00 

Miscellaneous office expenses , 880.00 
Secretary’s salary .... 1,500.00 
Traveling expenses 2 000.00 
Who’s Who 1,000.00 


Printing and postage 1,000.00 


Convention number Association News.. 500.00 
National Chamber of Commerce, dues ; « 280.00 
Chamber of Commerce Building Fund. 150.00 
BumGty MOMS ccccccccce 1,000.00 


H. W. Rogers, F. H. McChesney, Chas. N. Bellman. 
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“Our Line’ Typewriter Ribbons and Carbons 


Have earned the high approval of every 
competent and discriminating stenographer 


THE RESULT OF USING OUR RIBBONS: 


Letters Clear as Print. 
No Blurring, No Pale, Washy Impressions. 


THE RESULTS FROM OUR CARBONS: 


Copies Clean and Sharp. 
No Smutting, No Off-setting. 


SUM TOTAL OF RESULTS: 


Pleasant, Smiling Operators. 
Happy, Satisfied Employers. 


Extraordinary qualities have been incorporated in our type- 
writer ribbons and carbon papers, representing characteristics 
which at once distinguish them from all others. In the durability 
of our products and for their general excellence they invite the most 
critical comparisons. 
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Our other specialties demand your attention, notably, our exten- 
sive line of pencil and pen carbons, typewriter oils, Autographic 
and Adding Machine rolls in all styles and widths. 


THE SPLENDID WRITE OF OUR RIBBONS AND THE COPIES OF 
OUR CARBONS ARE SEEN THE WORLD OVER 


WE SUIT EVERY PURPOSE WE FILL EVERY REQUIREMENT 
BUY OF THE ORIGINAL MAKER 


MITTAG & VOLGER, Inc. 


PRINCIPAL OFFICE AND FACTORY 
PARK RIDGE, N. J., U. S. A. 


BRANCHES 
NEW YORK CHICAGO SAN FRANCISCO 
261 Broadway 205 W. Monroe Street 35 Montgomery Street 
CLEVELAND BOSTON ST. LOUIS 
326 Erie Building 160 Congress Street Merchants Laclede Building 
LONDON 


7 and 8 Dyers Building, Holborn, E. C. 
AGENCIES ALL OVER THE WORLD 
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REPORT OF THE NATIONAL COUNCILLOR 











Mr. President and Gentlemen 
The eighth annual meeting of the Chamber of Commerce of the U. S. A. 
was held in Atlantic City, N. J., April 27, 28 and 29. 
This Association was represented by the speaker 
delegates: 
President Ralph 8. 
Mr. Eberhard Faber, 
Mr. Charles A. Lent, 


and the following 
Bauer, Lynn, Mass. 

New York City. 

New York City. 

Mr. Millington Leckwood, Buffalo, N. Y. 

Mr. Charles E. Falconer, Baltimore, Md. 

Coming at a time when the whole world was crying for increased 
production az a means of restoring normal business and price conditions 
this meeting took the form of an ‘‘Increased Production Convention.’’ 

As there are members and guests in the audience who may not be 
familiar with the Chamber of Commerce of the U. S. A., or as it is 


commonly designated, ‘“‘The National Chamber,’’ I will explain that it 
is a federation of the commercial! organizations of the country. Its 


membership embraces over 1,300 chambers of commerce, boards of trade 
and trade associations, and is representative of the combined business 


sentiment of the states, territories and insular possessions of the United 
States. 
The National Association of Stationers and Manufacturers is one of 


several hundred trade organizations included in its membership and is 
represented in that body by a delegation of seven members, the chairmar 
of which is a member of the Chamber's National Council. The latter 
body was created for the purpose of securing the continuous co-operatfon 
with the Board of Directors of as many representative business men as 
possible, in every section of the country. It acts in an advisory capacity 
to the Board of Directors and is composed of one representative from each 
organization member of the Chamber. 

The members of the National Council met on the day preceding the 
annual convention of the Chamber, when the program of the annual meet 
ing was approved, the proposed amendments to the by-laws discussed 
and passed upon and a nominating committee elected. This meeting was 
addressed by President Homer L. Ferguson, General Secretary Elliott H. 
Goodwin and Honorary Vice President John H. Fahey. 

The convention proper opened on the following day, and during this 
and the two succeeding days the program was devoted to American 
efficiency, increased production and efficient distribution. General sessions 
were held twice daily in the large auditorium on Young’s Pier, durin: 
which addresses were delivered on subjects touching the country’s indus 


trial, financial and economic conditions by scores of leaders in the 
business world, including among others the following well-known 
speakers: 


Hon. Joshua W. 
Hon. Edwin T. 


Alexander, Secretary of Commerce. 
Meredith, Secretary of Agriculture. 


Sir Auckland Geddes, Ambassador from Great Britain to the United 
States. 
Admiral William S. Benson, Chairman of the U. S. Shipping Board. 


Mr. George E. Roberts, Bank, 
New York. 

Mr. Matthew Woll, Vice-President American Federation of Labor. 

Hon, Henry J. Allen, Governor of Kansas. 

On Tuesday and Wednesday the general sessions were held in the 
evening and the afternoons were devoted to the following group meetings 

Group 1—Railroads, 

Group 2—Shipping. 

Group 3—Cost Accounting. 

Group 4—Foreign Commerce. 

Group 5—Finance. 


Vice-President of the National City 


Group 6—Domestic Distribution. 

Group 7—The Business and Daily Press. 

These group meetings, which were held simultaneously at different 
points and at practically the same hour, all presented programs cf 


choice 
These 


interest, and it was a source of regret to your delegates that a 
must be made and attendance confined to a single program only. 





group meetings were addressed by men of national prominence and not 
aS 
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CHAS. 
4 AND PROPELLING 

E. Y. HORDER, CHAIRMAN ON 


HARDWARE AND GLASSWARE. 





L. MITCHELL, CHAIRMAN 
COMMITTEE ON FOUNTAIN PENS 








only the addresses but the discussions which followed were extremely 
interesting and of great educational value. 

One of the most important questions before American business men at 
the date of this meeting was that of international finance This sub 
ject was treated both in a group meeting and at one of the general ses 
sions. The Group on Finance received the report of the National Com 
mittee on European Finance prepared by a large grou] bankers 
and business men named by the Chamber at the International Trade 
Convention held in the previous October. This report emphasized the 
necessity of getting raw materials to Europe and declared that nerete 
action by the government was a prerequisite to practical effort n an 
extensive scale. 

The subject of transportation and its relation to increased pr tion 
was taken up in all its phases. One group gave its attention to railroads, 
another to shipping, and a third to highways and motor transportation 

The relation of increased production to Foreiga Commerce was gone 
into thoroughly by the group whose deliberations were devoted to this 
subject. 

Elimination of speculation in manufacture and distribution and the 
curbing of extravagant methods through proper accounting as a means 
of aiding production, formed the subject of discussion before the Group 
on Cost Accounting. One of the addresses delivered at this meeting on 
the subject of Standardized Retail Expense Accounting, by Austin C. 
Senton, Comptroller of William Filene’s Sons Company, Boston, Mass., 
was extremely interesting and contains information of great value to those 


of our members conducting large retail establishments divided into depart 


ments. This address, which indicates the proper distribution of expense 
to departments, was printed in the May 15 issue of the National Asso- 
ciation News. 

The resolutions reported by the Chamber’s Resolution Committee and 


passed by the convention contain declarations on many interesting and im- 
portant subjects that are live topics of discussion among business men to- 


day, and I am sorry that the limitations of this report prevent my submit 

ting to you in detail the action taken on each one. [I have selected and will 

briefly state those which I think will be of special interest to our members 
Increased Production. 

The country’s problems can be solved more largely through increase 
in the country’s production than through any other measure 

In aid of increased production and to enhance its benefits, economy 
must become a cardinal principle with all of our public authorities 
federal, state and local—and must be practiced by every citizen Gen 
eral extravagance has followed every great human catastrophe, and its 
cure is a condition to the national progress upon which the personal 
interests of all Americans are dependent. The certainty of that future 
should enable every citizen to perceive the advantages which will accrue 
to him from present frugality. 

Peace Treaty. 

Uneertainties in our international relations retard our progress A 
treaty of peace should be placed in effect without more delay. Chis 
treaty should safeguard every fundamental principle of the government 
of the United States and should protect the rights of American citizens. 

Government and Business. 

Civilization requires that there be placed upon the individual only that 
degree of restraint which shall prevent his encroachment upon the rights 
of others, thus releasing to the utmost individual initiative in every 
proper direction, 

Our form of government most effectively expresses and maintains 
this principle. Within our basic law exists ample provision for such 


changes as may from time to time be necessary to safeguard our people. 





It is, therefore, essential that our government should scrupulously refrain 
from entering any of the fields of transportation, communication, industry 
and commerce, or any phase of business, when it can be successfully 
undertaken and conducted by private enterprise. Any tendency of gov 
ernment to enter such fields should be carefully weighed in the light 


of its possible effect upon the very genius of our institutions 





PENCILS. 


FRED P. 
CREDENTIALS 


SEYMOUR, CHAIRMAN 
COMMITTEE. 
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The 150th 


You Can Make Economy Interesting 


to your stenographer 


Let them try to wear out a sheet of PANAMA ECONOMIC 
CARBON: PAPER. 

You will be interested too when you know how PANAMA 
ECONOMIC will reduce your carbon paper expense. 


150 Copies from 1 sheet! 


There is a Panama Service Station in your vicinity. 
Send direct to us for samples. 


MANIFOLD SUPPLIES CO., Manufacturers 


BROOKLYN, N. Y., U. S. A. 





FOR NEAT CORRESPONDENCE —LONG-WEARING PANAMA RIBBONS 

















Has Your 
Stenographer 


Ever — 


Surprised 
You 





Send for 
Our Dealer 
Co-operative 


With Carbon Copies that look like Originals? Plan and 





Carbon Papers ? 


can buy. 


“ The Line that can’t be matched ”’ 


There is a Panama Service Station in your vicinity. 


MANIFOLD SUPPLIES CO., Manufacturers 


BROOKLYN, N. ™., U. S. A. 


Why not ask her now to send for sample sheets of Panama Samples 


because the clean, long-wearing surface will produce more Manifold Supplies Co. 
sé . * x ° 9? J » » ~* A 
original-like copies’’ than any other carbon paper that you Brooklyn, N. Y., U. S 








FOR NEAT CORRESPONDENCE —LONG-WEARING PANAMA RIBBONS 
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CHAS. N. BELLMAN, CHAIRMAN JNO. M. COOPER, CHAIRMAN COM- IVAN E. ALLEN, CHAIRMAN COM- 
NATIONAL CATALOGUE COM- MITTEE ON PAPER AND EN- MITTEE ON FILES AND OFFICE 
MISSION VELOPES. FURNITURE. 

Taxation. The Chamber of Commerce of the U. S. A., during the brief period of 
War taxation continues in a period when many of the conditions upon its existence, has accomplished a great service for American business, 


which it was predicated have passed, Through referendum vote of the 
member organizations, the National Chamber very quickly after our 
declaration of war adopted a constructive program of war taxation and 
war finance, and in the following year supplemented it with further 
constructive suggestions. This annual meeting understands that the 
Committee on Taxation of the Chamber may soon be ready to submit a 
report, and asks that at the earliest date consistent with the delibera- 
tion and thought appropriate for such a subject the committee present 
to the Board of Directors a report setting out a program of federal! 
taxation for the immediate period of readjustment, and that this report 
be submitted in the customary manner, to the membership for a refer- 
endum vote. 

The par collection of checks and several resolutions touching upon the 
anti-trust laws were referred by the Committee on Resolutions to the 
Chamber’s Board of Directors, with the suggestion that a committee be 
appointed to study the subject and make a report which may become the 
basis for a referendum. 

All subjects considered and acted upon by the National Chamber must 
be national in character, timely in importance and general in application 
to business and industry. If the character of the subject is determined 
by the Board of Directors to be of sufficient importance for submission 
in a referendum for the vote of the members, it is referred to a care- 
fully selected committee, whose report on the question is incorporated 
in a referendum pamphlet and mailed to all members. This pamphlet 
usually contains in addition to the report itself a brief of the major 
arguments against the recommendations of the committee and such other 
matter as the board may deem advisable. Each organization member is 
privileged to cast one vote for each delegate to which it is entitled. To 
commit the Chamber to a proposition, at least one-third of the voting 
strength of the organization must be recorded and two-thirds of the votes 
thus cast representing at least twenty states must be in favor of it. 


REPORT OF EXEC 


the importance of which cannot be overestimated. During the past eight 


years it has grown from very small beginnings to a large and powerful 
body, made up of nearly 1,400 organization members representative of 
the business sentiment of the entire nation. Through its careful deliber 
ations, its research work, and the expressions of its members through 
the medium of referendum votes, Congress for the first time in history 
has learned the needs of American business and been furnished with 


reliable and accurate information relative thereto. 

A permanent and suitable building for the occupancy of the Chamber 
at Washington as its national headquarters has become necessary for 
efficiency in the conduct of the Chamber's activities and for the con 
venience of its members. A site has been secured on the corner of H 
street and Connecticut avenue, and it is estimated that the total cost 
of land, buildings and furnishings will approximate two and one-quarter 


million dollars. Subscribers to this fund are being asked for from 
the organizations in the Chamber’s membership, and a large portion of 
the amount has already been subscribed. This organization has been 


asked to give for this purpose the sum of $450.00, a very small amount 
when the size of this Association and the importance of the Chamber's 
work in behalf of this and similar organizations are taken into consid 
eration. 

While I am aware that our finances are in such 
us to carefully scrutinize every demand for additional funds, I feel that 
this is a very worthy cause and one that this Association should respond 
to if it can possibly do so. I therefore recommend that the Board of 
Contrel be authorized to subscribe to the building fund of the Chamber 
of Commerce of the U. S. A., a sum not to exceed $450.00 I am quite 
sure that, if necessary, the board can arrange to pay this amount in 
several yearly installments. Respectfully submitted, 

Fletcher B. Gibbs, National Councillor. 


TIVE COMMITTEE 


shape as to cause 








Under the By-Laws as adopted at the Richmond Convention, your 
President appointed, with the approval of the Board of Control, Fletcher 
B. Gibbs of Chicago and Charles N. Bellman of Toledo, who together 
with President Bauer began the year as your Executive Committee. 

The first meeting was held at Chicago, November 14th and 15th, 
1919, when the committee appointments were made for the coming 
year, and tentative plans for the new work of the association were 
gone over. Our First Vice-President, Wm. Pitt, of Kansas City, at- 


authorized to look after, and 
engage if possible, a location for our permanent business headquarters. 

The second meeting was held at Toledo, Ohio, December 16th, 1919, 
where the resignation of Mr. Gibbs was accepted, because he was con 
sidering the proposition of undertaking the work of general manager, 
and for ethical reasons, highly complimentary to his fine sense of 
propriety, he could not be any longer a member of an Executive Com 
mittee, who was empowered to employ and appoint the general man 
ager of our association. 

With the approval of Mr. Charles N. 
pointed Millington Lockwood, of Buffalo, to 
the Executive Committee. Towards the last of 
ment to appoint and employ Fletcher B. Gibbs, of Chicago, as general 
manager of the Naticnal Association of Stationers and Manufacturers, 
was signed in duplicate by all members of your Executive Committee, 
Charles N. Bellman, Millington Lockwood, and Ralph S. Bauer, and 
accepted by Mr. Gibbs, one copy going to Mortimer W. Byers, our 
Secretary, for thes permanent records of our association, and the other 
to Mr. Gibbs. The lease of our’ present permanent central headquarters 
at 408 and 405 Conway Building was signed by your President and 
Secretary with the approval of the Executive Committee on December 
27th, 1919. 

The third meeting was held at Chicago, May 28th and 29th, 1920, The 
committee approved appointments of chairmen for the committees of 
Division Mr. Gibbs was requested to make sug 
ty-Laws in order that the new work authorized 


tended this meeting. Mr. Gibbs was 


Bellman, your President ap- 
take Mr. Gibbs’ place on 
December, the agree 


the Manufacturers’ 
gested changes in our 


by the Richmond Convention could proceed in harmony with our By- 
Laws. The committee, after carefully going over the finances, issued 
a call upon our sustaining members for half of their year’s pledge 
Upon motion duly seconded it was voted to elect 134 new members, 
whose names are incorporated in another report 

The fourth meeting was held in New York City, June 24th and 25th, 
1920. In addition to the Executive Committee and Mr. Gibbs, this 
meeting was attended by Secretary Byers and Treasurer Rogers. Much 


constructive and helpful work was done on a list of those manufacturing 


members of our association, who had not accepted or paid in dues on 
any classification at all, and dealer members who were at that late 
date still delinquent in remitting their membership dues, which should 
have been paid in_as of January, 1920. The proposed revision of the 
By-Laws was submitted by Mr. Gibbs, and after careful discussion, 


1920 Convention 
for reference 

Programme 
that 


approval of the 
herewith, 


approved by the Committee for final 
at St. Louis, a copy of the same is submitted 
to the Committee on Resolutions The coming Convention 
was laid out, so as to insure a continuous working arrangement 
would be in keeping with the new work of our organization 

The fifth meeting of your Executive Committee was held at New 
York, September 10th, 1920, where it was deemed again 
remind our members of the fact that our recommended resale prices were 
determined only after a scientific survey of costs and other factors in 
the trade—that they were recommendatory only—a part of our as 
sociation educational effort—and were not to be basis for 
any arrangement contrary to the laws of the land. 

The St. Louis Convention 
to the local committee. 

MILLINGTON LOCKWOOD, 
BAUER. 


advisable to 


used as a 


forwarded 


Programme was approved 


CHARLES N. BELLMAN RALPH 8. 


Attached to the report was a list of delinquent 
have been dropped pursuant to the by-laws. 


members whose names 
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The Time Saving Secret of 
the Remington Accounting 
Machine 


T isn’t merely the greater speed of mechanical adding 
or subtracting. That's only the smallest part of it. 


The real time saving secret is in the combination of 
tasks. 


Consider the requirements of billing, ledger posting, 
statement writing and all related work. 


Always there is writing to be done—a form to be writ- 
ten. On the Remington Accounting Machine this writing 
is all that is required of the operator. 


As the bill, or statement, or ledger entry is written, 
the machine automatically adds, or subtracts —crossfoots, 
checks, proves — performs every necessary computation. 


These computations and proofs differ according to the 
nature of the work, but always the time saving principle 
is the same—the total elimination of the separate com- 
puting and the cost ofthis separate operation. And the oper- 
ation of the machine is just as simple as ordinary typing. 


You are invited to call at the 
nearest Remington office and ask 
for a demonstration of this machine 
and its time saving capacities. It 
will be given gladly, without obliga- 
tion to yourself. 


Remington Typewriter Co. 


( Incorporated ) 
Accounting Machine Department 
374 Broadway New York Remington Accounting Machine 
Branches Everywhere Equipped for Ledger Posting 
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REPORT OF COMMITTEE ON PENS AND PENCILS 








Your Committee on Pens and Pencils began its work this year with 
a desire te be of real service to both the dealers and manufacturers 
in promoting the spirit of co-operation which has been apparent for 
the last three years, for we realized as you do that the best results 
in our work as in all association work is best obtained by genuine 
co-operation. 

We have been in correspondence during the year 
turers who have been generous in their effort to 
us information and suggestions, and so far as possible, 
on manufacturing conditions. 

The conditions which manufacturers of pens and 
fronted with are much the same as other manufacturers, 
conditions we are all more or less familiar, and we believe from their 
reports that conditions, generally speaking, are a little more stable 
and that the prospects of catching up in production are a little more 
hopeful. 

A change in cost prices, 
for a while at least. 

The response to the questions sent to the dealer members was very 
satisfactory and a very large percentage of all the papers were 
answered completely and promptly, which showed much interest in all 
the detail and a real desire on their part to be of real service in 
distribution of merchandise. There were 217 replies. 

One thing is especially pleasing to your committee, and that is the 
desire on the part of the dealers generally to be perfectly fair to both 
manufacturer and consumer. 

Several matters have come up in our discussion which we pass on 
to you with our suggestions and recommendations as follows: 

Elimination of Numbers. 

Many dealers came to believe even before the war that 

lines of goods handled by the stationers, there were a large 


with the manufac- 
co-operate and give 
keep us posted 


pencils are con 
and with which 


either up or down, does not seem likely 


in many 
number of 


effect, both as to sales and the satisfaction and economy of using 


better pencils. 
From the replies to our question, the sentiment ie 
it, and so we feel like recommending that Labor Day 


favor of 
tember 


largely in 
week in Se 





be a national display week for pens and pencils, displaying them both 
together. 

We cannot leave this subject, however, without reminding ourselves 
that from every standpoint of manufacturer, dealer and consumer, the 
most satisfactory and most economical and best service is always 
secured from the better grades. 


Imprints. 
It has been the custom of many of us to carry one or more, sometimes 
several, imprint steel pens and pencils. Large quantities have had to 


be ordered to secure price and in some cases a higher price has to be 
paid than for the same goods under stock brands. Some of these goods 
have had to be carried on our shelves for a long time, in some cases 


very much longer than regular brand of goods. Sometimes the quality is 


not up to the standard it is supposed to be. The effect of national 
advertising of these same goods under widely known brands is lost, 
and then, too, are we dealers not somewhat inconsistent in asking man 
ufacturers to cut down unnecessary numbers that detail may be eiim- 
inated and production increased when we ask that instead they make 
imprints? The quantities of these probably fall far below many of the 


atock numbers that we want them to cut ont. 

We realize in some special cases and under some local 
prints are desirable, but on the whole the sentiment of the dealer is very 
largely in favor of eliminating imprints. 

Catalogue Commission. 


conditions im 


When the Committee asked the dealer members if they were satis 
filed with the recommendations as to resale prices, it was not in the 
least to be inferred that the Committee had any criticisms to offer We 








DD B. REARDON, CHAIRMAN HENRY CURLANDER, CHAIRMAN EDWIN I. BAER, CHAIRMAN COM- 
GREETING CARDS AND ART COMMITTEE ON RUBBER STAMP MITTEE ON CARBON PAPER AND 
PUBLICATIONS COMMITTEE. GOODS. INKED RIBBON. 

superfluous items that could well be eliminated to the great advantage believe in the work and have the greatest confidence in the suggestions, 
of manufacturer, dealer and consumer, and as you know, our Association and we further believe that very few dealers themselves give the study 
bad taken steps to bring this about in some lines, and then when the and thought to the matter of costs that our experts do, and so it was 
war was in progress we were in many instances compelled to cut down rather with the thought of reassuring them of our confidence that we 
cur lines in the interest of economy and production until now we have asked for an expression on this branch of the work of the Association 
nearly all come to like it and see the great advantage of it. The vote was strongly commendatory of the recommendations just as 
We, therefore, have taken up the question of further elimination of they are presented. There was a little sentiment in favor of eliminating 
numbers both with the manufacturers and dealers, and we find manu- the half gross column and substituting an each column in place of it 
facturers ready to go further in this matter where possible, but they This request was not strong and, as the present recommendations are so 
are rather inclined to the opinion that there is not much room for generally acceptable, we feel like adding our word of commendation and 
further cutting down. hearty approval. 
On the other hand, a majority of dealers feel that they would like to eS , Packing and Marking. 
see more numbers eliminated, especially of pens, so that your Committee Packing and labeling pens and pencils is a very important detail that 
would recommend that, just so far as possible, more numbers be elim- needs our constant, careful and thoughtful attention, as well as in all 
inated in both pens and pencils. It is a sure thing that no less quan- other mere handise, we handle. To have an attractive package and at the 
tities of pens and pencils will be used, and manufacturers will be same time a substantial one that will stand the constant handling an 
enabled toe increase production on the numbers left, and dealers will be serve well its purpose until the consumer uses up the last piece, and 
relieved of that much more detail, and consumers just as well pleased, also not he so expensive as to make the goods cost more than they 
especially if we dealers will take the pains to explain the situation to ought, is not always an easy problem and one on which it is easy to 
consumers who may feel the loss of an item here and there. draw the line. ; . : 
. ‘ é From the reports of the questionnaire which we sent out, the follow 
National Display Week. ing seems to be almost unanimously agreed by our dealer members, viz 

Your Committee realizes that if display week were multiplied too far That the present method of packing pencils, one dozen in a box, six 
there would not be enough weeks in the year for all the lines carried by boxes in a carton for the better grades, and one dozen wrapped, six 
commercial stationers, but we all do devote some time and window space dozen in a carton for the cheaper grades, is satisfactory; that it would 
to pens and pencils, and if a concerted effort should be made to make be a great advantage to have all pencils put up in a width 
our displays, at least once a year, on one certain week and make a box; that it would be a great advantage to have each manufacturer 
special effort to call the attention of the public to the economy and use a distinctive label for all his products so that at a glance a dealer 
satisfaction of using the better grades of pens and pencils, and at the would know from the color of the label, or the style of the type, or 
same time have this effort backed up by the manufacturers in window some prominent characteristic, that the contents of that box was the 
display material and national advertising, it seems to us that so com- product of a certain manufacturer. This is true, you know, of some 
mon an item as pens and pencils might be brought to the attention of other lines of our merchandise. 
the public in such a commanding way as to have a very advantageous There are two matters of labeling that our dealers seem to favor cen 
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In these essential 

features that make 
for the best in 
typewriting the 


| Underwood 


1S 


Supreme 


Official 


Underwood Typewriter Company (Inc). 
Underwood Building 
New York City 
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erally, namely, that on the cover of the box the manufacturer print 
some of the particular uses to which the contents of that box are espe- 
cially adapted, and that in case of imperfect gocds having gotten out 
through oversight, that the manufacturer and dealer both stand ready to 
make good in a way most convenient to the consumer. This would 
add confidence to the product and make the consumer feel he was being 
eared for. 

Probably putting up pens in a metallic box weuld add too much to the 
expense, but we believe the manufacturers of pens would do well in 
some cases to see to it that their pens were put up in a stronger box. 
Considerable loss and inconvenience is felt in some cases by boxes 
breaking and pens losing out. 


We feel that the conditions surrounding the handling of pens and 
pencils in the last few years have been very materially made better. 


REPORT OF COMMITTEE ON 


APPLIANCES 


November, 1920. 


Large numbers of unnecessary items have been eliminated rhe spirit of 
co-operation between manufacturers and dealers has been very apparent 
and has resulted in the manufacturers acceding to our request that 
goods be billed to the dealers at net prices, allowing our general manuger 
to issue recommended resale prices which would yield us a fair margin 
of profit over costs if the recommendations were followed. 

As far as it has come to the attention of your Committee, the prac- 
tice of manufacturers selling direct hus been very largely eliminated. 
We, therefore, feel that if the spirit of co-operation which now exists 
between dealers and manufacturers continues, we have very little to 
criticise in the way of pen and pencil part of our business, and very 
much to commend it to our earnest and thoughtful attention. 

Harry A. Tompkins, Chairman (Scrantom, Wetmore & Co.); L. T. Mar 
shall (Marshall-Jackson Company), W. Schmiederer (Buxton & Skinner 

Company). 


STEEL AND COPPER PLATE 








The committee in looking over the year books for the past few years 
were unable to find any reports relating to the subject of steel and 
copper plate engraving, so we were somewhat in doubt as to just the 
line of thought desired. 

Your committee believe the engraving department should be one 
of the most profitable of the stationery trade and, if properly managed, 
ean be a valuable addition to any business. 

The chief trouble seems to have been the lack of proper training 
of the employes who handle this branch of the business, in the details 
with regard to proper forms, and the correct: prices to charge for 
this class of work. 

The class of patronage in this department is of the best, and many 
opportunities are lost for the house by the failing to realize their 
responsibility to their employers in the matter of a fair profit on the 
sale. 

It seems very desirable to issue a standardized list of recommended 
prices for the information of the selling force, based on the present 
day costs. 

In order to get an expression of opinion, we have sent to many of 
the houses selling engraving for their views in regard to this branch 
of the business, and the unanimous opinion is that a list recommend 
ing a seale for the selling prices of various items, should be issued by 
the National Association, in order to give it wide circulation, and to 
educate the trade with regard to the product and obtain the proper 
return on this class of merchandise. 

I will read the substance of some of the many letters which haye 
been received, and these will show the general impression that pre 
vails in regard to this line of work. 

No. 1. 

Both social and commercial engraving have reached the highest point 
in history this year. Although all shops are making every effort 
to train new help, our present forces are unable to cope with the 
large volume of orders. 

The high cost of labor, shortening of hours and a more than pro- 
portionate cut in the output caused prices to soar as in other lines. 

Apparently the peak has not been reached and from present indi- 
eations even higher prices will be required during the next few 
months. 

With the return of prosperous times, engravers are in a better posi 
tion than ever to put into effect some of the trade customs that 
they have long hoped to establish. Most firms are retaining dies and 
plates as their property. Unless order is placed directly charge is 
made for sketches. These are no longer done on speculation. 

At the last convention of the Engravers’ National Association, an 
appropriation was made for the development of a uniform cost finding 
system, which will no doubt assist greatly in stabilizing prices. Dur- 
ing the past year many cost records were gathered and most of the 
engravers’ price lists this year are based on these records. “In this 
connection we believe that a price list issued to members of the 
Stationers’ Association will assist greatly in standardizing values and 
simplify handling of engravers’ orders in stationery establishments 
where salespeople usually understand little or nothing of engraving. 

No. 2. 

In reference to a recommended price list to be issued by the National 
Association, we will say that if this was gotten up in accordance with 
the different standards of prices ranging throughout the country, we 
think it would be a very good thing. Our local engravers charge by 
the line as you can see from the list, while we think the only cor- 
rect and really fair way of charging is by the letter. Business has been 


very good in this line, although the prices have been going up steadily, 
and only last week it was necessary to take another advance 
No. 3. 

Your letter is received with reference to steel and copper plate en- 
graving and beg to say that we believe the Stationers’ Association can 
do an exceptional piece of work in getting the stationers to realize 
what steel and copper plate work is actually worth. Will be very 


glad to have the list issued by the national association. 

I believe that the National Association of Steel and Coy 
Engravers should be, if possible, brought into one of the larger or- 
ganizations, either the Typothetae or the Stationers I im sure 
functioning through one of the larger associations it could do a great 
deal more good than going it alone, as they are at present 

No. 4. 

I am pleased to learn that the national association is interested in 
this branch of our business. 

There is so much that can be done in the way of helpful sugges 
tions Selling help, up-to-date styles and forms, educating the dealer 
to get a right price for this class of work, and many others that sug 
gest themselves. 


per Plate 


No. 5. 

We believe that a recommended list would be of great value, but 
from observation, there will probably be some difficulty in preparing 
one, owing to what seems to be a wide variety. 

Our opinion would be that the price list should not show less than 
a 40 per cent gross profit when using the highest general basis of 
cost. Those who would be satisfied with a lower percentage could 
discount the list. Such a basis would at least approach uniformity 

It is our opinion that the overhead in the engraving stationery de 
partment is quite as high as in any other part of the business 


No. 6. 
We thoroughly believe in a recommended price list, and believe 
that one issued by the National Association would be of much bene 


fit to the trade, inasmuch as it would give the trade an opportunity 
of comparing prices for the same class of work, as done in various 
cities. It would be a foundation for figuring prices for this work, 
and do away with so much of the guess-work prevalent among people 
who take orders for engravings, and really do not know what prices 
to charge, inasmuch as they are not the parties doing the engraving 
Such a list is of benefit to the wholesaler and the retailer, and in 
time helps to do away with much of the ‘‘shopping’’ of the customers 
Ne. 7. 

We believe that a list of recommended prices issued by the Na 
tional Association would be just as advisable as the list they are now 
issuing on stationery items, especially if they made the price-list clear 
so that an ordinary clerk or salesman could interpret it without 
further explanation, 

No. 8, 

As to the recommended price-list, etc., we say that there is no 
branch of our business in which we lack information as to prices, 
styles and general costs, as in this and any standardization that you 
mizht effect through your committee would be of great value to the 
average firm. 


No. 9. 

We would say, however, that our experience in getting under 
standable price lists from the engravers from whom we deal, has 
been so difficult that we think the National Association might well 
issue a list of recommended prices that would be of great value to 
dealers who do not make enough of their Engraving Department to 
warrant a special clerk to figure these matters out. 


HARRIET GIMBEL AND THE BIGGEST “MONGOL” NCI 
EVER MADE READY FOR REALLY-TRULY WORK Miss 





Gimbel plays the part of a beginner in the studio scene 
The Greenwich Village Follies of 1920. Formerly she had a studio in 
Greenwich village and is well acquainted with ordinary drawing pencils, but 


ene cf the usual size is too small for stage use and a “property” pencil will not 
write, so she ordered from Ebered Faber a ‘‘Mongol”’ pencil No. 2, twenty-four inches long, fitted with a real rubber 
eraser in the distinctive oxidized metal tip. It is a real 
the stage. 


in 


pencil and with it Miss Gimbel does real sketching on 
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Old craftsmen did fine work even 
with inadequate machinery. The mod- 
ern Mimeograph insures the finest of 
work even when especial skill is wanting. 
Real evolution that! But always, care 
and neatness applied to the mimeograph- 


ing process yield important rewards. In the 
hands of a careful workman, your Mimeograph will 
produce craftsmanlike results—and perhaps accom- 
plish tasks that you did not dream it could do. A 
matter for thoughtful consideration now! With micro- 
scopic accuracy the Mimeograph reproduces hourly 
five thousand exact copies of a letter, bulletin, drawing, 
or kindred matter, at negligible cost. Our booklet 
“T-11” will show you some of the remarkable things the 
Mimeograph is doing for others—and perhaps suggest 
new and better ways. It costs only the effort of the 
asking. A. B. Dick Company, Chicago—and New York. 
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m No. 10. Regarding the present situation, there is a great shortage of skilled 

We would welcome a suggested price-list issued by the National help and increased demands by the different branches of the business 
Association standardizing the values of all embossing and steel die is very marked. Prices must remain high and be further increased, 
work for the information of our clerks and those handling the en- in some cases, if the demands are made; also all the accessories used 
graving orders, and it would be a great help to us to have all of this in the business are advancing and we see no tendency of a _ possible 
“standardized’’ and I assure you that anything that can be done along decrease for some time. There is every reason to believe that busi- 
that line would be appreciated mightily by the retail trade, especially nss will continue good, and demands greater than can be supplied 
the houses who do not do their own engraving and embossing but are promptly, and from what the committee can ascertain, no change can 
daily taking orders for and selling this product. be looked for in conditions until well into next year. 

The development of the business has been very marked in the last Also suggest that the stationers have a special engraving week dur 
few years and offers a constantly increasing field for cultivation, and ing which time they should give over one of their show windows en- 


should be placed on substantial footing by getting the proper return tirely to the showing of Steel and Copper Pilate Engraving, the same 
for the investment. as has been done with Xmas Greeting Cards. 

Cost systems where used help very materially to correct wrong H. J. Mason, Jr., Pittsburgh; C. J. McKenzie, Boston; John T. 
ideas in regard to prices, and this information will be effective in the Bailey, Chairman, Boston, Mass., Committee. 











preparation of any list to be hereafter issued. (Other Reports and Addresses are Continued on Page 97 
Abrams, Albert B., New York, N. Y. Cornell, E. F., Des Moines, Ia. Headrick, Will W., Edgartown, Mass. 
Adams, P. K., St. Louis, Mo. Correll, C. A., Wichita, Kan. Henkel, Edgar 7T., St. Louis, Mo. 
Agnew, Everett F., Indianapolis, Ind. Cortright, L. C., Indianapolis, Ind. Henriques, R. G., Chicago, Ill. 
Aigner, G. J., Chicago, Il. Cott, E. P., Columbus, 0. Herman, Otto, St. Louis, Mo. 
Alford, Joseph P., Joplin, Mo. Craig, Robt. G., St. Louis, Mo. Herr, L. B., Lancaster, Pa. 

Allen, Ivan E., Atlanta, Ga. Crow, John A., Topeka, Kan. Herrmann, T. M., Baltimore, Md. 
Alpeters, Joha C., Detroit, Mich. Dalton, Ernest, Philadelphia, Pa. Heymann, Harry, New York City. 
Anderman, Albert, Philadelphia, Pa. Damon, Leon B., Boston, Mass. Hibbard, Albert D., Boston, Mass. 
Anderson, George S., Galveston, Tex. Daisey, Leo A., Mason City, Ia. Hildreth, J. H., Chicago, Il. 
Andrews, W. E., Rochester, N. Y. Davis, Chas. E., Chicago, Il. Hill, Scott, Ranger, Tex. 
Armington, James R., Framingham, Mass, Davis, William M., Kingston, N. Y. Hobbs, J. N., Chicago, Ill. 
Attaman, R. G., Tulsa, Okla. Dawson, C. J., St. Louis, Mo. Hodge, Chas., Philadelphia, Pa. 
Aydelott, E. T., Nashville, Tenn. Deacon, R. T., St. Louis, Mo. Hoffman, P. A., Hastings, Minn. 
Baer, Edwin I., Canton, 0. Deist, W. L., Sandusky, 0. Hoge, Will, Muskegon, Mich. 
Bailey, John T., Boston, Mass. Denny, Frank O., Kansas City, Mo. Holley, C. C., Des Moines, Ia. 
Bainbridge, H. E., Jr., Brooklyn, N. Y. Diehl, Wm. R., Columbus, 0. Hooker, Harry E., Chicago, Ill. 
Baird, Geo. E., Kansas City, Mo. Dittman, F. O., Milwaukee, Wis. Horder, E. Y., Chicago, Il. 
Bardenheuer, W. C., Brooklyn, N. Y. Doolittle, Uri, Syracuse, N. Y. Horsman, Arthur L., Wichita, Kan. 
Barkerding, A. H., Park Ridge, N. J. Dornette, John, Jr., Cincinnati, 0. Hughes, Frank M., Oklahoma City, Okla 
Barnes, Montgomery, Cleveland, Ohio. Dotterer, Horace R., St. Louis, Mo. Hultquist. George G., McPherson, Kan 
Barr, J. Victor, Nashville, Tenn. Dover, Geo., Fall River, Mass. Hunt, Paul C., Jefferson City, Mo. 
Bartens, A. J., St. Louis. Dow, Louis F., St. Paul, Minn. Hunting, D. D., Grand Rapids, Mich. 
Bates, Fred B., Richmond, Va. Downs, Fred, Tulsa, Okla. Hutchinson, Henry S., New Bedford, Mass. 
Barthel, Theo. J., St. Louis, Mo. Ducas, Frank, San Antonio, Tex. Hutton, John A., Savannah, Ga. 
Baudeon, L. Henry, New Orleans. Dunn, DeWitt C., Philadelphia, Pa. Ingraham, E. V., Indianapolis, Ind. 
Bauer, Ralph S., Lynn, Mass. Duplessis, Ray E., Chicago, Il. Irwin, Francis B., Philadelphia, Pa 
Baxter, R. H., New York. Dure, G. C., St. Louis, Mo. Isert, Theo. A., New York City. 
Becker, Theo., Rahway, N. J. Dyson, Geo. E., St. Louis, Mo. Jackson, Earl, Wichita, Kan. 
Bellman, Charles N., Toledo, 0. Ebbels, J. L., Holyoke, Mass. Jenkins, Geo. H., Chicago, Il. 
Bemridge, Wm., Milwaukee, Wis. Edelen, C. Brooks, Cleveland, 0. Jennings, Ermy, Sapulpa, Okla. 
Bernheiser, J. H., Camden, N. J. Eiff, Chas. H., Milwaukee, Wis. Jernigan, 0. L., Atlanta, Ga. 
Besser, Alfred E., New York. Engelberg, Sig. H., New York City. Johnson, Leo F., Tampa, Fla. 
Besser, Oscar J., Buffalo, N. Y Faber, Eberhard, Brooklyn, N. Y. Kastner, E. J.. New York City. 
Bingham, F. C., Brooklyn, N. Y. Fargo, Chas. R., Chicago, Ill, Kelier, Chas. L., Buffalo, N. Y. 
Bingham, G. B., Cleveland, 0. Farrell, C. M., New York City. Kelly, J. R., Louisville, Ky. 
Blankemeyer, E. E., Chicago, Ill. Fetter, John B., Louisville, Ky. Kempt, P. A., Detroit, Mich. 
Blomberg, Wm. A., Atchison, Kan. Field, Clark, Tulsa, Okla. Kennedy, W. J., St. Louis, Mo. 
Bogart, Edward V., Atlanta, Ga. Field, Herbert D., El Paso, Tex. Kilbourn, Jos. I., New York City. 
Boswell, H. V., Louisville. Ky. Figueredo, Fernando, Jr., Havana, Cuba. Kotasek, John C., Cleveland, O 
Botz, Chas. O., Moline, Ill. Fisher, Frank C., Sioux Falls, S. D. Kral, Jos. S., Cleveland, O. 
Bowlby, W. H., Topeka, Kan. Fisher, L. E., Toledo, O. Krohne, A. H., Chicago, Ill. 
Bowman, Harry V., Muskogee, Okla. Fisse, W. H., St. Louis, Mo. Lacey, James T., Madison, Wis. 
Brackett, H. H., Sioux Falls, 8S. D. Fleeman. Henry, Springfield, Ill. LaMonte, Geo. V., New York, N. Y 
Braden, W. R., Kansas City, Mo. Follin, Marion V., Grand Rapids, Mich. Lappe, L. H., Pittsburgh, Pa. 
Brandemore, J. H., Kansas City, Mo. Forbes, Alex, Holyoke, Mass. Larson, 0. A., New York City. 
Brandt, Geo. F., Boston, Mass. Fox, Geo. E., Chicage, Il. Lawson, A. H., Chicago, Ill. 
Braun, Chas. F., New York City. Farrar, Mark W., Joplin, Mo. Lengmick, T. E., Littie Rock, Ark. 
Brewer, Chas. D., New York City. Francis, Floyd E., Albany, N. Y. Lent, Chas. A., New York City 
Brewer, H. W., St. Louis, Mo. Frank, Henry, New York City. Lent, C. Hersey, New York City. 
Brooks, Wm. Henry, Philadelphia, Pa. Frater, H. L., New Orleans, La. Leonard, M. F., New York City. 
Brown, John A., Pittsburgh, Pa. Frazier, D. W., Huntington, W. Va. Lewis, A. B., St. Louis, Mo. 
Buckley, Jos. P., New Orleans, La. Frederickson, D. 0., Chicago, Ill. Lincoln, Carl E., Northampton, Mass 
Buntell, C. J., Dayton, 0. Froehlich, L. W., Cincinnati, O. Lindquist, H. L., Chicago, Il. 
Burgoyne, Sidney J., Philadelphia. Fros, Harold L., Worcester, Mass. Linsky, Jack, New York City. 
Burkholder, L. A., Cleveland, 0. Frye, Chas. S., St. Louis, Mo. Little, P. T., St. Louis, Mo. 
Burlingame, F. A., Wheaton, Il. Fulton, Guy, Indianapolis, Ind. Lockwood, Millington, Buffalo, N. Y 
W. A., Cincinnati, O. 


A., Jr., New York City. Gatet, D. H., Topeka, Kan. Logan, 


Burnham, F. 
Buschart, Wm. L., St. Louis, Mo. Gannett, Geo. B., St. Louis, Mo. Logan, Wm. C., Jacksonville, Fla, 
Butenschoen, F. H., Chicago, Ul. Gardner, L. B., Waco, Tex. Lovig, Arthur L., Chicago, Ill. 
Butterfield, A. S., Evansville, Ind. Gardner, T. K., Springfield, Mo. Luck, Chas. A., Toledo, O. 
Byck, Jos. M., Savannah, Ga. Garvin, Chas. P., Boston, Mass. Luther, Henry J., Newark, N. J 
Byers, Mortimer W., New York City. yash, Edw., New York City. Lynch, James B., Aurora, Il 
Carlson, A. G., Moline, Il. Gassenheimer, Leo, Montgomery, Ala. MacIntyre, E, T., New York City. 
Carpenter, C. C., Cincinnati, 0. Gibbs, Fletcher B., Chicago, Ill. MaeMorris, John C., Chicago, Ill 
Casey, Michael J., Philadelphia. Gibbs, Frank L., Chicago, Ill. McChesney, Donald S., Syracuse, N. Y 
Cast, Herman H., Wichita, Kan. Gilbert, J. A., Chicago, Ill. McChesney, Francis H., Syracuse, N. Y. 
Cesborne, R. H., New York City. Gillette, Robt., Holyoke, Mass. McCleary, H. R., Kansas City, Mo. 
Chadwick, H. C., Jamestown, N. Y. Gilmore, Geo. F., Greenwich, Conn. McCloy, A. W., Pittsburgh, Pa. 
Chalmers, Edw. A., Rutland, Vt. Goes, Chas. B., Chicago, Il. McCormick, G. S., Cleveland, 0. 
Chase, K. E., St. Louis, Mo. Goldstein, J. M., Cleveland, 0. McKeever, G. L., Spokane, Wash 
Christie, H. F., Atlanta, Ga. Goodman, Robert L., Atlanta, Ga. MeKenna, Robert, Kansas City, Mo 
Chumley, H. H., Decatur, Il. Gordon, Chas. B., Cambridge, Mass. Maas, Albert J., Quincy, Il. 
Clark, Leon H., Philadelphia, Pa. Gosiger, Paul A., Cincinnati, 0. Mandeville, Geo. S., Cincinnati, O 
Clarke, E. H., Memphis, Tenn. Graff, Geo, B., Boston, Mass. Manning, Gerry A., Joplin, Mo 
Cobb, C. C., Toledo, O. Gran, Arthur W., Rockford, Il. Mansh, F. M., Atlanta, Ga. 
Cobourn, H. P., Framingham, Mass. Greenleaf, Wm. H., Chicago, Il. Martin, Hobart W., Chicago, I! 
Cole, Arthur L., Lawrence, Mass. Gregory, Willi. R., Detroit, Mich. Martin, R. C., Brooklyn, N. Y 
Cole, Monroe, Chicago, Ill. Grey, John, Rochester, N. Y. Melind, Louis, Chicago, Il. 
Melvin, Howell D., San Jose, Cal 


Collins, D. W., Oklahoma City, Okla. Groom, Thomas, Boston, Mass. 


Collins, Sidney E., Chicago, Ill. Hale, F. W., Chicago, Il. Mercer, C. V., Jackson, Tenn. 
Colomb, James M., Shreveport, La. Hall, Wm. F., Cincinnati, 0. Merckle, Harold, New York City 
Colomb, L. A., Monroe, Mich. Halpern, Ralph, New York City. Meyer, Albert L., St. Louis, Mo. 
Conner, E. R., Fort Worth, Tex. Hamlin, Guy E., Syracuse, N. Y. Meyer, E. A., Chicago, Il. 
Consor, H. A., Monroe, Mich. Hammond, A. C., Chicago, Il. Meyer, Gustav A., Chicago, III. 
Constantine, James, Tulsa, Okla. Hancock, Al., Chicago, Ill. Miller, D. C., Chicago, Ml. 
Cooke, Chas. 8., Brooklyn, N. Y. Hansaw, Geo. H., Hutchinson, Kan. Miller, F. P., Pittsburgh, Pa. 
Cooper, F. S., Chicago, Ill. Harris, S .W., St. Louis, Mo, Milligan, W. E., San Antonio, Tex. 
Cooper, John M., Atlanta, Ga. Hawkes, I. A., Merchantville, N. J. Miner, W. C., Macomb, Il. 
Copeland, H. E., Boston, Mass. Hawkins, H. E., Chicago, Il. Mitchell, Chas. L., Topeka, Kan 

c Mitchell, John J., New York City 


Corbin, Chas. F., Kansas City, Mo. , Hazel, Ernest C., Atchison, Kan. 
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Where’s my Fountain 
Penr You cannot lose 
them if you use 


Van Valkenburg 
Pen and 
Pencil Clips 


Sold by Dealers Generally 
Well made, splendidly fin- 


ished, attractively mounted 
on cards, which make good 
counter display. 


Ask for Attractive Window 
Cards 


We are the original manu- 
facturers of pen and pencil 
clips, specializing in this line 
for 24 years, and our large 
factory, 14,400 square feet of 
floor space, is devoted exclu- 
sively to their manufacture. 
We make “A Clip for Every 
Need.”’ 


Write for Sample Cards and ; 


Prices 


L. D. Van Valkenburg Co. 


ENLOW CO. Inc., 362 Broadway, New York City. Representatives for New York City and Export. 








Holyoke, Mass. 
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For many years we maintained a 
slogan—*“Your Order Shipped the 
Day It’s Received.” 


The war came and we turned our 
whole organization over to gov- 
ernment work. 


You are familiar with the condi- 
tions that every manufacturer has 
had to contend with for the past 
two years. 


We wish to thank all of our cus- 
tomers for the patience they have 
shown and at this time offer them 
the assurance that everything 
points to our being able to again 
adopt our slogan on January Ist, 
1921. 


The Ireland & Matthews Mtg. Co. 


“Quality” Brass and Steel Cuspidors 
Detroit : i Michigan 
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COLUMNAR BOOKS 
SHEETS & PADS 
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“Columns to Right of Them’”—Ditto to Left of Them! 


The National Columnar Sheets are 
clearly and accurately ruled on excellent 


paper. The pads have strong press- 
board covers, and the books have stiff backs, 
covered with black cloth, and Red Texhide. 


HESE multi-column rulings are of- 
fered in single sheets, perforated 
pads and bound books. The columns 
range from 2 to 36, variously arranged. 


They are used in cost accounting, 
business analysis, auditing, and perma- 
nent record making. For user and 
dealer alike, they stand as the most 
convenient and profitable investment in 
the entire range of blank books. 


The large and continuous demand for Na- 
tions! Columnar Books indicates that they 
offer a quick turn-over for the dealer’s capital. 
Whenever a customer wants “something in 
the way of a blank book,” be sure to lead off 
with a showing of National Columnar Books. 


THERE’S A NATIONAL FOR EVERY NEED” 





HOLYOKE MASS 
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Montgomery, F. G., New York City. 
Moody, W. Si, Nashville, Tenn. 
Moore, R. 8., Cincinnati, 0. 

Morse, Frank C., Muskegon, Mich. 
Moyer, Chas. E., Omaha, Neb. 
Mullens, I.. M., Nashville, Tenn. 
Murphy, Gleeson, Detroit, Mich. 
Neary, Jas. E., New York City. 
Nelson, Ray E., Chicago, Ill. 
Netzhammer, C. A., Milwaukee, Wis. 
Newhall, W. H., Menasha, Wis. 
Norman, 8. Guy, Jasper, Ind. 
Northern, W. C., Fort Worth, Tex. 
O’Brien, Ed., Little Rock, Ark. 
Ogren, John W., Chicago, Il. 
Osgood, C. B., St. Louis, Mo. 
Paist, Chas. J., Philadelphia, Pa. 
Paimer, F. W., St. Louis, Mo. 
Pancoast, T. H., New York City. 
Parkin, J. H., Little Rock, Ark. 
Patterson, E. W., Chicago, Ill. 
Patterson, Robt. D., Syracuse, N. Y. 
Peabody, Geo. H., Boston, Mass. 
Peck, M. G., Norwalk, Conn. 
Peirce, T. F., San Francisco, Cal, 
Perin, W. M., Cincinnati, O. 
Perkins, D. F., St. Paul, Minn. 
Perkins, Donald R., Chicago, Ill. 
Perry, E. F., Cincinnati, 0. 

Peting, Amedee, St. Louis, Moe. 
Pierce, E. S., Hartford, Conn. 
Pierce, Roscoe, Springfield, 0. 

Piers, T. J., Holyoke, Mass. 
Pierson, J. Ogden, New Orleans, La. 
Pillisch, Louis, St, Louis, Mo. 

Pitt, Wm., Kansas City, Mo. 
Pittman, W. D., Chicago, Ill. 
Pogne, R. H., Birmingham, Ala. 
Pomerantz, A. A., Philadelphia. 
Poggle, J. O., Des Moines, Ia. 
Prendergast, R. E., Scranton, Pa. 
Preuss, 0. C., Kansas City, Mo. 
Price, Herman, Jersey City, N. J. 
Prizer, H. A., Philadelphia, Pa. 
Ramsay, Robert E., Holyoke, Mass, 
Rasmussen, John W., Omaha, Neb. 
Ready, John M., New York City. 
Redington, W. H., Chicago, Ill. 
Redman, C. W., Houston, Tex. 
Reitzert, Peter, New York City. 
Reuss, G. A., Milwaukee, Wis. 
Reuter, Edmund A., St. Louis, Mo. 
Reuter, H. H., St. Louis, Mo. 
Reutter, Wm. A., St. Joseph, Mo. 
Richards, G. H., Waukegan, Ill. 
Richardson, Earle C., Baltimore, Md. 
Richmond, Fred A., Detroit, Mich. 
Richter, Alfred S., Cincinnati, 0. 
Rogers, H. W., New York City. 
Rogers, J. D., Jamestown, N. Y. 
Rosengren, Chas. B., New York City. 
Row, D. O., St. Louis, Mo. 
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Rowland, Dave F., Parsons, Kan. 
Russell, H. M., Amarillo, Tex. 
Russell, R. 8., Boston, Mass. 
Ryan, Frank M., Milwaukee, Wis. 
Safford, Chas. L., Chicago, Il. 
Sahm, Wm. H., New York, N. Y. 
Sainberg, Jos. C., New York City. 
Salomon, A. L., New York City. 
Sanders, R. B., Cleveland, 0. 
Sanford, B. E., Ithaca, N. Y. 
Sanford, Morris, Cedar Rapids, Ia. 
Schermerhorn, J. H., Jersey City, N. J. 
Schmiederer, Wm., St. Louis, Mo. 
Schraeger, H. R., Jr., Youngstown, 0. 
Seely, C. W., Topeka, Kan. 

Sell, Edwin H., Columbus, 0. 
Sengbusch, A. F., Milwaukee, Wis. 
Sengbusch, Gustav J., Milwaukee, Wis. 
Service, S. J., Detroit, Mich. 
Severance, Frank L., Chicago, Il. 
Seymour, F. P., Chicago, Ill. 
Sharp, Harry C., Camden, N. J. 
Sheaffer, W. A., Fort Madison, Ia. 
Shean, Sam, Lincoln, Neb. 

Shields, Chas. H., Toledo, 0. 
Skeels, Geo. W., Cincinnati, O. 
Smoll, Chas., New York City. 
Smith, C. B., Pine Bluff, Ark. 
Smith, Lee A., Youngstown, 0. 
Smith, Kellogg, Kansas City, Mo. 
Smith, Shea, Chicago, Ill. 

Smith, W. E., Chicago, Ill. 


. Snoddy, W. C., Chicago, Ill. 


Songstad, E. G., St. Louis, Mo. 
Southworth, Melvin D., Springfield, Mass. 
Spalding, Geo. M., St. Louis, Mo. 
Spalding, V. P., St. Louis, Mo. 
Sparrow, John E., Chicago, Ill. 
Sperry, E. D. L., St. Paul, Minn. 
Sprott, J. S., Youngstown, 0. 

Squier, Harry E., Columbus, 0. 
Stafford, W. S., New York City. 
Staveley, Arthur G. M., New York City. 
Steinmueler, Theo. A.. Baltimore, Md. 
Stephens, Hugh, Jefferson City, Mo. 
Stevens, Chas A., Chicago. 

Stites, Jas. B., Camden, N. J. 

Stout, Steve, Cincinnati, 0. 

Stanage, W. H., Cincinnati, 0. 
Strassle, Chas. ., Lyndhurst, N. J. 
Stratford, H. H., San Francisco, Cal. 
Stromberg, Chas. J., Chicago, Ill. 
Swain, Winthrop C., Boston, Mass. 
Swan, Frank P., Huntington, W. Va. 
Szafir, Alex, Beaumont, Tex. 
Tompkins, Harry A., Rochester, N. Y. 
Tanyane, A. A., New York City. 
Taverceier, L. H., Elizabeth, N. J. 
Terry, K. R., Seattle, Wash. 

Thayer, James B., Springfield, Mass. 
Thom, C. A. H.. Detroit, Mich. 
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Thomas, G. H., Canton, 0. 

Thomas, J. B., Hutchinson, Kan. 
Thompson, James, Worcester, Mass. 
Tibbals, A, D., St. Louis, Mo. 
Todd, Arthur 8., Greenwich, Conn. 
Todd, R. P., Boston, Mass. 

Tower, John B., New Haven, Conn. 
Towne, Edw. S., Holyoke, Mass. 
Towne, Jos. M., Holyoke, Mass. 
Tracht, Fred. H., Chicago, Il. 
Tuite, John R., New York City. 
Tuttle, B. A., South Bend, Ind. 
Tuttle, G. Raymond, Cambridge, Mass. 
Tuttle, W. S., Canisteo, N. Y. 
Uhrig, Edw. J., St. Louis, Mo. 
Underwood, P. G., Philadelphia, Pa. 
Vallean, Fred D,, Minneapolis, Minn. 
Van Derslice, H. A., St. Louis, Mo. 
Vinton, H. K., Chicago, Il. 

Von Wedelstaedt, Henry E., St. Paul, Minn 
Waddell, S. F., St. Louis, Mo. 
Waddy, Woodson P., Richmond, Va. 
Wagoner, H. V., New York City. 
Walden, Van Rensselaer, New York City. 
Walker, A. J., Minneapolis, Minn, 
Walker, S. E., Akron, 0. 

Wallace, A. B., St. Louis, Mo. 
Wallace, Ernest, San Francisco, Cal. 
Wallace, W. H., New York, N. Y. 
Wallender, W. A., Springfield, Mo. 
Wantz. H. J., St. Louis, Mo. 

Ward, J. T., Muskogee, Okla. 
Wardy, Harry A., St. Louis, Mo. 
Waterman, Elisha H., Chicago, III. 
Waterman, Frank D., New York City. 
Webster, Phil F., San Antonio, Tex. 
Webster, W. H., New York City. 
Weeks, Frank A., New York City. 
Weis, Harry C., Monroe, Mieh. 
Welsh, Frank R., Philadelphia, Pa. 
Welty, William A., Chicago, Il. 
White, F. S., Cincinnati, 0. 

White, W. C., Chicago, Ml. 
Whitney, Geo. R., Cincinnati, 0. 
Wilhon, H. L., Winnipeg, Manitoba. 
Wilcox, F. E., Norwalk, Conn. 
Willenborg, J. Frank, Cincinnati, 0. 
Wilkerson, 0. A., Rahway, N. J . 
Williams, A. W., Brooklyn, N. Y. 
Williams, Harry J., Buffalo, N. Y. 
Williams, J. C., Chicago, Il. 
Williamson, L. E., Nutley, N. J. 
Wilson, E. Clifton, Houston, Tex. 
Winne, George T., Springfield, Mass. 
Wittstein, A. H., Cincinnati, 0. 
Wood, E. T., Milwaukee, Wis. 
Woods, W. W., St. Louis, Mo. 
Woolman, Thomas N., Philadelphia, Pa. 
Wyrick, Taylor B., St. Louis, Mo. 
Yawman, Francis J., Rochester, N. Y. 
Youmans, W. J., Cincinnati, O 








Abrams, Mrs. Albert, Brooklyn, N. Y. 
Adams, Mrs. Francis K., St. Louis, Mo. 
Adams, Mrs. 8. G., St. Louis, Mo. 
Adams, Mrs. 8S. S., St. Louis, Mo. 
Allen, Mrs. Ivan E., Atlanta, Ga. 
Anderman, Mrs. A., Philadelphia, Pa. 
Armington, Mrs. J. R., Allston, Mass. 
Baer, Mrs. Edwin, Canton, 0. 

Bailey, Mrs. John T., Somerville, Mass. 
Bartens, Mrs. A. J., St. Louis, Mo. 
Barthel, Mrs. T. J., St. Louis, Mo. 
Bates, Mrs. Fred B., Richmond, Va. 
Bauer, Mrs. R. 8., Lynn, Mass. 

Baxter, Mrs. R. H., New York City. 
Bellman, Mrs. Chas. N., Toledo, O. 
Bernheiser, Mrs. J. H., Camden, N. J, 
Besser, Miss Lola M., Buffalo, N. Y. 
Besser, Mrs. Oscar J., Buffalo, N. Y. 
Bastelman, Miss Irene, St. Louis, Mo. 
Braden, Mrs. W. R., Kansas City, Mo. 


Brandemore, Mrs. Joseph H., Kansas City, Mo. 


Brewer, Mrs. Chas. D., New York City. 


Brooks, Mrs. Wm. Henry, Philadelphia, Pa. 


Byck, Miss Carlyn T., Savannah, Ga. 
Carlson, Mrs. A. G., Moline, III. 

Casey, Mrs. M. J., Philadelphia, Pa. 
Cast, Mrs. Herman, Wichita, Kan. 
Chalmers, Mrs. Edw. A., Kutland, Vt. 
Chase, Mrs. K. G., St. Louis, Mo. 
Christie, Mrs. H. F., Atlanta, Ga. 
Cobourn, Mrs. H. P., Framingham, Mass. 
Cochran, Ellen M., St. Louis, Mo. 
Cooke, Mrs. C. S., Brooklyn, N. Y. 
Cooper, Mrs. John M., Atlanta, Ga. 
Cornell, Mrs. Ed. F., Des Moines, Ia. 
Craig, Mrs. R. G., St. Louis, Mo. 
Dornette, Mrs. John, Jr., Cincinnati, 0. 
Dotterer, Mrs. H. R., St. Louis, Mo 
Dyson, Mrs. Geo. E., St. Louis, Mo. 
Edelen, Mrs. C. B., Cleveland, 0O. 
Feinenkugel, Mrs. E. J., St. Paul, Minn. 


Felton, Mrs. C., St. Louis, Mo. 
Frederickson, Mrs. D. 0O., Chicago, Il. 
Frost, Mrs. H. L., Worcester, Mass, 
Gasenheimer, Mrs. Leo, Montgomery, Ala. 
Geyer, Mrs. Andrew, New York City. 
Gibbs, Mrs. Fletcher P., Chicago, Il. 
Goes, Mrs. Chas. B., Chicago, Ill, 
Goodman, Mrs. Robt. L., Atlanta, Ga. 
Graff, Mrs. Geo. B., Newton Center, Mass. 
Gregory, Mrs. W. R., Jr., Detroit, Mich. 
Hall, Mrs. Violet Adams, Cincinnati, O. 
Hatch, Miss Alice K., St. Louis, Mo. 
Hawkes, Mrs. L. A., Merchantville, N. J. 
Hawkes, Malinda Beach, Merchantville, N. J 
Herrmann, Mrs. William, Baltimore, Md. 
Horder, Mrs. E. Y., Chicago, Il. 
Horder, Mrs. H. G., Chicago, Ill. 
Horsman, Mrs. A. L., Wichita, Kan. 
Jackson, Mrs. Farl, Wichita, Kan. 
Jenkins, Mrs. Geo. H., Oak Park, Ill. 
Jernigan, Mrs. 0. L., Atlanta, Ga. 
Kennedy, Miss Edna A., St. Louis, Mo. 
Kennedy, Miss Naomi E., St. Louis, Mo. 
Kennedy, Mrs. Wm. E., St. Louis, Mo. 
Kennedy, Mrs. Wm. J., St. Louis, Mo. 
Kral, Mrs. J. S., Cleveland, 0. 

Lent, Mrs. Chas. 0., Brooklyn, N. Y. 
Lent, Mrs, C. Hersey, Brooklyn, N. Y. 
Lewis, Mrs. A. B., St. Louis, Mo. 
Marsh, Mrs. Frank, Atlanta, Ga. 

Meyer, Mrs. Albert L., St. Louis, Mo. 
Moore, Mrs. Robson S., Cincinnati, 0O. 
Ogren, Mrs. John W., Chicago, Ill, 
Osgood, Mrs. C. B., St. Louis, Mo. 
Palmer, Mrs. F. W., St. Louis, Mo. 
Palmer, Mary Belle, St. Louis, Mo. 
Peting, Miss Lillian, St. Louis, Mo. 
Pitt, Mrs. Wm., Kansas City, Mo. 
Preuss, Mrs. Otto C., Kansas City, Mo. 
Price, Mrs, Herman, Jersey City, N. J. 
Prizer, Mrs. H. A., Philadelphia, Pa. 


Rasmussen, Mrs. John W., Omaha, Neb. 
Reuter, Mrs. H. J., St. Louis, Mo. 
Reutter, Mrs. Wm, A., St. Joseph, Mo. 
Richardson, Mrs. Earle C., Baltimore, Md. 
Richter, Mrs. Alfred S., Cincinnati, 0. 
Rogers, Mrs. H. W., New York City. 
Schmiederer, Lillian B., St. Louis, Mo, 
Schmiederer, Mrs. William, St. Louis, Mo. 
Scott, Mrs. W. F., St. Louis, Mo. 

Sell, Mrs. Edwin H., Columbus, 0. 
Sengbusch, Mrs, A. F., Milwaukee, Wis. 
Sengbusch, Mrs. G. J., Milwaukee, Wis. 
Sengbusch, Irma W., Milwaukee, Wis. 
Sengbusch, Mrs. W., Milwaukee, Wis. 
Seymour, Mrs. F. P., Oak Park, Ill 
Sheaffer, Mrs. W. A., Fort Madison, Ia. 
Shields, Mrs. C. H., Toledo, O. 

Shields, Katherine, Toledo, 0. 

Skinner, Mrs. C. M., St. Louis, Mo 
Skinner, Mrs. Jesse S., St. Louis, Mo. 
Smith, Mrs. Shea, Chicago, II. 

Spalding, Mrs. G. M., St. Louis, Mo. 
Spalding, Georgia C., St. Louis, Mo. 
Spalding, Mrs. V. P., St. Louis, Mo. 
Tanyane, Mrs. A. A., New York City. 
Thom, Mrs. C. A. H., Detroit, Mich. 
Todd, Mrs. Arthur S., Greenwich, Conn. 
Towell, Mrs. C. L., St. Louis, Mo. 
Tower, Mrs. J. B., New Haven, Conn. 
Towne, Mrs. Edw. S., Holyoke, Mass. 
Uhrig, Mrs. Edw. J., St. Louis, Mo. 

Van Derslice, Mrs. H. A., St. Louis, Mo. 
Walker, Mrs. Arthur J., Minneapolis, Minn. 
Wantz, Mrs. H. J., St. Louis, Mo. 
Waterman, Mrs. F. D., Madison, N. J 
Welsh, Mrs. Frank R., Philadelphia, Pa. 
Wielandy, Mrs. F. H., St. Louis, Mo 
Wielandy, Mrs. Paul J., St. Louis, Mo. 
Wolff, Mrs. Geo. P., St. Louis, Mo. 
Youmans, Mrs. W. J., Cincinnati, 0. 
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S, D, Childs & Company 
Invites Manulacturers 
ToPresent Selling Plans 


What We Do: 


PRINTING & BINDING 


Color Reproductions Office Stationery 


Catalogs Special Blank Books 
Folders Loose Leaf Forms 
Circulars Special Binders 


Bonds and Stock Certificates 


ENGRAVING & EMBOSSING 


Wedding and Recep- Visiting Cards 
tion Invitations Book Plates 
Business Cards Christmas Cards 
At Home Cards Announcements 
Commercial Letterheads 


Embossing of personal correspondence 


paper with crest, monogram or 
address dies 


COMMERCIAL STATIONERY 


Blank Books Card indexes 
Ring Books Legal Forms 
Pencils Files 

Pens Filing Supplies 
Inks Transfer Cases 


Loose Leaf Sheets Stenographic Sup- 
Loose Leaf Binders plies 
Duplicating Ma- Kler-Kut Typewriter 
chines Ribbons 
Pencil Sharpeners Kler-Kut Carbons 
Waste Baskets Fountain Pens 
Price Books, etc., etc. 


RUBBER STAMPS 


Rubber Hand Numbering Ma- 
Stamps chines 
Solid Rubber Type Time Stamps 
Sign Markers Daters 
Stamp Pads Check Protectors 
Notary and Corpora- Stencils 
tion Seals Inks and Brushes 


Ticket Punches, etc., etc. 


Send for Special Catalog Miniature 
Adding Machines 


METAL WORKING 


Heavy Stamping Monograms and 
Automobile Name Numbers 

Plates Dies and Tools 
Metal Checks Punch Press Work 

/, 
ADVERTISING NOVELTIES 
Ash Trays Lapel Buttons 
Badges Letter Openers 
ns Match Box Covers 

Cuff Links Medals 
Emblems Paper Weights 
Hat Pins Pencil Clips 
Key Tags Scarf Pins 


Watch Fobs, etc., etc. 





Ohe well-known house of 

S. D. Childs & Company, 
established in 1837, invites manu- 
facturers of office equipment and 
supplies to present plans whereby 
their lines may be more effectually 
sold through our organization. 


Have you a store demonstration 
that has been getting results? 


Have you window cut-outs with 
real selling quality? 


Have you counter displays that 
move the goods? 


Have you a mailorder selling 
plan that has been producing? 


Have you a commodity that we 
can sell to advantage? 


We are open to your proposition. 


S. D. Childs & Co. 


136 South Clark Street 
Chicago U.S Ae 
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CARD INDEX CABINETS 





Your Guarantee of WORK DISTRIBUTORS 


QUALITY 
SERVICE 
SATISFACTION 


DESK PADS 





Two Styles—Brown Paper Cov- 
ered, and Brown Spanish Fabrikoid, 
six and twelve Division—Each Pocket 
has Individual Capacity with Cloth 
Reinforced Hinges. 





Drawer made of Wood, Shell of 
Heavy Binders Board. Elsane Patented 
Two Rod Follow Block is used on all 
Cabinets. Drawer and Shell covered 
with Black Cloth. Made in 1-2-3-4 
and 6 Drawer for 3x5-4x6 and 5x8 cards. 





Sixty Styles in Stiff Back and FOLIO DESK PADS 


GLASS DESK PADS Flexible, Leather and Brass Corners. 





Special Leather 
Goods, Catalog 
Covers, Binders, 


= Etc., made up on Made of Brown Spanish Fabrikoid. 


Base Covered with Green Felt Top Order Three Desk Padsin One. The End Pads 


and Bottom cut out for lifting glass. close like a Portfolio. Visitors don’t get 
Nickeled Metal Corners. 3/16” Glass. achance to “‘look over’’ important papers. 





Sizes, 18x24, 20x34, 24x36. 
, ' . CLAMP FILE 
BOARD CLIPS TARBOARD 
STRIPED WOOD TARBOARD 











Highly Nickeled Clips with Extra Strong Clamp —— —_ or shut. 
Springs. Sizes, Note—Letter—Legal. ines, Nete—Lotter—Legal. 


SAINBERG & COMPANY 


65 W. Houston St. = NEW YORK CITY 
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THE ONLY TRUE PAPER TEST 




















COMPARE 





WATERMARKED 


WITH 


ANY PAPER—ANY PRICE 


AND WHEN YOU BUY, YOU WILL SPECIFY 


HOWARD BOND 


For the reason of its brilliant, gleaming 
color, which linked with its unusual 
strength and cleanliness will at once im- 
press you with its distinctive refinement 
and superior merit as the ideal quality 
for your letterheads and all office re- 
quirements. 


Our complete line of colors have been 
acclaimed the most beautiful shades on 
the market. 


Sample portfolio gladly mailed you on request 


HOWARD PAPER COMPANY 
URBANA, OHIO 
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SRO CORUUANON OUORNO ROC AN CaM a Canaan: 


New Martinsville Stationers’ Glassware 


Ink Wells Sponge Cups Pin Trays 
Ash Receivers Novelties 
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All designs made in cut and pressed 
glass. 


The stability of New Martinsville Ink 
Wells and Sponge Cups is assured by our 
method of forming such pieces with a low 
center of gravity. 


Dealers find the New Martinsville line a 
profitable line to carry—one which always 
meets with ready sale. It is composed of 
staples for which a demand always exists. 


The greatest uses for New Martinsville 
glassware, of course, are in banks and of- 
fices, but nearly all our designs are also 


Reconstruction of our factory ‘ yay 
following the fire of last month is suited to use in the home and large num- 
now well under way. We expect bers have been sold for that purpose. 


to be producing in quantity by the 
first of December at the latest. We 


thank our friends for their for- The New Martinsville catalogue of de- 

bearance while our deliveries were ° ° . ss : 

impeded. Service will be greatly signs will interest you. A copy will be 

improved when we get the benefit iled lv . Pa . 

of the new plant. male prompt y upon receipt ot your re- 
i quest. 


The New Martinsville Glass Manufacturing Company 


New Martinsville, W. Va., U. S. A. 
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A - of enduring quality 


rT roller-trip escapement of 
the Royal Typewriter is pat- 
terned after the escapement of a 
finely built watch. The end achieved in 
both cases is the same—accuracy. 


This essential device, in the timepiece, gauges every 
fraction of a second with such exactness that no 
appreciable variation is apparent for many months, 
often years. In the oval Teoesiied, throughout 
its long life, the escapement makes possible the per- 
fect spacing of clean type face impressions—speed 
with no sacrifice of accuracy—consummate ease of 
operation—a quietly flowing carriage. 

The infinite care of the old watchmaker is emu- 
lated today by the “Royal” artisan. The ideal of 
utmost perfection, constantly followed, always in- 
sures fine workmanship, excellent service and 
enduring quality. 


ROYAL TYPEWRITER COMPANY, Inc. 
Royal Typewriter Building, 364-366 Broadway, New York 
Branches and Agencies the World Over 
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The Shifting Mechanism 
Is Important 


It makes a difference whether you have to lift a 
carriage or just the segment. 





Ball Bearing Long Wearing 


In shifting to write capitals and figures on an L. C. 
Smith & Bros. typewriter, you touch the shift key and 
lift the type segment—not the entire carriage. 

This is the reason why our wide carriage machines 
shift just as easily as the regular correspondence size. 

The segment shift is on ball bearings and works easily 
and exactly. The printing point is always stationary 
when the type strikes the paper. 

This is only one of the many mechanical features in 
which the L. C. Smith & Bros. typewriter excels. 


L. C. SMITH & BROS. TYPEWRITER CO. 


Factory and Home Office 


Syracuse, N. Y. 
Branches in all principal cities 
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PAPER AND ENVELOPES 








Your Committee, following its appointment last year, had isions of 
onsiderable usefulness to the trade through the accumulation of in 
formation and suggestions from manufacturers and dealers, wholesale 
ind retail, in these nes, but is compelled to confess 
to be surprisingly ittle information and a still more surprising lack 
ff suggestions in the matter 
On April 2d your Committee sent out an inquiry to the manufactur 
for information 
to the member 








I 
ing and wholesale members of our Association, askir 
ind suggestions as we were ‘“‘anxious to recommen 





h 





ship some plan for ndling of paper and envelopes in stationery 
stores that will result increased business in these lines, more rapid 
turnover, etc.’”’ To this inquiry we received twelve replies, the fol 
lowing paregraph quoted from one of these replies being representative 
of the attitude in most of them: 

“Under the conditions which we are working under today we really 
have no recommendations to make, as our problem is to be able to get 
goods, and not a matter of how goods should be handled, or at what 
price We thank you for writing us regarding this matter.’’ 

Your Committee realizes fully that most of the manufacturers in 
the paper trade have had and still have more business than they can |! 
promptly or satisfacturily to themselves or their customers, but we feel, 
ind the manufacturers should realize that this ondition isn’t going 
to apply indefinitely and that any plans laid now which look to the 
more efficient handling of their merchandise from the retailer to the 
onsumer will inevitably work out to the advantage not only of the 
retailer and his customers, but of the manufacturer and wholesaler 














as well 

Only hree of the etters from manufacturers and wholesalers con 
tained real suggestions, and all three contained suggestions practically 
the same “Concentration on fewer lines and manufacturers as 
variety of style and finish and boxing have beet arried to excess in 
the stationery business.’’ The latter part of this suggestion your 


Committee would understand to apply particularly to fancy stationery 
but the first part is rtainly applicable to both commercia? and fancy 





a 


goods 

Each of them als ggests that by reducing the number of lines 
that a better stock or the lines selected may be carried and turnover 
thereby quickened; two of them suggest better displays 

Your Committee feels that these recommendations are important, and 
while perhaps each of us retailers has in a general way, perhaps, had 
them in mind for a long time, we trust these concrete suggestions will 
ause at least some to really act towards putting them in force 

One splendid suggestion, which is applicable not only to the pape 




















ind envelope part of our business, but to all other departments as 
well omes from one of our good friends in the manufacturing busi 
ness who was for years on the road and is therefore in personal 
touch with a great many representative dealers I quote fror his 
etter: 

‘No matter what the character of a dealer’s stock the success of 
his business depends largely on the personnel of his sales force I 
have been amazed at the ignorance displayed behind counters of retail 
stationery stores, and particularly in the paper and envelope depart 
ments This condition exists in Boston, as well as in Chicago—it 
makes no difference where I go, I find stationers deploring the in 
apacity and inefticiency of their sales force Is there a remedy for 
this? I think there i Most of the larger cities now have a Sta 
tioners’ Association I would suggest that you arrange for classes 
r lectures occasionally in which you could teach your sales forces 
the art of selling goods keeping stock, display et the essential 
letails regarding the particular lines you carry in comparison with the 
ompetitive lines, and indeed, all the thousand and one details which 
2 competent sales person in the stationery business, whether man or 
woman, should be familiar with in order t render employer and 
ustomer the best possible service. If your present sales forces aw 


not adequate in number, you might advertise for young men and young 
vomen, and have special classes for them where they could be taught 
these things, with the promise that those who show themselves om 
petent would be given good situations.’’ 

While we have not quoted verbatim the suggestion made, but have 
stated the essential features of it, and it occurs to your Committe 


that there is a great deal of constructive value in the idea present 
ed A few years-ago you could not have expected the dealers in any 
me town to get all their employes together in a general meeting 
because each of them would be afraid that some of his own trade 
secrets would be given away, and benefit his rascally competitor 


but under the influence of his Association and the local Associations 

reely influential in organizing, there is a different 
lay, and we believe that 
neral meetings for education and assistance to the combined 
stationery sales forces of the various cities is entirely feasible and 
desirable and the Committee trusts that this feature of its report may 


vhi t has been 








feeling existing in the stationery business tc 





e ferred to the Resolution Committee for such action as they deem 
ope 
As ft the display f these items—the suggestion has been made by 
the store manager en oyed with one of your Committees members 
that a ring hook sufficient size to cover the largest paper ind 
velope item ur n stock be used and that samples f the 
pe and paper be pasted on heavy sheets punched to fit same 
whit vill avoid the necessity of clerks going into the box to take 
t an envelope or a sheet of paper for the inspection of the customer 
wi will thus almost wait on and sell himself He also suggests 


that much waste results frum the habit of clerks going into any box 

the shelf stock to take out a few sheets or an envelope, thus re 
sulting in a number of broken boxes, where by proper regul 
oxes, only one box at a time wi 





provision of special 
the broken quantity 


In osing, we regret to say Mr. E. J. Kelly, a member of this 
Committee died December 20th, last. while ir the active perforn 
nee f his duties n the Pounsford Stationery Company and we have 


therefore not had the benefit of his help and we take this opportunity 
" essing our sincere sorrow at the loss of our colleagu nd 
feel sure that our sentiments will be shared by the Association 

Your Committee has had its attention called by one of our 

‘ members to the fact that one of the pap 
(uring the year, reduced discount from published prices to 25 per cent 
the prices on the goods produced by this manufacturer are so 
published, it isn’t feasible to sell them for more than _ the 
icturer’s list prices Therefore, such a discount, in view f the 
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eterie manufacturers has 
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[IT was eminently fitting that the makers 
of the most famous record paper for 
pen-entry ledgers, should be the first to 
produce a paper designed exclusively for 
use in machine bookkeeping systems. 


rYPOCOUNT Linen Ledger Paper 
assists the operator by making rapid 
work possible ;—it does not tear; the 
sheets are stiff and remain erect in the 
binder ; the surface takes sharp type im- 
pressions ; the buff color is restful to the 


eyes and soil resisting. 


Office Appliance Dealers should 
carry these sheets in stock. Write 
for sample book and prices. 





Byron Weston Company 


DALTON, MASSACHUSETTS 




















Increase 
Your 
Profits 


Many of your custom- 
ers are users of coin 
bags in handling re- 
turns, pay rolls, re- 
ceipts, etc. 

Stock Bemis Coin 
Bags—every bank, 
factory, store, and the- 
ater needs them. Bemis 
Coin Bags are stoutly 
made, long wearing 
and accurately sized to 
hold specific amounts. 


Write for prices, catalog and 
special information for dealers. 


Bemis Bro. Bag Co. 


Cupples Station 
ST. LOUIS - - - MISSOURI 
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fact that it is costing the dealer from 30 to 40 per cent of the volume 
of their sales to do business, is patently unjust. 

One manufacturer writes the Committee that ‘‘We sometimes are 
in receipt of what might be termed complaints from our dealers who 
say they cannot handle the line at 25 per cent discount in view of the 
heavy transportation charges, We speak particularly of dealers at 
some distance from our city. Surely, such dealers should realize that 
the customer ought to pay the transportation charges, particularly ir 
view of the present conditions. If the customer sends to us direct for 
the goods, as sometimes happens, we hold strictly to the terms of 
F. O. B. our city. Why, then, should the customer expect to buy the 
goods at the same list price from the dealer, and have him foot the 
transportation bill which, in some instances, is as much as his profit. 
A general trade understanding should be encouraged in this matter.’’ 

We are quoting rather fully from this manufacturer’s letter in order 
to show his viewpoint, but we believe when the manufacturer can see 
the retailer’s viewpoint and understand what it is actually costing the 
retailer to transact business, that he will realize the injustice of his 
position, and promptly change it, and believe that this matter of an 
wdequate discount to the retailer can be covered to excellent advantage 
in conference between representatives of groups of manufacturers and 
retailers. 

Your Committee regrets that it has not more information and a 
greater number of suggestions to offer, but earnestly hopes that the 
few suggestions submitted may prove of some real benefit to our 
members. 

John M. Cooper, Chairman; Lynn B. Emery. 


HARDWARE AND GLASSWARE 


When this Committee on Hardware and Glassware was appointed by 
our President he asked that emphasis be laid upon ‘‘Selling Helps ané@ 
Stock ‘Turnovers.’’ Later, in view of the great difficulty experienced 
by members in securing this class of merchandise, this was modi- 
fied to some extent, and we were asked to get all the information pos- 
sible from manufacturers as to the probable conditions in their re- 
spective lines during the coming winter season. 

We have tried as best we can in this report to follow his suggestions. 

Hardly any of the manufacturers of hardware and glassware took 
any interest in our questions as to ‘‘Selling Helps.’’ They were, 
probably, all too busy trying to fill back orders and felt that this was 
no time in which to advise us retailers how to increase the sale of 
their products. It is true, two manufacturers did send their cata- 
logues, but did not indicate when unfilled orders would be shipped. 

We are, therefore, driven back upon our own resources and experi- 
ence, and will try, as best we can, to give our ‘‘Selling Helps’’ so 
that when conditions change the window-trimmer and display artists 
will have their opportunity to show what they can do to induce a more 
rapid turnover. 

It is vitally important that window displays be neat, clean an¢é 
bright, the background and ceiling being of white or cream color to 
add to the light thrown upon the merchandise. 

Prices should not be neglected, but, except in special sales, prices 
should be subordinated to the display. 

In special sales the price ticket is the center of attraction. 

Cut Glass Inkstands show to best advantage on a pink or green 
blotter. 

If 9 little attention is paid to the seasonal display of Sponge Cups 
and Paper Weights, many more sales would result. Glass and Iron 
Paper Weights should be put on display in spring and summer when 
effice windows have to be raised for ventilating purposes. 

The inside show cases must be kept in a neat, clean condition if 
purchasers are to be attracted, and that is the only reason for the 
display. 

The General Manager of the Pittsburgh, Pennsylvania, member of 
our committee sends the following: 

Selling Helps. 

I believe all hardware and glassware should be displayed on a coun 
ter and not in a showcase. The day of the showcase has passed, 
except for a very few stationery items. - 

A stationer who wishes to test this statement may prove it for 
himself: 

For one week tabulate the sales of an article displayed in a show 
ease; then place a dozen, or a filled tray, of the same article on a 
counter. Use a sign, stating the price, etc. The sale of the article 
will increase. 

Small hardware should be displayed in trays with a small card and 
price at the head of each tray. 

Inspect the 5 and 10 cent stores. Woolworth can help the stationer 
display merchandise, and Woolworth krows how to merchandise. 

One man should be in charge of this department. Make him re- 








sponsible. Insist upon neat displays; insist upon the stock in the 
shelves being neat and orderly. Pay your salesmen a bonus on sales 
A bonus properly applied increases sales and profits. If you have 


displayed goods that will not sell, reduce the price until they are sold. 
It is not economy to hold such merchandise. 

Furthermore—stock in this department should turn five times A 
perpetual inventory or a plan as good should be used. 

A record of sales and purchases of some kind should be maintained 
in order to weed out the non-selling articles, also to discover the ones 
of which too large a stock is carried. Pay the man in charge a bonus 
for the turnover you desire, 

We may not agree with all his conclusions, but they furnish food for 
thought and discussion. 

As often as possible use the national advertising of the manufacturers 
of Office Supplies in conjunction with your display of the same 
merchandise. Cut the advertisement from the trade or daily papers, 
mount neatly on good board and put it in the window by the side of 
your display; this links your store with the national advertiser and 
has great pulling power with the buying public. 

We have had some of these mounted as suggested and you can see 
how effective they are in attaining the desired results. 

(Show signs and comments on each and suggesting improvements.) 

These display cards will be at your disposal upon the conclusion of 
this report, and discussion is invited upon them. 


(Continued on Page 131.) 





Se NES er 











S 


_ 











Re tren 








November, 1920 OFFICE APPLIANCES 99 


(eet Weilicke. tututututes 
, a 





A Phone List Is a Necessity 
Wherever There Is a Telephone 


% 


‘g 
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Ninety-nine percent of telephone numbers 
frequently called, may be listed in a Phone List. Names, 
exchanges and numbers are then at the finger ends. 
Merely touch the tab, tip the card and there’s the num- 
ber. The hinged card automatically returns to place. 


A Valued and Useful Christmas Gift 


Meilicke. Phone Lists are finely made. All cards 
are loose-leaf, linen-lined and hinged; tabs are reinforced with 
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celluloid; frames are made of light metal handsomely enameled 
in black. Your customers will buy several, for friends will 
greatly appreciate such a practical gift, usable the year ’round. 


Detachable Style 


AG 


fe 


Special Price $2 


os 


f. 


A Style for Every Purpose 
The Detachable Style specially priced at $2.00 for 
the Holiday trade, snaps onto any standard tele- 


eG 


phone instrument without screws or bolts. It con- 
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Be 


tains space for 442 names indexed alphabetically. 


Many of your customers will want the Desk Style. 
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It is made up similar to the Detachable and holds 
% Desk Style as many names. Always within reach on desk, 
Special Price $2 table or stand. Ever-ready memorandum pad a de- 


6 K 


sirable feature. 


be 


For the desks of busy executives, Style F or Style 
R is recommended. Both are substantially con- 
structed with black enamel frames; rubber feet 
prevent marring a desk. Style F will hold over 
1000 names. 
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Style R has a 35 division alphabetical index to 


AS 


contain 1400 names; cards are 5%4x5 inches and tilt 


x 





lo position for quick reference by a finger touch on 


Price a proper tab. A gift which will be enjoyed many 


times every day for years to come. 


Special Offer 


Reduced Price Free Holiday Circulars 
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A special low price has been placed on the Detachable and Desk 
Styles for Gift purposes. Special Christmas descriptive circulars 


free. Write for detatls. 
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Meilicke Calculator Company 


Makers of Time and Money Saving Efficiency Devices 
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Style R 


Price $5 K 340 North Clark Street Chicago 
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THE WEBSTER DEFINITE 
SELLING PLAN FOR THE DEALER 


YOUR Opportunity 


vie Cll 











2. 

















See how we really make it possible for you to secure the Carbon Paper 
and Typewriter Ribbon Business in your city or territory. 


The Webster definite selling plan means a service to every WEBCO 
DEALER as supreme as the quality of WEBCO PRODUCTS. 


Examine the opposite page carefully 


Write for full particulars 


F. S. Webster Company 


332-342 Congress Street Boston, Massachusetts 
WEBCO PRODUCTS HAVE BEEN THE BEST FOR THIRTY YEARS AND ARE BEST TODAY 
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A PLAN OF ACTIVE 
MERCHANDISING CO-OPERATION 


THE ACTIVE BACKING OF 
THE LARGEST SELLING 
ORGANIZATION IN THE 
BUSINESS FOR THE 
BENEFIT OF THE LIVE 
STATIONER 


CO-OPERATION 
DECALCOMANIAS 

WINDOW DISPLAY 
ADVERTISING HELPS 
NEWSPAPER ELECTROS 
NATIONAL ADVERTISING 

COPY FOR ADVERTISING 
RESEARCH AND SERVICE 
LETTERS TO CUSTOMERS 
MONTHLY HOUSE ORGAN 
BOOKLETS ON THE USES OF 
CARBON PAPER AND. RIBBONS 
IMPRINTED WITH YOUR NAME 
GENERAL TRADE INFORMATION 
SALES EDUCATION TO EMPLOYEES 


CO-OPERATION FROM OUR TRAVELLING MEN 


SERVICE, QUALITY AND UNIFORMITY 


ER 


THIS PLAN WIL] 
ALL THE ADVANTA 
HAVING A SALI 
JUST FOR YOU 
AND RIBBON DEPAI 


SALI 
HIGHEST 
CATALOGU! 
IMPRINTE 
COPY FOR CATAL( 
MOVING PICTURI 
SAMPLES TO 
ELECTROS FOR CATAI 
TESTING AND INFORM: 
DIRECT CONTACT BETWEEN ; 
SALES DEPARTMENT AND YOU} 
SALES DEPARTMEN 
WE REFER ENQUIRIE: 
SHOW CARDS FOR YOUR 
IMPRINTED ENVELOPE 


PERMANENT BUSINESS BUI! 


WE DRIVE THE BUSINESS YOUR WAY, HELP YOU TO GET IT AND CO-OPERATE WITH YOU TO HOLD !7 


SECURE THE CARBON PAPER AND TYPEWRITER RIBBON BUSINESS IN YOUR SECTION 


THE WEBSTER DEFINITE SELLING PLAN WILL MAKE IT POSSIBLE FOR YOU TO GET IT 
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“STRUCTURAL STRENGTH” MODEL SAFE | « 


WITH THE UNDERWRITERS’ “B” LABEL 






D. 
: 
No. 301 
s #6 Globe Safe b 
SY STRUCTURAL STRENGTH MODEL Qi 
Combines the “OLD LINE” Standards of Strength, as developed in the Safe Maker’s art for over a period of fifty 
years (i.e. STRUCTURAL STRENGTH), together with easy Portability and also Heat Resistance, for which it has been 
awarded the “Underwriters’ “B” Label.” 
Concerning fire protection, too much importance has been given to heat-resistance alone, because in modern build- 
ings the combustible matter is kept so low that intensely high temperatures, especially for any length of itme, are unknown, 
whereas, if a safe is surrounded by a lot of highly inflammable material, unquestionably the build- 
ing itself will collapse long before high temperatures have been developed, and STRUCTURAL 
STRENGTH will have been required more than heat-resistance. N 
ws o 


The Globe-Wernicke Steel Horizontal Filing Cabinet Sections can be used i de these Safes 


The Globe“Wernicke Co. « 
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“STRUCTURAL STRENGTH” MODEL SAFE 


WITH THE UNDERWRITERS’ “B” LABEL 
Any of the Horizontal Globe-Wernicke Sections Can Be Used in the Safes 


The Sections shown below are the same as those shown inside the safe on opposite page. 





«—Suspending 
Device — pre- 
vents file from 
falling out and 
holds it sus- 
pended while 
both hands 
finger con- 
tents. 


Document 
File 
Section 





13% Inches High 
7317 D. F. Section (Document File) containing 





6 Files, each measuring inside 434 inches wide, Document File 

1134 inches high, 15 inches deep. illustrating the follower to 
For documents, contracts, briefs, policies and hold contents in vertical 

folded papers. position. 


3x5 Cupboard 
Card Steel 
Index ae 
Half a 
Section 


Section 





13% Inches High 7 
7617 C. I. 35 (Card Index) con- Cupboard Storage Section 


taining 6 Files for cards 3 inches with Steel Panel 
high by 5 inches wide. Each file 7617 C. S. P. Section 


15 inches deep inside. 


Letter Letter 
Size Size 
Section Section 





_ 7317 V. L. Section (Vertical Letter) containing 2 Files, each measuring inside 12%4 inches wide, 114 inches high, 15% 
inches deep, for correspondence. 


There are fifty other sections shown in the Globe-Wernicke Catalogue 
No. 820. These can all be used in Globe Safes. 


“BUILT-TO-ENDURE” 














Run 
The World’s 
Business 


Ask for Globe- Wernicke Catalogue 820 
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ANNOUNCING A NEW ADDITION 
TO THE MIDLAND LINE 


WASTE BASKETS 
SPACE BASKETS 
LETTER TRAYS 
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Meshes for 
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Circular 
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No. 1203 





IMMEDIATE SHIPMENT OF 
MIDLAND’S FINE QUALITY 
*““SUPERIOR”’ BRAND GEM 
PAPER CLIPS — ALL SIZES 








MIDLAND STEEL Propucts COMPANY 


3132-36 SOUTH CANAL STREET 
CHICAGO, ILL. 


REID & GILMARTIN, Pacific Coast Representatives 
444 Market Street, San Francisco, Calif. 


November, 1920. 


Changes in Findex Organization. 


The Robinson Findex Company, Call building, San 
Francisco, announces that the business of that company 
is being transferred to The Findex Company. Charles E. 
Seiler, who has been in close touch with the development 
of the company for several years, becomes president and 
general manager. Mr. Seiler was formerly Pacific Coast 
sales manager of the Alexander Hamilton Institute. Other 
officers of the company are: Wm. H. McGinnis, Jr., vice- 
president, formerly assistant to the president of The 
Stevenson Corporation, New York; vice-president, Cen- 
tral California Traction Company; examiner in charge for 
Federal Trade and Inter-State Commission, Washington 
and New York. Will C. Hogg, vice-president, member of 
Hogg Brothers, Houston, Texas. Walter J. Willoughby, 
vice-president, Pacific Coast manager for the Eaton, Crane 
& Pike Co. J. Leslie Barneson, treasurer, president 
Barneson-Hibbard Company, and C. B. Hensley, secre- 
tary, formerly statistician of the Industrial Accident Com- 
mission of the State of California. The attorney for the 
company is Augustin C. Keane. 

It is stated that the advice and co-operation of Leo S. 
Robinson, inventor of the Findex, will continue to be 
available in connection with the mechanical production 
and development of the device, as well as in the prepara- 
tion of special card forms, involving classifications and 
statistical work. David M. Berry becomes superintendent 
of mechanical production and development. 


Announcement Card Uses Current Event. 


The Associated Stationers’ Supply Company, wholesale 
commercial stationers at Lake and Franklin streets, Chi- 
cago, extended to all the visitors at the recent St. Louis 
convention a rather unique and original invitation in the 
form of a neatly printed card, 314x6%4”. The card read 
as follows: “Senator Harding said, as he stopped for a 
few minutes in St. Louis, ‘It is wonderful—most pleasing 
reception I have ever experienced.’ 

“The stationers from all over the nation know this to 
be true, as St. Louis’ hospitality has been shown to them 
before—but we want to say that it will pay you to visit 
Chicago on your way home. 

“Associated Stationers Supply Company, wholesale com 
mercial stationers, Lake and Franklin streets, Chicago, in- 
vites you to inspect the unusual stock. Ready to serve 
you—when you, too, will say—It is wonderful.’ ” 


New Paper Factory in the West. 


In an effort to relieve the news print shortage, the 
Howard Pulp and Paper Company has been organized to 
manufacture and sell print paper on a large scale. The 
plant will be erected at Idaho Falls, Idaho, in an area 
which officials declare is ideal for logging and milling 
purposes. Paul Kollinz is president of the company. He 
says that this plant is the only one of its kind between 
Minnesota and the Pacific Coast. The new mill will have 
an output of 60,000 tons of paper annually. The company 
has acquired 90 square miles of timber which, according 
to the estimates of the officers of the company, will be 
sufficient to last them 133 years at the rate of output now 
contemplated. 





A New Typewriter Store. 


The Corona Sales Company, 531 Fulton street, Brook 
lyn, N. Y., who operate what they claim is the finest type- 
writer store in Brooklyn, has just completed a new store 
at 1280 Broadway, Brooklyn, which is a duplicate of the 
main store on Fulton street. F. M. Samuels, president of 
the company, is an energetic and progressive typewriter 
man and the expansion of his company is evidence of his 
ability to develop a retail business along modern lines. 


Wood Goes West. 


Charles H. Wood, vice-president and sales manager of 
The Newton-Rotherick Manufacturing Company, Chicago, 
Ill., left recently for the Pacific Coast, Vancouver and in- 
termediate points, intending to remain away all winter. 
He will cover the territory fully, placing agencies for 
typewriter ribbons, carbon papers, etc. Before his re- 
turn he may visit Hawaii and Japan. He expects to re- 
turn to Chicago in May or June. 
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GOLD SEAL 
Battleship Linoleum 
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Quiet efficiency reigns in the library 
and offices 0° the Minnesota University 
School of Mines—no clatter of footsteps 
to disturb. Com’ortable, noiseless floors 
of Gold Seal Battleship Linoleum assure 
this restful atmosphere. 


But not only in the library and offices— 
this thoroughbred floor-covering is making 
good on the floors of nearly every building 
in this school. 


Absolutely suitable as a floor-covering 
for libraries, auditoriums, office buildings, 
theatres, industrial structures,etc. Silently 
comfortable underfoot, easy to clean, an 
attractive brown in color and durable to 
the nth degree (every yard built strictly 
according to exacting U. S. Navy Specifi- 
cations). Its sturdy appearance registers 


PHILADELPHIA NEW YORK 
SAN FRANCISCO 





Congoleum Com 


INCORPORATED 


CHICAGO 
MINNEAPOLIS 


An Atmosphere of Quiet Efficiency— 


a definite promise of 100% floor service— 
a promise backed by a strict guarantee. 
On every two yards of Gold Seal Battle- 
ship Linoleum will be found our Gold 
Seal bearing this pledge, ‘Satisfaction 
guaranteed or your money back.” 


Gold Seal Cork Carpets 


For absolutely noise-proof floors—specify Gold 
Seal Cork Carpet. This efficient, durable floor- 
covering is as velvety quiet underfoot as the heav- 
jest woven rug. Made in restful shades of brown, 
green, and terra cotta—ten in all—with polished 
or dull surface, and, of course, service guaranteed 
by the Gold Seal Guarantee. 


If you have a floor covering problem, call upon 
our Service Department for any advice you may 
require. Write our nearest office for samples of 
these thoroughbred floor coverings. 


pany 


CLEVELAND KANSAS CITY 
MONTREAL 


BOSTON 
DALLAS 











( THE FAMOUS FARR & BAILEY BRAND) 


in? MG 


On every two yards of 
Gold Seal Battleship 
Linoleum will be found 
our Gold Seal bearing 
this definite pledge— 
“Satisfaction guaran- 
teed or your money 
back.” 
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of Minnesota, 
Minneapolis. 
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tem Service 
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Yawman & 

Erbe Mfg. Co. ! 
Rochester, N. Y. | 

Please send me a copy of | 
your new catalog “Record Fil- | 


ing Cabinets” and information | 
aw about “Y and E” System Service. ; 


1 a J Name_ 
ind supplies ... 
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BADGER RING BOOK 





BADGER BEAUTY LEDGER 





BADGER ALUMINUM SHEET HOLDER 





ADGER ,.. Piccer 
INDERS ~~ BUSINESS 


No progressive Stationery Dealer would con- 
sider carrying any Line in stock which was not 
a quick turn-over Line, and which did not 
measure up to the highest standards of Qual- 
ity in every respect. 


He knows that a dependable product is easily 
sold, and that it brings the satisfied customer 
back to his store when he is again in the mar- 
ket. That is why, for over twenty years, 
many of the largest Stationery Houses have 


been specifying 


THE BADGER LINE OF 
LOOSE-LEAF DEVICES 


when they are in need of Loose-Leaf equip- 
ment. Into every Loose-Leaf Device bearing 
the Badger Trade-Mark is incorporated the 
very best of materials which can be obtained, 
and the expert workmanship of skilled me- 
chanics and bookbinders. 


That is why BADGER LEDGERS—POST 
BINDERS—RING BINDERS—SHEET 
HOLDERS—PHOTO ALBUMS—CATALOG 
BINDERS, and all of the other special Loose- 
Leaf Devices for which the Stationer finds a 
demand, have become so firmly entrenched 
with the Stationers. 


NOW is the time to place your order for your 
Fall requirements. 


Our new Catalog O-10 illustrates and describes 
the complete line of BADGER LOOSE-LEAF 
DEVICES—every number a ready seller. 


Send for a copy today 





‘‘The Badger Trade-Mark Assures Quality” 


THE HEINN COMPANY 


MILWAUKEE U. S. A. 
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New A-W-P Manager at New York. 

R. D. W. Ewing has been appointed manager of the 
American Writing Paper Company’s New York office at 
41 Park Row, succeeding L. F. Hayward, resigned. 

Mr. Ewing has been manager of the company’s bonds, 
writings and ledgers section at the Holyoke office. His 
experience, his executive ability, and his knowledge of the 
paper trade eminently fit him for the important position. 

The new head of the New York office acquired practical 
training in the mills of the American Writing Paper Com- 
pany, and later spent four years as a salesman in the 
office of which he now has charge. He served as lieu- 
tenant for two years in the United States Navy, and on 
his discharge resumed his duties with the large fine paper 
manufacturing organization in its bonds, writings and 
ledgers section. 


Elliott-Fisher Divides Chicago Territory. 
In pursuance of its policy of sales expansion, the EI- 
liott-Fisher Company has divided its Chicago territory 














L 4 


F. M. ANGLIM, LOCAL MANAGER OF CHICAGO FIELD 
NO. 2, ELLIOTT-FISHER COMPANY. 





into two fields. Field No. 1 is in charge of C. C. Fiich, 
the Chicago manager. F. M. Anglim has been made local 
manager of Field No. 2. Mr. Anglim has been assistant 


manager at Chicago since March, 1919. 





Back to the Old Home Site. 

The A. W. Hyatt Stationery Manufacturing Company, 
Ltd., 407 Camp street, New Orleans, La., has recently 
bought the building at 409 Camp street, where the concern 
originally started in 1867. Here is the story as related by 
a New Orleans newspaper on October 22nd. It is not 
a very long story, but it is one of the romances of business 

In 1867, Colonel A. W. Hyatt, a dashing young officer 
who came out of the Confederate Army with little left 
save honor, rented the building at 409 Camp, near Com 
mercial Alley, and opened a stationery and printing shop 
Twenty-five years ago he bought the adjoining building, 
No. 407 Camp, and moved out of the old place in which 
he had earned prosperity. 

In 1920 his grandson and namesake, after emerging from 
the world war as first lieutenant, Fifty-eighth Machine Gun 
Battalion, became the head of the firm, and bought the 
building No. 409 Camp, where the concern started. He 
will combine the two structures as soon as possession of 
the newly purchased property is obtained, and add an office 
furniture department and others. 

Eventually, the 42 feet of combined frontage will be the 
site for a fine building which will be an ornament to the 
long line of stationery and printing establishments which 
are taking the place of the famous old Newspaper Row. 


A Visitor from India. 

_ Mr. E. B. Nathanielsz of Bombay, India, who has been 
in the United States for some time, sailed for England on 
October 23, after visiting the concerns in this country 
whom he represents in the Orient. During his stay, he 
visited among others the factories of the U. S. Enve lope 
Company, Denison-Pratt Paper Company, the Boston In- 
dex Card Company, etc. Mr. Nathanielsz also handles the 
“Allsteel” line of metal filing devices in Bombay. 
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Bec oRD BOOK 





UNINCORPORATED ASSOCLATION 
‘a. Ae cme ee 


Go to GGO@S for 
The Goes Loose-Leaf 


Common Law 
Record Book 


No. 8 
(Compiled by a member of the Chicago Bar) 
A text-book and a reference-book containing an instructive 
treatise and many helpful suggestions and forms essential during 
the organization, and, later, in keeping the records of an Un- 
incorporated Association (Common-Law Trust). Forms similar 
to those contained in The Goes Corporation Record Books, 
but made to fit the needs of a Common-Law Trust, are provided. 
bed Write for descriptive matter 





also include 
Common-Law Certificates Bond Blanks 
Stock Certificates Diplomas 
Bordered Blanks Certificates of Award 
Bound and Loose-Leaf Corporation Record Books 
and 
Art Advertising Blotters 
Art Advertising Mailing Cards 
Art Advertising Calendar Cards 
Lithographed Calendar Pads 





Designs prepared especially for Holiday publicity, similar 
to those illustrated below, are now available. 
Samples and prices of all of The Goes Printers’ Helps will be 
sent when requested 


Goes Lithographing Company 
49 West ofa treet o Chicane 
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Dread Inventory? 


Of course you do—so do your customers. 
Inventory at best is a mean job and can’t 
be avoided. ‘That is why we suggest 


The P & M 


Inventory 
System 


as the means of eliminating a great deal 
of the drudgery. Our inventory sheets, 
made of good paper and printed with blue 
ink, are easy on the eyes and easy to write 
upon. The Style B sheet holder holds the 
sheets securely and affords a good writing 
surface. The quicklock slotted lock binder 
is ideal for storing the completed sheets. 
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PREPARE FOR THE FALL RUSH 
IN THESE ITEMS BY PLACING 
YOUR ORDER NOW 





The PLEW & MOTTER DEPARTMENT of 
THE WORKMAN MANUFACTURING CO. 


Capital and Surplus $300,000.00 


Racine Avenue and West Monroe Street 
CHICAGO 











Won’t Typewrite Post Office Money Orders. 


The test of typewriting money orders at the Washing 
ton postoffice has come to a close. The committee hav- 
ing the trial in charge has made its report, which has been 
approved by the postmaster general. There will be no 
change in the method of writing money orders. Post 
masters will continue to issue money orders in longhand, 
performing the statistical features on an adding machine. 

The test disclosed that money orders written by type- 
writer are neat and legible, and when the pin point type 
is used, are uneffaceable. It was found, however, that 
no greater speed was possible than could be obtained by 
the former method of writing the orders by pen and ink. 
The only saving resulted from the production of an ab- 
stract simultaneously with the issue of the order. The 
abstract required by the auditor of the post office depart 
ment consists only of the serial number of the order, its 
amount and fee. At present this is prepared very rapidly 
from money order applications by means of adding ma- 
chine. The entire saving, as demonstrated during the 
test, would amount to the time of one employee for only 
one hour each day. It was also shown that because in 
certain rush periods in the issue of money orders it would 
be necessary to equip the office with two machines, one of 
which would be idle much of the time. 


N. C. R. Suggestion Contest. 


The semi-annual distribution of prizes in the suggestion 
contest of The National Cash Register Company was held 
at Far Hills, the home of President John H. Patterson, 
near Dayton, Ohio. Four hundred and twenty employees 
in shop, office and selling forces participated in a total of 
$7,995 distribution. The prizes ranged from $5.00 to 
$200; in addition cash awards ranging from $1.00 to $5.00 
were awarded to 754 other employees. 

The awards are granted for suggestions for improving 
the company’s product and factory methods. In the last 
contest 8,850 suggestions were received; 2,672 were adopt- 
ed. This policy has been in force since 1902, and in the 
years intervening $77,000 has been awarded for sugges- 
tions made by the thinkers of The National Cash Register 
Company organization. 

The distribution took on the aspect of a family picnic. 
Dinner was served on the lawn; daylight fireworks and 
the N. C. R. band entertained the diners. Each carried 
his tray to the serving tables, and in twenty minutes 5,000 
were served. The menu consisted of melon, fried chicken, 
potato salad, corn on the cob, ice cream, mints, cakes and 
coffee. 


The Horder Bowlers. 


Thirty-two men of the Horder stationery stores, Chi- 
cago, Ill., have been organized into a Horder bowling 
league. They have made up eight teams, each named 
after some manufacturer whose products the company 
sells. The teams, and men bowling are: De Luxe Cubs 
—Mueller, Schultz, Huenton, Schroeder; Weis Tigers 
Duggan, Price, J. Rauen, Downer; Van Dorn Indians— 
Delabar, Knac, Monarch, Blankemeyer; Waterman 
Yankees—Seymour, Johnston, Siedband, Shapiro; Den 
nison Red Sox—Hanson, R. Krello, Lonwebber, Cole- 
man; Sanford White Sox—H. G. Horder, H. Rauen, Lev 
erentz, Snelling; Carter Giants—F. Steadman, G. Mangan, 
A. J. Krelle, Joyce; Faber Dodgers—Lyng, Cameron, W. 
Steadman, Mullins. 








E. F. Guertin Company Expands. 

The E. F. Guertin Company, 230 West Superior street. 
Chicago, Ill., has purchased the ribbon and carbon busi 
ness of M. Rothschild, Inc., 712 Federal street, Chicago. 
The mechanical equipment in the Rothschild plant used 
for the production of ribbons and carbons has been 
moved to the Guertin factory. This consolidation re 
sults in what is claimed as the largest ribbon and car 
bon plant. The Rothschild business was originally estab 
lished as a circular letter concern and the addition of 
ribbons and carbons was a logical sequence. 


To Restore New York Marine P. O. Service. 

Restoration of supplementary mail service at the port 
of New York is in prospect, due to the efforts of the 
Merchants’ Association of New York. Transfer of mails 
from ocean steamships arriving at quarantine too late to 
dock the same day is to be resumed. The supplementary 
service on the docks for belated out-going foreign mails 
will also be restored. 
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A Concentrated. Pen Stock 
Makes a Quicker Turnover 


ONCENTRATION on an Esterbrook pen stock furnishes five 
big advantages. The total of these makes a quicker turn- 
over and the bigger profits follow. The five chief reasons why 
you should carry the Esterbrook complete line of pens are these: 


First: You tie up less money in stock. 

Second: You save counter space. 

Third: You get maximum display. 

Fourth: You offer most complete assortment. 
Fifth: You make it easier for the customer to buy. 


The saving of time is another strong reason for concentration 
on a complete Esterbrook stock—furnished in a display case 
suited to your needs. This time saving on pen sales gives your 
salesman the opportunity for increasing his sales-book volume— 
by suggestion. And this builds profits for other departments. 

Our service department will gladly offer suggestions for putting 
your pen department on a bigger and more profitable basis. This 
can easily be done with the Esterbrook Counter Display Case and 
with one or more of the many Dealer Selling Helps. Write us today. 


The Esterbrook Pen Manufacturing Company 
80-100 Delaware Ave., Camden, N. J. 


The Brown Bros., Ltd., Toronto—Canadian Agents 
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Dionany - Finish Flat- ‘Top D 


SSeS ees as Saxasor- ee —— 














This Cut Represents No. 102% 


No. 102% ... . .... Size 50 inches long, 32 inches wide 
No. 103% . . . . . . Size 55 inches long, 32 inches wide 
No. 104% . . . . . . Size 60 inches long, 32 inches wide 


Desks Office Tables 
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ORPIN DESK COMPANY ® 
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Desks at the Price of Oak 
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RPI FOR ne meme Bie CORI mee 


i take pleasure in announcing 

that, in response to many re- 

quests, we are now prepared 
to fill orders for any pattern in our en- 
tire line in a special hand-grained ma- 
hogany finish. 


These desks are similar in design to 
the well-known product of this Com- 
pany hitherto manufactured exclu- 
sively of oak. They are carefully 
built, of selected gum and other hard 
woods, by skilled cabinet-makers. 


The finish has been developed after 
long experiment, and is a special proc- 
ess which insures the color, grain and 
appearance of the most expensive ma- 
hogany. Samples have been subjected 
to severe tests and have had the unan- 
imous approval of all who have exam- 
ined them. 


It has already been demonstrated that 


there is a large demand for these desks, 


which, to an unusual degree, combine 
high quality and moderate price. 


Catalogue upon request 
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lai Meiford Ss. (C(HARLESTOWN, MASS. 
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takes care of the rush at the closing hour and gets out 
the mail on time. Furthermore, it does the work right 
—better than when turned over to a mail clerk to get 
out by hand. A big mailing is assured prompt dispatch 
and neat delivery. The Mail-O-Meter seals, stamps and 
counts envelopes at the rate of 250 a minute. That’s | 
real speed. It absolutely prevents pilfering of stamps | 

| 








—a worth-while safeguard. It is mechanical. It is ac- 


curate, and each stamp is affixed top side up. There are 
no wicks, pads or sponges. The mechanical construc- 





| 
. . . °¢° | : 
tion is correct, thus assuring durability. 
| 





Model A 





Mail-O- Meter. 



















Mail-O-Meter. Model B Mail-O-Meter. Model C 


Mail-O-Meters are made in various sizes, conforming in price, speed and capacity to the requirements 
of any mailing room, regardless of the volume of outgoing mail. The smaller, lower-priced machines 
embody all the features of the larger machines, sealing, stamping and checking stamps in one opera- 
tion, with the stamps handled under lock and key. These machines are not experiments, but are 
adaptions of the same _ mechanical 

principles of operation that have given 

the company its high prestige and Users Are Best 
have made the Mail-O-Meter one of Advertisers 


the greatest labor-saving devices in 
20,000 envelopes, stamped and 





existence. sealed in a day, is ordinary work 
for “Life,” New York. “Life” 

- Says that it is impracticable to 

SALES REPRESENTATIVES: employ human labor on the job 

We have a few valuable territories still open og oa Sunichnon 


for cape pres atives ; tially , 

for capable representatives, who are financi ally Company exacts from its Mail-O- 
responsible, to stock some machines. This is Meter. Saves $2,100 a year 
an opportunity to make real money. Saves its cost twenty times a 


year. 
I a = 


The Automat 





Check Endorser 


saves time and labor. It endorses 
checks as listed by the adding 
machine, or separately as desired 
The action is absolutely automat- 
ic, Saving time in clearing checks 


1105 East Jefferson Ave., for deposit. Used for years by 


many of the prominent banks, 


; AAG : trust companies and large busi- a 
Detroit, Michigan ness concerns. Automatic Check Endorser 

















































































November, 1920. OFFICE APPLIANCES 115 


OLLIE 








Where Price and Quality Meet! 


The Molle incorporates every essential feature you find 
in any machine at any price. 


We Want Live Men— 


TO REPRESENT US 


Let us send you our free booklet. You'll find it mighty 
interesting. Write at once. 


Molle Typewriter Co. 
Oshkosh, Wisconsin, U.S. A. 


Department A 
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Some 
territory 

is open 

for 
enterprising 
dealers 





The Home of 


AMPCO 


RIBBONS and CARBONS 


A Line of Satisfaction 


The even quality which 
maintains in “AMPCO” 
Ribbons and Carbons is 
a feature which builds 
permanent trade. Deal- 
ers know what. this 
means. What is quite 
so disappointing as to 
buy goods which do not 
match up to the sample 
first submitted? Our 
different grades run 
true. 

Our many years of ex- 
perience in the ribbon 
and carbon business 
have helped us to pro- 
duce a standard of qual- 
ity which stands unex- 
celled. We have the ad- 
vantages of a brand new 
factory with a complete 
new outfit of exclusive 
modern machinery, 
which is necessary to 
produce high quality 
goods. 


AMERICAN 
MANIFOLD PRODUCTS 
CORPORATION 


2900 Darwin Terrace, 
New York Office: 41-45 Lafayette Street 


Chicago 
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Tuna Fishing in the Atlantic. 


Our friend, A. P. Brooks, general manager of the Ham- 
mond Typewriter Company, recently went on a fishing 
trip for tuna at the invitation of Captain A. H. Ball, presi- 
dent of Best & Company’s Liliputian Bazaar, Fifth avenue, 
New York City. Captain Ball is the owner of a natty 
little boat called the “Now Go,” on which Mr. Brooks has 
had the pleasure heretofore of making occasional trips. 
They went out in the Atlantic off Block Island. The re- 











A GOOD DAY'S CATCH—A. P. BROOKS AT RIGHT 


sults are illustrated in the cut, lacking of course, the big 
ones that got away. Tunas are good-sized fish, the two 
largest ones shown in the picture weighing thirty-five and 
forty pounds respectively. 

Sag Harbor is the oldest settlement on Long Island 
and the Sag Harbor Yacht Club is a well-known insti- 
tution. 


The House of Matthews. 

Six years before the Crimean War—in the year previous 
to the great Goldmining rush in America—that is to say 
in 1848, Ellis Matthews founded the office furnishing firm 
that bears his name. 

The business was carried on by his son, David, who 
opened the present premises of 14-16 Manchester street, 
Liverpool, Eng., and extended the scope of activities by 
including shop fitting of all kinds. 

For many years David Matthews made chemist’s fit- 
tings his specialty and hundreds of pharmacies through- 
out the country have been installed with fittings of his 
design and manufacture. 

The present proprietor—Louis Matthews—of the third 
generation, concentrates on modern office equipment, and 
as his father, David, was among the first to handle roll 
top desks when they were introduced into England, he 
(Louis) quickly grasped the possibilities of Shaw-Walker 
files, which he has handled for some years and he has just 
had the pleasure of booking a record order for sixty 
steel cabinets for one firm of Liverpool merchants. 

Within the last year the premises (and additional prop- 
erty adjoining) have been purchased and plans are now 
being completed for re-building extensive showrooms with 
a six-story warehouse in the rear. 

Situated in the very heart of commercial Liverpool 
the site is amongst the most valuable in any city in the 
world. Within a stone’s-throw a plot of land was sold at 
a price that worked out at the rate of a million pounds 
sterling an acre. 

Given reasonable freights and a favorable rate of ex- 
change the prospects for sales look particularly healthy 
in Liverpool under the guiding hand of Louis Matthews— 
the head of the House of Matthews. 


Postal Trail of H. P. Rockwell. 


H. P. Rockwell, export manager of the Yawman and 
Erbe Manufacturing Company, has a plan of letting his 
friends know where he has been. He mails a post card 
with the foreign postmark. It is hardly sufficient to 
enable his friends to know where to address him, as he 
has a reputation of moving about quickly. 
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You Can Sell a Lot of These 
Adams’ Specialties 


They fit into every business, have utility, and can be sold at prices 
that catch the crowd. We illustrate a few of the live seilers of the 
Adams Line, which includes: 





Ideal Book and Key Ring, Ideal Flexible Post Binders, Ideal Post Binder and 
Ring Book, Adams’ Semi-Loose Leaf Memo and Note Books, Adams’ Econom- 
ical Perforated Ring Note Book, Adams’ Legal and Contract Cover, Perfec- 
tion Blotter Pad, Adams’ Daily Desk Reminder, Key and Book Ring, Tele- 
phone Registers, In-and-Out Clocks. 


Ideal Book and Key Ring 


Perforated Ring Book 


— 








Flexible Post Binders 
Ideal Book and Key Ring £° "oltine perfor 

ca y ated sheets and bind- 
ers. Sheets and binders lie perfectly flat at any point when opened. 
Rounded corners prevent marring furniture. Easily opened, and securely locked 






pb 


when closed. 
No. 00—34 in. in diameter No. 1—1% in. in diameter 
No. O—% in. in diameter No. 2—1% in. in diameter 


FI ibl P t Bi d rs The simplest and most economical 
eX1 e OS inde binders made. The binding device 
is a U-shaped post, which is turned down when binder is filled. The binders stack 
when filed, as there are no posts to interfere with convenient handling. Can be 
used interchangeably with ring binders if desired. Covers are tough special 
press board, in a clouded effect. Stock sizes listed—special sizes made to order. 


No. 69—6x914 in.—234 in. centers No. 811—8%x1l in.—4 in. centers 
No. 810—8%x1l in.—2% in. centers No. 814—8%x14 in —4% in. centers 
No. 118—11x8™% in.—7 in. centers No. 148—14x8™% in.—7 in. centers 


Made both bound and un- 


Economical Perforated Ring Book (ii05 i, oe Pe aa 


press board, rounded corners, and rust-proof eyelets. Made in several sizes, both 
open end and open side. Each book is equipped with Ideal Book Rings. 


os Heavy foundation pad, made of No. 
Perfection Blotter Pad 20 binders’ board, with nate) ceaenne 


Edges cloth bound, covered both sides with gold veined marble paper. 


No. 24—19%4x24% in. No. 19—12%4x19% in. 
Dail Desk Reminder For recording incoming telephone calls, 
y with memo pads. No. 20 (illustrated) 
folds. It has two pads. No. 21 has but one pad, and does not fold. Memo sheets are 


perforated, and do not tear when detached. 


: \ convenient directory for numbers fre- 

Telephone Registers quently called. Has eyelet for hanging, 
made 5x10 in., well made; both sides can be used. 

Made with distinct clear figures that are easily 

In-and Out Clocks read. The hands are firmly attached, and will 


not slip. Made with easel back; also punched only. 
No. 10—5x5 inches—without easel No. 15—5x5 inches—with easel 


Write for the booklet of Adams’ Office Specialties. If you have an old a py, send for the revised issue 


HENRY T. ADAMS MFG. COMPANY, Inc. 





6796-98 South Chicago Avenue CHICAGO, U.S. A. Telephone Register 

A | Western Representative, E = = | A ; == “= Eastern Representative, A» 
ADAMS LOOSE LEAF MFG, CO., = SS = WILLIAM H. BASSINGER, <> 

ada 848 S, Hill St., Los Angeles, Calif. > = a z 377 Broadway, New York. LA 
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= COURT DOCUMENTS : 
= How handy, how safe, how convenient and how = 
= clever it is to have a real, regular up-to-the minute = 
= Filing Enveiope—To know your documents are = 
= well filed—To know that years fromnowthe same = 
= envelope is still working for you steady as a clock = 
= and secure as the rock of Gibraltar. = 
= Bandless Document Filing Envelopes = 
= are built for wear and hard work. Built for all time like the = 
= ern sky scraper—constructed of extra heavy, thick, high = 
= grade manila paper like the elephant’s hide—strong against = 
= wear and tear and adaptable for all climates, damp ordry, = 
= hotorcold. No bother of any kind and so simple any child = 
=  canuse them. Veryconvenient to opea and close—the nickel = 
= plated brass clasps on the ends grip at any expansionand = 
= hold on till moved again. And besides, there are = 
= NO STRINGS to snarl and break— = 
= NO RUBBERS to dry and rot in hot = 
= and dry climates— = 
= NO TAPES to tie and wesr. = 
= Remember, no obligations on your part in asking for free = 
= sample to any part of the world. Investigate this wonderful = 
= modern filing cortainer. Costs you nothing. = 
= Especially Adapted = 
= For = 
= The Smead Manufacturing Company = 
= Department C = 
= HASTINGS, MINNESOTA, U. S. A. = 
TTT 
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August Exports of Metal Office Furniture. 
United States exports of metal office furniture by coun- 
tries during August, 1920. By the Division of Statistics, 
Department of Commerce: 


Countries. Countries. 
ie are $ . fi ee 14,105 
prenmearlc 2... 60k >! ee 489 
| aE ae S411 Argentina .........$ 3,078 
‘Netherlands ....... Taree 2,906 
gee ey et eee 1,268 
ECE oe aro Colombia ....... 2,804 
Switzerland ....... _ ae 2,543 
Turkey in Europe.. 648 British Guiana .... 186 
eT eee ee 11,823 Dutch Guiana ..... 76 
eee ie. he See 267 
British Honduras. . ee ae 530 
SE ee 11,869 Venezuela ......... 1,646 
Guatemala......... i: 9 Se oe 13,901 
Faon@uras ......... 80 Straits Settlements. 290 
ee 1,778 Dutch East Indies.. 185 
1 ene Joe EiGughone ........ 295 
OS eae "a Ce 658 
Newfoundland and ee 2,644 
RSUSOGOF ...<«.<: 515 New Zealand ...... 47 
Trinidad and To- Philippine Islands.. 18,187 
ON eee 1,428 British South Africa 10,942 
Other British West British East Africa. 92 
IN BE og cok a 10 Portuguese Africa.. 320 
Dominican Repub- ere 568 
hee nee 1,495 —___— 
| rr 17 


August Exports of Cash Registers and Parts. 
United States exports of cash registers and parts, during 
August, 1920. By the Division of Statistics, Department 
of Commerce: 





Cash Registers. 








Countries. Number. Parts of 
RI See Pee ee 4 $ 1,482 $ 266 
0 ST pO eee rene 77 24,265 285 
UT on ike ore ei ea ke 4 1,623 ; 
rE dy ee 4 1,244 
a oe OM Wig satire eb. 0:86 15 3,950 
NS PC COT Ore 57 18,989 eae 
Sy Pe eee 29 8,966 356 
ND Vos > aatcrsiaddacin x4 « obo 03 2 847 Peek: 
ORS SS Sag eee 13 2,318 
ee a 16 2,580 “8 
I 62 AE as bn a dior 336 51,001 2,410 
ID, eins eines gues ues 366 98 201 17,266 
gr ee 3 1,437 80 
CN) Sri eae ee sed 10 2,295 eee 
NS 5 le a ena ds 1 644 ate 
SE a re 20 5,521 13 
PE Sar eee 1 60 ae 
Trinidad and Tobago......... 12 2,971 37 
ST oe che nonce 6 'acue 8 105 30,759 450 
Dutch West Indies........... 1 30 Re 
ES 2 eer rere 85 35,573 1,509 
SA ae OO Sar er 2 360 

ah ee aha aha Tal a da 97 27,613 
ERR ES ta TS cece 1 154 
EFT OPT LORE Te 45 11,195 
NN OR PE eee 3 605 
ey eS ee 4 1,480 
0S EPO Pe ere 19 8.967 
SRG RO rere 9 2.864 
OT eee 86 2,371 ei 
Dutch East Indies............ 3 2.346 668 
0 RGR Sr ae eer 155 43.117 
EE RE oe 113 42,653 are 
ns ca wenceseve 4 2,362 292 
British South Africa.......... 168 19,718 437 
BR PRR. Bes eee 8 1,823 

I ees Seis oi bak ace 1,878 $462,384 $24 069 


August Exports of Adding-Calculating Machines. 


United States exports of adding and calculating ma- 
chines, by countries, during August, 1920. By the Division 
of Statistics, Department of Commerce and Labor: 

Countries. Number. 


GE oe ee ee ad es ee ke 90 $ 13,836 
POPE ATER TOE Leet ae 3,278 
ae 2 ane oo 2 266 
ES ee a eee eee 31 14.646 
Sue te sper eae Fo is re ye 186 29,213 
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CARRIB quality means good carbon paper and typewriter 

ribbons—not the kind you buy once and then avoid, but 
real business building carbons and ribbons that are a joy to 
both dealer and user. The story of their sale has been one 
of continual growth. 


Carbon Papers put up under the Carrib trade mark have 
a clean, hard coating which guarantees a sharp and 
intense impression. Their wearing qualities appeal 
strongly to careful users. The most exacting demands 
are fully met. 


Carrib typewriter ribbons are of the same high standard. 
The combination of fabric and color is such as to 
produce clear, clean cut impressions. They will stand 
a large amount of wear. 


Investigate the Carrib line and see for yourself the pos- 
sibilities for business expansion it offers. Bear in mind also, 
that behind the goods is a real service. Orders are given 
prompt attention and immediate shipment is made regardless 
of quantity ordered. 


Carb Manufacturing Corporation 


MAIN OFFICE AND WORKS 


ROCHESTER, N. Y. 
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—found where 


The popularity of Steelcase Upright Filing Cabinets 
is founded on a personality in which is combined per- 
fection in a// details of construction. The appearance 
of Steelcase Upright Files is appropriate to the atmos- 
phere of Success. That Successful Business recognizes 
this fact is evidenced by the character of the insti- 
tutions which have adopted Steelcase Upright Filing 
Equipment. 

The Dealers selling Steelcase Upright Filing Equip- 
ment are invariably those whose discrimination is 
reflected in the satisfaction of discriminating patrons. 
They are dealers who appreciate the financial value 
of Good Will. A selling policy of recognizing the 
dealer as the logical distributing Channel for Steel- 
case Business Equipment assures him of future pro- 
tection in his source of supply. 


A Refinement 
in Filing Equipment 


Steelcase Upright Filing Cabinets are welded steel 
units containing no screws, bolts or rivets. They are 
exclusive in mechanical features and striking in 
appearance. The line is complete; comprising indi- 
vidual and battery files both four drawer and counter 
height. A counter height battery may be equipped 
with a unit top of bronze bound linoleum, making 
it particularly attractive and serviceable. 





Cabinet No. 1005 


METAL OFFICE 


Grand Rapids. 


BOND BOXES 


e Many of your customers will buy such a 
box if they know about it. Every home 
and business place has valuable papers to 

be kept secure in a convenient, strong receptacle. 


Liberty Bond Boxes are strong steel units, beautifully finished. Place 
a number in your stock and tell your customers about them. The 
profits are 100%. As Christmas Gifts these Bond Boxes present a unique 
and different idea. Order a stock and feature them in this way. 





el sl 








PENS Pes 
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business succeeds 





The Desk Successful Business Buys 


The Steelcase Desk is the logical choice of the buyer who wants the best. 
From the first impression to the severely analytical examination that precedes 
the sale, Steelcase registers above par on every point. 


Desire for possession follows the first impression. Richness in finish, design 
and color fills the eye. The careful examination then discloses the bodywork of 
everlasting steel. Here is strength, durability, solidity, security. 


The top, of bronze bound battleship linoleum, is an ideal working surface—easily cleaned and not easily 
marred. Comparisons, from any standpoint, only strengthen the selling appeal of this steel equipment. 





Prices, discounts, and the assurance of prompt delivery on any unit in the Steelcase line will be gladly 
placed in the hands of representative dealers. 


FURNITURE CO, 


 Michidgatrr 


ge . 
Yes ” The Metal Waste Basket With 
the Rubber Cushioned Corners 
Many of the largest hotels, banks, etc. , are equipped throughout with Victor 
Baskets. Many more are in the market for them. They are of steel, spot 
welded into one unit, beautifully finished. Rubber cushioned corners 


protect other furniture. This is high class merchandise with a ready 
sale and a long profit. Let us quote you prices. 
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CASH BOXES 


(Announcing Our New Model) 








I’ you were to ask what has contributed 

most to the rare individuality and char- 
acter of DAN-DEE Art Metal Products, we 
shou'd say that it is our exacting standard to 
which they are made. 


The graceful lines upon which the new 
DAN-DEE Cash Box is built, the elimination 
of all sharp edges, and the beveled cover with 
its shapely handle, are points in its construc- 
tion at once appreciated. Made from 25 
gauge cold rolled steel—choice of Statuary 
Bronze and Olive Green finishes. 


Protecting contents against damage by fire 
or water, the DAN-DEE safeguards currency, 
Liberty Bonds, policies, papers, jewelry, sil- 
verware and the like. No home or office is 


adequately equipped without it. 


{n stationery and hardware stores—wher- 
ever office and home appliances are sold—the 
DAN-DEE Cash Box should be on display. It 
is an article of merchandise which, by virtue 
of its beauty and usefulness, iy appealing to 
the eye and one certain to prove a ready 
seNer. We are in a position to fill orders 


promptly. 


Made in the Following Sizes 


No. 1/6— 94” long, 64” wide, 43" deep 
No. 117—104" long, 74" wide, 54” deep 
No. 118—/14" long, 84" wide, 53” deep 


Prices and discounts upon request 


Erie Art Metal Company 
ERIE, PA. 
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Netherlands ........ 25 4,799 
IR Berita eis tra so a's pid we mgm araly 20 2,842 
Poland and Danzig........ 2 480 
EE Er ee 345 67,311 
a 58 10,322 
England cee 94 28,537 
British Honduras l 262 
pe ee ree 243 34,692 
Costa Rica 2 415 
SEE SOIT 3 500 
NN acs mci 6s 0. l 50 
NN, eis meek be l 350 
RS ee is 53 12,813 
Newfoundland and Labrador 7 1,457 
Trinidad and Tobago.... l 202 
EN, og availa Sel a ale 443 39.177 
Dutch West Indies. 2 312 
Dominican Republic 6 1,382 
Argentina ; — 117 25,768 
ea Na Sr aia ok wh a Wahine ola 77 14,775 
| SS eer eee 17 2.670 
Colombia :...... 15 2,763 
0 SS Se ee 5 838 
Dutch Guiana ...... ] 220 
BP Pe 73 196 
Wreguay ...... a ] 125 
BO ers ae 16 1,875 
Straits Settlements ] 300 
Dutch [East Indies... 18 3143 
Japan aS Aes 4 1,372 
Philippine Islands ; 11 1,430 
British .South Africa. 12 » 940 

oy | Rat 2 Eee re Rig egiaidnd arate $336,557 

Shipments to Non-Contiguous Territory. 

Countries, Number. 

I NS es es aa Sw aii ore onthe 8 $ 780 
yo a rrr a aa 17,434 
August Exports of Typewriters. 

United States exports of typewriters by countries, dur- 
ing August, 1920. By the Division of Statistics, Depart- 

ment of Commerce: 

Countries. Countries. 

SS ae re $128,574 Virgin Islands of 

Belgium ........... 34,093 i yaar $ 284 
Czechoslovakia ... 48 Dutch West Indies 2,354 
Denmark .......... 45,259 French West Indies 614 
RYORCE .......0..5. Sane ot. ee : 2,027 
Germany ...... ..» 13,559 Dominican Repub 

Greece ... ee ee 2,522 
ch) 1,385 \rgentina 76,013 
SS oe ror 154,518 Bolivia ...... 464 
Malta, Gozo and Brazil 53,971 

Cyprus Islands... 71 Chile 31,104 
Netherlands ...... 34,706 Colombia 16,347 
3 eee 14.215 Ecuador 1,900 
Poland and Danzig 4.500 British Guiana 469 
ee 32,64) Dutch Guiana 641 
Roumania ........ 1,250 Paraguay 10 
EE dicho ainikg eae 21.880 Peru 12,903 
a as 24.411 Uruguay 1,065 
Switzerland ....... 48,722 Venezuela 3,211 
Turkey in Europe.. ha oo ee 17,067 
England ....... .. 351,845 British India .. 80,321 
ae 2.289 Straits Settlements 6,800 
SS 1,821 Other British East 
Yugoslavia, Alba- Indies ...... 2,862 

i Me ere a 9,385 Dutch East Indies 45,079 

sritish Honduras... 125 Hongkong 2,247 
Pere 90,038 Japan 20), 984 
Costa Rico . j 169 Persia as 135 
Guatemala ....... 1344 Turkey in Asia 3,565 
Fionduras ......... 416 \ustralia 25,301 
Necaraq@ua ........ 45 New Zealand 4,271 
eee ‘ 2,188 Philippine Islands 16,736 
Salvador ..... ; 1,020 British West Afri 1,325 
\lexico Rare 21,324 sritish South Afri 31.718 
Newfoundland and British East Afri 7,981 

Labrador ....... 490 French Africa 280 
EC CTE Eee 688 Morocco 130 
Trinidad and To Portuguese Afri 1,026 

MN, has ae ae 3,992 -Egypt ..... 199 
Other British West 

CN ik athe is - 227 Total vr $1,614,654 
a. ... 38,329 

Shipments to Non-Contiguous Territories. 
Spe eet s $ 776 Porto Rico , $ 7,179 
Hawaii ere eee 8.807 
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THE CENTERWELD 


HAS MADE THOUSANDS OF CUSTOMERS 





“Chis Weld Means Security’ 





The only File with the CENTERWELD 


With the Centerweld the “800” Line of Security Steel Filing Cabinets stands out 
above all other makes. The Centerweld assures the utmost of durability and 


strength. 


ss no 


© 62 Se RTO a ae ee ae ee 


The “800” Line includes cabinets for every purpose. 


STEEL EQUIPMENT CORPORATION 
Avenel, New Jersey 
Makers of the full line of Security Office Equipment and Security Supplies 


New York Branch: 25 West 45th Street 
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Whe Watermark 


of Excellence This full page announcement appeared 
in newspapers throughout the country about 
October 26. Send for copies of it to send to your 
principal customers. 


ICAN WRITING 


WRITINGS—LEDGERS—BOOK PAPERS—OFFSET 














EAGLE A PAPERS: BONDS 
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Widespread tie-up to 


Full page newspaper advertisements 
have created more confidence in Print- 
ers. More and more buyers are insist- 
ing that the Printer specify the paper 


ESTIMONIALS and congratulations 

are still pouring in from Printers and 

Paper Merchants all over the United 

States on the full page newspaper campaign 

that the American Writing has been running. 

More than 100,000 reprints of these advertise- 

ments have been requested for mailing to 

Printers’ customers. Hundreds of electro- 

types have been used by the Printers them 
selves in continuing this campaign. 


Co-operation of Wisconsin 
Typothetae 


“We cannot compliment the American Writing 
Paper Company too strongly 


of Philadelphia expresses its appreciation of 
the broad, constructive thought reflected in 
your efforts.” 


B. E. Hutchinson outlines 
A.W. P. policy 


All this is, of course, very gratifying. Our atti- 
tude has been well expressed by Mr. B. E. 
Hutchinson, Treasurer of the Company, as 
follows: 

“The efforts of this company to advertise 
as much for the benefit of the Printers and 
Paper Merchants as for itself affords an exam- 
ple of co-operation which will redound to the 

interests of all. 





on its broad-vision plan of ad- 
vertising,” writes Mr. W. G. 
Penhallow, Executive Secretary 
of the Wisconsin Typothetae, 
in commenting on the cam- 
paign, “and we wish to co- 
operate in every possible way, 
that the largest harvest of re- 
sults possible may be reaped 
in our field, and that in the 








“Progress demands _ the 
systematic co-operation of all 
the forces or factors bearing on 
the situation. 

“In the paper industry these 
factors are three—the con- 
sumers of paper, principally 
Printers, Lithographers, etc.; 
the distributors of paper, the 
Paper Merchants; and the 








reaping our printers may 

garner in some of the wheat for themselves.” 
The Boston Typothetae Board of Trade re- 

quested 400 reprints of the first page, and 

distributed them to their members. 


Franklin W. Heath, Secretary of the Typo- 
thetae of Philadelphia, did not even wait to get 
proofs from Holyoke, but went to the local 
paper, secured the proofs, sent them to every 
member with a special announcement, cap- 
tioned: “Read Every Word.” Mr. Heath, in 
a letter addressed to Mr. W. B. Snyder, of the 
American Writing Paper Company’s Phila- 
delphia office, said in part: “he Typothetae 


manufacturers. There appears 
to be a general recognition of the fact that in the 
past the co-ordination among these three factors 
left something to be desired, and that it is 
now time to improve upon the past—which 
is of much more practical importance. 
“The American Writing Paper Company 
wants to be thoroughly identified with this for- 
ward movement. It is anxious to make its full 
contribution to the solution of the problems 
which confront the industry.” 


AMERICAN Writinc Paper Company 


I lolyoke, Mass. 


American Writing Paper campaign 


raAPER COMPANY 


PAPERS—COVER PAPERS—PAPETERIES—TECHNICAL PAPERS—SPECIALTIES 
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Don’t tilt the dice 
box with fate. Buy 
with knowledge. 


When you buy St. 
Johns Tables you 
are sure, absolutely 
sure, that they will 
satisfy even your 
most critical 
customer. 





They are con- 
sistently good. 





A trial will 


convince you 


St. Johns Table Company 
Cadillac, Michigan 
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August Exports of Carbon Paper and Ribbons. 
_United States exports of carbon paper and typewriter 
ribbons by countries during August, 1920. By the Division 
of Statistics. Department of Commerce: 


Carbon. Typewriter 
Countries Paper. Ribbons 
Belgium .. itadeets % ..+.$ 486 $ 104 
SS ee ae ae ; . 2,661 3.9R() 
i. eee oe i ere 2.508 
Greece ....... ae eye acs 405 
SO) ee AL ce 3 a ere eee Fe 187 4.696 
EE re ee 148 629 
re 691 
Perg@al .i....<: : Ma 1,701 
ee Se 825 902 
0 ee ae eee xual Pas 1,604 
Ee roe ee 527 661 
Turkey in Europe..... 5 tat 543 1,890 
0 OSS Fea eee soca See 3,363 
NN er ee ee ee ‘oiiénte!) Me 
Yugoslavia, Albania, etc............ 500 239 
3ritish Honduras .............. .<t } 6 
te Pe es oe sores Bae 3,859 
RON BON bcc skins ewes ie ere 55 34 
ec at eR eka: 348 134 
ere eee 7 ERR eae 149 34 
EE eee BP as 170 126 
a eer Et eae ; ‘Kdicenu dae 2,294 
Newfoundland and Labrador........ 57 19 
RE ee eerere ' aie 21 
[0 RP Ce Sa eer eee me 6 
Trinidad and Tobago ............. 65 147 
RN A rea A Sake tees a eee ee 3,397 
French West Indies....... ore es a 7 
{RE ey ee 104 
Dominican Republic .............. 440 537 
PAPMOMAIA acs cc cee ees cue bp kokd ate. |. ae 2,846 
ME os So eo oak va wie oe a 455 
Brazil ae ee Ae ee 3,227 1,21 
| a Ge oe tee tee ee Pewee. oe, 512 
ES EC ee ere 148 
SS ee ee «gee Sin pak 7 
Dutch Guiana ....... Fees Sock . 110 149 
Re ae ae his yeahs 423 859 
Venestiela.....<..0<. Pen rene 166 107 
China . a A eR a ae as a id 129 3 
PEE BOM iS ancy canna’ .. 4,702 12,961 
Straits Settlements ......... Apt: 450 
Other British East Indies........ 2 140 
Dutch Fast Indies........... 183 967 
pe eee pee 58 300 
er Foi ee 1,771 
NS CR oS la clk c + bud kamen ore 85 
Australia 4,627 2,883 
New Zealand 79% 
French Oceania ie : i is 78 
Philippine Islands......... ie 340 130 
British West Africa..... eS 16 
British South Africa........ ° os 629 
Madagascar 54 
Portuguese Africa a ere area 19 
NN airing ae vatalhs debi a a 73 486 
TOMO .o2ecs ks ee . $69,131 $60,480 


Senator Crane’s Public Benefactions. 


The will of the late Senator W. Mvrrray Crane was 
filed in the probate court at Pittsfield, Mass., in October. 
A total of $665,000 was given to public benevolences. His 
half interest in Pine Grove Park, Dalton, is to be used 
as a public playground and recreation park. A com 
munity house for Dalton is provided in a $100,000 be 
quest, and a trust fund of the same amount is established 
for its maintenance. 

The widow, Mrs. Josephine B. Crane, is given $750,000 
outright, and the life income of a trust fund of $1,000,000. 
Upon her death this sum is to be divided among the chil- 
dren, Stephen, Bruce and Louise. The two boys are each 
bequeathed trust funds of $250,000; Louise is given a 
trust fund of $300,000. 


Estate of the Late Alvah Bushnell. 


The will of the late Alvah Bushnell was admitted to 


probate in, October. An estate of $85,000 is disposed of, 
the major part going to his daughter. 
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Easy 
Sliding 
Drawers 





—s 2) 


Heavy Channei 
Reinforcing 
front and back. 
Interlocking lug 
Arrangement 









a 


Transfers 26 
over all. Deep. 
More capacity 











Foot Castings 
furnished for 
bottom case 
when ordered 


ALL HEAVY STEEL 


Made in Letter, Invoice, Ledger 
and Legal Cap Sizes 








You naturally want to handle those transfer cases 
that will sell to the greatest number of your cus- 
tomers. It is a question of turnover with you. 
Shrinking selling prices have your customers seek- 
ing the best cases at the lowest price. 

Barshal Steel Transfer cases are positively lower 
in cost per inch of filing space than any other 
transfer case or method of transferring. No other 
cases now made equal Barshal Transfer Cases in 
quality of materials, appearance, general construction, or 
modern improvements. Each drawer has about 10% 
more filing capacity than is found in any other case. 
Steel 


Moreover, large scale production of Barshal 


A Real Transfer Case 
























"HARSHA 


STEEL EQUIPMENT CO 





| for You 


to Sell! 





Large Brass 
Label 
Holder 

















Combination mes ~~ gan 
Drawer Strike 8 7 
and Dust Lip Suspension 























Heavy Steel 
Strap Handle 





Low, Rein- 
forced Drawer 
Sides 














Transfer Cases coupled with wide distribution di- 
rect to dealers conducting their business according 
to the most modern merchandising practice effects 
manufacturing and selling economies which assure 
you independence from competition and a good vol- 
ume of business right at the height of the season. 
Write for descriptive circulars, prices and proposition we have 


for dealers in thriving business districts. Complete catalog 
of Barshal Steel Furniture just off the press. Write for a copy. 


The Barshal Line includes 
Built - to- Order Metal Furniture, Steel Filing 


Equipment, Ornamental Iron and Bronze Work, 
and Safe Deposit Boxes. 








CLEVELAND O 
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You cannot secure your 
fountain pen business un 


ATHER a bold statement, but Mr. Dealer here are straightforward facts that you as 

a business man will appreciate. Successful and profitable merchandise is wholly de- 

pendent on consumer confidence and only a long period of time and the satisfactory 
service that the product renders in use deterthines this Consumer Value. 


These facts show you the consumer value of Selling CONKLIN Crescent Filler Foun- 
tain Pens. . 

CONKLIN was the first—since 1898—and is today the foremost successful automatic fill- 
ing Fountain Pen. 

Largest advertiser of automatic filling Fountain Pens over a period of twenty years teach- 
ing millions of people the convenience of Crescent Filling” This year in the homes of 
twenty million families this CONKLIN story is being told many, many times. 

CONKLIN has millions of satisfied users whose daily use of a CONKLIN is constantly creating new buyers. 
CONKLIN—The only pen with a distinctive feature that lifts it out against all others—the Gold Crescent, 
the Filler. 

The only pen with standardized fully interchangeable parts thus permitting quicker repair serv- 

ice in case of accident of breakage. 

Strongest in all parts because it is the simplest, only eight parts to the complete pen. 


CONKLIN 
—the Filler. 
A straight factory to dealer relationship with profitable discounts 


backed by a strong guarantee, constant advertising and many 
Dealer Helps that help to quickly move your stock. 






















the only pen that has a real selling talk feature—the Gold Crescent 





Don’t let good profitable business go past your door— 
get every cent that you can. The CONKLIN line 

is a leader with the popular demand that will 
increase your sales with the people of 
your community. It will add to your 
reputation for handling full value 
and quality products — build 
bigger sales volume by 
creating new needs 
and adds many 
dollars to your 
year’s 
profits. 


Your customers know 
the CONKLIN by the 
GOLD CRESCENT. Priced 
uniformly throughout the 








U. S. $2.50 to $75.00. 


50 cents additional in Canada. 


Ask a CONKLIN man 


to see you 


ee Meany 








THE NKLIN PEN MFG 
CONKL Ce 
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maximum amount of 
less you sell the Conklin 





There’s the Strongest, Simplest and Most Durable Filling 
Device Made—The Conklin Crescent Filler 


This filling device—the first successful automatic filler—by its operation thoroughly flushes and cleans the ink channel 
and re-fills the reservoir fully with clear. fresh ink, renewing efficiency of the pen at each re-filling. 

The Crescent Filler is positively fool-proof and leak-proof, as it is impossible for anyone either familiar or not to 
discharge the ink from the reservoir without first turning the lock ring. The Crescent Filler has no friction wearing 
parts, no spring, pivots, levers or pumps to break or get out of order. This simplicity adds much to the long life of 
a CONKLIN. 

The Crescent Filler is the only automatic filling device that completely depresses the ink reservoir at one time the 
entire length and permits the reservoir being filled entirely with ink—no air bubbles to cause leakage. 











The Cres- 
cent de- 
presses the 
ink reser- 
voir com- 


The Cres- 
cent Filler 


fills the 


“Crescent- 7 me Thumb ’ . x 
P Filler’’ pl et el y a pen com 
epressed “‘Crescent- P 
completely entire Filler” p letel y 
len gt h— causing ink ‘ 
Ink to so with one Ink 
al one oper- as — ;, Reservoir 
Reservoir sities creat epee reserver operation filled 
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other pen 
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CO.—TOLEDO, OHIO. 
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DDING IS ONLY ONE 


OF THE THREE 


Burroughs Also Means 
Bookkeeping and Calculating 


The adding machine is known all around the world as the invention 
of William Seward Burroughs and as the product of the Burroughs 
Adding Machine Company. Say “Adding Machine” to any average 
business man and he will instantly think “Burroughs.” 


By “Adding Machine” he means what is usually termed “adding and 
listing” machine, though it can be used for subtraction, multiplication 
and division if required. Its chief use however is for addition. 


But do you realize that this “adding 
machine” is only one of many Burroughs 
machines and that “Burroughs” has come 
to mean “Bookkeeping” and “Calculating” 
as well as “Addition”? 


Go into any of the banks in your town 
and ask how they post their ledgers. Ten 
to one they will say “on a Burroughs”— 
meaning a machine that is far more than 
an adding machine. It swiftly prints— 
on the ledger page and in the proper 
columns—old balance, date, item, symbols 
of description, debits and credits. It 
figures and prints the new balance with 
automatic accuracy. 


Progressive merchants, manufacturers, 
jobbers, wholesalers—all who believe in 
keeping books and Knowing instead of 
guessing—are taking their cue from the 
banks’ accurate and speedy methods, 
and are using Burroughs Bookkeeping 
Machines. 


Calculating represents another great 
group of figure operations applied to 
business—rapid-fire multiplication, sub- 
traction, division, addition—one after 
another on the same job or separate jobs. 
It’s the big, unnamed “general figuring” 
job, that underlies all business account- 
ing—and it, too, is a Burroughs job, the 
Burroughs Calculator being the lightest, 
speediest and handiest machine for the 
purpose. 


That is why we say that the Burroughs 
Adding, Bookkeeping, and Calculating 
Machines truly represent ‘‘ The A BC 
of Business.’’ The Burroughs salesman 
will tell you what machines will do your 
figuring most efficiently and at the least 
expense. Call the nearest office of the 
Burroughs Adding Machine Company or 
write to the main office at Detroit, 
Michigan. 


November, 1920. 

















Addin Burroughs Adding and 
g Listing Machines are built 
in different models of vary- 
ing size to fitthe needs of any kind of 


business, large or small. 


2) 














° Burroughs Book- 

Bookkeeping keeping Machines 

bring to the post- 

ing of ledgers and otherimportant records 

the automatic accuracy and speed that 
characterize machine methods. 











Cal ] e Burroughs Calcula 
cu ating tors add,multiply,sub 
tract and divide with- 
out printing the figures—-giving wanted 
results in the shortest possible time. 
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Hardware and Glassware—Retailers. 
(Continued from Page 98.) 

But, after all is said and done, the best ‘‘selling help’’ in the office 
supply field, as in all others, is a good salesman; not an order taker, 
who when the customer has bought a single item, says, ‘“‘Is that all,”’ 
with a tone of finality in his voice; but a salesman who knows his 
stock and the needs of the public, and who can and does suggest other 
articles for office use. 

It is the ‘‘added sale that counts and which makes a more rapid 
turnover possible. 

I doubt if there is any greater field for the National Association of 
Stationers and Manufacturers than that of a, training school for sales 
men—centrally located—where members of the Association can send 
promising young men for a course of training, and where diplomas 
would be issued for efficiency 

Organization for increase of membership is all right in its way, but 
a greater benefit and more lasting good to the members would be such 
a school for training young men to be salesmen rather than go through 
life as mere order takers 

Individual firms are doing what they can along this line, but few 
are large enough or have the facilities for employing special talent for 
teaching. 

We recommend this to the thoughtful consideration of the incoming 
administration 

And now a word or two along the other lines suggested by our 
President for discussion: 

How many retailers have taken the time to analyze the increase 
in selling prices of the principal articles covered by this report? The 
gross receipts of most dealers in the past two years have been ab 
normally large, but have we sold more merchandise? 

The average increase in the selling price of glass inkstands since 
the beginning of 1917 is about 55 per cent and of glassware, as a 
whole, 75 per cent, while cash and bond boxes in the same period 


have advanced about 175 per cent. Make a thorough investigation of 
your business and see if you really are selling more goods, Find out 
if your business is built on a rock or on the sand 

We are all interested in the immediate future What does it hold 
for us: 

Our best information is that there will be a slight decline in metal 
ware, but this does not hold true as to glassware. > 

Our report says, ‘‘Stationer’s glassware will no doubt, continue 
searce for the balance of the year, and we believe buyers can look 
for a higher market Before closing the present blast many factories 


have sold their capacity for several months ahead and, furthermore, 


the contract price on fuel oil was 5 cents and today it is 13 cents per 


gallon The larger plants consume as much as 20,000 gallons of this 
material alone The substantial increase in price of coal will also 
have to enter into used prices We feel that buyers will save money 


by placing their business without delay.”’ 

Another says, “It is going to be very difficult for the stationery 
trade to get small glassware.’’ 

Another from a large manufacturer says: “We have just been ad 
vised that at the Atlantic City conference between the American flint 
glass workers and the manufacturers, the flint glass workers were 
granted an increase in wages to the extent of 20 per cent in the 
is to increase 


pressed-ware department This makes it necessary for 
our prices a straight 10 per cent, beginning the first of September 
and as advised in our previous letter to you, any goods not shipped 
by September Ist will be subject to the 10 per cent increase in price 
unless cancelled previous to time of shipping. 


“It looks very much to us as though these prices would prevail 
through the coming year, as the increase was made to carry through 
the year 1921. It is to be hoped that we will have better transporta- 


tion facilities through the next year, which will allow us to give bet 
ter service to our customers, 

“We trust that this increase will meet with your approval, as it is 
absolutely 2 per cent less than we would be warranted in making, as 
at the present time wages amount to 60 per cent of our cost.’’ 

From these and other indications we believe the time is not yet 
here when retailers in the office supply field can or should lower their 
prices, and there has never been a time when the purchasing depart 
ment needed more careful thought and handling than right now. 

We do not aim or pretend to pose as prophets, but we do really be 
lieve that, in spite of unsettled political conditions the world over, 
careful dealers in office supplies may expect a continuation of the pros 
perous times which the past two years have brought to us. 
Respectfully submitted, E. Y Horder, Chairman; A. W. McCloy, H. L. 

Willson 


HARDWARE AND GLASSWARE 


Manufacturers’ Division. 
Read by James R, Armington, of the Dennison Mfg. Co. 








During the past year glassware and hardware. have both advanced, 
and only a limited quantity obtainable. Possibly the worst trouble 
the stationer has had is to obtain a sufficient stock Separating the 
two items, we will take up glassware first. 

Advance in Price, 

The wage scale for 1920 expired August 30, 1920, and the new ad 
vanced scale went into effect September Ist, 1920 This advance figures 
about thirty per cent, and will terminate August 30, 1921. Labor and 
fuel are the largest items entering into the cost of glass; fuel has 
advanced considerably during the past year. At the glass manufac- 
turers’ conference last July there was an interesting chart showing the 
advances their chart was started in July, 1914, and was corrected 
each six months, ending with July, 1920; in the six years covered the 
figures showed these cost advances: 

Common labor, 220 per cent. 

Fuel, 215 per cent. 

Raw materials, 160 per cent. 

Skilled labor, 130 per cent 

As regards raw material, there is no end in sight as to price in 
creases, 

And still there is a considerable reduction in the cost of fuel, labor 
and raw materials. There will be no lower prices for glass. At the 
present time there is a big shortage of fuel and raw material, and 
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High Grade 
Carbons and Ribbons 
do not 
“Just Happen” 





They are built only by expe- 
rienced workmen, having at their 
disposal well selected, high grade 
raw material, and suitable me- 
chanical equipment. 


Ault & Wiborg Carbons and 
Ribbons are manufactured under 
practically ideal conditions, to 
secure at all times most satis- 
factory results. We are alive al- 
ways to the necessity of keeping 
our products up to the highest 
notch of perfection, and are con- 
tinually working in our labora- 
tories to develop articles which 
may prove superior to those used 
in the past. 





A quick action service depart- 
ment is maintained for our deal- 
ers, and this means that they se- 
cure from us practically perfect 
service in the filling of orders. 


The Ault & Wiborg Line—su- 
perior Carbons, fine Cotton Rib- 
bons and the famous Typewriter 
Ribbon—of Silk. 


CINCINNATI, OHIO, U.S.A. 
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STAMPS MAIL 
\ MUCH FASTER 


‘\ 


\ 
KEEPS STAMPS ORDERLY- 
j Mole .¢ Sos, me), | am) ae 2 


You Don’t Risk 
a Cent 


The User is offered Multipost Equip- 
ment suitable to his needs on abso- 
lutely Free Trial—without a cent in 
advance or obligation. 


The Dealer can represent Multipost 
Equipment on a Plan whereby he 
doesn’t invest or tie up a single cent— 
where the full responsibility for the 
success of machines sold or delivered on 
trial rests upon the Multipost Company. 


MULTIPOST 


Postage Stamping Equipment 


A necessity in every office and store 
where stamps are used; the unques- 
tioned leader in its field—oldest and 
proved most successful; growing in 
sales and popularity as its advantages 
are more and more recognized and as 
its National Advertising is sending 
home the message of Efficiency and 
Economy to the multitude. 


It costs the User and the Dealer 
absolutely nothing to find out what 
Multipost Equipment offers them. 


A letter, a post card—and you will 
have some interesting facts. 


Multipost Company 
Rochester, N. Y. 





with skilled labor contracted until August 30, 1921, there is no hope 
for lower prices until the fall of 1921. 


Lack of Merchandise. 


Up to the present time no manufacturer has given the stationer 
much consideration. It is true a large number of manufacturers make 
a few odds and ends of stationers’ glass, but only as a side line, and 
during the past four years, frequently forget the stationer by divert 
ing their output to other trades. This condition will shortly be cor 
rected, as a new factory now rapidly nearing completion will devote 
its entire output to the stationery trade, when we will be able to 
place orders and to receive prompt shipments, something we have not 
enjoyed for the past five years. 

Raw materials are scarce, as.in the glass industry there is no fall- 
ing off in the demand, practically every furnace is sold to capacity 
due no doubt to conditions prevailing in Europe. There is little or no 
glass now imported, and not likely to be for some few years to come 


Stationers’ Hardware. 


About the same conditions prevail as in glassware. Foundries will 
only run a limited quantity of light castings, preferring to run on 
heavier lines than now used in stationery trade. Recently, however 
a few foundries again are looking for business, and we may hope for 
better deliveries, but there is little hope for lower prices unless labor 
and fuel drop. The slight drop in prices of pig iron will not affect ou 
lines, as in light castings labor is the big item of cost. 

Harry Haupt, Chairman 


GRIEVANCE COMMITTEE REPORT 


The attention of the Grievance Committee of this Association has 
been almost exclusively devoted to the performance of the duties con 
templated by the resolution adopted at the convention held in Ric! 
mond last October, reading as follows: 

Resolved, That the cash discount period quoted in connection wit! 
a given purchase of merchandise is as important as any other term of 
the contract, and a violation thereof should be regarded as an objection 
uble and improper trade practice; further, that the manufacturers in 
this Association are hereby requested to report such violations of trade 
discount terms as may hereafter occur on the part of dealers who ar 
members of this Association to our Grievance Committee for appropriate 
attention by that committee. 

The plan adopted to effectuate the purposes contemplated by this 
resolution was the result of extended conference with Mr. William 
Pitt, the first vice-president of the Association, representing the Manu 
facturers’ Group, because it was realized that this particular branch of 
the Association's work would be successful, or otherwise depending upon 
the sanction on the part of the manufacturers of the methods to be 
employed. 

Each manufacturer in the Association was assigned a number and 
supplied with a pad of blanks, on which to make reports to the secre 
tary’s office of dealers who for one reason or another had sought to 
exact a cash discount after the period provided therefor had expired. 
The blanks were not signed, and no one but the secretary had pos 
session of the table containing the numerical designation of the manu 
tacturers. 

A form of letter was drafted which was intended to be sent to a firm 
reported upon one of the blanks, and the purport of the communication 
was to invite the recipient of the letter to co-operate with the Asso 
ciation in maintaining a strict adherence to the cash discount terms of 
a given contract of purchase, and upon receipt of a reply to that com 
munication it was intended to submit the reply to the reporting manu 
facturer, in order that he might understand the point of view of his 
customer and instruct the chairman of the committee how the matter 
should be handled from that time forward. 

The statistics of the service thus maintained are quite interesting 
and worthy of your attention. In all 177 customers of manufacturers 
have been reported to the chairman of this committee. Fifteen manu 
facturers have availed themselves of the service, but by no means has 
there been an equal distribution of customers’ names among the report- 
ing manufacturers. 

Some names were reported by two or more manufacturers, and of the 
total 177 reports 56 members of the Association were included 

A number of the reported firms, in writing to the chairman of this 
committee, disclaimed knowledge of the resolution above quoted, and 
this applies to some of the members of this Association, showing that 
the proceedings of the convention are not as widely read as they 
should be. 

One or two of the manufacturers have taken the trouble to write to 
the chairman of this committee, thanking the Association for the efforts 
made in this direction, and stating that the work has been helpful 
in straightening out slow accounts. There are undoubtedly hardened 
sinners who insist upon taking a cash discount whether the discount 
period has expired or not, and some of them resented receiving a com 
munication from the secretary's office, particularly as the latter official 
was forbidden to disclose the name of the reporting manufacturer 

It would seem that there is something to be said on both sides of this 
question, and whether or not a dealer should be informed of the name 
of the reporting manufacturer in connection with the first or subse 
quent communication depends upon whether the effect of so doing would 
be to expose the manufacturer to indignant and heated letters, and 
perhaps lead to a severance of good relations, is the important point for 
determination. 

This committee feels that it ought to continue the policy established 
for the coming year, at least, in order that a thorough trial may be 
given to it, particularly as the dealers are constantly reminded that such 
letters are not intended as a criticism, but an admonition only that 
unless the cash discount terms are observed strictly, and as any other 
provision of the contract of purchase, a manufacturer has just cause 
to complain. 

The matter has been complicated by delays in shipment, and in some 
instances at least by improper bookkeeping methods employed by the 
manufacturers; that is to say, if some of the recipients of the commit 
tee’s letters are accurate in their statements. 

There are always two sides to every question, and the office of this 
committee is to conduct a fair and impartial investigation into a given 
report, and to insure the dealer of a fair hearing on the part of the 
manufacturer by presenting to the latter whatever explanation may be 
offered for the reported violation. 

It would be improper to leave this subject without referring to the 
fact that in certain instances at least manufacturers have reported as 
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At the Convention 
Saint Louis, Missourt 


A FACT :— 


At this gathering there 
were more personal 
users of Davids’ Inks 
and Adhesives than 
any other brand. 


THADDEUS DAVIDS INK CO, Inc. 


America’s Oldest Ink and Adhesive Manufacturers 


NEW YORK CHICAGO BOSTON 





As Welcome asa 
Silent Barber ~ 


Once upon a time a business 


man was shaved by a silent bar- 
ber. It took him several days to 
recover from the shock, but sub- 
sequently he mentioned this sin- 
gular incident to a friend. 


“There isn’t anything so won- 
derful about that,’ was the unex- 


Boablel and pected answer. “The other day I 


Impressive 


List of Users bought a Noiseless Typewriter.”’ 


” NOISELESS 


TYPEWRITER 


The Noiseless Typewriter Company 
General Sales Offices, 253 Broadway, New York City 
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among delinquents other manufacturer members of this Association. 
The significance of that statement will be at once appreciated, for not 
only does it appear that some manufacturers are selling to other man 
ufacturers, but also that such manufacturers are open to the same 
criticism as dealers with regard to the alleged abuse of the cash 
discount. 

The committee has no affirmative suggestion to offer at this time, but 
it takes the liberty of expressing the opinion that a start has been made 
in the right direction which ought to result in the partial correction 
at least of the cash discount abuse within the friendly confines of the 
National Association, and the plan ought to be continued so long as 
the manufacturers manifest sufficient interest in it to make the effort 
worth while. 

Non-members of the Association are quick to resent the temerity of 
the secretary in communicating with them, nevertheless he will continue 
so to do until instructed to the contrary. 

Ir addition to the foregoing matters, the committee has before it 
at the present time one complaint on the part of a dealer against a 
manufacturer for direct selling. The complaint was received about 
two and a half weeks ago and the manufacturer has been communi 
cated wit! but thus far the committee has not been favored with a 
statemeut of the circumstances as the manufacturer understands them 
although our communication has been acknowledged. 

Respectfully submitted 

Mortimer W. Byers, Edward E. Huber, Clarence M. Smith 


INKS AND ADHESIVES 


During the past years, dealer members of our Association were re 
quested by the Ink and Adhesives Committees, for information and 








suggestions upon which to base their reports Replies were very few 
and last year not a single response was received Under the circum- 
stances, the chairman of your present committee reversed the usual 
method and wrote to every manufacturer listed in ‘‘Who’s Who’’ as 


follows 

“As Chairman of the Committee on Inks and Mucilage of the Na- 
tional Association of Stationers and Manufacturers, I am asking you to 
kindly inform me of any suggestions you can give us whereby we may 
be able to recommend to dealers, ways and means by which they 
might increase their business and profits in this line. New ideas in the 
way of handling and displaying this merchandise would be welcome. 
Perhaps your traveling salesmen who get into many stores can help 
us in this matter if you will be so kind as to ask them. 

We will be glad to receive and give due consideration to any other 
suggestions that you can make.’’ 


Quite a number of manufacturers responded. The gist of most of the 
replies was the same. i. e., that the line of the particular manufacturer 
writing, was superior to others, and if the dealers would display and 
push that particular line, they, the dealers, would enjoy greater busi 
ness and profits, et: It is obvious, however, that your committee can 
not play one manufacturer against another 

A number of suggestions were given, such as the free distribution 
of samples, which the manufacturer was willing to supply; circulars 
and envelope stuffers imprinted with the dealer’s name; free electro 
types for dealers’ use; special window displays which the manufac 
turers would be glad to arrange for, etc. None of these are new ideas, 
and all are being used more or less throughout the country. 

One manufacturer suggested eliminating intermediate sizes and cut- 
ting out, where possible, lines that were duplicating one another. 
In this way the dealer could conduct his ink and adhesive business 
with a smaller capital investment and would require less valuable room 
for display and stock. 

A survey recently made showed few stationers in New York getting 
the recommended prices Prices vary from $1.15 for a quart of finid 
to $1.50. Those selling at the lower prices do so absolutely below cost. 
When questioned, they simply point to the other fellows and say, ‘‘as 
long as they do so, we have to do the same.’’ It is to a degree dis 
couraging but we still hope for a better condition to prevail. In other 
sections of the country conditions seem better. 

We also find that some manufacturers who have solicitors intro- 
ducing their commodities to the consumer, take orders, to be filled by 
the dealers, but xt cut prices. Upon inquiry these manufacturers have 
taken the stand that the dealers have no one price, and often bill goods 
at even lower prices than those at which the orders were taken. They 
seem to feel that the solicitors must be left to use their own judgment 
as to prices. 

We feel this is entirely wrong; that any manufacturer introducing 
his commodities to the consumer should only take orders at the 
recommended prices, such orders to be filled by the dealer If the 
dealer wishes to cut the price, why that is entirely up to him: but at 
least the manufacturer will have done his duty to the trade as a 
whole by establishing the money value of his commodity in the mind 
of the consumer. At the same time he has demonstrated to the price 
cutting dealer that the recommended price can be gotten, 

As a general commentary, your committee feels that no amount of 
advertising will increase the amount of ink and adhesives required One 
might increase the sale of a particular brand by pushing it, but at 
the cost of some other brand being sold either by the same dealer or his 


competitor. The matter of advertising for the supremacy in a parti 
ular field or for a particular line is entirely up to the individual manu 
factnrers and dealers rhey must keep in mind, however, that if a con 


sumer used a quart of ink a week no matter how cheaply you may sell 
it to him, or even if you make him a present of it, he will not use one 
drop more than is his requirement. This argument holds good for a 
large corporation, a community and the entire country. 

Advertising should be done on the basis of quality and service rather 
than price, because it must be obvious, that with the cutting of the 
price you cut your profit. By cutting of prices you might, for the 
time be eutting out some competitors and temporarily be doing a big 
ger gross business; but are you not as a rule inviting reprisals on the 
part of your competitors? And does not this price eutting generally 
spread from one line to another, so that before long a good part of your 
business as well as that of your competitors is done either at, or 
belew cost? 

Another question: Why do many dealers make leaders of inks and 
adhesives? If you must have leaders why not make leaders of such 
items of which few are normally sold, so as not to reduce the general 
percentage of profit on that part of your business which is naturally 








VUL-COT Waste 
Baskets usually sell 
themselves—and we 
guarantee them 


VUL-COT was the first guaranteed 
waste basket—and VUL-COT baskets 
still carry that guarantee which say 
they must give 5 full years of service. 


Show your customer this guarantee. 
Incident y he’ll take in the handsome 
appearance of the VUL-COT basket. 
Let him feel how light it is. Then 
tell him it will bear his weight with- 
out damage. 


Another good argument is the fact 
that a VUL-COT basket holds all 
the waste. Small pieces of paper, 
chips and the like can’t slip through. 
Any one of these facts will sell VUL- 
COT baskets and this is where you 
come in for profits you deserve for 
handling a guaranteed product. 


Let us hear from you if you are not 
now handling VUL-COT Baskets. 


American Vulcanized Fibre Co. 
525 Equitable Bldg. 
WILMINGTON DELAWARE 


Canadian Distributors: 
A. R. Mac Dougall Co., Ltd. 
468 King St., W. Toronto, Canada 


VUL-COT Fibre 
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active and needs no such stimulant to clear the shelves But why have 
leaders at all? Is it not, upon last analysis, a case of either fooling your 
customers or fooling yourself? Is it not high time that we d@ignify 


our irade as well as ourselves by eliminating fooling of all kinds from 

' » cur business? 
e DCO As a possible method of increasing your profits in your inks and 
mucilage department, we would repeat what has often been said, cut 
down your overhead by reducing to a minimum, your breakage and 


damage by freezing. Reasonable caution and good common sense in the 
handling of these commodities is all that your committee can _ rec- 


” © 
ommend. 
00 eeping ac Ine No doubt considerable increased business could be done in many 


stores by extending the line to include white and colored inks, water 








colors and other items now mainly carried by dealers in art goods and 


& 
E ul ment department stores, 
Your committee is glad to report that in almost all cases where the 


quality of inks and adhesives has deteriorated during the time of the 
war, the standard has again been raised and few, if any, complaints 


. 
h d f are now received. 
Adaptable to any met 0 0 Accounting We find that several unscrupulous concerns are again selling so 


ealled ‘‘acid proof’’ inks, which, however, can easily be washed off with 
a little soap and water, and we would warn reputable dealers to be 


wary. 
Towards the end of July prices were advanced to a considerable extent 
on many items by various manufacturers. Upon inquiry as to the 


stabilization or possible reduction of prices in the near future, the man 
ufacturers were almost unanimous in stating that glassware, chemicals 
and labor (to say nothing of labels, paper and packing) are still ad 
vancing in cost and no decline is looked for, for years to come Some 
manufacturers feel that there might even be a further advance before 
prices again decline. Respectfully submitted, 

Henry Frank, Chairman; B. J. Jackson, Uri Doolittle 


FOUNTAIN PENS AND PROPELLING 
PENCILS 


We, the members of your Fountain Pen and Propelling Pencil Division 
6é °f99 of the National Association of Stationers and Manufacturers have 
The (ADCO Vif Machine endeavored to make a careful study of the best methods used in the 
selling of fountain pens and propelling pencils. We have corresponded 
P S L d ° th with every fountain pen and propelling pencil manufacturer belonging 
osting e er In e to the National Association, and have received most valuable suggestions 
and most commendable co-operation from each and every one of them 

Nutop ack The letter to the chairman of this committee from the president of 

: our Association, under date of May 6 of this year, read as follows 
“It is the desire of the Executive Committee of the Association that 
EXCLUSIVE FEATURES the entire drive of all committees this year be made on SELLING 
HELPS that are of a PRACTICAL NATURE, any customs or practices 


in the handling of the particular stock your committee treat of that 











. . oo. will increase the turnover of these goods, including your own experi- 
The only machine posting ledger requir ence and initiative that may enter into these two very desirable objects 
ing few operations to manipulate. —sales helps and increasing the turnover.’’ 
: _ : - Following up these instructions, we have corresponded, as stated 
The only machine posting edger of light above, with every fountain pen and propelling pencil manufacturer be- 
7 : longing to the Association. We also corresponded with the trade jour- 
and durable construction. nals and have received most helpful suggestions from them, too. We 
: s have also corresponded with retailers whom we know have made successes 
The only machine posting ledger made of this department of their business. The outstanding features of these 
° sé 4 . 
specially for the ‘‘Electrical Book- inquiries are: 
> 1, That the fountain pen and propelling pencil showcase should 
keeper. be near the door. 
: 42 2. That in order to successfully succeed in making a revenue from 
The only machine posting ledger that that department, that the dealer must carry a good, representative stock 
makes the operator’s work accurate of the different sizes of pen points, ete. * * * In other words, no 
r ‘ dealer has a right to expect to make a real feature of this department 
and efficient. unless he has a good representative stock for the customer to select 
from. 


8. The dealer should use considerable care in surrounding this de- 
D E UIPMENT partment with attractive details. There should be a large ink well filled 
with good ink for fountain pens, so that anyone coming along can fill 


their pen if they want to. There should also be a neat pad made up 


e ° 4 ° ‘ > s by ospective 

The ADD equipment in connection with a, ledger paper for testing the different pen y prospective 

the bookkeeping machine has many 4. The person in charge of that department should know how foun- 

. * tain pens are made and understand thoroughly the necessity of the pur- 

points of excellence and Many new chaser having a pen that suits his or her style of writing and not simply 

. 4 * a try to sell a pen with an effort to sell the most expensive pen possible— 

features to assist the operator m pro the desire on the part of the salesman or saleswoman should be te sel 
curing the best results with the Ledger the most SATISFACTORY pen possible. 

. : ° . 5. This department should be ‘‘feature advertised.’’ This is one de 
Posting Machine. We invite your care- partment where sales can be and are created by attractive advertising. 
ful consideration of the claims made for The consensus of opinion seems to be that no dealer should try to 

. : h earry more than one or two standard lines of fountain pens or propelling 
the economy of time and money in the pencils, and of the line carried, they could carry a complete representa- 
: ; ADD ; ine tive stock to select from, for we, as dealers, do not sell any article where 
installation of Machine Posting we have to satisfy the individual idea—the individual preference, as 
equipment. No lost motion 1n the selec- much as in the sale of a fountain pen. There is no article which we 


sell in which there is the latitude to produce a real satisfied customer 


tion of ADO devices for your operator. any more than in properly ‘‘fitting the hand’’ with a pen which feels 


We have many distinct improvements just right—writes right, and there are scarcely any two people whose 
o taste are alike regarding the pen point with regard to fineness or coarse- 

as the result of expert study of the re- ness, stiffness or limberness, or flow of ink, etc., etc. Most men who 
quirements of the bookkeeper use a pen very much are ‘“‘absolute cranks’? on the proposition of the 
t point which they prefer. I have a partner who would loan a man his 


last dollar, but would not consent to let even his wife sign a check with 
his pen. He keeps a couple of fountain pens on his desk for his 


We have ready for distribution our circular describing fully friendé to use, bet when he leaves his desk be locks his own pen up, 
Machine Bookkeeping and the use of our equipment. and therefore I say that we as dealers should exercise care in secing 
° ° . . to it that the person in charge of that department knows how to sell 
It is well worth your time and consideration. fountain pens—knows how “‘to fit the hand’ of the customer 
. When a customer comes in to buy a fountain pen, the salesman or 
Gladly sent on request. saleswoman should first ‘‘diagnose’’ their case. The salesman should 
know the style points of fountain pens which correspond most closely 
with the standard steel pens and the first question should be What 


make of steel pen is your preference?’ Upon being advised that the 
A e customer has been used to using a Falcon pen or a Spencerian No. 1, 
most 


that salesman should know the style fountain pen which would 


564 W. Monroe St. CHICAGO, ILL., U. S. A. — oat eae ts 7 of those pens and take out the case 


Many of the most successful pen dealers have at the head of that 
department men and women who have been trained by the different 
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$719,500. 


Already—for the year 1921—Seven District 
Managers have contracted for over Seven 
Hundred Thousand Dollars worth of— 


Befrance »SPEER ilo 
Positive CHECK Protection 


Models adapted to Regular Commercial, 
Dividend, Pay Roll and Special Requirements 















See the following vages 








Pay Dividend 
Roll Illustrated 
above 


dllustrated above 






Commercial 
Illustrated above 
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Positive CHECK Protection 














In May we advertised in ‘‘Ofhce Appliances’’ for 
District Managers. 

Hundreds of replies were received. 

They came from some of the best-known specialty 
salesmen, ofhce equipment dealers, and office specialty 
agents in the country. 

And our District Dealership immediately appealed 
to them. We have already made appointments in some 
of the most important territories. In fact, already prac- 
tically three quarters of a million dollars ‘worth of De- 
fiance Speed Writers have been contracted for! 

And yet we have worked slowly. 

We wanted to be sure that every appointment would 
be permanent—that only the best individual or organ- 
ization in the community be assigned; and we wanted the 
men with whom we were negotiating to be sure that 
they were 100% sold on the Defiance proposition. 

We wanted big men; men who have and are doing 
big things—and who are ambitious to do still bigger 
things; men who have broad vision; men who are satis- 
fied only when they have reached their maximum 
quota— men, in short, who are accustomed to making 
big money —and want to make MORE. 

That the Seven District Managers who have been 
appointed are of the highest type—and that they are 
thoroughly sold on Defiance — is evident from the fact 
that they have contracted for over Seven Hundred 
ayer Dollars worth of Defiance Speed Writers 
or 1921. 





DEFIANCE CHECK WRITER CORPORATION 


Oldest Makers of Check Protect- 
ing Devices in the United States 


RocHESTER 2: 3 :: New YorkK 
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Positive CHECK Protection 








Defiance Speed Writers have been used for over 
twenty years by the greatest industrial and financial con- 
cerns in the United States—such as: American Telephone 
& Telegraph Co., American Smelting & Refining Co., 
N. Y. Central R. R., Southern Pacific R. R., Cudahy 
Packing Co., B. F. Goodrich Co., Postum Cereal Co., 
Standard Oil Co., Willys Overland Co., International 
Harvester Co., Western Electric Co., National City 
Bank, Guaranty Trust Co., J. P. Morgan & Co., 
etc., etc. 

This will give you an idea of the sales possibilities. 
It will also emphasize the fact that our District Man- 
agers must be high-powered men who possess strong per- 
sonality. 

Some choice territory is still open, and if YOU are 
a live ofhce equipment dealer—a successful typewriter, 
adding machine, or dictating machine agent — or a pro- 
gressive agent for any well-known ofhce specialty, and 
can measure up to our requirements, it will pay you to 
get in touch with us. 

We have already started our consumer advertising 
campaign in The Saturday Evening Post, and such other 
publications as Literary Digest, World’s Work, Review 
of Reviews, System, etc. will be added from time to time. 

The Defiance Dealership represents a splendid op- 
portunity to make BIG money, and if YOU are inter- 
ested in a REAL proposition and mean business, write 
or wire at once. 











DEFIANCE CHECK WRITER CORPORATION 


Oldest Makers of Check Protect- 
ing Devices in the United States 


ROCHESTER _ st .: New York 
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A Ready Steady Seller 


Good waste baskets are made from fibre. Varnishing im- 
proves the fibre basket. But add a solid hardwood bottom 
and you have the best waste basket of all, a 


Diamond Fibre Waste Basket 


Our dealer’s sales plan helps you to secure your share of the 
waste basket business, while the baskets themselves make 
the repeat orders. Recently increased production enables us 
to enlarge our list of dealers. Write today for complete in- 


formation. 
Dept. OA ' 


Diamond State Fibre Company 


Bridgeport (near Philadelphia), Penna. 
Branch Factory and Warehouse, Chicago 
Offices in Principal Cities 
In Canada: Diamcnd State Fibre Co., of Canada, Ltd.— Toronto 
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pen manufacturers to be able to make just a slight adjustment in a 
pen which will make the pen fit the hand of the purchaser a whole lot 
more satisfactorily rhe fountain pen manufacturers are always willing 
to help the salesman of any one of their customers to give them a 
helpful training along this line. The most successful road representa 
tives of the large pen manufacturers are capable of giving these in 
structions for minor adjustments, too, 

A number of our most successful dealers have established Fountain 
Pen Hospitals’’ for the repairing of ‘‘sick pens’’ and are commanding a 
volume of business on account of the fact that they are able to make 
fountain pen repairs right in their own establishment. You can pur 
chase a full set of repair tools for repairing fountain pens. A prom 
inent stationer has a young man in his employ who does this fountain 
pen repairing on his own time and makes a neat side revenue out of it 
for himself and at the same time giving his employer a commission 
which makes it a paying investment for the repair business alone, to 
say nothing of the advertising. All the other stores selling fountain pens 
will be sending sick pens’’ to you. 

I mention feature advertising for the fountain pen and propelling 
pencil department, and I find that in every case where the dealer has 
made a success of that department, that they are heavy advertisers and 
most of them carry two good newspaper ads every month and some of 
them a big newspaper ad every week in the year. The prominent sta 
tioner I have in mind is in a city in which there are 41 other stores 
selling fountain pens, yet he sold last December 2,179 fountain pens 





averaging $4.00 each and he sells from three to seven dozen fountain 
pens every Saturday and he carries three gross of fountain pens on 
display every day in the year, and is one of the advocates of arry one 
line, and carry t | igi 


Regarding the proposition of the psychology of having the displpay 
of fountain pens and propelling pencils located near the door, there is 
quite a natural tendency on the part of all people when they start to 
leave a store, where they have been buying, to hesitate a moment to 
see if they have forgotten anything and this is a wonderful moment for 
uggestion—if there is an appeal to the eye immediately before them in 
the line of an attractive show case filled with fountain pens and pro 
pelling pencils. The attractiveness of this display will produce many a 
sale which otherwise wovld not have been made 

There is no other branch of our business in which we, as dealers, are 
given more assistance in the shape of newspaper cuts, in the shape of 
catalog cuts, in the shape of copies of attractive newspaper ads, than 
the assistance given the dealer by the fountain pen and propelling 
pencil manufacturers. As chairman of this committee, I have asked the 
manufacturers to pass among you these helpful suggestions which they 
give to all their dealers and no matter what line of pens you handle, 
you will get helpful suggestions from all of these manufacturers 

We have many different styles of self-filling pens. All of them work 
more or less satisfactorily, and yet there are many who believe that 
the old-style dropper filled fountain pen is the most satisfactory for the 
reason that there are no springs or clips to break and no sacks to rot 
out, and there are many who express themselves that the self-filling 
pen is but a ‘‘novelty,’’ but, notwithstanding the fact that the self 
filing pen will naturally get out of order a whole lot quicker than the 
old-style pen, yet there always will be a demand for the self-filling pen, 
but a dealer should have both the old-style and the new style on dis 
play for each one of these different kinds of customers. 

Regarding propelling pencils, this product of course has developed 
wonderfully in the last few years. I was interested in knowing that a 
well-known manufacturer produced a propelling pencil eighteen years 
ego, but that the sales of the pencil at that time were not very large, 
and much of the popularity and demand for the propelling pencil has 
been created by ‘‘intensive advertising’’ on the part of the manufa: 
turers themselves. The convenience of the ‘‘propeiling—always sharp’’ 
pencil appeals to every pencil user. The expense of the better grade of 
propelling pencils has kept some from buying them, but some of the 
largest manufacturers of propelling pencils are producing a most efficient 
pencil at a very reasonable cost, and this cheaper pencil is going to 
prove a big seller from a_ practical standpoint, although there will 
always be a demand for the ornamental patterns for the successful 
business men of today does not feel ‘‘quite dressed’’ unless he has a 
fountain pen and propelling pencil about his person. 

The scope of the usage of both fountain pens and propelling pencils 


is enlarging every hou! There are very few school children today, even 
in the lower grades, who do not have and more are they equipping their 
wardrobe’’ with propelling pencils, a fountain pen. There are very 


few women today who do not have a fountain pen in their handbag and 
more, too. As chairman of this committee I wrote to every pen manu 
facturer asking their opinion of the future of both the fountain pen and 
propelling pencil business, and every one of them are most optimistic 











r this oming year Many of them are enlarging their piants te 
indle the increased volume which they feel sure that they are going 
to have Many of the manufacturers of both of these ommodities 
fell behind with their deliveries during the war period and some of 
them were from for to six months oversold, but they all advise that 
with their increased facilities for producing, with their ability to get 
additional help now, that they will be ‘‘bacl to normal’’ within a 
month or iwo 

In closing let me ggest to the dealers 

1 To feature their stock of fountain pens and propelling pen 

2. To carry a representative stock from which the trade can make a 
selection 

To be dead sure the salesman or saleswoman handling that depart 

ment thoroughly understands the pen selling game 

4. To advertis Take advantage of the cuts and copies which the 
pen manufacturers Ww gladly furnish you for your newspaper adver 
tising Use circular advertising, handbill advertising—in fact, any old 
sind of advertising 

The fountain pen and propelling pencil department of any stationery 
in office equipment store is one of our best bets and if f ire not 
playing it up big league style,’’ we are overlooking one of our best bets 

If any of these suggestions prove helpful to any of the dealers, this 
ommittee is more than repaid. Personally, I only wish that it were 
possible for each and every dealer to have the privilege of reading over 
the correspondence which I have had the privilege of having with the 


successful dealers and manufacturers belonging to our Association, for 
I am free to admit the fact that being made chairman of this com 
mittee has made lecided fountain pen and propelling pencil booster 
of me, and it h resulted in our doubling our stock of fountain pens 
in our own store, and we have already felt the effect, and realize that 
it is a paying investment. In altogether too many cases we dealers 
have made the selling of these commodities a side issue and overlooked 
the fact that the pushing of the sale of these two commodities should 
be our ‘‘feature business’’—our ‘‘headliner,’’ as it were 

Chas. L. Mitchell, Chairman, Topeka, Kans R. H. Pogue, Birmingham, 

Ala H. Fred. Gaertner, Cleveland. 0 














CharacterinChars 


Karpen Chairs are made definite in char- 
acter, to harmonize with various types 
of office furnishings. The extent of our 


lines makes it possible to harmonize with 
any scheme in desks and filing equip- 
ment. 


Beyond style character lies an individual 
attribute even more important. 


arpen Chairs 


have a definite quality characteristic that has 
won their enviable reputation. Its elements 
are material integrity, accomplished work- 
manship, modern machinery and an unvary- 
ing standard of excellence. This aspect of 
Karpen character is the basis on which our 
dealers do business. It is at once an assur- 
ance of satisfaction to the customer, and a 
promise to the dealer of future orders. 


The Karpen Chair Catalogue will show you the 
appeal which good furniture makes to discriminating 


bu ye? ro h » furniture. 


Karpen 


Guaranteed 


Furniture 


CHICAGO 
MICHIGAN CITY-NEW YORK 





S. Karpen & Bros. 


Chicago Michigan City New York 
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A Dealer who is Strong for 
‘‘Miss Comfort Widney’”’ 











Somebody ought 4 
put him “hep 
WIDNEYS SHINE PROOF 
PAD 




















WHY MAKE A MIRROR OUT OF 
Your NEw FALL SuIT? 





We have a Seatpad that scientifically prevents the 
shine and saves the wear. It’s the only pad 
“That Moves as You Move, but Never Leaves the 
Chair.” 


Miss Comfort Widney 


Seatpad is made in all sizes. Just send your chair 
measurements along and we'll do the rest. 


THE HAY STATIONERY CO., Ltd. 
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The Hay Stationery Co., Ltd., one of Canada’s pro- 
gressive, leading stationers, have found “Miss Comfort 
Widney” Seat Pads such a profitable and lively member 
of their line, that they are investing liberally in printers’ 
ink to identify themselves with it. 


This office specialty means money for the dealer who 
handles it. The profit is to be had in your territory as 
well as others. 

Are you getting your share of this business? 


Are you selling your customers these comforting, per- 
petual and free advertising agents? 

Are you pushing these comfort-giving agents as hard 
as you might? 

_Above all, are you cashing in to the limit of your pos- 
sibilities, on this office worker’s necessity? 


fo 


If not, start today and let us help you 
—put “Miss Comfort Widney” to work. 
She is the cheapest clerk you can employ. 


We don’t want your order unless as- 
sured of your co-operation which will 
insure the goods moving quickly from 
your shelves to your customer’s chairs. 





TRADE 
Ma fot Way 


Are you ready? Let’s go. 


THE WIDNEY COMPANY 


310K South Jefferson Street 
CHICAGO, ILLINOIS 
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MISCELLANEOUS ITEMS 








After 


examining a large number of catalogues and considering other 
matters pertaining to miscellaneous items of stationery, your committee 
believes it best not to feature any particular line of these imerous 
articles, but rather to so construct its report that all articles may be 
included. 

In looking over the subject it was interesting to note the many 
otfice and desk appliances now on the market as compared with their 
almost entire absence during the early period of the world’s business 
development. After printing was invented, books rapidly increased in 
number and importance. Those who sold them were therefore allotted 
permanent stations, where they could offer their goods and soon they 
were called stationers. Their stock included the simple writing material 
then needed by the very small number of educated people were 
able to use them, and having no name for these few articles naturally 
they were soon spoken of as stationery, after the new title of the 
bookseller who sold them. This name stiil covers the vast number 
of business appliances into which small stationery articles have been 
multiplied. 

As commerce expanded, a multitude of office and desk implements were 
invented to expedite modern accounting and systematize office work; and 
the necessity for using them become so universal that the modern sta 
tionery store where these articles are handled exclusively came into 
existence. 

Apparently the industry thus involved is still undergoing changes. 
Specializing is becoming more and more the order of the day Already it 
has taken place in typewriting supplies, loose leaf goods, and fountain 
pens and no doubt many items of miscellaneous stationery will also be 
specialized, 

Another change which, should it be consummated, would seriously hurt 
the stationery store, as now conducted, is the introduction of the con 
templated chain of stationery stores, which in other lines nerchan 
dising are being conducted with great success. 

Stationers located in some communities might not be directly affected 
by either specialization experts, or chain store concentration; but nev 
ertheless mail order houses and traveling salesmen from distant points 
often take orders that local stationers should make every effort to con 
sider and forestall any new methods that may hinder the progress of 
their stores, and they also should take every legitimate means to retain 
the business they now have. It is the purpose of this report make 
suggestions to that end. 

Syndicate systems usually follow expert methods in merchandising 
and locate their stores to the best advantage obtainable I y arry 
ample stock for immediate delivery, display samples attractively and 
forcibly advertise their wares, and sbove all render eflicient store service 
a value peculiarly lacking in the average stationery store 

An ideal store service requires among other things an invitingly kept 
place, a well selected stock of miscellaneous office supplies, prompt deliv 
eries and a prevailing spirit of co-operation from manager to t hum 
blest employe. A trade built upon courteous treatment accorded to 
every person going to the counters by salesmen educated as nearly as 
possible to an expert knowledge of the goods they are to sell vill go 
far towards perpetuating the success of a business, and as a result its 
customers will not easily be lured to rival stores. 

The best advertisement for the retail stationer is undoubted to be 
found in the good impression carried away by customers and reported 


to others. Anything which promotes sales is to be cultivated to the 
utmost, and there is nothing so effective in increasing sales as the influ 
ence of personality in business exhibited especially in the salespeople 

It is plainly evident that a high enough standard of effiiiency for 





stationery salespeople is at present greatly lacking in the trade and it 
is the committee’s opinion that an effort should be made to | 
more capable through suggestions by and the direction of this “ . 
No business is too small or too large to accept constructive advice and 
none ever grew large without determined effort to improve 
This report is founded in an effort on the part of our committee to 
increase the efticiency of salespeople, not only because it will be sure to 
inerease the volume of sales for individual stationers, but will greatly 
help to elevate the stationery industry to a higher commercial plane 
There is an old adage ‘‘Salesmen are born and not made but one 
of the most experienced salesmanagers in America believes they are made 


as well as born. There is much that comes to some people as a gift 
from birth: for instance, affable and pleasing manners which go far 
in the make-up of successful salesmanship, but a thorough knowledge of 
the product to be sold, is the first important step toward selling it 

The possession of a trained force of store salespeople has other ad 
vantages besides increasing counter sales, for from such material the best 
city and traveling salespeople are often developed, [Through the com 
bined efficiency of the stationers’ sales force, manufacturers are more 
satisfactorily represented and they may thus be convinced not only that 


but that it is 
their product 


goods 


able to handle their 
for distributing 


stationery stores rre best 
to seek other channels 


the 
unnecessary 


A thorough understanding of the uses and construction of various 
office and desk implements and miscellaneous items of stationery will also 
directly benefit ambitious clerks who may possess many of the good qual 
ities of salesmanship, but nevertheless require a better knowledge of 
the article itself to properly demonstrate it. The best salespeople are 
those who are always trying to become better ones and wil iccept 
suggestions by which to extend their knowledge of the goods 

There are several excellent books on salesmanship at least one which 
together with the current issues of the trade journals, it would be well 
to place in each salesman’s hands for him to study. These trade jour 


sales 


nals frequently contain very interesting and instructive articles on 


manship which, when reduced by analysis to their lowest terms, embrace 
three main subjects: The salesman himself, his customers, and the 
goods be is to sell. The ambitious and intelligent salesman may be 
recognized by his constant and voluntary reading of the trade journals 
for they are the necessary vehicle by which he can keep himself fully 
posted in what is really his profession, namely, stationery salesmanship 

Salesmanship-training in specialty lines is usually accomplished through 
schools conducted at the factories and our members who sell safe-cabinets 
and mimeographs often send clerks to these institutions, pay heir ex 
penses and are usually well repaid for the expenditure. 

It is, of course, impractical to establish classes for improving selling 
knowledge on smaller office devices like eyelet tools, numbering ma 
chines, automatic inkstands and other technically constructed office 
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GOURLAND TYPEWRITER CORPORATION 


The GQURLAND 


The Only Light-weight Standard Typewriter 
for Universal Use 
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of decreased size, weight and price; having many improvements and 

refinements now lacking in all light-weight machines. Weight 93 
pounds. Writes 84 characters, 42 keys, 4 banks. Built equal to the best 
typewriter. Measures up to every office requirement and meets the demand 
for greater efficiency, better performance and longer service. 


A STANDARD TYPEWRITER in every feature with the added value 


EVOLUTION IN TYPEWRITERS—-PERFECTION IN MECHANICS 


Descriptive Literature Mailed to Dealers Upon Request 


120 BROADWAY NEW YORK CITY 
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INTERNATIONAL 
TYPEWRITER 
CUSHION KEYS 


























Without International oe With International 
Cushion Keys Cushion Keys 











MUNSON SUPPLY COMPANY 





THEY COVER THAT 
HARMFUL GLARE 


and Double the Efficiency of 
Stenographers 


Once Tried—Always Used. The 
Most Popular and Fastest Selling 
Typewriter Specialty. 


Good news spreads easily—your 
first buyer of “INTERNATIONAL 
CUSHION KEYS” will quickly 
demonstrate their many advantages. 


A keyboard once equipped with 
them will never revert to the glit- 
tering and headache producing 
nickel rimmed glassy keys. 








Made of green live rubber with 
white legible characters, a comfort 
to the eyes, soft to the touch, can 
be instantly applied, they make the 
typist’s work a pleasure and in- 
crease speed by eliminating vi- 
bration. 


Better send for interesting 
descriptive matter today. 


Sole Manufacturers 
23 City Hall Place 














implements known as miscellaneous items of stationery, but even they 
may grow important enough te make this profitable. 


In the committee’s opinion the plan used by a loose leaf company 
several years ago would be practical for us. By this method they 
taught the uses and the construction of their binders, and those who 
closely followed their printed instructions soon found themselves at ease 
in demonstrating their product and built up a profitable trade through 
the knowledge thus acquired. 

Your committee believes that the test knowledge of the use and 
construction of desk and office devices may be acquired by a visit to 
the factory where they are made, and next through printed instructions 
that could be specially prepared either by the manufacturers or by the 
association management. 

We, therefore, suggest that lessons on certain devices of similar 
nature could interestingly as well as instructively appear on at least 
one whole page of each issue of the Association News, briefly described 
in encyclopedia or dictionary style, with illustrations showing the con 
struction and method of operating. The various uses to which the arti 
cles could be put should also be suggested and all various makes listed 
and priced. 

No doubt, the management of this association can work out a prac 
tical plan for training salespeople adapted to and equally as important 
for all classes of stationers, and if our recommendation is accepted its 
fulfillment can be safely left to the management's care. 

Having dwelt at some length on the subject of training salespeople, 
the committee may summarize its efforts in the following proposal 
Whereas, It would be greatly to the advantage of the stationery indus 
try to institute a course of training for salespeople by which to im 
prove their knowledge of selling staticnery; and Whereas, The experi 
ment has been successfully accomplished in certain other trades; there 
fore, be it recommended, ‘That this Association provide the means for its 
accomplishment, and thereby benefit the members of this Association and 
the stationery industry. 

In conclusion we include in this report the following opinion on present 
market conditicns of miscellaneous items of stationery made of glass, 
metal, wire and paper. The committee has been placed in possession of 
the observation by one who is in a position to judge as to the probable 
future trend of the market as to certain manufactured products, and 
we believe the views are worthy of repetition in the report, and there- 
fore quote them as follows: 

Glassware—There is every indication that the present scarcity of 
stock and that the high-price level will centinue for at least another year. 
Glass makers report that operations are now being resumed with many 
factories already oversolc for several months ahead. Present contracts 
for fuel oil are being placed at a price of 13 cents per gallon, against a 
5-cent price prevailing early in the present year. Some of the larger 
plants consume from 20 to 25,000 gallons of this fuel all alone per 
weck. In addition to the increase on this material, the ever increasing 
cost of coal and other materials has to be, of course, considered. Be 
yond these advances is the question of labor, which at the present time 
amounts to about 60 per cent of the cost. At the Atlantic City con- 
ference recently held by the American flint glass workers and the Man 
ufacturers’ Association, pressed glass workers were granted an increase 
in wages to the extent of 20 per cent. This increase was made to 
earry through the year 1921. There is hardly a doubt but that the 
demand for all stationers’ glassware will exceed the supply for another 
year. We believe that the trade will be safe in buying liberally on all 
items, such as ink stands, sponge cups, pen racks and other items of 
such nature. 

Metal Goods—Due to inability to obtain a sufficient supply of metal it 
is estimated that the manufacturers of stationers’ hardware, such as 
eyelet presses, staple machines, numbering machines, stick and hook 
files, etc., are about 65 per cent less than total capacity. The aver 
age manufacturer of these items has been buying at a premium of frem 
$10 to $15 per ton for metal and they are not procuring anywhere near 
the quantity they require. However, with the improvement in shipping 
conditions that is most likely to come, it is believed that metal will 
move more freely and that a decided improvement will be noted in 
deliveries. Even at this writing it is noticeable that certain manu 
facturers of metal specialties are beginning to solicit business Most of 
these concerns have been so far cversold for the past two years that 
new accounts have been refused. This certainly indicates that within a 
few months merchandise of this class will be easier to obtain and, with 
a return of competition, there is a probability of some reductions being 
noted. We would suggest cautious buying for the balance of the present 
year. 

Wire Goods—The shortage of manufactured wire goods is being felt 
very keenly in all sections of the country. A number of planis manufac 
turing stationers’ wire goods, such as paper clips, baskets, etc., have 
been running on about one-half capacity, due to inability to obtain wire 
Right at this time it appears that some improvement in production will 
be seen within a month or so. However, the supply is so far behind 
the demand at this time that it will probably be several months before 
prompt shipments can be expected. In comparison with other lines of 
industry consuming wire, the tonnage used by the manufacturers of sta 


tioners’ goods is exceedingly small. This particularly applies to Gem 
Clip Wire, which is a special grade made for this purpose. Consequently 
the makers have experienced great difficulty in having their orders 
accepted, even at an exceedingly high premium. In normal times there 
has heen some little competition by the companies for this business, but 
for the past two years the clip makers have been nearly ignored It is 


generally felt that the first quarter of the coming year will see a change 
in conditions and the supply will again be on a fair way to normal. The 
trade, of course, realizes that this will mean the usual] keen competition 





which formerly prevailed among the manufacturers of clips On such 
items as baskets, trays, etc., we believe orders should be placed to 
cover many months’ requirements On clips and staples greater caution 


should be used. 


Paper Goods—No commodity has shown any greater increase in de 
mand during the past two years than paper and paper goods Even 
with a steady increase’ in production demand still continues in excess 
of supply. A number of manufacturers’ items in which cheaper grades 


This 


of paper were used have been practically forced off the market 
bers of 


applies to numerous paper novelties and also to the cheaper num 
pads, tablets, ete. The school trade is particularly hard hit, as the 
present cost of news print is prohibitive in the manufacture of this 
class of merchandise. Many paper mills continue closed te new busi 
ness. An effort is made to take care of old accounts only. Manufa 

turers of small items, such as tags, labels, pads, etc have been 
compelled to eliminate many popular numbers. Deliveries are slow and 
uncertain on all manufactured goods, as well as paper itself. At this 
writing a large part of business continues to be placed at price prevailing 
at time of shipment. There is a feeling, however, among the trad 
that many mills have nearly completed orders on hand, as luxury buy 
has been greatly curtailed, With the present touch of economy 
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Weighs a trifle more 
han 6 pounds, travels 
ts own snug carry- 

x case, does standard 
typ ar—yout choice of 
elite or pica size type. 
Folds up like a book. 
Price $50 with case. 
Booklet on request. 
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Where Compactness is Vital 


yi every inch of space must be utilized 
and every superfluous ounce of weight 
abandoned, you find little, folding, sturdy Corona 
doing a man-size job. 


Thus its extraordinary compactness and lightness 
place Corona among the little giants of achieve- 
ment. As in the modern thin-model watch which 
keeps perfect time and the pocket camera which 
makes sharp, clear pictures, so in Corona, inventive 
genius reduces size while it increases efficiency. 


Costly office space, limited traveling quarters, high 
transportation charges, expensive and none too 
abundant clerical help—these and a score of other 
reasons have placed Corona in the hands of over 
200,000 users who value it for its unfailing useful- 
ness, its retiring disposition when not busy and 
its enduring toughness under heavy duty 


Corona Branches and Agencies all over the world 


Built by 
CORONA TYPEWRI — Cco., I 


Groton. | 


CoronA 


The Personal Wri iting Machi ine 


Fold it up —Take it with you —Typewrite anywnere 


United States Army Field Radio Service 
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buying is about ot an end on practically all goods. We believe by 
the first of the coming year, barring, of course, any unforeseen cir- 
cumstances, that the situation on paper will be noticeably easier. The 
trade at this time seems to be in a fair position to gauge the fall 
business and we believe present conservative buying should continue. 
A wise merchant, however, realizes that stocks must be maintained 
regardiess of price in an effort to render service and retain his trade. 
Conditions today may be compared with the trend of traffic on a road 
eo out of a large city. There is a fork in this most frequented 
road. 

The traffic is heavy and constant. From time to time many are 
undecided as to the right road to take and stop with the consequential 
result of a jam in traffic, and the entire line is seriously delayed. 
The general business world presents a similar picture. The road we 
are now traveling has no guide post, but travelers have a general idea 
that one fork leads to future prosperity, and while in spots it may be 
under repair, yet its general course is good, for the road is sound; 
while the other fork is broad and apparently safe, yet it leads to no- 
where and soon ends. To travel the long road the machine must be 
in good condition to render service, necessities for the journey must 
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be in ample supply and arrangements in plenty of time for additional 
supplies to be picked up along the road must be made. Indecision and 
hesitancy on the part of the business world is going to set the entire 
country back, perhaps for years. Carefully going ahead, planning for 
the future, driving conservatively, but, nevertheless, driving, is what 
is needed. ‘The manufacturer who is not iaying plans to provide his 
customers’ needs is hurting himself and is also injuring the fabric 
of business, and the dealer who waits too long to provide for normal 
needs is in danger of losing far more eventually by the loss of his 
customers than he might by the depreciation of stock on hand that may 
occur. Fecing the prospect of absorbing a stock loss is not alluring. 
Exceptional profits were acquired on the upturn to the market and, 
consequently, some losses must be absorbed on a downward movement, 
but these can be minimized by care, whereas by traveling the road 
that looks safe, that is, by not providing for requirements, the structure 
of good will built up by the rendering of service and by the per 
sistent effort on the part of the trade to have the goods called for on 
hand, can be so seriously affected that it can never be replaced. 

Respectfully submitted, Chas. C. Stott, J. M. Byck, Theo, A. 
mueller, Chairman. 
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REPORT OF COMMITTEE ON CARBON PAPERS AND INKED RIBBONS 








It was suggested by President Bauer that our report be developed 
along lines of selling hélps, and that it be educational. 

Instructive data with respect to the manufacture and sale of these 
articles has been secured from the manufacturers and others, which is 
here given in as concise a way as possible. . 

Onur clerks and salesmen should know a great deal more about how 
tibbons and carbons are made, source of raw material and a full under- 
standing of this branch of our business, and we stationers should 
have this knowledge at hand to give them. 

The amount of carbon papers and ribbons sold in this country ex- 
ceeds $15,000,000 yearly and it has been estimated by some to be as 
great as double this vast sum. The United States exported (wholesale 
cost) over $500,000 worth in 1913 and total exports increased from 
that sum to nearly $1,600,000 worth in 1919. You can see from these 
figures that this industry is very much 
consider it. 

England, France and Germany are 
countries especially so because of their supplying much 
products needed in the making of these articles. 

Stationers who are alive to the profit making of this line will tell 
you that this department will score among the first ten in points 
of sales. Take into account small space needed, minimum delivery 
expense, no depreciation, and repeat sales, it will compare favorably in 
profit making with any item. 

Now as to selling helps, our manufacturer friends think after hav- 
ing made a good article—advertised it well, and given their full 
guaranty, that it is up to the stationers to do something more than 
put the goods on their shelves and sit back to wait for someone to 
ask for this or that well known brand. 

An expression from a well known firm, 
tude of the manufacturers division of this industry, 
follows: 

“A review of the stationery field shows quite an evolution during 
the past ten years in respect to the sale of these important items. 
Prior to that peried it is undoubtedly true that the stationer controlled 
by far the bulk of this business and perhaps in actual percentage they 
have as much of this business as they formerly did, but the fact 
must not be overlooked that there has been an enormous increased 
demand for both typewriter ribbon and carbon papers. 

“The many uses developing for carbon paper have greatly extended 
the field. This increased demand has brought into existence what is 
known as Specialty Houses—concerns that deal solely in these goods. 
Many of them have organizations of capable salesmen visiting the 
consumer regularly. The result is that a large proportion of this bust- 
ness has gone in that direction and with a few notable exceptions the 
stationer controls principally today the business of the small consumer; 
Sales made over the counter without any particular amount of effort or 
solicitation on the outside. 

“There are, however, a number of stationers throughout the country 
who have salesmen on the outside regularly canvassing the sale of 
these goods and who have met with considerable success. The question 
that presents itself is whether if that policy had been generally followed, 
the result would not have been that the stationery trade would have 
retained the control that it enjoyed in years past. 

“One difficulty has been the fact that there has been a tendency to 
belittle the importance of the line; in fact, many people today do not 
realize the great importance of the line. 

“It is somewhat doubtful as to whether the stationer could improve 
the situation. The purpose, therefore, of this suggestion should be 
to draw forth an expression of opinion if possible, as to whether the 
majority in the stationery trade would care to expand their business 
in this line, or whether they are content with the business that they 
now enjoy among certain clientele, selling the higher grades of ribbons 
and carbons rather than attempting the business of a large consumer 
in which there is considerable competition by certain of the machine 
companies and also by a large number of Specialty Houses who have 
captured a large portion of that class of trade. It would be interesting, 
therefore, if this report would bring forth some kind of expression 
relative to same."’ 

Another letter is in part: 

‘“lLhe important business in our line is being undertaken through 
the concerns who specialize in the sale of the goods, having a sales 
force approaching the consumer which after all is a real business to 
be catered to, and they are gaining the advantage. As the matter now 
stands, the average dealer is simply dependent upon the sales over 
the counter of a single ribbon or a half dozen or a dozen or a single 
box of carbon paper. There are, of course, notable exceptions and 
there are many dealers who are making a success of the business by 
more progressive methods. 

“I feel that the stationer is our friend and as such, is the one to be 
taken care of. On the other hand this co-operation should meet with 
the proper response. If it does not it cannot be expected that the 
manufacturer is going to lend all his efforts in behalf of the stationer, 
or to neglect his owa opportunities. 

“It must be recognized that the line of 
carbon papers is one of the most important 


large producers—the two latter 
of the raw 
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larger than we are apt to, 


the commercial world and as such it is deserving of every recognition: 
I cannot impress this fact too forcibly. It is up to the stationer to 
grasp the opportunities that are offered him and in doing so he will 
gain the absolute co-operation of the manufacturer, but if the manu 
facturer finds that the stationery trade is apathetic, then it is up to 
the manufacturer to devote his efforts in other directions. So far as we 
are personally concerned we have always co-operated with the sta 
tionery trade. We regard them as our friends, but we cannot be 
oblivious to our own interests and blind ourselves to the fact that they 
are losing opportunities in developing a trade in a line of goods that is 
far more favorable than any of the lines to which they devote par- 
ticular attention."’ 

One of our manufacturer friends supplies us 
information as to the kinds of carbons and ribbons: 

Carbon papers are usually divided into three classes according to 
weight—light weight or 4 lb. weight, standard or 7 lb., medium weight 
or 5% Ib., or sometimes referred to as intermediate weight. There 
are heavier weights of typewriter carbon, which are usually used on 
billing machines requiring a heavy carbon sheet to withstand the heavy 
blews of the billing machine type. 

These are usually referred to as billing carbons, and the customary 
weight is 10 lb., but they are also made in 14 lb. and 20 lb. 

The basis of these different weights is 20’x30”—500 sheets to ream. 
The producing of perfect carbon copies depends not alone on the carbon 
paper, but also the kind of machines, writing paper, and the number 
of copies made at a single writing. The following general rules, how 
ever, may be used for the majority of cases: 

1.—For one or two copies, a standard weight, or 7 Ib., carbon paper 
is the most practicable, because it will produce one or two good copies 
just as well as a light weight, or medium weight carbon, and the 
standard weigh has the advantage of being more easily handled. 

2.—For manifolding, which may mean four or five copies, with 20 
lb. bond paper, or fifteen copies with 8 Ib., onion skin, a light weight 
carbon, of course, should be used. 

3.—For making three or four copies on 16 lb. bond, or six or eight 
copies on lighter paper, an intermediate weight carbon, or 5% Ib., 
could be used, instead of the light weight, with the advantage of using 
the sheet that is not so flimsy as the light weight, and which is more 
easily handled. 

There are various degrees of coatings of carbon paper, and in this 
there has been much improvement during the past ten or twelve years. 
Up to that time, most carbon papers were inclined to be soft and 
smutty, but today, such carbon papers are not commonly used, because 
it is possible to secure carbon paper that has a hard finish, that is 
non-smutting, but that at the same time produces clear, legible copies. 
We mianufacture carbon papers in three different degrees of inking— 
very hard—hard—medium. Coatings are graded as follows: 

A—Very hard—for clean, clear copies. 

B—Hard—for medium, intense copies. 

C—Medium—for heavy or extra intense copies. 

In other words, just as pencil manufacturers use numbers 1, 2, 3 and 
4 to designate the different degrees of hardness of the leads, the 
designations A, B and C are used for the various degrees of hardness 
of coating. 

Most carbon papers manufactured today will keep well in any climate 
for several years, but carbon paper should not be kept in a damp or 
very cold or very warm room—it should be kept away from all heat 
and far removed from radiators, ete. 
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Pencil carbon papers are usually 
medium finish and soft finish, and in the 7, 10, 14 and 20 Ib. 
basis 20°x30”—500 sheets to the ream. 

The regular stock size for pencil and pen carbon is which 
cuts ten out of letter size, or 5,000 sheets S'4x11, and 9 out of legal 
size, or 4,500 sheets, 814x13—to the ream. The medium finish pencil 
earbons are for use when one or two copies only are wanted, whereas 
the soft finish carbons are made for the purpose of securing a large 
number of copies at one writing. Pen carbons are for use in making 
when using pen and ink, and there are also two different de- 
inking in pen carbon as in pencil, the soft or dull finish, 
many as five or six copies, with 12 or 16 Ib. 
hard pointed pen should be used. 
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Typewriter Ribbons. 

The value of a typewriter ribbon is really not known until after the 
ribbon has been used for some time, and for this reason the brand 
of a reliable manufacturer is usually preferred by users because ther 
are really purchased on faith. Most manufacturers can ribbons 
in five different degrees of inking, but the medium inking is used 
in most cases. However, for operators with a light touch, and for 
those wanting long wear, a heavily inked ribbon should be used, where 
as, for an operator with a heavy touch and who prefers sharper, 
clearer writings, a lightly inked ribbon should be used. This is carried 
to the extreme by having also extra heavy, for maximum and extra 
light for very fine, sharp impressions, and also for elite type 
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Appeal to the Average 


Business and Office Man 







Top Top 
54 x 30 54 a ot 
Slide Shelf Slide Sh« 
Drawer F Draw er ¢ 
Shallow Storage 3x5 Card | 
Drawer E 
For Cancelled Drawer |! 
rr 4x6 Card lh 
A Useful 
Drawer A = 
For Vertical Servant 3 etal 
as well as Correspond 
a Wise Filing 
Assistant 





There is someone near you whom you know needs a new desk—one with a fle 
and equipped with filing drawers—a desk that truly assists instead of soem 
every day work. As indicated above, this desk has a 54x80 inch top; Left Ped 
equipped with slide shelf, small storage drawer, drawer for cancelled checks, 
and drafts and drawer for vertical correspondence filing. Wide, deep drawer bet 
pedestals. Right Pedestal has slide shelf, drawer has 3 x 5 card index filing; 4 
for 4x6 card index filing and drawer for vertical correspondence filing. 
throughout of best grade of solid, kiln dried lumber. Furnished in Golden or N. 
Oak finish or the handsome Mahogany finish. Back panels can be placed on | 
designed to be used away from walls. End panels also supplied when desired 
drawers operate easily on indestructible fibre rollers. A unique device keeps | 
ers from accidentally falling out but ean be easily removed when desired. 


Dealers appreciate our policy of referring inquiries to t 
——- dealer in the town from which the inquiry or 
nates. The many letters we receive commending this policy is our positive assurance ¢! 
it’s right. Whynoteecurethebenefit? Beag/@#dealer. A goodlinetotieto. Write, saying you’re interes! 
































= For 3x5 cards. Two For 4¥6 cards. Two For Canc: 
Two Compartments. Total Compartments. Total side Sine 
or Voucher ae *tsy over 4500 capacity over 4500 93" wide 
compartment. Equipped with ecards. Equipped with Foilow B! 
222" deep. Equipped Steal: tFollow Blocks. Steel Follow Blocks. able Lockiny 
low Blocks. i . 
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_ meet the demand for various filing necessi 
"in the office of executives and department h: 
where perhaps the floor space is limit: 


| The Compact Filing Sectio: 
- are made 18 inches wide and in 15 and 24-inch cd: 
Greatest filing capacity in smallest space. Sec! 
are interlocked by an ingenious and invisible d: 
| which is strong and accurately fitted. Thirty 
- of sections enables one to arrange a stack that 
provide filing space for almost any standard size | 
' Mess papers and record cards. They are inexpe 
- gonsidering their excellent workmanship, du: 
' onstruction and handsome finish. The large dr: 
fronts are 5-ply veneer. Sections align with the 
izontal Line but do not intermember with ¢! 
Made in solid, seasoned Quartered Oak and Ma 
"any finish. An attractive line of files. See illu: 
~ tions of other stacks in Catalog No. 20. 


The Horizontal Sections 


ieee e are the resuit of demand for a few filing sect 
: intermember with Receding Door Book Sec 
_ Madefin 28 styles, camilla sizes to meet almost every business or professional of 
‘= quirement. Thirty-four (34) inches overall. "Compact Sections" shown herealign with t 
= longer sections thus . t any available space. Beautifully figured Quartered 
= in eight stock finishes, also’ finish. Let us tell you more about them—Get ¢ 
_ alog No. 20. : 


ifs Stationery Specialties 
make instant appeal on an efficiency and price basis. Our catalog No. 20isa , 
veritable compendium of office specialties. All goods listed are of our own manu- 
facture. When you want Box Letter Files, Transfer Cases, Paper Clips, Scrap 
Books, Account Files, Midget Card Outfits, Letter Trays, Desk Stands, Etc., Etc., 
consult your 9/2@@ Catalog. Many benefits are derived from making your pur- 
chases of such sundries from ¥2# lines. Our policy of co-operation is an estab- 
lished fact of material benefit to our dealers. It is not merely a theory or 
promise, Get acquainted by writing now for your copy of catalog and informa- 
tion, prices, discounts, — selling helps. 











;  GMICAGO— Associated Stationers Supply Co. 


E. E. BLANKEMEYER, Gen’! Mgr. 
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Serving theWorld’s Business 
Saving the World’s Time 


HE whole idea back of the production by Remington of the 

first practical typewriter was to serve business and to save 
time. The world-wide prestige which Remington Typewriters now 
enjoy comes from the extension and expansion of this idea. 


Today the name “Remington” means more than a typewriter. 


It means a service to the world’s business—a saving of the 
world’s time—a service that is complete and efficient and that is 
available wherever business is done. 


The manufacture of the first practical writing machine in 1874 
was the first great step. 


Later came from Remington the first shift-key typewriter, the 
first automatic ribbon shift, the first decimal tabulating typewriter, 
the first adding and subtracting typewriter, the first key-set 
tabulating typewriter, the first self-starting typewriter, the complete 
accounting machine. 


Each of these successive Remington developments enabled the 
world’s business to establish new standards of time and cost saving 
in clerical work. 


Remington’s high purpose long since won recognition. Its 
reward is a leadership which sweeps beyond our shores into every 
nation that has a commercial life. 


The Remington Organization—at home and afield, here and at 
the furthest outpost—is deeply con- 
scious of the obligations imposed 
by Remington leadership. 


It is trained to serve business 
so well that this leadership shall 
never be questioned or jeopardized. 


REMINGTON 


TYPEWRITER COMPANY 


(INCORPORATED ) 
374 Broadway New York 


Branches Everywhere 
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THE 
Ramer Plan” 


TYPEWRITER DEALERS 


AND STOCKHOLDERS OF THE 
TYPEWRITER FACTORY SALES CORPORATION 


READJUSTMENT 
PERIOD 


Dispose of your high priced stock now. 
Let us assist you as we are prepared to 
remanufacture your machines at the 
right price. 


DEALERS: Don’t Fail to Consider 


the “Ramer Plan” guarantees the 
definite advantages to the dealer of a 
co-operative organization composed of 
the best, most progressive and most 
far-sighted typewriter dealers in this 
country, co-operating together for the 
greater success of each other, and act- 
ing together thru this co-operative or- 
ganization, which assures the advance- 
ment of the typewriter business in gen- 
eral, the greater success of their in- 
dividual businesses and the more prof- 
itable sale of typewriters and allied 
products. 





A Request Will Bring More Complete 
Information Promptly 


TYPEWRITER FACTORY SALES CORP. 


W. W. RAMER, President 
1824-1826 Woolworth Building New York City 
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Most typewriter ribbons will keep well for at least a year, but after 
that time the ribbons not only are apt to dry out, but the cloth may 
deteriorate because of the action of the ink on the fabric A dealer 
can feel safe on any ribbons that have been in stock not longer than 
a year, or perhaps a year and a half. 

Because of the various kinds of machines necessitating ribbons on 
different spools to fit these machines, a dealer requires a good stock 
of ribbons of all kinds (colors and record and copying) in order to be 
in a position to supply the requirements, and as nearly every ma 
chine requires a different spool, it will be seen that a large variety 
is needed. To partly overcome this difficulty, it is well for the dealer 
to have a rewinding machine, providing his business will warrant 
it, which will enable him to rewind ribbons from Remington spools 
ento Underwood spools, etc., as required. Ribbons for Remington, 
Underwood, L. C. Smith, Monarch, Royal and others are all one-half 
inch, so that ribbons wound on any of these spools could be used on any 
of the other spools. 

When it is considered that the ribbon on a typewriter is the most 
important part of the typewriting equipment, and that the cost of 
even the best typewriter ribbon is small in comparison with the cost 
of the machine, upkeep, etc., it should be borne in mind by dealers 
that cheap ribbons are really expensive, and none but the best grades 
should be sold, even though the price is a little more 
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Raw Materials. 

The paper or tissue mostly used in the manufacture of typewriter 
carbon are 4 pounds or 7 pounds, meaning that a ream of 500 sheets in 
size 20 inches by 30 inches weighs 4 pounds or 7 pounds, for the 
light weight and standard weight, respectively. The tissue known as 
medium weight is between these two and weighs 5% pounds. 

Heavier tissues, such as are used for billing carbons and pencil 
carbons, are all practically made of American tissues. These are 
7, 10, 14 and 20 pounds for pencil and 10, 14 and 20 pounds for billing. 

The best tissues for carbonizing, especially the light weights, are 
imported from England for the reason that American paper manufac 
turers are just beginning to perfect light weight tissues for use in 
manufacturing carbon paper. It is necessary for this tissue to be 
free from pin holes, otherwise the ink would go through the holes and 
spread onto the back of the sheet. Another difference is in the absorb- 
ing qualities of the paper, and unless the tissue will alloW the ink 
to penetrate, through the coating stays nearly on the surface, the wear 
of the carbon sheets is not so good. 

Typewriter ribbons today are much different from the typewriter 
ribbons of fifteen years ago, when thick, sticky oils, etc., were used, 
whereas today the best ribbons are made of entirely different ingredi 
ents and writings made with these ribbons are sharp and clear, clean 
and non-rubbing and do not dry out within a short time, The cloth 
used for the best grades of ribbon is imported English fabric that runs 
over 300 threads to the square inch, which means not only for long 
wear, but fine, even texture. 

We are not positive about the date of the first manufacturer of the 
typewriter ribbons, but, of course, it corresponds with the date of the 
manufacture of the first typewriter constructed for a ribbon instead of 
a pad This typewriter was the Remington, the old blind machine, 
and I believe it was put on the market forty years ago. When type 
writer machines were first in use, copy ribbons were used almost 
exclusively, because correspondence had to be copied in a letter press 
book. About thirty-five years ago carbon paper began to be popular, 
but carbon paper did not come into general use for the making of 
copies of correspondence until about twenty to twenty-five years ago. 

The first carbon paper was inked sheet by sheet, by hand. A man 
stood over a steam table on which he kept his ink in a melted con 
dition, and he applied this ink with a plush brush on the tissue. It was 
necessary to rub the brush over the tissue at least three times to 
thoroughly coat the paper, and it will, therefore, be readily appre- 
ciated that the cost of manufacturing carbon paper in the early days 
was almost prohibitive 

Today the tissue from which carbon paper is made is wound on 
cores, and these rolls are placed on a shaft on a carbon machine, which 
is threaded around several steel cylinders of different temperatures, 
and finally wound on a drum, 

One of the steel cylinders revolves through a pan of ink, which is 
kept at the melting point by steam, and as paper passes over about 
four inches of this cylinder, it picks up the ink, which is evenly dis 
tributed either by brush or equalizer—a rod wound with wire. The 
space formula is so constructed that when the paper is finally wound 
on the last drum it is ready to be cut and shipped. There is no in 
terleaving and pressing to dry it out, as under the very old process 
of twenty-five to thirty years ago. 

The differences in varieties are primarily weight of tissue before it 
is coated For instance, paper which weighs 4 pounds to a ream of 
™) sheets, 20 inches by 30 inches, is known as light weight All 4 
pound light weight papers are imported from the Crompton Mills in 
England, and this is one reason why this class of paper is so ex 





No. 515 Century ‘‘Superb”’ Portfolio 


Quality, Worth 


and Service Guaranteed 


Measure Century Leather Crafts Portfolios and 
Brief Cases by a rigid standard. We cheerfully 
refund money or give full credit for all goods 
that do not come up to your expectations. 


Century Quality in Brief Cases, 
Portfolios, Catalogue Cases 


is based on Materials of Superior Quality; 
Workmanship of most Careful Nature; All Par- 
titions Made of Good Grade Leather; All 
Handles Reinforced with Steel Bar Underneath. 
All cases are finely creased and the edges nicely 
polished. We deliver merchandise with selling qualities; 
and back it up with enduring service. 

The Century Line also includes Mail Bags, Bond 
Bags, Money Bags, Boston Bags, Swatch Cases. 
You will have calls for these from time to time. 
Write TODAY for Catalog “B”, prices and dis- 
count sheet. 


Century Leather Crafts Co. 


350 Broadway New York, N. Y. 





pensive today. There is no 4-pound paper made in this country 

The next weight is 5! pounds to the ream. We manufacture a 

very excellent grade of 5%4-pound paper in this country. known as 

domesti lightweight, and there is also a 5%-pound paper made at ° 


Crompton Mills. 
The standard weight of 7-pound paper is the grade used for general 


correspondence, and for the making of three. or four copies This 
weight is also made by the Crompton Mills in England, and there are 
innumerable varieties manufactured in this country, For instance, the 


papers grade from the ordinary manila, which is mostly wood pulp, to 
the best grade of either white or colored tissue made with a large 
proportion of linen rags and hemp. 

The 10-pound paper is used principally for pencil or billing carbon 
and is made in England and this country. 

The 15-pound and 20-pound paper is used both for billing and pencil 


The heaviest paper, which is used for carbon making, is a 40 
pound, based on a 26-inch by 39-inch ream of 500 sheets. This is used 
nrincipally for tracing, or for the carbonizing of printed forms and is 


frequently known as graphite paper. 

There are several grades of Crompton tissues in all weights and there 
are innumerable grades as to ink formulae. 

The price of a finished carbon sheet depends upon the cost of the 
tissne and the cost of the formulae, which may be a very cheap one 
for the ordinary pencil use of a very expensive one made with high 
priced colors for producing the very best results on the typewriter 
and it is the combination of the selected tissues and the chemically 
correct formula, which produces the best carbon paper. This may be 
a standard weight of 7-pound sheet for general correspondence or two 
or three copy work, or 4-pound paper for ten to twenty copies, known 
as manifolding carbon 





No. 15 Century ‘‘Efficiency”’ Portfolio 
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Silk Typewriter Ribbons 


Are good— 


There is a growing demand 
for a Typewriter Ribbon with 
an exceptionally sharp, clean 
write. 


Quality No. 244 


is not made from a silk fabric but 
it will write just as sharp and 
clean and will wear just as long. 


We Guarantee That 


IT IS MADE FROM A SPECIAL 
FABRIC built on our specifica- 


tions. 


IT IS THE BEST POSSIBLE RIBBON 
for Elite Type on any machine. 


IT HAS NEVER BEEN EQUALLED for 
the NOISELESS, HAMMOND, CORONA 
or any other portable or light touch 
machine. 


THE FABRIC IS SPECIALLY WOVEN 
and finished, is one-half the thickness 
of ordinary ribbon fabric, is particularly 
absorbent, saturates thoroughly, and for 
that reason wears down even and clean. 


YOU SHOULD KNOW THIS RIBBON— 


the very reasonable cost, and the 
very excellent profit there is in it 
for the dealer. 


A LINE FROM YOU WILL BRING SAMPLES 


Under your imprint if you want it. 


The E. F. GUERTIN CO. 


Manufacturers 


TYPEWRITER RIBBONS 


Exclusively 


230 West Superior Street CHICAGO 





Typewriter ribbons are made of all grades of cotton material The 
best cotton is milled in England, although we manufacture in this 
country several very excellent fabrics suitable for typewriter ribbons 

lhe method of manufacturing the cotton, the grade of otton used 
in the cloth, the fineness of the threads and the number of the 
threads to the square inch, determine both the price and the quality 


of typewriter ribbons. The cost of the ink is insignificant by ou 
parison. That is to say there is not so much difference in ink as to 
materially affect the prices of the ribbons. The cost is almost er 
tirely controlled by the fabric and the labor. 

A typewriter ribbon fabric may be used which averages as low as two 
hundred threads to the square inch but the best fabrics average 
between 296 and 310 threads to the square inch 

The finer the material used in the ribbon the sharper will be the 
copies, and more durable the ribbon. Typewriter ribbons are manu 


factured by running the cloth through a series of revolving cylinders 
which are inked either automatically or by the machine operator, and 


the pressure put on the cloth determines the grade of inking which 


can be regulated anywhere from extra light to extra heavy about 
seven graduations. 

The early method of manufacturing ribbons was to run the cloth 
through a basin of ink, saturating it, then squeezing it between 
woden cylinders, and finally winding it up with a roll of absorbent 
paper which was supposed to take out the excess ink Sometimes it was 
necessary to rewind it with the paper several times nd as the 
pressure on the inside of the roll was necessarily stronger than on 
the outside the typewriter ribbons made by this old fashioned method 
were not dependable for uniformity. Today all up-to-date machine 


are equipped with a device which standardizes the variety of inking 
put out by the individual manufacturer, and these inkings can be 
duplicated simply by setting the device at a certain point 

After the ribbons are inked they have, of course, to be spooled on 
the spindles which fit the various machines, and this is all done in 


up-to-date factories by electrically driven spooling machines 


Your committee believes that any stationer no matter how smalij, 
ean increase his business in this department if he will become 
familiar with the goods he is selling, their quality and uses 

His manufacturer will welcome this opportunity to co-operate He 
must then impart the knowledge he gains to his store lerks, inside 
and ouside salespeople, impressing them with the opportunities pre 
sented. 

The stock should be kept in cabinets. Your manufacturer ill supply 
them or they can be made at small expense, or shelve Xes in be 
used. Ribbon and carbon stock should be close together 

You will find the greatest success in the sale of recog ed adver 
tised brands—and highest quality goods only—the carrying f one brand 
and grade simplifies your stock, too, 

Urge the sale of coupon books. Instruct your people t increase 
single ribbon or box of carbon paper sales to half doz or dozen 
purchases, and customers of this amount to gross or one-half gross 
lots and one thousand and greater amounts in carbon paper 

When an out of town customer orders a ribbon or a box of ecarhor 
usé a rubber stamp or typewrite on his invoice something like this 
“Ask us how to save money on this invoice by buying a on book 
to be exchanged for typewriter ribbons and carbon papers 

In dealing with the large users follow up wit! stant ills by 
your salesmen and by letters with samples 

Adjust every complaint immediately so that your total number 
customers will increase. 

Most important of all, keep your selling force well advised as to 
the -varieties of carbon, their uses, number of copies each grade will 
make, to be able to advise customers how to secure best results 
Dealers should co-operate as to territory, selling plans, advertising, et 

Your committee believes that any dealer who wants more ribbon 
and carbon business can get it with just an honest effort on his part 


but he must put forth this effort, must know about the goods he is 
selling, their uses, qualities, etc., and be able to impart this informa 
tion to his customer and clerks 


Your committee expresses thanks to the considerable number ¢ 
manufacturing members of our Association, who responded to our in 
quiries, for the very valuable assistance rendered and information 
which is incorporated in this report. 

Respectfully submitted, Edwin I. Baer, Chairman \ Cole, Mr 


Kistler. 


JOINT COMMITTEE ON CATALOGUE 
STANDARDIZATION 








Your committee, after careful investigation, takes pleasure reco! 
menading the adortion of the following standards to be followes ! 
dealer members in the compilation of catalogues for nsumer dist 
bution: 


Trimmed Size—11% x 8 inches, binding on the 11%, 
Type Page—i3 ems pice wide by 60 ems deep 
Running Heads—2? ems pica deep. 





Type Page Exclusive of Running Head—43 ems wide by 58 ems dee] 

Column Widths—-14 ems pica—three columns to page; 21 ems pica 
two columns to page. 

The 114,x8 inch size is one that is strongly ecommende to ass 
tiens adopting a siandard It has been approved b the A iti ‘ 
Rook Paper Manufacturers, the United Vypothetae I t Natior 
Association of Purchasing Agents . ut ith he 
paper, in 8, 16 or 32-page ferms. so ha ivantage 
with the new standard cover papers : utting ! 
The complete book mai's in a Ne. 10% catalog envelope 


Standardized Page Plates. 


The Committee has also made a careful study of the sucgest 
was under consideration by the Manufacturers Group at the Richmor 
Convention, that various manufacturers prepare standardized page plates 
describing the best selling items in their lines and be prepared to supply 
at cost electrotypes of these plates, to the dealer members who are 


publishing catalogs. It is believed that this plan, if it can be put int 
practice, will prove beneficial both to the dealers and the manufacturers 
for the following reasons: 

First: It will make for better catalogs because the copy and illus 


trations being prepared by the advertising department of the manufa 
turers, and being designed especially for the consumer will be superiot 
to the copy and lay-outs usually prepared by the dealer 

Second: The typographical appearance would be of a higher standard 
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Unequalled as 
the Typewriter 
for Personal Use 





- . ° ° ” 
Full keyboard of 84 characters; carriage easily accommodates paper or envelopes 10% 
wide ; back space key; action, easy and quick; a most wonderful manifolder. 


Light enough to be easily transported, but heavy and sturdy enough to stay “put” when 
in operation. 


Electrical, Mining and Civil Engineers; Physicians ; Druggists ; Students ; Teachers ; Pro- 
fessors and other professional men are finding the CENTURY quite necessary equipment. 


Special keyboards for special purposes, and for writing in the principal languages of the 


world. 
Ghe economizes TIME, SPACE AND MONEY, 
for it is but HALF the SIZE, WEIGHT 
i. and COST of the ordinary office machine. 


Send for Catalog and Terms to Dealers 


American Writing Machine Company, Inc. 
449 Central Avenue NEWARK, NEW JERSEY 
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“This Multigraph makes im- 
printing a cinch instead of a 
nuisance. I can imprint 50, 
500, or 5,000 labels, folders, 
or booklets in less time than 
= yo and at half the 
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Verily the little idea ofttimes maketh a big killing. A 
pebble from the water brook handed the K. O. to the mighty Goliath. 
Peradventure the simple hint set forth herein will rid thee of that troublesome 


giant, the Printing Problem. 


O. K.! 
That simple hint is this—Instead of 


storming and railing and perhaps using unseemly 
language at your old friend, Master 
Printer—(it’s not his fault anyway. Paper, 
ink, wages, overhead continue at the same high 
levels; he can’t reduce his charges)—instead of 
letting grief pile up on grief, instead of doing a 
lot of things that don’t get you anywhere— 
Why not profit by the experience of 
thousands of ‘‘hopeless cases’”” who have won 
back to printing happiness and health, simply by 
giving the O. K. to the modern ‘‘David” that 
hands the K. O. to the Printing Goliath. 


B. W.! 


When that next printing job comes 
along, when the advertising department begins 
to talk high cost per thousand, when they 
begin to ‘‘show you’’—just raise your hand and 
say, gently, but firmly: 

‘“‘Lay off on the Before the War stuff! 
This is 1920. We'll PRINT it on the Multigraph.” 


E. Z.! 


And before they can come back at 
you, continue serenely —‘‘ Easiest thing in the 
world! Any bright member of your depart- 
ment can run the Multigraph with a little 
practice. No big overhead. No mess or fuss. 
Takes up little floor space. Will not turn the 
place into a print shop.” 


N. B.! 
And take notice! The Multigraph is 


not just a duplicating device. Itis a complete 
printing plant, consisting of— 





A small, rapid, rotary printing press 
that prints from real type and curved electro- 
types, with real printers’ ink—in colors and 
with illustrations. if desired. It imprints, too. 

An easily operated typesetter that sets 
typewriter type and other faces. : 

A multiple typewriter that prints 


through a ribbon or direct from type. 
$ ! ! 
Expense? Shucks! The Multigraph 


is an investment. The way it wi!l pay for itself 
and save and earn money in every department 
will make your eyes pop! 

Save and earn all along the line by 
cutting down your printing costs 25% to 75% 
on every job. By getting all your printed 
things out, on time, every time. By cutting out 
delays in factory, sales department and office. 


By enabling you to get after every 
sales opportunity instantly. By getting you into 
close touch with your trade, and keeping con- 
tact between salesmen’s calls. By doing the 
missionary work for your salesmen, By mer- 
chandising your advertising to your salesmen 
and your trade. 


By makingit easy to educate, enthuse, 
inspire your sales, factory and office organization. 


R.S.V.P.—P.D.Q.! 


This story can do little more than 
hint at how the Multigraph will fit into your 
business. The sooner you respond to that im- 
pulse to get complete information, the quicker 
you will get actual facts and figures applied to 
your own case. So werespectfully suggest that 
you respond P.D.Q. 


You can’t buy a Multigraph unless you need it 


THE AMERICAN MULTIGRAPH SALES CO., Cleveland, Ohio 


Offices in Principal Cities 
THE INTERNATIONAL MULTIGRAPH CO., (Britain) Limited, 15-16 Holbern Viaduct, London, E.C.2 
THE INTERNATIONAL MULTIGRAPH CO., Paris, France, 24 Boulevard des Capucines 
THE MULTIGRAPH SALES CO., Ltd., 84-88 Bay St., Toronto, Canada, Offices in Principal Canadian Citie 


=MULTIGRAPH SENIOR omic. 


compact equipment that turns out high quality printing and 
form typewriting at very low cost—averaging a saving of 
from 25% to 75%. It is simple and easy to operate; rapid 
and convenient. Electrically driven ,with printing ink attach- 
ment, automatic paper feed, signature device, automatic 
platen release and wide printing surface. 


THEMLLTIGRAPH SUNIOR™*,<,3 


ly efficient equipment for concerns which have a limited 
amount of work. It does both form typewriting and office 
printing and produces the same high quality of work as the 
Senior Equipment, but it is hand-operated only and cannot 
be equipped with electric power, automatic feed and sig- 
nature device attachments, as can the Senior. 


The Multigraph 
1830 E. 40th St., Cleveland, Ohio 

Here’s where I respond to that R. S. V. P. 
Now it’s up to you to come across with those 
facts and figures about the Multigraph and how 
it PRINTS. 


Firm__ Our Line is 
Name Official Position_ 
Street Address pane 


Town State O.A Nov. 
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and, Anybodys ‘Purse! 


YHEN quick turnover and liberal profits 
count, sell The MODERN Pencil. 


The MODERN makes more friends among more kinds of 
people—for more kinds of writing—than other pencils of 
its type. 

Its neat, silver finish attracts the eye. Its simplicity—because 
of fewer parts—makes it write right, and stay right. Its pop- 
ular price makes it available to all. 

The MODERN 


is ready for immediate shipment 


in dozen, gross or CARLOAD LOTS! Large scale production obviates 
any possibility of delay. 


Sold only to the trade, with generous discounts to quantity purchasers. 


THE HOGE MANUFACTURING COMPANY, Inc. 


215-217 Fulton Street New York City 
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Third: The dealer will be saved the cost of compiling copy, type 
setting, proofreading, et« 

Fourth: Catalogs can be prepared in one-third to one-half the time 
new taken 

Fifth: Manufacturers will be saved a large part of the expense now 
incurred in furnishing separate electros of cuts illustrating their products. 

While recognizing the increase’ efficiency which this plan would effect 
in dealer catalogs, as well as the great saving in the cost of printing, 
your Committee does not believe it wise at this time to propose the 
adoption of a resolution requesting all manufacturers to conform to it 

In view of the diversity of the lines in the stationery industry, there 
would no doubt be encountered serious difficulties by some of the manu 
facturers in working out these standardized plates in such a way as to 
make them generally useful to their customers in various parts of the 
country. 


Manifestly, this is a problem for each manufacturer to work out for 


himself, and the Committ believes that best results will be accon 
plished by simply laying the foundation for the working out of this 
plan, ard ietting its adoption by the several manufacturers be a matter 
of optivun on their part 

With a view, therefore, of establishing a basis upon which manufac 
turers may work to advantage in the development of this standardized 
plate service your committee respectfally submits for your approval 
the following suggestions: 

Type Measure—Set all type matter to conform to the standardized 
type page, i. e., 43 pica ems in width and 58 pica ems deep. W here 
there are three columns to a page, make each olumn 14 ems wide and 
where there are two columns, make each column 22 ems wide Full 
page description may run across the entire page i. e., 438 ems wide 
or may be made up in two columns, one 28 ems wide and the other 14 
ems wice In no case allow the type matter to exceed 58 ems pica lt 
depth 

Running Heads.—PFage lates should be made up with allowance for 
the dealer’s running head of 2 picas depth This makes the net size 


of the descriptive matter 48 picas by 58 picas. 


Plates Unmounted.—Make all plates for patent base 11 points high 
with bevel on all sides—unless otherwise ordered 

No Prices.—No prices to he shown in plates Dealers using stand 
ardized plates will furnish separate price folders, which will be inserted 
in the catalogs. 

Type Styles.—Main Heads—12 point Caslon Bold caps and 1, c., Mono 
type No. 79. Sub Heads—-& point Caslon Bold caps, Monotype No. 79, or 
6 voint Caslon Boid caps Monotype No. 79. Side Heads—6 or 8 point 
Caslon Bold caps, Monotype No. 79. Body Type—6, 8 or 10 point 
Oldstyle, Monotype No. 21 Stock Numbers—P. F. Caslon, Monotype 
No. 79 Cuts—Halftones, line etchings, or wood cuts may be used 
Avoid the use of wood cuts or etchings on same page with halftones 
Where halftones are used, employ only deep etched cuts made from 
well developed wash drawings. In every case where the character 
of the illustrs 
sereen than 133 lines 


tion permits, use 125-line screen. In no case use a fine! 





Kellogg Smith, Harlie J. Wantz, W. Kk. Diehl—For Retailers’ Divisior 
( R. Fargo, Wm. ¢ Bardenheuer, H. P. Coburn—For Manufacturers’ 
Division 


RUBBER STAMP GOODS 








Owing to the unsettled condition of this material market of the goods 
covered by your committee it was decided not to issue the customary 
questionnaire usually sent out by the various committees, although this 
committee felt that nsiderable constructive work could have been a 


complished by securing from those members who have maintained a 
successful Rubber Stamp Department, information showing why such a 
department is profitable 


The chairman of your committee has read carefully the various re 
ports of the committe. n rubber stamps, in the year books as far 
back as 1910, and found the general substance was that there was a 
lack of co-operation hetween the stationegr and the rubber stamp manu 
facturer, and that the stationer was generally accused of underselling 
or using rubber stamps as an advertising medium, and in many instances 
practically selling them at cost As each year went by according to 
the reports this condition has been gradually overcome, and we are 


glad to say that today there is the utmost harmony between the two 
organizations, the National Association of Stationers and Manufacturers 
representing the stationers, and the International Stamp Manufacturers 
Association representing the rubher stamp manufacturers 


However, in no instance did your chairman find in any of the reports 


where this association ever entered into any discussion to help bette 
eouditions or to make suggestions that would tend to encourage rubber 
stamp departments Now this committee feels that the time has come 


when this organization, or rather its stationer members. should realize 
the importance of establishing or maintaining a complete rubber stamy 
department This does not mean that the stationer should make his 
own stamps, for on invesiigation, we find that this has not been profit 
able, due to the fact that the average ctationer does not secure a larg 
enough volume to justify his own plant. But it does mean that if vor 
do not already have suct 1 department, it can be started in a small 
way In many instances we find a young lady in charge of such a 


department, which has proven a snecessful method in handling sami 
As the head of this department becomes more familiar with the lins 
additional items can be gradualiy added until the department is mad 
thoroughly complete, by handling such items as steel stamps, baggage 
checks, brass stencils, as well as rubber stamps and supplies, such as 
daters, pads, ete., usually carried by stationers Considerable can be 
accomplished Jf each individual stationer who is interested, would com 
municate with the secretary of the International Stamp Manufacturers’ 
Association, and request that he be sent a copy of their recommended 
price list which that organization completed and published at great 
expense, in order that dealers may understand the relation between costs 
and fair selling prices This list cover everything from rubber to 
steel stamps and is a complete education in itself When requesting 
this list, the secretary will gladly inform the inquirer of the name 
anc address of the secretary cf the local stamp club in his vicinity 
who can tell him what experience has taught with regard to local cor 
ditions If each individual local stationers’ association would thus 
study onditions throughout the country, carefully observing the ques 
tion of costs, the result would be instructive in the last degree 
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Chair Luxury 


consists not only of pleasing 
design and durable finish, but 
also an abundance of comfort 
that indicates correct design. 





Nichols & Stone 
Office Chairs 


have the style and appearance that 
harmonize with an artistic office. 
Even more important — they afford 
a restful comfort that justifies their 
selection. 


When you offer Nichols & Stone 
Office Chairs to a prospect the values 
are sO apparent that they need no 
explanation. 


If you have any prospects for selling 
factory chairs, look into our line 
of rodded factory stools and chairs. 


Send for our general catalog 


Nichols & Stone Company 


Gardner, Mass. 
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“Victory” Safe Deposit 
Boxes Are Good Money 


Makers for Dealers Who 
Want More Bank Business! 


Are you looking for a trade opportunity— 
somethimg to liven things up especially 
among small banks? 


Here’s a low cost way of getting the busi- 
ness of small banks—the potential big 
banks of tomorrow. Bank business is 
mighty good trade to have and even today 
these small banks are worth while buyers 
of many things you can sell. 


We have made this proposition a clean cut 
profit maker on a mighty small investment. 
Normal expenses that pile up overhead— 
shipping expense, handling and delivery 
charges, interest in big stock investment— 
are all eliminated, leaving a clean profit 
from every “Victory” Box sold. Here is 
how. You sell the boxes, we ship direct to 
bank, freight prepaid. This is a proposition 
right in tune with present trend of business. 


“Victory” Boxes are constructed of rein- 
forced sheet steel. There are 25 boxes with 
individual lock and key in each cabinet. 
Proceed to sell them to small banks. They 
are right after a proposition like this be- 
cause the demand is there and it is de- 
pendable. 


Besides putting a punch into business this 
offers a thoroly practical way of getting 
new customers among banks that will pay 
big in the future. Write for complete details. 


Wilbrand Manufacturing Co. 


Euclid Avenue and E. 2ist Street 
Cleveland, Ohio 


We have much to learn about special conditions in every department 
of our business, and im no way can we secure such accurate informa- 
tion with regard to this particular line, as by seeking the benefit of the 
experience of those who manufacture rubber stamp goods 

It might be of interest to state that the local stamp club and the 
local stationers’ association, of Baltimore, are constantly exchanging 
intormation with the result that stationery dealers report that their 
various stamp departments have not only increased in sales but in 
variety of the items carried, and in progressive methods of advertising, 
handling and displaying this class of goods; showing conclusively that 
the stationers can maintain a complete department of this line if they 
will just give it a little thought and time. 

At the suggestion of President Bauer, the chairman of this commit 
tee wrote the various manufacturers of rubber stamp supplies asking 
them to extend their views at this particular time whether or not they 
see in the immediate future, any possibility of production catching up 
with, or any substantial mellowing or increasing of prices because of 
present existing conditions in their particular production. Your chair 
man stated in his request to the manufacturers that this information 
would be of great service to the distributing trade, if the National 
Association could get a general idea of these matters The chairman 
is pleased to report that in every instance he received quite an inter 
esting reply, and as it will be impossible to publish all replies in this 
report we give you herewith the general consensus of opinion of the 
majority of the replies of the manufacturers as follows: 

‘*‘Undoubtedly, the present is the most strenuous and in some respects 
the most prosperous period ever experienced by the manufacturers of 
so-called stamp goods. (This term covering for the sake of discussion 
marking devices of all kinds generally sold by the stamp trade.) 

‘Both domestic and foreign demand is exceptionally heavy and well 
sustained. Prices are hardly considered, except as regards the necessity 
t condi 











of keeping up with the frequent changes enforced by mark 

tiens. In fact, a protest based on either the size of a given quotation 
or its increase over previous figures is almost unknow! rhe trade 
and the consumer alike have become remarkably well educated, or per 
haps hardened, to unstable price lists, frequent changes, and unavoid 
able advances. 

“Against this is the increased and, to some extent, increasing diffi 
culty experienced in actually producing the needed goods Some classes 
of raw and semi-manufactured material have almost disappeared from 
the market, although such conditions are. of course, more or less tem 


porary. Prices of all materials have advanced heavily and continuously, 
and with few exceptions remain at present at their highest point. Labor 
is comparatively scarce, exceedingly impatient of control, and much 
less reliable than in pre-war times. There is beyond question a gen 
eral feeling of independence and a corresponding disinclination to any 
thing approaching exertion. This means simply less production in any 
given unit of time. 


“The foregoing conditions are, of course, more or less common in 
mechanical trades but in none has their effert been more striking than 
in ours. 


“It is in a sense fortunate that the facts are universally known, and 
that the stamp trade, as a whole, is remarkably free from the sus 
picion of profiteering. 

“The general opinion is that the peak has been reached, and if 
prophesying would predict the maintenance of present conditions during 
the balance of the Summer and Fall, with a tendency to improvement 
as cold weather draws on, with its usual seasonal effect on certain 
classes of labor, and, in fact. working people generally We do not 
look for any violent retrocession in prices, either for material or for 
finished goods, but neither do we anticipate many further substantial 
increases, on any of the lines at least in which we are directly interested 

“To sum up: the manufacturers of stamp goods are in at least as 
favorable a position relative to general conditions as those in any other 


line, and the trade as a whole should come through whatever may con 
front it with reasonable credit and with such differing degree of pros 
perity as is involved in the standing and policies of the concerns com 


posing it.”’ 

In conclusion this committee suggests that every stationer make an 
effort to establish a rubber stamp department if he has not already 
done so. and after a little personal effort we are confident he will find 
that it can be made just as large and just as profitable as any other 





department of his business. The chairman of this committee attended 
the last convention of the International Stamp Manufacturers’ Associa 
tion, and was wonderfully surprised to see and learn not only the 
remarkable growth of this association but what it had accomplished 
especially noting the tremendous amount of business secured of the lines 


represented by this committee. . Now, Mr. Stationer, are you getting 
your share? 
We sincerely trust that, after the reading of this report, those who 


are interested, if they have any suggestions to make, will do so and 
thereby help to complete the work of this committee ar benefit our 
national association, which can only be done by making comments and 
suggestions This is necessary to obtain the results desired and prove 
to all interested what really can be accomplished by maintaining a 


complete Rubber Stamp Department. 
Respectfully submitted, 
Henry Curlander, Chairman; A. H. Childs, Francis K. Adams 


GREETING CARDS 








Your committee recognizing that ‘‘Greeting Cards’’ have become an 
important department in all up-to-date stationery stores, would urge all 
dealers to give this line more attention for the possibilities of increasing 
the sales seem unlimited. 

The committee desires to express our appreciation of the splendid 
practicai work that is being done by the Greeting Card Association in the 
nationwide advertising which they are doing and are to do this season 
for the benefit of the retailer. 


Several very valuable suggestions have been made to your committee 
in regard to the best methods of handling greeting cards or more espe 
cially Christmas cards; one is that dealers are missing a great oppor 
tunity in not featuring the sale of cards with the customers’ name 
engraved thereon from the customers’ own card plate. 

A bid for this business should be made early in October by direct 
appeal to a selected list of possible customers who should be urged t 
place these orders at once while it is possible to secure a selection which 
it would not be possible to obtain later in the season 

In addition to the personal list, a list of business houses should be 


compiled and if possible called on by a salesman who could carry with 
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HIS is a specimen of Horter’s handling of 
shadow and line—used in our wide advertis- 
ing campaign—to convince your customers of 
the surpassing results of pencilling with Dixon’s 
ELDORADO—‘‘the master drawing pencil.’’ 


With a full complement of its 17 leads in 
stock, you are equipped to meet any demand, 
any of your customers may make on you for 
pencils to ease and quicken their pencil work. 


Made in U. S. A. by the 


JOSEPH DIXON CRUCIBLE COMPANY 
Jersey City, New Jersey 
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Additional ‘high lights’ in the DIXON Line 








Have you received a copy of our new 
illustrated catalog? 
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him in a compact parcel mounted samples of a selected line of cards 
suited to such customer's needs. 

Many methods of displaying cards for retail sale are in vogue 
the one adopted by Miller & Rhodes, of Richmond, Va., comes nearer to 
solving the problem than any that we have investigated 

Briefly they use oblong booth or counter with flat glass top show 
ing the different cari under the glass (similar to the accepted method of 
showing wedding invitations and engraved samples), cards are classified 
as to price and plainly marked, all stock is kept under counter in boxes 
properly numbered and labeled to correspond with samples shown 

Miller & Rhodes have had prepared a diagram giving full information 
in regard to their system which we understand they will be glad to mail 


but 





to anyone interested. 

Another display plan which has many features that appeal to dealers 
serving a large number ef customers from a limited space is a raised dis 
play rack with adjustable spaces that rests on top of a table One 
feature of this rack that will appeal to many is that as each card has 
a place on the rack it is not easy for the customer to put them back 
in the wrorg space, as they will only fit into their own section of the 
rack 

Another suggestion given your committee was a request that the 
Greeting Card Association supply dealers uniform display signs in place 
of the signs sent out by the different manufacturers which in many 
instances are not used 

While considering the Christmas ecard sale dealers should not forget 
the all the year round Every Day Cards,’ ret that 





for we must not forg 
some one is born and some one dies and people get married every day, 
Each one of these oc« ons calling for the proper_card 

Your committee would urs each dealer to plan carefully for what is 
going to be the createst season of Christmas card selling that has been 
known 

The anufacturers have done their big bit in producing a wonderful 
line of artistic cards appealing to all classes and our thanks are due to 











these greeting card manufacturers who bave created and issued the beau 
tiful lines that have made our success possible. 

One of the biggest assets of the successful dealer in cards as well as 
anything else is enthusiasn 

If he can forget there is such a word as pessimism and instill into 
his mind and that of his employes so much enthusiasm over the fine stock 
which he has to offer the public and the knowledge that the customers are 
going to be simply delighted when they come to see the display, then 
that dealer will have all the success that he deserves. _ 

May I be permitted to digress a few minutes and give some personal 
experience in regard to selecting saleswomen to take charge of cards? 

We, in New Bedford, have our Christmas card and calendar display 
in rooms on one of the upper floors of the Book Store building. We found 
as undoubtedly you have, that it takes a peculiar personality to make 
a satisfactory sales woman We open our salesroom early in November 
and encourage people to come in and look over and read the cards, having 
plenty of chairs for them to occupy. 

A number of years ago we put in charge of this department a young 
woman who had had no experience as a salesperson, but who was 
enthusiastic about our wonderful assortment and simply delighted in 
ealling visitors’ attention to certain cards which she felt would especially 
appeal to them, 

Our instructions for the first two weeks were, don't try to sell cards, 
but give the impression that we are simply giving our friends an oppor 
tunity to see what we are going to have to sell later. I should have 
said that in addition to enthusiasm she had a gift of keeping the stock 
in most immaculate condition 

You can readily see what the result was, for visitors went away and 
told others and before long they were asking if they could not make 
their purchases at once while they had time to devote to it. 

Each season we have carried out the same plan with most satisfactory 
results 

This to me most incomplete report is submitted for the committee 
Daniel teardon, Henry S. Hutchinson, W. H. Webster, Committee on 

Greeting Cards, Ete 


LEATHER GOODS AND NOVELTIES 


rts of previous committees on Leather Goods and Novelties have 
ly covered the many phases of the subject 











At the outset this committee could not do better than suggest that it 
would be to the interest of all stationers to re-read these reports. 

The profit in the line is perhaps of first interest Answers to ques- 
tions sent out during past years have revealed the fact that stationers 
have been varying to a considerable degree as to percentage of profit 
that should be gotten on leather goods. Each year has added to our 
knowledge of the cost of doing business, and this committee believes 
the recommendation of the Catalogue Commission to sell at double the 
cost price a safe guide on leather goods and novelties 

The variety of small leather articles is constantly increasing and the 
line is now so comprehensive, a dealer’s location in the business or shop 
ping district must determine how much of the line can be carried 
profitably 

A well-assorted stock of leather goods adds to the appearance of any 
stationery store 

Styles change rapidly in leather and the line must be watched closely 
to avoid losses. When an article has ceased to interest the public it is 
good business to quickly find a price that will move it. The keeping of 
the line up-to-date may entail some reduction of the profit the stationer 
had figured to make, but each leather article brings its own price, and 
there is a compensation in that there are no disturbing quantity discounts 
to customers as in some other lines the stationer handles. 

The gift idea is growing very rapidly and in the ceaseless search for 
something new, attractive and practical, fine leather in some form tis 
one of the first things thought of. 

There is a refinement in leather goods which the customer appreciates 
and the quality goods will, in the end, produce the most satisfied 
customers 

Progressive department stores make leather goods a leading feature of 
their business, and are very painstaking in their display The stationer 
to successfully compete must have his goods well arranged. The best 
results in be obtained by having all leather articles in one location 
in the store It is very essentiai the goods be kept absolutely clean 











Carbons and Ribbons 


“The Line of Lowest 
Ultimate Cost” 


The significance of our 
slogan merits more than 
passing attention under 
present conditions, for 
“Monogram” Carbons and 
Ribbons are the most profit- 
able and economical to 
handle. 


Manifested in uniform, in- 
herent quality; substanti- 
ated by dealer experience. 


They set a higher standard 
of efficiency and satisfaction 
in every essential. 


NEIDICH PROCESS COMPANY 


Burlington, N. J., U. S. A. 
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Bethlehem Steel Co. 
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1918 or 27 times as 
many asin 1916. 





And Makes All Its Figuring as Easy as 
Turning a Crank 


WO Monroes four years ago—126 

Monroes to-day! That’s the way 
Bethlehem Steel Co. has swung over to 
Monroeing its figure-work. 


Not only Bethlehem, but thousands of 
other businesses large and small—Standard 


Oil Co. with 94 Monroes; DuPont with 62. 


Monroes—are extending their Monroe equip- 
ment throughout their offices— proving that 
once you put the Monroe on the job in a 
single department, your own business judg- 
ment will prompt you to adopt it for every 
department where figure-work is done. 


For such careful buyers as these would 
not be equipping their offices with more and 
more Monroes if their initial investments in 
Monroe Calculating Machines hadn’t paid 





them the largest profits—in time saved on 
figure-work—in errors prevented—in keep- 
ing their figure-work up-to-date. But they 
learned as you too will learn that the Monroe 
is first on accuracy, first on speed, first on 
adaptability to your figuring needs. 


Monroe does not confine its service to big 
industry alone. A list of Monroe users in any 
city would reveal that for the few dozen of 
the country’s biggest industries where the 
Monroe has been adopted, there are over 
14,000 of the smaller offices in which the 
Monroe is serving and saving every busi- 
ness day. 


Let aMonroe demonstrator show you how 
the Monroe will clean up the figure-work in 
your office—mail the coupon to-dav. 
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Bethlehem now has 63 times as 
many Monroes as 4 years ago—a 
total of 126 Monroes now turn out 
Bethlehem’s figure-work. 



















Jumps from 2 to 126! 


Even a single re-order is a strong endorsement. Here is the 
way 15 of the biggest concerns in the country have increased 
their equipment of Monroe Calculating Machines: 




















NAME OF COMPANY No. of Monroes in use in 

1916 | 1918 | 1920 
American Writing Paper Co. : l 18 51 
Atchison, Topeka & Santa Fe Rwy Co. 20 80 100 
Bethlehem Steel Co. 2 54 126 
Carnegie Steel Co. ; , ; 4 47 59 
DuPont DeNemours & Co., E. I. 2 31 62 
General Fire Extinguisher Co. 3 35 49 
General Electric Co. . . 10 17 31 
Goodyear Tire & Rubber Co. 5 12 53 
International Paper Co. 11 28 42 
Pennsylvania Railroad Co. 23 40 75 
Standard Oil Co. 16 41 94 
Telling-Belle Vernon Co. 2 19 51 
Texas Company, The ‘ 2 24 56 
Travelers Insurance Company, The 20 54 85 
Trumbull Steel Co. 4 19 55 
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and inviting at all times, and glass showcases are really necessary for 
this purpose. 

Department stores have also given such prominence to leather goods 
the prospective customer for this line does not necessarily think of the 
stationer first. It therefore behooves the stationer to watch closely his 
window displays. A good display of leather goods in a stationer’s win- 
dow adds to the tone of his store. Special displays of a particular line 
are generally more effective than a general display. 

Because of the competition in leather goods, the more often the win- 
dow displays are made the greater the sales. 

Stationers who carry a great variety in leather prefer women to 
men in the selling. They believe this to be a line where a woman's 
judgment, both in buying and selling, is superior. 

To mention in detail any of the many artjcles made of leather would 
seem unnecessary. 

The advertising of leather goods is a matter of the greatest import 
to the stationer who hopes to handle the line profiatbly. Conditions 
vary 80 greatly with particular cases that it is very difficult, if not 
impossible, to offer suggestions designed to govern the general advertising 
ef these goods. 

Daily newspapers are considered the first form of advertising, and can 
be used with profit where the cost of the medium will permit. Carefully 
prepared cirenlars sent ont to a good mailing list return good results. 


Another question is hew to advertise. It is better to offer ‘‘spectals’ 
cecasionally with the price in a very conspicuous place, than to deal 
in generalities. ‘The public will seldom read the latter type of adver- 
tisement, and when it does read, will seldom buy. There must be 
some particular things to offer and one of these particular things may 
draw the interested person inte the store. Once there, the clerk has 
the chance to interest him in the general line of leather. 

The sugzestions in regard to leather goods will apply to the general 
line of novelties which the stutioner may be interested in carrying. 

Late reports from manufacturers do not on the one hand seem to indi- 
eate any further advances in leather articles, 

On the other hand, manufacturers have practically all the orders they 
ean handle. Goods which were imported into this country in large quan- 
tities some years ago have practically been off the market since the 
war, and it does not seem probable imported goods will cut any figure 
for some time to come. Paper and better leathers entering into the 
stationery line are still searce. In many instances slight reductions in 
leather have been offset by labor conditions. 

It would, therefore, seem that no general reductions in leather articles 
can be expected during the coming season. Respectfully submitted, 

Wm. A. Montgomery, Willis Whiting, John Brewer. 


BLANK BOOKS 


The report from the Committee on Blank Books is going to be short 
and to the point, as this subject has been thoroughly covered every 
year since the Association was formed—and why should this be as long 
a report as formeriy when the manufacturers have cut their lines and 
thicknesses down to the minimum? 

Now I think the manufacturers have done right in eliminating a 
lot of sizes and thicknesses, as it was quite a burden for both the 
manufacturer and the dealer to carry such a large variety. Take 
copying books, for instance—-they were always made in 300, 500, 700 
and 1,000 pages, while today most manufacturers are only making 
two thicknesses and have cut down their variety about 75 per cent, 
which gives both the dealer and manufacturer more capital to use in 
other lines. 

The investment is not as large in blank books on the dealers’ 
shelves today as it was fifteen years ago on account of the tremendous 
inroads made by loose-leaf goods, and while the dealer formerly had 
hundreds of dollars invested in medium and demy ends and bands 
books, today his investment in these goods is very small and some 
dealers have dropped them altogether. 

I said before that the dealer's investment in blank books today was 
not as big as it was fifteen years ago. I might correct myself and 
say he does not carry as large a stock in number of units as formerly, 
but I doubt if his dollars and cents investment is much smaller on 
account of the high costs of today. Years ago the dealer’s investment 
in blank books was by far his largest item on his shelves, but today 
his loose-leaf stock has grown so fast that it takes first place in his 
inventory. 

By reducing the thicknesses and styles it gives both the manufacturer 
and dealer a chance to carry a larger quantity of the good sellers and 
turn over their inventory oftener than with such a large variety and 
it's in the turnover where the money is made. 

Blank books cover a lot of shelf space and while today they are 
figured on a margin that should pay the dealer a profit, I think that 
they should be figured to sell at retail on a different basis. The quick 
sellers should be sold on a closer margin than the slow sellers, such 
as copying books, invoice and scrap books and full bound blank books. 
These are seldom turned more than twice a year and often only once, 
while memorandum and pass books and crown-size books are often 
turned from five to six times a year acording to the dealer and his 
favorable location of being nearer the factory where he can get stock 
quickly and does not have to carry the heavy stock that other dealers 
must whose location is miles away from the source of supply. 

Now, in regard to the cost of blank books. I doubt if we will see 
cheaper prices for some time to come, as from what information I 
ean gather as to the source of supply of paper, boards and everything 
entering into their costs, we may have another advance, and there 
are rumors out today while I am writing this report that we will 
soon have to pay more. 

My own company figures that it costs at least 5 per cent for freight 
and cartage to lay a shipment of blank books down at their place of 
business and that was figured out without considering what this new 
40 per cent advance in freight rates was going to do to our estimate. 
You know and I know that we are getting a lot of blank books by 
express and parcel post, which makes them cost us more than if we 
could get them by freight. 

Now, the manufacturer, in getting out his price lists, has helped 
the dealer enormously as it helps the small dealer in pricing his goods, 
but these price lists should be figured out more extensively on such 
lines as memorandum and pass books and the cheaper lines of blank 
books. If we buy memorandums listed at $36 a gross, less our dis- 
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count, they should not recommend they be seld for 25 cents each for 
the single book. 

Such goods as we buy by the gross should show at least 40 per cent 
on the selling price by the gross and one-tenth for the dozen price, 
and one-tenth or one-eleventh of the dozen price for the price each as 
it takes time to show these goods where sold singly and the sale is 
very small. If an article costs us only 2 cents each and sells for 5 cents, 
the percentage of profit is splendid, but really you have lost money 
on the sale because of its size and it costs so much to sell small 
items. 

Every dealer should have a good stock book to keep track of his 
blank books, as it helps him to know what goods are slow sellers and 
he can drop those which do not turn and use the space and capital 
for better sellers. How many dealers label their blank books before 
putting them on their shelves for sale? Some stationers do not label 
them at all, but sell them as received direct from the factory It is 
a splendid idea to give each individual book a separate number and 
when the customer wants another book like the one he has been using, 
all he does is to turn to the label on the front cover and telephone 
his stationer to send him a number 3671 blank book and the dealer 
turns to his numbering book and finds that number 3671 calls for a 
500-page, 6-column, ™% Russia Demy Journal, manufacturer’s number 
261, and can only be purchased from this individual stationer, but if 
the label called for No. 261, 500-page, 6-column, then he could call 
up any stationer and purchase it. We have used these individual 
labels for the last nineteeen years and every day we receive calls on 
the telephone ordering by our own numbers. 

Yes, it is a lot of trouble and labor to put these labels in the books, 
and put them in correctly, but it pays a handsome dividend in the 
repeat orders. All our salesmen have instructions before delivering 
a blank book to the customer to check up the special number and see 
if it is correct, as it may save us a lot of trouble later on if it 
should not be right—and sometimes we make mistakes It is also a 
wise plan to place the thicker books on top of the thin books on the 
shelf, as most salesmen pull down the first book they lay their hands 
on and very often the customer will take a 300-page book if shown 
first, where he might have taken a 150-page book if that had been 
taken down. It helps increase the volume of sales, as well as the 
profits, and does not take any more of the salesmen’s time to sell it. 

It is also a wise plan to date the front label of the package when 
goods are received, so you can tell by the dates which package to 
bring up from the stockroom, and in this way you will always have 
the new stock in reserve and dispose of the old stock first. 

If goods are slow sellers try a P. M. on these goods by offering 
your salesmen a commission of 5 or 10 per cent to dispose of them, 
and it helps turn slow stock into cash, which, in turn, can be used 
in buying good sellers and drop this other item from your stock book. 
Keep all books wrapped and labeled on your shelves as it destroys 
the books if a cloth-bound book gets laid on a bare shelf and the 
dust and dirt grinds into the cloth binding—have them wrapped with 
the back end of the package open and not too tight so the wrapper 
can be used over and over again—as wrapping paper and time help 
keep up the high cost of living. 

Blank books should pay a larger margin than pencils or pens, or 
many other lines. Did you ever think what it costs to market $500 
worth of blank books—the item of freight and cartage—shelf room 
oceupied—the number of times they have to be rewrapped—and the 
time used in dusting and keeping the stock shelves looking neat— 
and also the salesmen's time in showing several different kinds be 
fore the customer is satisfied—also the spoilage and depreciation where 
they are shown, particularly how the ladies, in selecting them, love to 
put a dirty glove on the pages and leave finger marks? Well, all 
that takes time to clean and put back on shelves when the same $500 
worth of pencils can be shown and sold in a quarter of the time. Blank 
book stecks are not turned as often as many other lines, soe, as I said be 
fore, they should show a larger profit on the sale. 

The column books have taken the piace of many of the old line of 
blank books, and are one of the best sellers in the line. These books 
are generally made in only two thicknesses and seem to satisfy all 
users—and I am glad to say that the manufacturers are gradually cut 
ting other lines so we will only have two or three thicknesses in 
each line. 

Now that I have told you the troubles of the dealer, I will take up 
the manufacturer’s side and say that he has no troubles at all. Every 
thing is smooth sailing for him and it will only be a short time before 
he will be shipping goods the same day orders are received at the 
factory. Let us hope that day is not far off. 

Chas, A, Stevens, Chairman; Thomas Groom, E. H. Sell. 


Mr. Horder put the question: “Ought not diaries te come in with 
blank books?” He said: ‘‘It seems to me that those of us who are 
handling diaries know the difficulties we have: In going through our 
catalogue I counted 182 different sizes and styles of diaries. That 
might be cut down one-third, We have to carry that stock and we 
have that investment and it seems to me that it would be wisdom on 
the part of manufacturers to cut down the number of diaries.’’ 

Mr. Stevens: ‘‘In regard to diaries, I did not consider them in my 
blank book report. I quite agree that the manufacturers could cut 
down their number of styles of binding on diaries. On some of the 
small diaries they have as many as 6 or 7 or 8 different styles of 
binding. During the past two years they have not been able to get 
the styles of binding and they have had to substitute other lines al- 
together. Diaries should be handled on a larger margin or percentage 
of profit than blank books. Diaries should be sold at list price, no 
matter what discount you get You know that usually you have a lot 
of diaries left over every year. Some years we sell out, if we are 
lucky.”’ 

Mr. Prendergast, taking up the discussion, said: ‘‘I do not quite 
agree with Mr. Stevens in saying because we sell a great many books 
they should be sold at a closer margin of profit. While it is true that 
copy beoks do not sell extensively, still we don’t carry so many of 
them. Why not get full price for the other books if they do sell 
fast?’’ 

’aul Hunt: ‘‘If Mr. Stevens’ plan contemplates using the list price 
as a retail price, then I think one thing should be taken into con- 
sideration and that is the cost of freight. Freight is materially ad- 
vanced, especially on books and those of us who live in the West 
or Central West and have to get books shipped from New York 
and if we are going to use the list price as a re-sale price, then the 
manufacturers, in recommending a re-sale price, should arrive at some 
figure considering the increased cost of freight. In other words, a 
great many, or some, of our customers may more or less doubt our 
prices, thinking they are considerably advanced and over normal One 
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isi piece will come in handy in fixing up 

it will open up sales avenues 

Seabakiyy remain closed without it. 

Theeye loves colors. Put our 


four-color, creer a insert in 


your catalog and it will stir up 
some extra sales. We supply 


it free, to fit the standard 
catalog —8}4x 11 inches. 














Sane ;BUSCH 


INKSTAND 


389 6 
No No. > 
past a qath o7€ <. 96 
des ‘ 


.nNeo 56 
Ne 
nove hese ach OM ‘Ho. 5° 


s00 f «SS oaieie SE sets 


Do 


BA 
st ANDARD 58 inkstané 
with 


ne 


yO 





















r , 
N ovemoer, 


of the recourses we have is showing the customers the list price on 
these books—that is, I do it, and if we have got to put in this in 
creased freight, which amounts to 83 per cent over what it did in 
1914, I think that should be included. Our freight has advanced 83 
per cent—some people say it is imperceptible, but it is considerably 
perceptible, especially on blank books; and from that on up to a steel 
filing equipment, I want to suggest that this item of freight be taken 
into consideration.’’ 


LOOSE LEAF COMMITTEE 








You are all familiar with conditions of the past year. We have 
been so busy trying to get goods, we have thought of nothing else The 
question bas not been How am I going to get business?’’ but How 


am I going to take care of my orders?’’ 

All of us appreciate what the manufacturer has been up against in 
trying to take care of our loose-lecf business during the past year Your 
committee wants to congratulate the loose-leaf manufacturers for the 
manner in which they have supplied the trade. 

We all realize that a great many complaints have been made against 
the non-filling of orders, but considering the adverse conditions under 
which the manufacturers have operated, we feel that they deserve a few 
words of praise for doing as well as they have done. 

As a suggestion to the manufacturers we would recommend their going 
ever the lines carefully with the idea of eliminating sizes and styles. 
We believe in standardizing on fewer sizes and styles This would make 
it possible for the dealer to carry a smaller stock and undoubtedly would 
be an advantage to the manufacturer. 

Your committee sugg s to the manufacturers who use two sets of 
numbers on their binders, that they abolish this system of double num 
bering which has been found confusing to our customers Not knowing 
which number to use they invariably pick the wrong one in re-ordering 

Your committee has gone into the matter of general trade conditions 
to give you an idea of conditions as they are today and what we may 
expect in the immediate future. 

Menufacturing conditions, while greatly improved, are far from 
normal and from present indications it will be many months “before pro 
duction can be brought up to what we could term normal 

We must be prepared for many delays in the execution of orders, espe 
cially on merchandise differing from regular stock items. Stock 1s con 
siderably helow normal and replenishment is hardly possible in the 
near future Raw material is scarce and many delays are encountered 
by the manvfacturer when he endeavors to get material he needs specially. 
Frequently he has to resort to substitution. 

Prices on all materials entering into the manufacture of these goods 








are firm and in most cases are steadily advancing A careful survey of 
the situation assures us of no possible decrease in the cost of the 
leading raw materials for the next six months Prices have just been 
changed as of September 1, which prices were based on the cost of 
merchandise Curing July and the early part of August. Since that 


time many increases in the cost of raw material have taken place in 
addition to heavy increases in labor. 
All of the foregoing terd to a strong market, and no possibility of a 
re:luction in the near future Respectfully submitted 
John J. McDonald, Chairman; Clarence P. Davis, Charles J. Buntell. 


NECROLOGY 


Since the last convention of the National Association, we regret to 
have to record the names of five of our members who have crossed the 
Great Divide, and it is fitting that this convention should devote a 
little of its time in their honor 

Of these. one died in early manhood, just when it seemed as if the 
world, with all its rewards for earnest labor, lay before hin three 
passed from amongst us, having fought and won life’s battles—and yet 
too early for the realization of all their hopes and aspirations—and one 
went home with the snows of winter thick upon his head, rich with 
the rewards of a long active life, hopes accomplished, honors won 

Alvah Bushnell died in Philadelphia, Penna., on September 28, 1920, 
aged S3 years. Few men were better known in the stationery trade 
A man of commanding presence and pleasing personality, he was always 
a welcome visitor when calling upon the trade or attending our con 
ventions. He won success in his line by sheer merit, combined with 
hard, intensive effort, and well deserved the success he gained. We do 
well to honor him. 

Winthrop Murray Crane died in Dalton, Mass., on October 2, 1920, 
aged 67 years, full of honor, and yet too soon Three years as Lieu 
tenant-Governor, three years as Governor, and then two terms as United 
States Senator from Massachusetts. 

On learning of Mr. Crane's death, Governor Coolidge ordered the flags 
on the State House at half-mast and issued the following statement 

“A great man has passed, whose going will deeply grieve the Com- 








monwealtl He inspired the love of all who knew him. In the affec 
tion of his followers he stood first in Massachusetts. I do not need 
to speak of his abilities His character tells what they were It is no 


doubt a commonplace to say our Commonwealth will never be the same 
without him, but his loss will be felt in a way that will not be com 
monplace.’ 

Mr. Crane served well both nation and state, and as members of 
the stationery industry, we honor his memory. 

Nathaniel Hanau died in New York City on October 4, 1920, aged 57 
years Mr. Hanau was president of Fiedler & Hanau, stationers, New 
York City, and was well known and liked in the stationery trade of 
that city At one period Mr. Hanau was president of the New York 
Stationers’ Association 

Franklin Weston died in Pittsfield, Mass., on September 24, 1920 
aged 54 years For many years Mr. Weston was president of the Byron 


Weston Company, and at the time of his death was chairman of the 
toard of Directors Mr. Weston was one of the most influential men 
in the paper indust nd one of the few leaders who really knew 
how to make paper, thus following in the footsteps of his father, Byrot 
Weston. Many of our members recall seeing Mr. Weston working in 


overalls, determined to know all the details of the manufacture of the 
product of his mills 

Mr. Weston attended mary of our annual gatherings, and his sudden 
death is greatiy to be lamented, 

Harold B, Struble died in Chicago, April 2, 1920, aged 33 years, 
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THE 


CENTER of INTEREST 


at the 


ANNUAL BUSINESS SHOW 
GRAND CENTRAL PALACE 
NEW YORK CITY 
was the 


EXHIBIT held by 


cLAR-U-TYPE 


THE WONDER TYPE CLEANER 


JUST APPLY 


RESULT:—CLEAN Type 


CONVINCED 


Thousands 
of its power to clean 
type of any description 
in a jiffy. 


Ask Your Dealer—He Knows 


THE CLAROTYPE COMPANY 
202-204 Franklin St. New York 


Laboratories: Charleston, S. C. 
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A Better Idea 
in Guide Cards 





[— = 


45 ~a‘Slant' that 
DOUBLES sales ona 
very profitable item 


A new “angle” on guide cards—a 45 
degree angle—an angle that makes the 
tab easier to read and the guide easier to 
sell. You'll want to sell this guide because 
it is so much better than the straight up- 
and-down idea—so much more logical. 
And—besides selling a profitable item you 
sell a valuable idea—a real service to your 
client. Every sale earns you a debt of 
thanks! 


—- 


— Send for free samples of 


“The ACME 
45 GUIDE 


ns | 


Liberal discount and a sup- 
ply of strong, convincing fold- 
ers for your counter, are part 
- of our proposal. 





| 


sumaeaae: «> a3 





Full details and samples are ready for 
your desk. They will convince you that 
the Acme 45 degree metal tab guide will 
give genuine satisfaction to your custom- 
ers,—and increased profit for you. 


Send for the facts—today! 


Mail the coupon. Sell an item which 
doesn’t wait for casual de- 
mand—but moves _ itself 
across your counter. 






SSSSESS SSH SSSSSSS Cooeessseseoeseesesocergae < — ee 
Z ‘| Coupon 1120-0 a de we Af 

| Gentlemen: 45 

| Mail sample of your Angle 
} 


Sp) Tip Guide Cards with prices 
lef, - Guide Cards with prices and dealer 
! discount. 
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Tear off and send to 


ACME CARD SYSTEM COMPANY 


General Offices—6 N. Michigan Avenue, Chicago 


November, 1920. 


Mr. Struble for several years was the right-hand man of Charlies A 
Stevens in Chicago, and then for more than seven years was the 
Chicago representative of Eberhard Faber. His life was devoted to the 
care and comfort of his mother. Rich, indeed, is the mother who has 
such a son. 

Mr. Struble was a regular attendant at these conventions, and ne 
social gathering of Chicago stationers was complete without him. 
Everyone knew him as Harold. Even after the lapse of several months 
it is difficult to realize that he has gone from us, never to return 

Harold—there are many here today who were proud to call yor 
friend. We still see your happy face, and feel your hearty hand-clasp 
You are not forgotten. We miss you. Good-by. 

Not now, but in the coming years, 
It may be in the better land, 

We'll read the meaning of our tears, 
And then—ah, then—we'll understand 


We laid him to rest in the early springtime, his fellow raftsmen 
covering his resting-place with sprigs of myrtle, and strong en were 
not ashamed to mingle their tears with those of the bereaved mother 


father and friends. 

Mr. Chairman, in honor of these friends who have gone from 
committee recommends that a page in our Year Book be devo 
memory, and that this convention rise for a moment as a silent tribute 
to them. Respectfully submitted, 

Harry A. Prizer, Amedee Peting, E. Y. Horder, Chairman 

(At the conclusion of the foregoing report, the members sé ind 
stood for a moment in silent tribute to the memory of the departed.) 


ASSOCIATIONS RECOMMENDED 
PRICES 


Address by Fletcher B. Gibbs. 











For several years stationers have been doing a prosperous business 
We have not had the usual number of failures, a fact which some 
economists are inclined to deplore, as it is claimed that failures cause 
other dealers in an industry to ‘‘stop, look and listen’’ with the re 
sult that the brakes are put on before it is too late and general 
disaster thus averted. This absence of failures has doubtless been 
due to the unusual profits which retailers have been making as the 
result of the repeated advances in commodity values Sales prices 
have been figured on replacement values instead of on actual costs; 
and the profits thus made have been so liberal that the necessity for a 
close analysis of the cost of doing business has not been felt to be so 
imperatively necessary as in times when dealers are operating on the 
basis of factory costs plus freight, overhead and net profit. 

We have now arrived or are fast arriving at a time when costs 
will be subject to fewer changes and when dealers can no longer be 
dependent on the appreciation of commodity values for their profits 
Indeed, there are indications that strongly point to depreciations in 
costs on some of the lines handled. 

It is therefore imperative that dealers now give closer attention 
to the state of their affairs and set their houses in order to once 
more transact business on the basis of costs that are no longer subject 
to advances; and further to make provision for that time, if it comes, 
when goods will have to be sold on a declining market. 

The general prosperity of any industry depends upon that of each 
of the members engaged in it. If, therefore, this organization can 
assist the -weaker dealers to become better merchants, we shall be 
helping the entire industry; with this purpose in view we hope in 
the course of time to induce every member who has not already done 
so, to properly organize his business and to employ such cost account 
ing methods as will enable him to ascertain with precision his cost 
of doing business, and thus place him in a position to intelligently 
market his goods. 

In the meantime, we are publishing for the assistance of our dealer 
members a book of recommended retail prices. ‘These prices are edited 
with a great deal of care and thought and with due regard to the 
variety of conditions under which our members are operating, not 
withstanding which there is room for the improvements which are 
being taught us daily by experience; and any member who elects to use 
them, therefore, should first carefully consider the basis upon which 
they are figured; and if necessary readjust them to meet the re 
quirements of his business. 

In order that you may be fully informed as to how these prices 
are made up, I purpose to tell you in detail the methods used in 
their compilation, but first I wish to state very clearly that they are 
published and furnished to members as a part of the Association's 
educational program, In no manner does the Association require or 
enforce their use. Their object is to furnish members recommended 
retail prices on goods which they. may be carrying in stock, and on 
thousands of items for which they are liable to have calls, accurately 


figured on the basis which will be set forth. Any member is privi 
leged to nse them, either as edited or revised to fit the conditions of 


his business; but they must not be used by or as a result of an 
agreement with one or more competitive dealers. This would not only 


be an illegal act, but would be contrary to the plans and purposes of 
the Association in publishing them. 
The first point to be determined is the cost of goods This should 


properly include the following items: 

. Invoice cost. 

2. Freight and cartage, including all transportation and andling 
costs from the sources of supply to the store. 

3. Warehouse and stock room pay roll. 

Puyers’ traveling expenses. 
5. Buyers’ salaries. 

In figuring our recommended prices, we accept as the cost of the 
goods the first item only, or in other words, the cost of the mer- 
chandise f. o, b. mill or factory, without taking into consideration 
any discount for cash payment. As our recommended prices are revised 
each time a change is quoted, it necessarily follows that they are 
figured on replacement costs. 

The second item, transportation, we could not attempt to figure in 
the prices as part of the cost of the goods. because each dealer's loca 
tion forms the center of a large variety of routes from the different 
sources of supply which in themselves are as widely scattered as the 


— 
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SHEAFFERS 
SELF-FILLING 
PENS 


ORT MADISON, IOWA, NOVEM 


Merry Christmas 


SHEAFFER'S 











Sharp Point Pencil 


I, ike all women who 


NOVEMBER, 1920 


° OU come to me at Christmas out- 
rivaling in your sagacity the Wise 
Men ot the East, for you know full 


well that in giving me this adorable Suearrer 
Fountain Pen you leave me no excuse for not 


detest sharpening a pencil, have wanted one 
How did you 
know? And how did you guess that I have 
fairly coveted the SHearrerR Pen and Pencil 


of these ready companions 





above all others because they are so mechani 
cally perfect and so symmetnical and beautiful” 


writing to you often As for its lovely mate 
in this cunning ‘Giftie Box’—the SHearrer 


W. A. SHearrer Pen Company, 268 Snearrer Buitpinc, Fort Mapison, Iowa 
NEW YORK CHICAGO KANSAS CITY DENVER SAN FRANCISCO 


Giftie Set illustrated, No. 2R, Rolled Gold, $16.00; No. 3R, Solid Gold, $68.00 
Other attractive styles on display at better stores everywhere 


THIS BEAUTIFUL CHRISTMAS ADVERTISEMENT 
will be reproduced in full colors in the December issue of American Magazine, 
Everybody’s, McClure’s and Popular Mechanics. It will also appear in the 
Christmas issue of Life, and December number of Metropolitan, National Geo- 
graphic, Review of Reviews, Rock Island, Santa Fe, World’s Work. Also, in full 
colors in January Photoplay, which is published about December 15th. 
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PROFIT TIPS sueantrs 


A Page of Ideas for Enterprising Fountain Pen Dealers 
Prepared by the W. A. SHEAFFER PEN COMPANY 


SHARP POINT 
PENCIL 





Happy New Year 











Nebraska Jeweler Sees 
Unlimited Sales Possi- 
bilities in ‘‘Giftie Sets’’ 


Charles Fleming, Lincoln's Leading Jew- 
eler, has been quick to grasp the unlimited 
sales possibilities in SHEAFFER Giftie Sets, 
which were especially designed for Christmas, 
Birthdays, Commencements, School Openings 
and other gift occasions. 

“At first, | thought that Giftie Sets could 
be sold only during the holidays,” writes Mr. 
Fleming, “but judging from my experience, 
they're far from being a seasonal article. i 
have found that there is practically a year- 
round demand for them. Just the other day, 
for instance, | sold two sets to be presented 
to the bridesmaid and groomsman. This helps 
to illustrate the point that there are many 
unthought-of sales channels for Giftie Sets if 
we only look about and cultivate them.” 

The SHEAFFER Giftie Set consists of a 
fullmcunted SHEAFFER  Self-filling Pen 
and a SHEAFFER Sharp Point Pencil, 
specielly packed in a handsome plush and 
satin-lined Giftie Box. In addition to being 
prized for their everyday utility, they con- 
stitute gifts of unequaled charm and beauty. 
The Standard (Full Length) Sets are furnished 
in sterling silver, gold filled and 14k solid gold; 
plain, chased and checkered designs retailing 
from $13 to $195 per set. The Midget Sets, 
which are made with ring at top for Chatelaine 
or Waldemar chain, are similar in finish and 
design to the Standard sets and retail from 
$11 to $88. The liberal discount offered the 
trade makes the Giftie Set a real profit-pro- 
ducing item for SHEAFFER dealers. 

Owing to the unprecedented demand for 
SHEAFFER Giftie Sets during the closing 
months of last year, we were forced to disap- 
point many of our customers on account of our 
inability to fill late orders. This, in spite of 
the fact ti.-t our factory was operating full 
force, both .. ght and day. The full page 
Christmas advertisement shown on this page 
should create even a greater demand for this 
popular number, which prompts us to urge all) 
SHEAFFER dealers to place their orders now. 








GET YOUR ORDER IN EARLY FOR 


THE SHEAFFER — 
LINE DE LUXE 


A Solid Gold Mounted Line 
at a price range of 
$5 to $52 ° 
































Address communications to W. A. SHEAFFER PEN CO., 259 Sheaffer Bldg., Fort Madison, lowa 
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Daily Use Wins 


Firm Friendships 


The little comforts of daily use form so 
important a part of daily routine that 
their absence is quickly noted: So an 
office worker accustomed to ‘‘Esco”’ Seat 
Pads and Cushions is quick to get another 
if his is lost—or if he goes to a new job 
where they are lacking. The dealer has 
friends everywhere. 


“Esco Cushion Pads 


are our latest contribution to office com- 
fort. They are the aristocrats of chair- 
padom. Luxuriously deep, they cushion 
the chair, as well as protecting clothing, 
and prolonging its good appearance. 


‘“‘Esco’’ Cushion Pads widen your appeal 
to the office worker. They are new, 
original, comfortable. 


The ‘Esco’ line makes felt an office 
necessity. We also make typewriter 
Pads, Felt Seat Pads, Cushions, Felt 
Chair Backs, Inkwell Pads and Felt Discs 


to use under glass desk tops. 


Make “Esco” Products your selling part- 
ners They will build up your profits. 
Send for our proposition which makes it 
easy for you to demonstrate their sala- 
bility—to your profit. 














The Esco 
Cushion Pad 


The Esco Office 
Chair Cushion 











The Esco Felt 
Chair Pad 


Pacific Coast Representative 
C. E. DAVIS, Empire Building 
Seattle, Wash. 


Eastern Representative 


UNION STATIONERY CO. 


ECONOMY SEAT COMPANY = 7 Breediau, New York, N.¥. 


3132 South Canal Street, CHICAGO, ILL. 


Southern Representative 


E. V. BOGART, 
1218 4th Nat'l Bank Bldg., Atlanta, Ga. 
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dealers, thus forming a net work. We do give percentages figured by 
weights and distances and including the same ratio of gross profit as 
in the prices of the goods to which they apply; and these can be added 
to the prices to cover the freight. These percentages when applied to 
small retail sales are too infinitesimal to be regarded, but they should 
be added to all quantity sales. 

Items 4 and 5 we neglect for the reason that it has been the 
rule for stationers to include them in the overhead expense 

Having ascertained the cost of the goods, the unit price (which may 
be one gross of pencils, one gross of pens, one pound of rubber bands, 
ene gross of rubber erasers, one dozen quarts of ink, or one dozen 
memorandum books) is figured to yield in addition to the cost, what 
bas been determined to be the average percentage of overhead and a 
net profit Prices for broken quantities less than the unit are slightly 
advanced and prices for quantities in excess of the unit are figured 
at discounts from the unit prices varying with few exceptions from 
5 to 16% per cent, according to the character of the goods and the 
quantities figured. 

The turnover has a great deal to do with the fixing of the unit upon 
which the original price is based. If the goods have a quick turn 
over, such as pencils, we use one gross of pencils as the unit If the 
goods have a slow turnover, we use a larger quantity as a unit thus 
increasing gross margin of the smaller quantities that are usually sold 
over the counter. 

We are using 30 per cent of the sale price to represent the average 
cost of doing business, and this is apparently the only doubtful feature 
in the proposition. The returns from a questionnaire sent out by the 
National Catalogue Commission in the fall of 1918 revealed a wide 
average We obtained the following range of percentages as repre 
senting the cost of doing business. 

From these returns when analyzed and classified, we obtain the fol 
lowing results Ninteen dealers whose sales were under $50,000, re 
ported an average of 30.38 per cent; eleven dealers whose total sales 
were over $50,000 and under $100,000, reported an average of 30.01 
per cent; eight dealers whose total sales were over $100,000 and under 
$150,000, reperted an average of 26.66 per cent; sixteen dealers whose 
total sales ran from $144,000 to $579,000, reported an average of 30.34 
per cent and the grand average of all of the dealers mentioned was 
29.66 per 

Many dealers are under the impression that the large increase in 
rents, salaries and all other expense items during the la&t few years 
bas had the tendency to increase the percentage of expense of dving 
business, but it must be kept in mind that the sale prices have ad 
vanced in similar proportion, so that the total expense divided by the 
total sales will yield practically the same percentage. 

It is true that in some instances expense accounts have been in 
creased by unusual expenditures for repairs, improvements and renova 
tions made with the view to a reduction in the net profit account 
and with the idea that by such method a large part of such expense 
will be offset by a reduction in the federal excess profits tax, but it 
is a serious question whether this can be legitimately taken into 
consideration. 

4 questionnaire recently sent out to the members of the Chicago 
Stationers’ Association by its chairman, Mr. John W. Ogren, reveals 
an average of 31.33 per cent, and this would seem to indicate that 
the percentage of dcing business has suffered a_ slight advance in 
Chicago A similar questionnaire was addressed to the Pacific Coast 
Stationers by Mr. Henry P. Dimond, Chairman of the San Francisco 
Stationers’ Association upon which I have not yet received the 
returns 

I have since learned from Mr. Stratford, who is here from San 
Francis that up to the time he left Mr. Dimond had received eight 
replies to that questionnaire, and they averaged about 30 per cent 

This subject of overhead is a very important one and unless a dealer 
knows with accuracy bis cost of doing business, he cannot intelligently 
price his goods; nor is he in a _ position to determine whether the 
recommended prices supplied to him by the Association will yleld 
him a net profit on his sales. 

Ir annual report which will be delivered to the general con 
vention I shall recommend that as a precautionary step to prove the 
accuracy of the overhead percentage used in the figuring of our recom 
mended retail prices We shall prepare and mail to members within 
the next few months a cost questionnaire for the purpose of obtaining 
from those members who actually know their present costs of doing 
business such further information on this subject as will enable 
the organization to determine with greater certitude the average per 
centage of the cost of operating a commercial stationer’s business 

The overhead exrense should include the following items 
1 Salaries of officers 
2 Salesmen’s compensation. 
All other salaries 
Rent of store and warehouse. 

5 Light and otber store maintenance. 

6 Insurance, fire 
7 Insurance, all other kinds. 

8. Office supplies and stationery. 

9 Advertising. 

10 Catalogues 
11 Freight and express 
12 Postage 
13 Telephone and telegrams, 

14 Charities and donations 
iy Dues to business and trade organizations 
16 Interest. 

17 faxes, all kinds including franchise, but not excess rofit r 
sSurtaxes 

18 Attorney and collection fees, 

19 Bad accounts 
0 Repairs and alterations, 

2 Depreciation merchandise. 

22 Depreciation fixtures and store equipment 
y 4 Delivery and shipping expense. 

24 General expense (everything not included above) 

If my recommendation is approved and a questionnaire is sent out 
I hope that every member, who is able to do so, with accuracy, will 
fill t t and promptly return it to the Chicago headquarters In 
addition to the percentage of the cost of doing business as applied 
to your sales, we may ask you the percentage of your freight charges 
as applic to the costs of your merchandise and the number of times 
you » your stock The replies will be kept confidential and the 
information used only for the purpose of making corrections where 
needed, in our methods of figuring the recommended retail prices 

Armed with the knowledge of the percentage of the total sales 
requ d t cover tl st of doing business the figuring of the 
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At Your Finger Tips! 















your price-books, your 
ledgers, your sales books or 
any book to which you refer 
often, your finger darts to the 
proper page and the data is 
disclosed to the eye almost in- 
stantly-—IF THE BOOKS ARE 
INDEXED WITH RAND 
MAKUROWN INDEX TABS. 
For these Tabs fash their 
signal to ¢ eye by their dif- 
fering colors and sizes. You 
index the book to suit yourself 
—to fit the needs of your par- 
icular busi or indexing 
problem. 





CUT Tab desired 
length 





Rand Tabs are sturdy strips of 
transparent celluloid, attrac- 
tively colored, moulded to pro- 
tect and hold the labels firmly. 
They cannot get torn off or be- 
come “‘dog-eared.” 


You simply write the label 
(pen, pencil or type), insert it 
into the Rand Tab, and cut the 
Tab the desired length. Then 
moisten the gummed surface 
of the Tab base and affix to the 
article to be indexed. That's 
how simple it is. 


Indexing with Rand Tabs not 
only cuts your indexing -ost 
into halves, but make possible 
enusual speed in finding data, 
figures, etc. 









AFFIX to Card 
or Book Sheet 





Sold by stationers everywhere in 6-inch 
lengths and in 3/36", 1/4", 3/8" and 
1/2” widths, in a variety of six colors. 


THE RAND COMPANY 


Originators of the Visible Index 
North Tonawanda, N. Y. 


Branches and Sales Agencies in twenty-five 
leading cities 














MAKurowN 


Send today for our 1920-1921 Special Dealers’ Plan, 


which shows enterprising men a way to greater 
profit. Send without obligation. Write Dept. L-8 
Rand Company, Inc., North Tonawanda, N. Y. 
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recommended retail prices would appear to be a simple process As 
suming that the overhead amounts to 30 per cent, and it is desired 
to make a net profit of 10 per cent, the sale price must be placed at a 
figure which when discounted by the sum of these two percentages, 
will yield the cost of the goods. 

For example: 30 per cent plus 10 per cent equals 40 per cent. If 
40 per cent represents the gross margin (expense plus profit) re- 
quired in the sale price, 60 per cent must represent the initial cost; 
if therefore the cost be divided by 60 to obtain 1 per cent of the sale 
price and multiplied by 100, we obtain the total sale price. 

Thus, if a gross of pencils costs $6.00 we divide this cost by 60 to 
obtain 1 per cent of the sale price ($.10) and multiply this amount by 
one hundred to obtain the sale price of $10.00. 

There is another element in the proposition, however, which must 
be taken into consideration, and that is the turnover: and this is very 
important. Your total sales less the gross profit, which they include, 
represent the cost of the goods turned over. To illustrate: if your 
sales during a fiscal year have amounted to $200,000, upon which 
you have made a gross margin of 40 per cent, you must have sold 
goods costing $120,000, and this figure would represent your turn-over. 
If the cost of the average stock carried has amounted to $60,000, you 
have on the basis of $200,000 sales, turned over stock twice, and not 
in excess of three times as some dealers to my knowledge have 
erroneously figured it. 








The recommended prices as figured by this association are predicated 
upon a dealer turning his stock twice, which I find is the average 
in the stationery business, On the Pacific Coast, and in cities west 


of the Rocky Mountains. dealers on account of their distances from 
the markets have to carry excessively heavy stocks, in order to be able 
to accommodate customers when the goods are needed; and with few 
a exceptions these dealers find it difficult to turn their stocks this num- 

9 4 ber of times. In fact, the average would probably be about one and 
} ankers Sanitary Moistener one-half. oF less, 

The stationer’s business as a rule is conducted more with a view 
to giving service than that of a quick turn-over of merchandise. In- 
OUR customers are look- stead of confining his selection of merchandise to those goods which 

have a quick turn-over, he makes it his business to cater to his 

; ; ° customers’ needs; and as you all know, it is the common practice to 

ing for a moistener which rarry a little of this and that in your stocks because certain customers 

. = ’ have been in the habit of using the goods; and this method of mer 
satisfies. y ou Can t go wrong chandising is not conducive to frequent turn-overs. 

. ’ With prices figured to yield a 40 per cent gross margin on unit 

if you suggest the Bankers e quantities, it is to be presumed that every dealer pricing his goods in 

this way will make a gross margin on his total sales large enough to 

. . cover his cost of doing business and a net profit in excess of 10 per 

Perfect In construction and cent on his sales; and this would be true provided all dealers con 
fined their sales to not larger than unit quantities. 


design — highly nickeled sur- Unlike the retail merchant in most other industries, the stationer 


has been educated by long years of careless business methods to be 





face—made of brass and generous with his customers. His conscience apparently will not per 
mit him to take a profit on a large order, and the losses which he 
; suffers on these large orders, he has to pay for from the profits made 
aluminum. on the small ones. For example, when he sells a gross of pencils which 
cost him $6.00 for $10.00 he makes a gross margin of $4.00: $3.00 of 
yy ° which goes to the overhead expense and $1.00 of which is net profit: 
Price $1.25 Retail but when he sells more than one gross to a customer, he Geneien of 
‘ them at a lower price or at discounts varying from 5 to 16% per cent, 
Special terms to wholesalers. according to the quantity. If the unit price has been figured to yield 
10 per cent net profit, you can readily understand that when 10 per 
© ‘ cent discount is granted, the entire profit on the sale has been given 
Foreign buvers should inves- away, and if a discount greater than 10 per cent is given, the net 
F. a profit on this sale has not only been given away but a percentage has 
tigate. been taken from profits on other sales. 
For the purpose of illustration, suppose we are carrying a stock of 
stationery amounting to $60,000, factory cost; during the course of a 
year’s business we turn this stock twice at prices to yield 40 per cent 
gross margin on sales (30 per cent of which represents overhead and 










For serving, cut- 


ting and moisten- 10 per cent the net profit); we will have sold goods of the cost value 
i of $120,000 for $200,000. Our net profit will have been $20,000; 10 per 
ng Gummed cent on our sales and 33% per cent on our investment ($60,000) But 


suppose one-half of our sales have been made to customers who 
bought in large quantities and took advantage of the quantity prices, 
at an average discount of say 12% per cent. The result would have 
been as follows: Goods of the cost value of $60,000 would have been 
sold for $100,000, yielding a net profit of $10,000; and an equal amount 
of merchandise would have been disposed of for $100,000 less 1214 per 
cent, or $87,500, and at an actual loss of $2,500. Deducting this loss 
of $2,500 suffered on this portion of the business, from the profit of 
$10,000 made on the other portion, we would have a net profit on the 
entire business of only $7,500, instead of $20.000, and $7,500 repre 
sents only 4 per cent net profit on $187,500 sales, or 12% per cent on 
an $60,000 investment. 

You are the best judges as to whether this illustration 
overdrawn, but in any event, it serves to illustrate the point which I 
am trying to explain, and that is, that the retailer whose business 
is confined exclusively to retail sales at unit prices, is safe in follow 
ing the price recommendations of this Association, but the stationer 
whose business is mostly confined to selling goods in large quantities 
to large buyers at the prices recommended for such quantities, must 
‘‘wateh his step,’" particularly if his cost of doing business exceeds 
50 per cent 

The excessive discounting of prices for quantity sales not only re 
duces the net profit, but is one of the causes of the high percentage 
. of the cost of doing business. To illustrate: a dealer following the usual 
RYCO Gummed Ta e Moistener eustom of discounting quantity purchases, may sell goods costings 

p $120,000 for $187,500, and report an overhead of 30 per cent on his 
sales. If his sales had all been made in unit quantities at unit prices 
his overhead expenses would have been no greater in dollars and cents 

totaled $200,000, instead of $187,500 If 


and his sales would have 
y therefore 30 per cent of $187,500, which is $56,250, be divided by 
J. F. R an & Co. $200,000 instead of by $187,500, we will have an overhead of ap 
proximately 28 per cent instead of 30 per cent. 
F Hy Many stationers have the mistaken idea that increased sales, even 
Manufacturers of Plain and Printed when made at discounts from current prices, have a tendency to de 
Gummed Sealing Tapes and Adding crease the percentage of the overhead expense and increase the net 
° profit. This has not been the experience of those dealers who have 
Machine Rolls tried the experiment, although it must be admitted that a large num 
ber of turn-overs even though prices be discounted, will increase the 
375 Lexington Ave. New York City net profit on the year’s business in dollars and cents, while failing te 
increase the percentage. 
Cable Address *<*E2740 C8 NM Y¥** To repeat a former illustration: If a dealer carrying an average 
stock of $60,000 turns his stock twice, he will have sold merchandise 
costing $120,000 for $200,000, with a net profit of 10 per cent ($20,000) 
if disposed of in unit quantities at unit prices; and a net profit of 4 


Sealing Tape. 


Price 
Five Dollars 
Retail 


has been 
































November, 1920 


OFFICE 


APPLIANCES 


177 


One of the biggest bookkeeping jobs 
in the country handled on 


Nine Elliott-Fisher Machines 


Accounting records of The United Drug Co., who sell to 10,000 drug stores, han- 
dled on unique time-schedule basis. Figures of every detail of vast business from 
gross sales to departmental profits and losses secured without extra work or delay 


es over the country, 
especially in 

and Rexall drug stores, people 
are buying drug and toilet 


Liggett 


articles made or distributed 
by The United Drug Co. 
You have probably purchased 
some of these products many 
times and have admired the 
way the goods were put up. 
If you know something of 
the huge business of this 
manufacturing drug concern, 
you must know that The 
United Drug Co. also has a 
great accounting problem. 
From east and west, north 
and south, druggists are con- 
tinually sending in orders; 
and each order, as a rule, 
contains a long list of items 
in broken dozen lots. 


This constant stream of 
orders requires immediate 
attention; goods must be 
sent and statements mailed 
promptly. 


‘Today the bookkeeping of 


The United Drug Co. is 


handled on an hourly sched- 
ule basis. Every hourly col- 
lection of orders by the audit- 
ing department is checked, 
entered, and proved within 
the hour it is received. 
Elliott-Fisher Bookkeeping 
Machines help to make it 
possible to handle United 
Drug and allied interests ag- 
gregating over $100,000,000. 
And the work is always on 


time. 


The United Drug Co. find 
that Elliott-Fisher Machines, 
because they minimize the 


bor y»k- 


more 


human element in 
keeping, accomplish 
and better work than any 
other means they have ever 


employed. 


The same rule applies to 
the Elliott-Fisher System in 
all retail, wholesale, and 
manufacturing concerns, 
banks, railroads, and other 
public service corporations. 


Ledger account, custom- 
er’s statement, and the proof 


sheet are written at one opera- 
tion, and every total is auto- 
matically proved as written. 


The flat writing surface of 
the Elliott-Fisher Machine 
allows the rapid handling of 
all kinds of forms, from cards 
to loose leaf and bound books. 


Any required number of 
carbon copies can be made, 
always clear and in perfect 
register, no matter who op- 
erates the machine or how 
hurried the job. 

The Elliott-Fisher System 
is just as well adapted to the 
small store as it is to great 
industrial organizations. 


Let us send you a booklet 
describing the use of Elliott- 
Fisher flat writing machines 
in your business. 

One of our representatives 
would be glad to call upon 
you—without the least obli- 
gation. 

E.uiotr-FisHer COMPANY 


Harrisburg, Pa. 
Branches in 100 Principal Cities 


Elliott-Fisher 


Flat-Bed System of Accounting—Bookkeeping—Billing — Recording 
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The “Hotchkiss” 


TRADE-MARK 


Automatic Paper Fasteners 
and Tag Machine 






4 STYLES 
OF PAPER 
FASTENERS 
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HIS is one of the handiest devices 

imaginable. While designed for sta- 

pling shipping tags to wooden boxes, 
barrels, etc., it has hundreds of other 
time-saving uses;—such as_ fastening 
wires to wood mouldings and window 
shades to the rollers. It is also suitable 
for laying matting and in_ upholstery 
work, 


In the Hotchkiss Tag Machine, the 
sharp pointed steel staples are driven 
straight into the wooden box, crate, bar- 
rel or car side, and not clinched as in the 
paper fasteners. This method of affixing 
tags is clean, neat, rapid and safe. It 
banishes paste, marking pot, stencils, 
hammer and tacks. 


Every factory needs the Hotchkiss Tag 
Machine, and every stationer supply 
house should show this device to their 
manufacturing trade. It is as indispen- 
sable in the shipping department as the 
Hotchkiss Paper Fasteners are in the 
office. 


WARNING: Only genuine Hotchkiss 
staples should be used in Hotchkiss ma- 
chines. Other refills will cause trouble. 


The Hotchkiss Sales Co. 


10 Hoyt Street, Norwalk, Conn. 


Send for Our New Illustrated 
Catalog and Price List 
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per cent ($7,500) if disposed of one-half at unit prices and ons 
quantit prices which have been figured at ar average discount 
121% per cent 

If this same dealer could turn his stock five times he 


of merchandise costing $300,000, If one-half of this amount 
this 


would dispose 
($150,000) 
portion 


mtities at unit prices, his sales of 
pront of 


to $250,000, with a 10 per cent net 
quantity sales at 


was sold in unit qt 
of his stock would amount 
5,000; and if the other one-half was disposed of in 





an average discount of 12'4 per cent, the sales would total $250,000 
less 1214 per cent or $218,750 net The granting of this discount of 
21 per cent would cost him $31,250, and this would entirely absorb 


take 
of 





the estimated $25,000 net profit on this portion of his business and 
in addition $6,250 from the $25,000 profit made on the other half 
the business, thus yielding a net profit on the entire business of $18 
750, or 4 per cent 

It will thus be seen that a large number of turnovers, while not 
increasing the percentage of profit on the sales, will yield an added 
amount in dollars and cents Some of the members will doubtless 
claim that a business of $500,000 can be conducted on a smaller per 
than one of $200,000, and it is an argument 
shown that this is not 
with the 









centage of ‘‘overhead 
that has a reasonable sound, but experience has 


the case, and that the expense of doing business keeps pace 


increase in sales 
In conclusion I wish to impress upon our dealer members that the 
percentage representing the cost of doing business is a very real fact 
cannot be ignored It is determined by dividing the sum of the 


and 
total expenses by the total of the 
net profit, either must be included in every sale that is 
offset by other sales at prices sufficiently advanced to recover the loss 
otherwise, the elusive net profit will be sacrificed. In a business like 
that of the retail stationer where many thousands of items are handled, 
turnover is slow and where the organization is not strong 
establish a proper level of sales, the only safe method of 
and the net profit in each and every 


sales, and this percentage with the 
made, or be 


where the 
enough to 
procedure is to cover the overhead 
sale that is made. 

The fault of the 
tailer thinks that he is qualified to handle a 
overhead”’ and he unconsciously gives away in 


stationer lies in the fact that nearly every re 
wholesale business with a 
his quantity 


retail 
sales, part and sometimes all, the profit that he made in his retail 
business 


ADVERTISING 


An Address by Charles L. Estey, Director 
of the Advertising Bureau of the 
United Typothetae of America. 








You n have been sitting here for some time listening to the various 
talks ind during the time that I have been in here I haven't heard a 
without first making 


word of singing. I never speak before an audience 


them get on their hind feet and sing. We will sing My country tis 
of thee 
(Convention rises and sings first two stanzas.) 
It is a great privilege for me to be here today and talk to you for 
the subject that is nearest to my heart—that is t is 


a little time on 


nearer to my heart than any other subject except my wife and children 


subject to which I ive devoted thirty-four years of study and practice 

Before I get into that subject I would like to say just a few words 
about the value of getting together. This organization is surely on the 
right track I read not very long ago in some printer's publication, it 
may have been in Printer’s Ink, this brief excerpt from an article by 
David EF. Gos 

Ho very difficult it is to get men together—and keep them toget 
How hard to weet ther t meet together, and in an open and frank way 


differences nd possible misunderstandings 


disenss 

Always there are a big-brained, open-minded men who can and will 
‘ S t generally they are in the minority 

I he majority apparently. fail to comprehend how wonderfully it 
helped t talk things over; to let the sunshine of good will and good 
intent illuminate the dark corners of cross purposes which invariabl 
develop with aloofness earsay and rumor 

vetting together clears the air like a Spring shower It breeds kind 
ness renerosity and fairness It promotes a onsideration for tl 
opinions competitors 1 forbearance and tolerance for real or fancied 


differences 

‘“‘Fancied differences disappear; real ones are co 
America today is for members of all 
ourse of ideas and 


mposed and melt away 


‘The crying need ir 
and trades to get together in earnest, helpful inter< 


experiences 
“Let us bury the hatchets of suspicion, distrust and jealousy 
I wonder if you have ever heard of that man who made his wife tak« 


her eyeglasses back to the oculist—he said they would ruin her sight 


he had put them on his own eyes and they blurred everything, so he 
said they were the wrong kind of glasses for het Very frequently you 


will meet men of that caliber He is the same kind of fellow who asked 


where he could buy ‘‘hot applications.’’ He is the kind of a fellow with 
rooms to let in the attic without power. He is a thoughtless, pessimisti 
equint-brain man with a single track mind, who always gets into a col 
lision with brainy men and blows up. Such men condemn or hold aloof 
from active progress—they join associations but then do nothing. 

I heard of an old New England minister—I was born in New England 
and I know the type—he was conducting a funeral service over the body 
of a departed brother He had grown old in the service and he leaned 


over } pulpit and in his most funereal tones as he pointed down at the 
casket, said ‘Brothers and sisters, this corpse has been a member of 


my church for twenty-five years. 
Now, gentlemen, as Mr sorden has pointed out to yon plainly, an 
organization is composed of individuals. Your general manager your 


president, your secretary and your other officials can only do their part 


If this organization is to flourish and grow it can only do so through 
united help with each individual doing his part Oftentimes I meet 
with 1 whom I compare to sponges—they soak up everything they can 
get, but you have to get them in a corner and squeeze them to get 
anything out of then So much for organization work. 


I would like to talk to you a few minutes about advertising. If I 
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A World of Comfort 


Once in a great while a dealer is 
offered a proposition that stands alone 
in its field—above competition. 


That is the calibre of the 


K A MRAS§S& 
KOMFY KUSHION 


The only self-inflating, semi-air 
cushion on the market today. 


T requires but a 

single trial to fully 

convince you of 
its desirability. 


As the exclusive sales 
agent in your terri- 
tory for the Kamrass 
Komfy Kushion, 
Brief Cases and other 
Kamrass Products, 
you will be able to 
share in the same 
unusual profits as 
hundreds of other 
Kamrass Dealers all 
over the country. 


H. KAMRASS & SONS 
34814 Eighth Avenue New York City, U.S. A. 





Model No. 101 


Drop us a line today, 
and we'll send you full 
details of our new co- 
operative sales plan. 
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get enthusiastic on the subject and you men want me to sto} ist hold 
vp your hands and I will recognize the signal. Somebody said I was a 
human phonograph; they said I could start my mouth going and then 


go away and leave it. But if there is anything on the record that is 
worth hearing I will be glad for you. 

Advertising may be either a force or a farce. It becomes a force when 
done wisely—if done unwisely it becomes a farce. Let us consider briefly 
what advertising is. 

After all these years of experience I am satisfied with the explanation 
that advertising is telling people—that is all—to sell them you must tell 
them. Years ago I visited an old New England town called Province 
town down on the end of the Cape—some of you Eastern men may have 
been there. We had a couple of hours wait between boats for Boston 
and while walking around the town one day I heard a noise of the 
ringing of a bell and naturally I looked, being an advertising man—lI 


turned around and I saw people coming out from their doors and from the 
side streets and they were all clustering around an old man He was 
walking leisurely down the street and he was ringing a large dinner bell 
like mother used to use to let us know that it was dinner time He 
was ringing the bell and walking leisurely along and presently when the 
people clustered all around him he stopped and _ tucked s bell 
under his arm, took out a pair of old horn spectacles and put them on 
not the kind that they wear today, but the real old fellows—-took a 
bundle ovt from under his arm and began to read—what? Advertisements 
of the local Provincetown merchants. He was the town crier and he 
was telling the people. 

Now, the human voice and human contact are undoubted the best 
means of conveying advertising or any other form of news—for dver 
tising is either news or it is old. But as the years went on and the 
country advanced in population it became necessary to find other ways 
than the human voice for transmitting information and so there came 


into use the printed word upon which we rely today for our advertising. 


Now, I want to leave this perhaps foolish remark with you—it is not 
O ac S ou so foolish as it may appear. “You can’t sell gold dollars, genuine 
gold dollars, for five cents apiece if nobody knows you have them to sell.’ 


Neither can you run a bnsiness unless you tell the people that you are in 


e business. 
e ul t n erwoo S Now, the business man who does not advertise is generally the man 
who thinks he has nothing worth advertising or has failed to appreciate 
the worth of advertising. 
’ Some one has said that ‘‘In the field of salesmanship advertising is 
UMORS and talk can t change the the range finder."’ You know the man who doesn’t advertis« Of course 


there are none of you men here who don’t advertise—none of you who 


cold facts that good typewriters don’t put at least a part of your profits into advertising, although that 
; . . ' , , is the wrong way to go about it—advertising should not come out of 
are still scarce and not likely to be lower. ie Seite te GGUS GE ontr aaah Gul Gime ba co cesecdeé. You 
Dealers who follow our advice are buying have all heard the story of Mark Twain, who was once a newspaper 
. oe ‘ “s : publisher, and one day in the morning mail he received a letter signed 

now for their present and near future needs. phemahet Gelpesthes” wiikch went esmsdthiee Whe this 
‘“‘Dear Editor: Is the finding of a spider in the columns of your news 


We can make prompt shipment of a limited > findin: . 
paper this morning an indication of good luck or bad luck? 
And Mark Twain wrote back: 


number of the world’s finest rebuilt 
‘“‘Dear Subscriber: The finding of a spider in the columns of my paper 


. 
Underw oods— is neither an indication of good luck or bad luck. The spider was merely 
looking over the columns of the paper to find out who is not advertising 
so he can go to the doorstep of that man and spin his web and live there 
in peace and quiet forever after.’’ (Applause and laughter 

Another man has said that ‘‘Advertising is the art of reaching people’s 
pockets through their heads.’’ I think that is a pretty good explanation 
Every business man who has something to sell should advertise, whether 
it be service or merchandise, or both. The question arises with most of 
us, I presume, how should I advertise? I don't know Any man who 
comes in and tells you that he knows how to advertise any and every 
business and attempts to tell you that he knows more about how you 


should advertise your own business than you do yourself is either a fool 
or a knave, because in order to know how to advertise any one particular 
business requires an analytical study of that business and of the market 
Don't take the specious arguments of some so-called advertising man No 


one can possibly understand just how to advertise your business without 
studying overy detail and weighing every condition before advertising 

I have divided advertising—I am not alone in this; I don’t know 
whether it is original with me or not, someone may have used this before 


but I have no objection to borrowing a good idea from someone else I 
have divided advertising into two kinds—exclamatory and explanatory 
Under exclamatory advertising I include billboards, street car irds, illu- 
minated signs and window displays Under explanatory advertising I list 
magazines, newspapers and what I call direct advertising, which is adver 
tising through the printed word sent through the mail. 

These are all good, forceful methods when wisely used, but the only 
kind—now, I want all of you to get this, gentlemen, the or kind of 


advertising that all pays—it never has failed and never wil the only 


VERY machine is stripped to the 
frame and rebuilt like new from eee a 


the ground up in a way that guarantees sat- When you = —_ _— the germ ena = that you did not gx 5 

ep . - . ‘ _ «x. some woman who pleased your eye and say, ‘‘Marry me,’’ and she sai 

isfaction to the user. Only the most skilled “*Yes,’"’ unless she was very hard up. The probabilities are that you 

workmanship and the conveniences afforded in Sa dan elie coutliing. te was outing cerca) to 

by our own new modern factory make it idea that you wanted to get across and te the precise audience that you 

. ie s aE SA, ee ¢ ‘ wanted to get at. That was advertising—advertising yourself 

possible to sustain the pre-eminence ot the Now, just a word about the evils of spasmodic advertising I know 

‘ ‘ se F of a printer and, by golly, I believe he has a stationery store also. I know 

Iippo, ving Rebuilt L nderwoods, which has of a printer-stationer who advertises regularly once a year. It reminds 

me of the old Fourth of July celebration that we used to have seventy 

. - “Qe ee or eighty years ago when I was a boy. We used to get around the old 

been achieved thru 28 years of successful, time pump, and we boys brought all our pinwheels and skyrockets, flares, 

ScIY swnerience i 1d; r = etc., and set them off to the noise of the village band and the barking 

progressive expe rience in rebuilding ty pe of dogs, and we made a great splash and then, as Irvin Cobb has wittily 

writers. said, ‘“There were thunders of silence.’’ for the next year That is 
spasmodic advertising. I am trying to bring out that point 

Write for our market letter and confidential I am also reminded of the old New England fish peddler wh used to 

A zo around the street regularly every Friday—for that is fish day down 

price list No. 1 for dealers. East as well as it is everywhere else, I guess, he used to go around 

the streets every Friday calling out the names of the same two salt 


water fish off the New England shore, ‘“‘Cod and haddock—cod and had 
dock.’" One day a woman came down the back stairs and said, ‘‘How 
much is cod today?’ and he said, ‘‘Well, ma’am, I ain’t got no cod 
today,’’ and she said, ‘‘Well, you are calling out cod and haddock—why 


Typewriter Emporium 


are you calling out cod and haddock if you haven't got any cod?’ and 

M he says, ‘‘Well, ma’am, it’s this way. I want folks to remember that I 
ontrose and Ravenswood Aves. am the fellow that sells cod when I can get any cod to sell.’’ 

: Gentlemen, by these homely illustrations I hope to force upon you this 

Chicago, U. S. A. one fact, that persistency is the thing that wins, just the same in adver 

tising as in everything else—persistent advertising is the only successful 

form of advertising. I have known men in the stationery busines whose 





ST 











November, 1920. OFFICE APPLIANCE 181 


o2) 











V/SIBLE 
PRINTING 


CALCULATING 
DEVICE 
TWELVE 


FLEX/BLE 
KEYBOARD 





SHORT, 
<CTIGHT’ 
od HANDLE PULL 
_ | (FORSPEED 

AND EASE OF 
OPERATION) 









RIGHT HAND CONTROL 
ALL OPERATING KEYS 
WITHIN REACH OF THUMB 


She Bauett Pouaable 


There is less competition selling the Barrett Portable than any other calculating or adding 
machine, because the Barrett will not only do anything that any of the others will do (whether 
the work is simple addition or complicated calculations) but it will give a printed proof of the 
work;—something that no other calculating machine can do. You never have co do work over 
to prove the answer on a Barrett because you have the printed proof. 


Remember the Barrett will add, subtract, multiply and divide, and also has exclusive 
features not found on any other machine. 


High grade office specialty dealers, with an aggressive sales force, will find it to their advan- 
tage to write us for exclusive selling rights in either America or foreign countries. Every man 
selling Barretts has the co-operation of an experienced sales organization, not only through 
numerous selling helps, but by personal assistance right in the field. 


THE BARRETT ADDING MACHINE CoO., Philadelphia 
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The environment of Success 





tilsteed furnuilure 


GS See iW a& modern 
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The strength of thia Alisteet desk makes (t 
to elimmmate the center thus goving 
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HE successful man likes to have his swell, warp, or stick, and the joints will 

office equipment express the efficiency open. It protects your papers from 
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business was actually stationary-—they never seem to get anywhere and 
that reminds me of another story 
The story is that of a Southern darkey who lives in a small village 


and who had managed to tuck down in the bottom of his sock a few 
pennies—he managed to tuck them away surreptitiously, so that his wife 
did not know anything about it. One day there came to town one of 
those merry-go-rounds—you know what they are—with the hand-organ 
and flying horses and everything. He sneaked out and went down the 
back way and thought his wife did not see him—but they always set 
us, especially when we go in and out the back door—we don’t use the 
back doors as much now as we formerly did, but she saw him and she 
went and followed him down the street. She was rather portly and 
could not travel at the same speed he did, so when she got down to the 
merry-go-round there she saw her husband mounted on one of these 
blind horses going around and around, and ki-yi-ing and having a big 
time, and she said, ‘‘Look at that fool nigger; there he is riding around 
and around on that horse and he is going to get off at the very same 
place he got on.’’ So she waited until he got off and when he started 
out to the gate she button-holed him and she said, ‘‘Look here, nigger, 
you done spent all your money and where you been?’’ 

Now, gentlemen, there are some men who spend money for advertising 
and get about as far as that nigger did; they spend their money and 
they don’t notice it Now, the proper advertising is bound to prove an 
investment, and not an expense, while improper and farcical advertising is 
bound to always be an expense. 

Now, advertising is a double-action force. It pushes and it pulls. For 
example, persistent newspaper or direct advertising for a retail store 
acts as a pusher to get people up to your store windows, and then window 
advertising acts as a puller to get them across your threshold Always 
you should connect up your windows with that advertisement—always 
you should put in your windows those goods which you want to sell. You 
should feature your leading articles and you should state plainly what 





they are, and, in my opinion, how much they cost I have long since 
passed the day when I am afraid to tell a person how much an article 
costs for fear they won’t come in and buy it The men who work on 


that principle are the men who want to make an unholy profit out of 
everybody they can Mark your prices plainly, gentlemen. 

After you get the customer inte your store it is manifestly service that 
keeps him coming rhe retail stationer, the same as any other retail 
man, cannot make a sale until a person comes into his store, and I 
wonder if any of us realize sufficiently well the important fact that every 
man or woman who crosses the threshold into your store is a possible 
customer, not only of one article, but of many articles, and the service 
that you render, even in a five-cent purchase, may make or break a 


customer forever after I know of the exact truth of this instance A 
woman went into Marshall Field & Company’s store—a woman who lives 
on what we call the gold coast in Chicago. She went into Marshall 
Field’s store and bought a spool of cotton thread and took it home Her 
seamstress put that spool of thread on the sewing machine and it kept 
breaking That is just an instance. Suppose that instead of having 
the thread break, the clerk had made a break—it would have been just 
the same Now, what the clerk does is to represent you to your cus 


tomers—represent is to ‘‘re’’present. If the clerk does not ‘‘re’’present 
you to the customer as you would want to be represented, then he is 
doing unfaithful service and the business is bound to suffer. 

Now, the customer has a way of wanting what he wants when he 


wants it That means that if your business is to be effective you 
must have the goods in your store that you are advertising An 
other thing, people are more and more getting to buy articles by 
nam Do you realize that, gentlemen? I hope you do, for the 


day of the trade-mark is here, and it is here to stay, thank God Do 
you realize that, gentlemen—you men who are not manufacturers—do 
you realize that every dollar the manufacturer invests in advertising 
stands as a practical bond for good faith and the observance of all the 
rules of business, including quality and service. That is what the trade 
mark means in national advertising It is the identifying mark put on 
an article by the manufacturer and he will certainly put it out in the 
best possible form. 

Therefore, if I were a retail stationer I would hook up with the 
nationally sdvertised article. Some day, if I ever get money enough—lI 
understand it takes » lot of money to get in the stationery business 
these days—I would like to have a stationery store, and do you know 
what I would put in that store? You might say it sounds funny and 
would not work, but I would make it work—I would carry nothing in 
my stock except trade-marked goods. I would permit the manufacturer 
of those goods to creat business for me the same as the manufacture 
ef pencils and pens—Waterman pens; I see Mr. Waterman sitting out 
there I haven’t been without a Waterman since Hector was a pup, and 
I don't know just how long ago that was—but Waterman pens and Faber 
pencils and the well-known makes of filing cabinets, etc., everything I 
would have in my store would be trade-marked goods, the value and 
quality of which have been established in the minds of the buying public 
without any expense to the man who sells it Then, it is up to the retail 
dealer to hook up his own advertising with the nationally advertised 
goods and get the benefit 

Now if vou don't tell the people that you have these goods for sale 
how are they going to know it? If your service is right the people will 
keep coming in and if you keep reminding them by your service you can 
expect to keep them coming in to you and eventually remember you and 
forget John Jones, your competitor. 

Now, as Mr. Borden said, ‘‘Business is the organized means of serving 
human needs.’’ First. service, and then, profit Gentlemen, I thank God 
for the Rotary clubs. I thank God that I am Rotarian. The gospel that 
being spread through the Rotary today is the old golden rule written 
out, and if we follow it, it means that service should come before 


is 





profits It is as applicable to stationery business as it is to personal 
life The day is fast dawning when business men are finding out that 
it pays to give service and not think first of the profit. Mr. President 
may I have ten minutes more time? 

The Chair Go ahead 

Mr. Estey: Will you gentlemen out there listen to me ten minutes 
more ?"’ 

Voice 

Mr ‘ were to step down from this platform without 
telling on something of the operation of the advertising bureau of the 
United Typothetae of America I would be breaking my word to a number 
of gentlemen who are. present here. It was my privilege two years ago 


this month to become identified with the U. T. of A Now, I want to say 
to you, gentlemen, that this is the greatest industrial work that this 


world has ever seen I was appalled today when I heard your annual 
dues mentioned—it seems to me that I heard that the annual dues of a 
member of this Association was something like twenty-nine or thirty 
dollars—think of it—less than you spend for smokes How can you 


expect to get very much out of that, but still, I heard a letter read 
here from some man in St. Louis who is paying $5,000 a year into the 
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CASH REGISTER CAPACITY: 
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Paid-Out or Received on Account. 
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One Cent to One Million Dollars, and 
produces beautiful machine . made 
monthly statements. 


For Europe, address all correspond- 
ence to our European Director of 
Sales: M. Piero Castelli della Vinca 
Avenue de Villas 46 Bruxelles, 
Belgium. : 
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local typothetae organization and he says that it is the best investment 
he makes—$5,000. Now, we don’t care how much we pay if we get 
what we pay for. That is a principle of life that we are very much 
averse to paying for something that we don’t get. Now, the United 
Typothetae of America, I am proud to say, started out to establish an 
advertising bureau, a central advertising bureau, to assist these printers 
throughout the country, who were not advertising men but who wer 
unable to get local advertising help. 


I am a strong believer in using home industry and I am a strong 
believer in every man in business using local advertising service if he can 


get satisfactory local service, but there are among the members of five 
thousand of our Typothetae members who were unable to get it What 
did we co? I started out first to put this particular thing on the map 


it wasn’t on the map. It didn’t exist two years ago—this one loday I 
have records showing that it is being used on every job of business 
stationery sent out by the more than three thousand printers We 
advertise that trade-mark nationally—why? ‘There are several reasons 


I will briefly state some of them: 

First, to provide an identifying mark of membership in this organization 
so that buyers of printing seeing the sign in the printers’ shops would know 
that they had found an honest printer or at least a printer who had said 
that he would be honest, and had subscribed to the code of ethics of 
the United Typothetae of America, which is on the same par and same 
level with the codes of ethics of the Rotary or code of ethics of any 
ehurch, and show you are on a high plane of moral business life He 
knew by that trade-mark that he was going to do business with a printer 
who knew the cost of doing business. 

I would be afraid to ask you gentlemen here to hold up your hands 
those of you who have accurate cost systems in your plants. I would 
be afraid of the small show of hands, and yet how can a man build a 
business right without a cost system? All right, now if he has a cost 
system, and if he has not then he does not know what his price should 
be. One man’s guess is as good as another’s. If he has a cost system 
and if he belongs to the organization, it is up to him and to his interests 
to advertise that fact. 

How could he do it? Merely by using the U. T. of A. trade-mark on his 
product, and today you can buy printers’ trade-mark the same as you can 
buy Waterman pens, flour or shoes or any other of a thousand articles. 
Does it pay? I could bring you reams of. testimonials from members 
proving that it pays to use that little trade-mark. It has made men 
live up to a higher standard of business life. 

I hope the time will come very shortly when this organization will 
adopt a trade-mark. Don’t cali it an emblem; call it a ‘‘trade-mark’’ and 
put the brand on yourself and say ‘‘I am proud to be a member of the 
Stationers and Manufacturers,’’ and then when you have adopted the 
trade-mark let every individual man of you use it on your salesmen’s 
ealling cards end on your windows and on your doors and on your 
stationery, and in every way that you have contact with the public use 
your trade-mark. It pays to do it. 

Now, this advertising bureau was established and I said we would 
create a series of syndicated advertising service for printers to do their 
own advertising, and so we started out to provide a series of five services 
to our printers, one to sell at ten dollars a month for six months, another 
at twenty-five, and so on up to fifty dollars a month, and the fifty dollars 
a month was a house organ of sixteen pages. Now, we supplied the 
copy, the layout and the electrotypes of the illustrations. Now, gentle 
men, do you know that since January of this year we have been supplying 
that service every thirty days to printers in forty-five states? That is how 
it has grown. 

Do you know that that really meant that we sold out of that local 
advertising bureau to our own Members at such small cost more than 
thirty-two thousand dollars’ worth of ideas and copy? What for? That 
they might use that service and send it out to a selected list of desirable 
customers in the community and send it out regularly and persistently. 
I would not sell the service to any printer who would not agree to sign 
Lis John Hancock to an agreement that he would use it every month 
for six months, and when the six months were up and we offered the 
second six months’ service most of the printers came in who bad sub- 
scribed and more are being added every day. What does it mean? That 
the printers in those forty-four states are sending out messages to indi- 
vidual buyers of printing all over this country for a total circulation of 
more than six hundred thousand a month, everyone of the messages bear- 
ing the trade mark, everyone of them showing what the trade-mark 
stands for, everyone of them a message from the printer direct to his 
customer or prospective customer. The stationer could do just the same 
It is easy enough to get a mailing list— 


thing. You have things to sell. 
to compile a mailing list of people whose business you would like to 
have. It is easy enough to get those little messages every month 


printed and put in the mails and sent out, and the cost is comparatively 
small. Now, in addition to that means of advertising, a great many 
printers are doing newspaper advertising, which is wonderful advertising, 
and, in addition to that, a great many of these locals through the country 
like Chicago; Rochester, Buffalo, Cleveland, Houston and Galveston, Texas, 
and out here in Lincoln, Neb., and Topeka are putting out a newspaper 
eampaign of advertising collectively—their individual locals—and playing 
up the trade-mark, and telling the buyers of the printers what it stands 
for, and who the printers are in that city who operate with a cost system, 
and know the cost and means of doing business correctly. 

Does it pay, gentlemen? All you need to do to get an answer to that 
question is to look into the faces of hundreds of members who come into 
our home office and talk to us about it. It has revolutionized the business 
for many printers. 

The Chair: I am going to ask the gentlemen present to show their 
appreciation of Mr. Estey’s splendid educational advice to us by a rising 
vote. 

(Members extend rising vote of thanks.) 


GREETING CARD ADVERTISING 


Address by Theo. A. Isert, Secretary 
National Association of Greeting 
Card Manufacturers. 








Through the advertising that the Greeting Card Association has done 
during the past three years, we believe that stationers are pretty well 
informed about that organization whose primary purpose is to promote 
the sale of greeting cards for every occasion. 

Most of you know that the card business has made a wonderful increase 
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We are improving our Drive. 

This Drive is aimed at every LIVE 
DEALER in every LIVE TOWN in these 
United States. 

Many of you are enthusiastic golfers. 
You are also enthusiastic business men— 
successful business men. It is the wonder- 
ful interest exhibited by the enthusiastic 
and successful business men that has 
built up and mainly supported the game 
of golf in this country. 


We are golf enthusiasts ourselves. 

We are also business men. 

We are in the Ink Business. 

What we are “Driving” at, is to get you 
enthusiastic over our particular ink. 


i. errs Carry and sell 
RAGINCMAENE Underwood's “#* Ink 


— ———— 
It will add immensely to your success. 
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For sale by all the Leading Stationers. 


SEND FOR SAMPLES 


JOHN UNDERWOOD & COMPANY 
NEW YORK 
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A Stitch 


in time 


The Midget Binder 


is the little orderly of the desk that 
keeps your papers in line—that cuts 
out confusion. It takes up less space 
than an inkwell and it fastens your 
papers together as securely and as 
permanently as a magazine is bound. 
It can be used also for cloth, leather, 
fabrikoid, and other materials that 
require permanent fastening. 

The Midget Binder operates by a 
single downward stroke of the lever 
and has a capacity of 100 wire staples 
—it makes the best permanent fast- 
ening and it is the smallest, most 
compact machine for the purpose on 
the market. It is handsomely fin- 
ished in nickel. 

The Acme line of stapling machines 
and paper fasteners includes the 
Midget and several other binders. 
Write for full particulars of the line 
and our attractive proposition to 
dealers. 


Acme Staple Co. Ltd. 


1643-1647 HADDON AVE., CAMDEN, WN. J. 


Kado Company, London Agents 


Canadian Representative: 
Ernest J. Scott & Co., 59 St. Peter Street 
Montreal 
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206 Broadway, New York, N. ad 
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in recent years, but how many are aware of the actual facts of that in 


crease? For instance, that a combined sale of two million, two hun 
dred thousand in 1913 has increased to more than eleven millions in 1920 

A widespread interest in things sentimental, which is a part of the 
make-up of most everyone, the reciprocal nature of the custom of send 


ing cards of greeting and the widespread advertising appeal of the last 
few seasons to millions of consumer readers has helped to build up a 
very large volume of trade in greeting cards. 

Furthermore, the ingenuity of the American card manufacturers as 
evidenced in the large and constantly increasing assortment of cards, 
the never-ceasing quest for new designs and new sentiments has had its 
bearing on the great volume of card business, and we feel sure that so 
long as the condition continues, where good taste and novelty and alert 
ness in sensing new demands, there need be no apprehension felt about 
how long the greeting card business will continue. 

We firmly believe the greeting card business is as well established as 
any other line in the stationery trade, with a chance of out-stripping 
some of the others. For that reason we believe that money spent in 
advertising cards is well spent and we want and are getting the benefit 
of continued advertising. Right here it may not be inopportune to men 
tion that the Greeting Card Association does not publish the names of 
any manufacturers in its magazine advertising. We aim to spread the 
greeting carc idea. We want the public to buy greeting cards Any 
one’s greeting cards. Our advertising is propaganda work and it has 
most certainly and surely brought returns during several seasons past. 
The manufacturers’ meeting last week decided to increase their national 
advertising budget about fifty per cent above that for the present year, 
which will be about twenty-five per cent higher than that of 1919 

The greeting card manufacturers went to show the stationers that 
they are not backward in trade promotion and in keeping greeting card 
stocks moving. 

At the meeting of the Greeting Card Association last week we lis 
tened to a most excellent address by your president, Mr. Ralph Bauer, 
who releted his personal experience as a stationer who had been quite 
successful with his greeting card department, and he also touched upon 
some phases of the close alliance and co-operation existing between the 
stationers and the card manufacturers. 

Perhaps it will be a surprise for some of you to learn that more than 
six hundred retail stationers joined the Greeting Card Association during 
the past year. They came in as associate members and in token of 
their interest in its promotion work. There must have been some real 
good points of contact to secure that substantial interest Offhand, we 
wonder if any other trade movement has ever enlisted the membership 
of 600 stationers in one year? 

As one of our retail associate members remarked: ‘‘The greeting card 
business isn’t local; one of my best card customers never bought a card 
until she had received one from a former college mate a thousand miles 
away. And I guess perhaps some of my customers have done the same 
thing and started greeting card customers for other stationers in other 
cities.”’ 

Truly the business is one of reciprocation. Unquestionably the attrac 
tion of co-operation between dealer and manufacturer has been demon 
strated during the past few years in this particular line of trade And 
quite frankly we hope that one of the retailers will want to join with 
the six hundred aforementioned. 

We believe in our business. We feel that we are accomplishing a real 
purpose when we make it possible to spread joy with inexpensive mes 
sengers of love and good wishes, and we ask every stationer in this 
gathering to take up our slogan and “SCATTER SUNSHINE WITH 
GREETING CARDS." 


CONDITIONS IN THE PAPER 
INDUSTRY 


Address by Robert E. Ramsay of the 
American Writing Paper Co. 








IT am asked to tell you in three minutes what you may expect from 
the paper business in’ the next six months. That is rather irge 
task, but I will do the best I can with it in that time I int 
you are all wanting to know is, since Ford has cut the rice of 
flivvers and Montgomery Ward cuts the price on merchandise and cotton 
and woolen goods have been reduced in price, why doesn’t the paper 
business do the same thing? I will try to confine my remarks to the 
entire paper industry—I have no license to speak for them except 
from the standpoint of experience as to what has happened and is still 
happening in the paper industry. 

I will tell you why the paper industry as a whole, disregarding any 


possible exceptions of individual manufacturers, is not in the same 
class with Ford, Montgomery Ward, the American Woolen Com; 
and the automobile companies and the others who have cut their prices 
and succeeded in getting on the front page of the newspapers In the 
first place, there are three classes of business that have been cutting 
their prices: first, war energized businesses, businesses having a heavy 
excess profit tax, and businesses needing money, and the paper industry 
is not one of those three or any one of them. 

Take Montgomery Ward—why did they cut their prices? They cut 
their prices because the railroads, since they have gotten back to pri 
vate ownership, have increased in efficiency—they are moving merchan 
dise much faster now than they did in the past two years, and mer 


chandise is now, of course, coming into Montgomery Ward much faster 
than it has been. During war time, when the railroads were under 
the government railroad administration, it was necessary for them to 


have a large quantity of goods en route all the time The had to 
have as much goods en route as they had in stock, practically, and now 
it is beginning to pile in on them. 

The woolens and cottons can be classed as war energized businesses. 
Everything that the soldier wore—everything he had on his back— 
came under this class, and that production was multipliell over ght I 
know that the factories in New England were running day and night 
on everything except paper. There was no increase in the production of 


paper except the speeding up of the existing plants. Actually there 
were only one or two additional mills over 1914. And then the ques 
tion of excess profits does not enter very largely into the paper business 


All paper is divided into three classes—book paper, writing papers 
and bonds. Writing paper is divided into high grade rag papers and 
the low grade or wood pulp papers. The machines that make low grade 
paners, those are the ones that are much in demand today [he Adver 
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You Don’t Keep FIBERSTOK— 


You Sell It! 


IBERSTOK is a fast mover. It puts “pep” in 











STANDARD SECURITY 


your envelope sales and speeds up the profit TANDARD 
column of your ledger. It is the most durable 


and uniformly good envelope and filing device ma- 


terial made. 


Fiberstok, for every purpose, is light and eco 
nomical and outlasts anything of its kind. These 
features not only attract trade but hold it. 

Prompt delivery of your order assured. Drop a 
postal card for samples and Catalog 5 illustrating 
the full Fiberstok line, with a selling plan for your 


territory. 
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A Service That Serves 


Few worth-while mechanical devices—adding 
machines, telephones, typewriters, Dictaphones, 
even powerful locomotives— could exist very 
long without expert attention. Inspection, ad- 
justment, and sometimes complete overhauling 


are absolutely essential, if the equipment is to 
perform efficiently. There must be a service 
that serves, a definite service so organized that 
it is ready at a moment's notice to render aid, 
assistance, and even expert attention. 


Reg. U. S, Pat, Off. and Foreign Countries 


** The Shortest Route to the Mail-Chute’’ 


Back of The Dictaphone Sales Organization 
there is a service department, maintained and 
operated from coast to coast, from North to 
South, to render prompt, efficient, and economi- 
cal service, and available to every holder of 


The Dictaphone Service Agreement. True, emer- 
gency callsare fewand far between, but when they 
do come, The Dictaphone Service is so organized 
that it is ready to prove conclusively that here 
indeed is a service that serves and serves well 


Phone or write our Branch nearest you for convincing demonstration 
in your office, on your work, and for Booklet, ‘‘ The Man at the Desk’’ 


THE DICTAPHONE, Woolworth Building, New York City 


Cleveland, Ohio 
Dallas, Texas 
Denver, Colo. 

Des Moines, lowa 
Detroit, Mich. 
Grand Rapids, Mich. 
Hartford, Conn. 
Indianapolis, Ind. 


Akron, Ohio 
Atlanta, Ga. 
Baltimore, Md. 
Birmingham, Ala. 
Boston, Mass. 
Buffalo, N. Y. 
Chicago, Ill. 
Cincinnati, Ohio 


Branches 


Kansas City, Mo. 


Los Angeles, Cal. Syracuse, N 


Rochester, N. Y. 
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Providence, R. I. Spokane, W «asi 
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Minneapolis, Minn. Salt Lake City, Utah Toledo, Oni« 

New Haven, Conn. San Francisco, Cal. Washington v.C 
New Orleans, La. Springfield, Mass. Worcester, Mass 
Philadelphia, Pa. St. Louis, Mo. Montreal, Can 
Pittsburgh, Pa. St. Paul, Minn. Toronto, Ont. 


Portland, Ore. Seattle, Wash. 


There is but one Dictaphone, trade-marked “The Dictaphone,”’ made and merchandised by the Columbia Graphophone Company 
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tising Agency Associatior recently reported the last two weeks a tre 
mendous increase of business already contracted for 1921, and you 
can rea what a tremendous increase that is going to mean jn the 
lemand for paper Take just one instance—the Saturday Evening Post 
is a present buying machines to take care of a three million circula 
tion, regardless of the advertising future or lless of any proc 
pective reductions, they are figuring on a million circulation 
ind that will mean 50 per cent more paper than they have used in the 
past 

Another reason for increased demand is because of the depleted stocks 
of manufacturers and merchants. I have just completed a three weeks 
trip among the leading merchants in this section, and have talked with 
men who have mad similar trips in other sections, and the general 


report is that the merchants’ stocks are about 50 per cent of normal 
And exporting business is again on the increase and England and other 





countries are competing for the pulp. And in addition to this, is the 
scarcit of coal in New England, which has retarded the factories 
whi make the low grade paper. I know that personally I was not 
ible t et a bit of despite every wire that 1 could pull, until 
about week ag¢ ind e had almost frozen several times 

Ther ire several other things, including the large amount of paper 
that is going to be needed for catalogues and other advertising that will 
enter into this. but which I will not take the time now to go into; I 
will just say this—we an see no reason for any change in prices in 
the next six months unless possibly there should be increased prices in 
some lines Now, what is the help for this situation That is some 
thing that is for you people to consider, as to how you may increase 
the amount of paper which you will have for blank books, et How 


will not go into that at this time. I thank you 
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Remarks by A. H. Barkerding of 
Mittag & Volger, Inc. ~° 


I know that the line covered by the report presented by Mr. Baer 
s of ich importance that it should be exploited whenever possible in 
fact, there should be a determined effort made on the part of the entire 
industry to invest it with the highest dignity and prestige so that it may 
assume its proper place in this organization Because this has not 
been done to any great extent in the past, the ribbon and carbon industry 
has not received quite the recognition that it should In fact, it has 
een uphill work to get as far as we have gone For several years 
ve wer simply in with the miscellaneous items At the Baltimore 
onvention, with the permission of the chairman, I made a very strong 


appeal to correct this and was successful in having the line listed 
separately, and since that time greater prominence has been given us, 


but we want to reach the point where the industry will be considered 
in conjunction with the importance that it represents to the commercial 
vorld You will well recognize that when an industry has secured 


its proper prestige that it is then able to better stabilize its products 
ind standardize on methods, two of the most important essentials in 


iny line of business, and which will also tend to eliminate the undesirable 
elements that heretofore had a place in the manufacture of typewriter 
ribbons and carbon papers 


4 visit to the plants of the more important manufacturers in this line 
would no doubt astonish many as to the nicety of the detail involved in 
the proper manufacture of the goods; therefore, whenever we have the 
opportunity, we invite our customers to visit our plant. Other manufac 
turers are being encouraged to do the same thing; the result of which 
must surely be beneficial in establishing the importance of the line The 
up-to-date stationer who is seeking to elevate his business above the 
ordinary level can derive the greatest benefit by a visit among the plants 
f the various manufacturers in whose lines they are particularly inter 


ested It affords information that can be obtained in no other way; 
it brings them in closer touch with the man whose goods they are selling 
It brings them in touch with manufacturing methods and the infor 


mation derived in that way must be very valuable in the sale of 
the goods 

I would urge as IT have in a number of previous reports, that the 
stationer pay closer attention to the sale of ribbon and carbon paper, I 
have also frequently urged that a separate department be made of this 
line in charge of some one who has some knowledge of the goods, which 
is necessary in building up the business of such department and making 
it worth while for the owner to maintain. 

I have always contended that this line properly belongs to the sta 
tioner, with the idea that this trade should not be diverted elsewhere 
It must be acknowledged that with exceptions, of course, that the dealer 
has been somewhat apathetic in the sale of this line. In fact, a review 
of the situation for the past ten years would show that a considerable 
number of stationers who at one time did quite an extensive business in 
the sale of ribbons and carbon papers have either given up the line 
entirely or pay very little attention to it, with the result that in those 
cases the sales have diminished to such an extent as to make a very 
poor showing. Of course, new concerns have arisen to take that busi 
ness, and there has also sprung up a large number of specialty houses, 
concerns that handle only ribbons and carbon papers, and perhaps with 
few accessories, and these houses have a corps of salesmen devoting 


their entire time to the business, and in nearly every instance have 
made a great success of it. ‘This success will naturally bring into 


existence other concerns of this kind who will, therefore, most actively 
compete with the stationer with the result that more and more of this 
business will be diverted from them, and as usual therefore, it simply 
becomes a matter of the survival of the fittest, and a larger number of 
etationers must decide if they are going to devote particular attention 
to the line or slowly permit the business to get away from them, 
although undoubtedly the ultimate outcome will be that the stationer 
will hold the single box trade while the larger business of the large 
consumer will be in the hands of the specialty houses 

The importance of the line must not be underestimated under any 
circumstances. It would almost be impossible today to transact the 
large volume of business of the country without the use of the type 
writer machine, using ribbons and carbon paper for making copies of 


all documents. If you will stop to consider for a moment that there 
is scarcely a commercial transaction that takes place today in any line 
of business in which carbon paper is not used in some form. The 


record of even a five-cent purchase is duplicated by means of carbon 
paper There is searcely a device created for the convenience of busi 
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ness that does not use either an inked ribbon or a sheet of carbon paper 
It is, in fact, remarkable to recognize the wide-sptead use of these goods 
This means, of course, that there is not an office or business house in 
the entire country that does not use one or the other of these articles; 
this leaves open to the stationer the widest possible field for the sale 
ef the line of goods that should turn in the most substantial results t 
dwell on this fact because it would be my purpose to impress upon this 
entire organization the importance of the goods that we are making 
At the same time it should bring prominently to the attention of the 


stationer, the advantage of making a special effort to secure business 
in this line and not simply to be content with the trade obtained over 
the counter. This will,-of course, directly appeal to those concerns that 


do canvass on the outside, and therefore have the opportunity to get in 
personal contact with the users of these goods. 

I trust what I have said, therefore, will have your approval 
response in the form of at least a determination to investigate more 
closely the importance of the line that I am representing and also wish 
to thank you for your kind attention. 


DRAWING AND ARTIST MATERIALS 


and also 








Your Committee on Drawing and Artists’ Material has canvassed the 
subject thoroughly and finds great difficulty in framing a report on this 
subject, which would be interesting or instructive. 

The few stationers who handle these lines find their principal compe 
tition in small and sometimes large manufacturers, who feel compelled 
to sell their goods direct to the consumer. This has evidently discour 
nged the stationer from putting in a large line, so technical and full of 
intricate detail. There are more than a hundred manufacturers of blue 
print paper alone, who sell their product direct to the consumer. 

Surveying instruments, levels, transits, level rods, range poles, band 
chains, steel and linen tapes, when not sold direct by their manufac 
turers, are usually sold through hardware stores. 

This leaves the stationer to supply principally the architects, drafts 
men or artists. who are frequently found to be very poor pay The 
larger manufacturers deplore the situation, but seem helpless to correct 
it. It requires a very limited capital to become a manufacturer of blue 
paper, etc., and as fast as one is converted another heathen is born 
What success has attended the stationers who have the temerity to put 
into stock a large and varied assortment of these goods, taking their 
chances on a demand or sale, has been principally due to their per 
sistance in making appropriate window displays and keeping their 
wares constantly before the buying public. 

The manufacturers seem to be hopelessly behind in filling their orders. 
The United States Government, for several years during and after the 
war, took such a large proportion of the manufacturers’ output that it 
now seems impossible for them to catch up to the increased demand 
oecasioned by the wave cf road building and other industrial develop 
ments nuw sweeping the country. 

No lowering of prices is as yet upon the horizon. In fact, further ad 
vances are more than likely, since the manufacturers seem to be getting 
further and further behind in filling their orders. 

Woodson P, Waddy, Chairman; B. F. Sites, A. E. Szafir. 
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Address by Joseph Borden, Shaw & Borden, 


Spokane, Late General Secretary, U.T. A. 


Mr. President and Gentlemen of the National Association of Stationers 
and Manufacturers—I come to you today as a man who has been engaged 
in the combined printing and stationery business of Spokane for nearly 


thirty years—the Shaw & Borden Company. I was fortunate to be able 
to retire from the active work in that business some seven years ago 
end to have been privileged to give the last five years of my life to the 


duties of General Secretary of the United Typothetae of America, which, 
as you know, is the Internationa! Association of Master Printers 

In listening to your reports today it is rather amazing to us to discover 
that you have made the wonderful progress that you have made, and to 
see here the splendid spirit of determination with which you are going at 
this matter of solving the problems which confront the stationery business. 
Of course, I happen to know—having been in this business—something of 
your problems, and so today I am going to tell you a little bit of what 
we have been doing and to assure at the same time that your friends, the 
printers, many of whom are also engaged in the stationery business and in 
this great organization as well as in the United Typothetae of America, 
will be most happy, indeed, to co-operate with you towards the end which 
we believe is mutual between us. 


The Chair: Pardon me a minute. The Nomination Committe: is sent 
in a request that we announce from the platform that they will sit in 
open session until 4:30 to receive any advocacy that any of u may 
wish to present to them. You may proceed, Mr. Borden 

Mr. Borden: Now, gentlemen, the United Typothetae of Ame 1 is one 
of four bundred national or international associations which are working 


today to try to eradicate the evils in those particular industries, and as 
we investigate them we find that the problems are quite similar to 
yours and that you stationers and we printers baving something that is 
particularly our own. We are this year in our great association trying 
to bring about the same common purpose in business; now the U. T. of A 
has been in existence for something like thirty-four years It has been 
striving to inculcate in the minds of the printing industry the same 
as is being inculcated in the minds of all industries, that one essential 
fact of having a definite, positive standard method of ascertaining the 
cost of doing business. I have heard you refer to that quite often today 
and I assume it is just as serious a proposition with you as it has been 
with us. Now, our organization has found in its industry that there 
has been a disease—an insidious disease in the printing industry through 
out all times, which is the principal problem in all other industries, and 
it is known as ‘‘anthrophobia’’—at least it seems that the printers have 
been so afflicted by wanting to know the facts relating to the cost of 
production, as to what the cost of the product is, and they say to 
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themselves, ‘‘We are not going to learn it because we want to beat our 
competitor in some piece of business, and do not want to take a check on 
the cost,’’ and so we have all to contend with that. 

We are happy to say that the time has come when in our industry we 
are getting that thing out of their minds and are showing to our mem 
bers the importance of knowing the facts and having them engage only 
on one term of doing business, and that is to know all of your cost, 
which includes your overhead, depreciation, and all of those things that 
enter into it, and all of them finding it out by the same standard 
methods, so that they can all talk in the same standard language Now 
we are doing what you are, and from the records we are using 4 
standard price list which tells the printer what he ought to charge 
for his work. He doesn’t have to use it any more than you people have 
to use your price list, but we do place in the hands of every member 
of our association—there are some ten thousand out now—a _ definite 
positive knowledge of the proper selling price for everything that the 
printer may produce and that is based on an absolute record of the cost 
of production, and also the record of the time of production I might 
say to you, it will be interesting to know that in the year 1913, we were 
able to compile an annual composite report showing the average cost al 
over the entire United States of payroll and expenses amounting to one 
million and a half dollars, while one issued last year shows thirty mil 
lions of dollars of payroll and expenses. That shows the progress we 
are making. If you have not already adopted & standard cost system 
in the stationery industry, it is time you did so We checked them off 


and found 84 per cent of all the printers who make annual reports were 
4 No. 1, as good any bank in St. Louis or anywhere else. Only 14 
per cent were in the second grade, which is very fair, and only per cent 
were third grade. In other words, there were no fourth and fifth, and 
every printer using the Standard Costs System was entitled to credit 
and confidence. We found in checking up mercantile reports only 27 
per cent of the entire printing industry had a good rating and 73 per 
cent were utterly irresponsible, and entitled to no credit whatever We 
also found that only ten years ago the printing industry away 
down eightieth place in all of the industries regarding credit responsi 
bility, and through the work of the U. T. of A., has been doing, has now 
arisen to thirty-fourth place, and is now considered a much better industry 
than it formerly had been Another little proof we had was at Cin 
cinnati, where we made a survey of the city. We found thirty-two plants 
having a cost system, which made a profit of over one million dollars, and 
we found 111 other plants we made a survey of showed a loss of over one 
million dollars. That tells the story. Now I will tell you in a little 
bit how we have been proceeding recently, how the organization 
worked There may be some suggestion that will be applicable to you, 
and if we will glad to have you adopt something along this line, 
and we will co-operate with you in any way you indicate 

We conceived the idea four or five years ago there 
definite plan of actually getting something done have 
along for thirty-four talking about what to 
eourse doing a vast amount of good in a general But 
have a specific method of actually getting things so 
urated what is known as the three-year plan, which is a 
business education in industry to get things 
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we wanted to arrive at 

We realized as well as anyone could the conditions in the printing 
industr: They were very bad. We knew the causes of the condition. 
they were due mainly to the lack of business knowledge and the only 
thing we had to do was to suggest the cure Now, we will tell you 
what the cure has been Our slogan has always been ‘Standardization 
and Uniformity.”’ In every city we visited, we found that Bill Smith 
kas a method that is standard, so has Tom Jones, and George Brown 
but no two are alike We found when we visited one city that they 
had a general standard practice, another city another general practice. 
but we were working on this point of actual national standardization 
end uniformity throughout the industry, so that we can bring the busi 
ness to a higher level of success and prosperity 

We printers—and I think we stationers—I wi speak of myself as a 
stationer because I am still a stockholder in that little business out 
there and am receiving my dividends, so I am a stationer—we printers 
and stationers have gone about all of these years without having a solid 
foundation in our business as a whole and w>? have to start in at this 
late day, we stationers and printers, to put that foundation down in this 
industry of ours—your industry and ours. Sometimes I think of this 


building up of a pyramid 
having 


matter of a foundation should be likened to the 














The cap-stone we typify as profits, and we printers and stationers 
nothing but wabbly props supporting it, down it comes, because the foun- 
dation stones are not laid That is what we are doing now. and I 
believe you stationers are doing the same thing We go about this 
work the same as any large National Association wonld go So wr 
have divided the country into districts. As you see from this chart, there 
are twenty districts At our convention in this hotel last mont! we 
arranged each district so that we have made New York City a district 
by itself and Chicago a district by itself because their problems ars 
so large that they uld have a separate solution In each of the 
twenty districts there is an executive committeeman looking after the 
affairs of the association as rapidly as we can: we place field secre 
taries in every district, all of them trained to working on the same lines 
in the industry thoroughly organized. That is the process and method 
by which we are getting the work done. 

‘lhe first thing we do in getting a new city is to make a census and 








survey of the printing industry and ascertain the actual conditions exist 
ing there I will call your attention to a chart that represents in 96 
of the cities of the country, that printers had turned out by their sales 
and business in those cities. two hundred and fifty-nine millions of dollars 
We found that the printers had sold that for twenty-five million, mak 
ing a profit of nine million dollars, or only 3.8 per cent on cost We 
recommend to out members that they add at least 25 per cent to their 
cost of production in order to have a fairly adequate profit, so by meas 
uring it on that basis, we find our printers in the 96 cities lack more 
than fifty-two millions of dollars of getting a fair and right profit in 
their business. 

Here is another little thing we found out by making an analysis We 
found that the percentage of material to the total cost is 39 per cent, 
and the labor and expense of the total cost is sixty-one. For we printers 
have endeavored that for years—profit had been added to the material 
and was cutting off any profit for the vast millions we have put in 
for payroll and expense items, we then would have made only 8.25 per 
cent If we intended to give our stock away. and most of the printers 
have been doing it without any profit, if it had been added to labor and 
expense, we would have made only 5.25 per cent That is the condition 
we found There is, however, a glorious thing to report as the result 
of the work going on, and that is that there has been an immediate 
improvement in every city being organized on this standard plan. I 
have an illustration over here from the city of Grand Rapids, which is 
a pretty good printing town. We found printers on the survey showed a 
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loss of exactly twelve thousand three hundred and twenty-seven dollars 
We found that less than 10 per cent have made a dollar and more than 
90 per cent were losing money every day they were in operation We 
found the total loss proper was three hundred and twenty thousand dol- 
lars, and a re-survey of the city a year later showed this result: they 
had overcome this entire loss and had an actual profit of two hundred 
and thirty-seven thousand dollars. We found all of the small shops 
doing a business of less than ten thousand a year showed a profit of 25 
per cent, and those from twenty-five to fifty thousand of 25 per cent, and 
every member had made an actual profit. We found that from the work 
as re-surveys were made throughout the different cities. Now, what's 
the program of bringing better conditions from business education of the 
industry? It is along the lines you gentlemen have been talking this 
morning. Our Committee on Education has evolved educational courses so 
that we printers are starting as students to learn our business, and the 
composition of our business along business management lines The 
various courses that have been evolved have been taken to Harvard 
University where they have been tested out for the approval of Harvard 
and they have the approval of Harvard, and they are used and we put 
them into practice throughout the country. They have been approved 
by other universities, who have sanctioned them. I want to call your 
attention to the Cost Finding Course; that is something which is of 
great interest. What we need today is a large number of people trained 
to actvally ascertain @sts and for that purpose we have this standard 
Cost Finding Course, which is now in use throughout the country; vari 
ous cities throughout the United States have now established this Cost 
Finding Course, and are using it to train their men. In all those cities 
we have employed permanent cost men to keep up the cost work in 
those cities. 

Next comes the Accounting Course. Some printers and stationers still 
keep their accounts on spindles. I found one the other day who kept his 
bills in one drawer and when a bill was paid, he took it out and put it 
in the other drawer; that is the way he kept track of his business. A 
lot of us printers and stationers have been doing that thing. We 
have a Standard Accounting Course now in order that the Accounting 
Course may be uniform in the industry. Where they come to a printer 
and say, ‘‘Will you give me a price on the job?’’ and the printer gets 
out an old envelope and looks his customer in the eye to see if he is 
getting too much and finally says $94.00 when he doesn’t know any 
more whether that is the right price than a jack rabbit—we are training 
thousands of students who will know something about the printed product 
through this splendid course. 

This salesmanship game applies to the stationer as well as the printer. 
Today we are training thousands of men to go out and sell printing at a 
profit, and that will produce more and better printing. 

Now, here comes the course that Charley Estey is interested in. He 
will tell you about advertising matters. It is the standard advertising 
course for the printers who wish to know more about the different meth- 
ods and plans of advertising. 

The final one coming, the committee has in preparation, is the business 
administration course, to train the bald-headed man and the gray-haired 
man—I see there are several of both kinds—but to train those who 
have been in business a long time how to manage the business in the 
right kind of way. 

As I told you, these classes are forming in 114 cities, where the stu 
dents are actually studying those courses. They become graduates of 
our school of printing at Indianapolis, where the papers are sent for 


examination. We have formed in these districts—I have heard you 
mention about district groups—it is just what we are doing, rotary 
clubs. We have annual meetings in all of the districts, so that the 


members who are not able to come to national conventions may get 
the benefit of the ideas. I think that is a very good idea for you to 
earry out. You will find that you have. If you have a federation meet- 
ing in one of the districts, more of the fellows will become interested 
in your national meetings and will come there, as we have found out 
from experience. 

Now, gentlemen, a noted lecturer, George S. Cook, said in a recent 
lecture, ‘‘Ideals untrained are without value unless they are expressed 
in practice; a great theory is of no valve unless it is proved; ideas fur- 
nish the inspiration, practice furnises the proof.’’ Along the same line 
as your field secretary has been telling you, this program of bringing 
about a great business educational movement in our industry has come to 
pass. I want to quote you from one of the members in St. Louis, showing 
the value of the work. I have a great bundle of all this stuff, but I 
want to read you an extract: One of the members in St. Louis said, 
“The industry in St. Louis was giving the customer practically two 
million dollars which rightfully belongs to the printer—something over 
two million—and as a result of this survey, practically all of the printers 
signed for the three-year plan—we make them sign a legal, binding con 
tract and they are going to go through with the thing; they cannot 
get out of it. During the past year they have all made more money 
than they ever dreamed of making before. Our company now pays to the 
local association dues of approximately five thousand dollars a year, and 
we consider it the best money we have ever spent. That is one individual 
plant in St. Louis paying dues and that does not touch the proposition 
You cannot put over a big business educational program without money, 
but every dollar you put in brings back many more dollars. We have 
a number of departments in our organization. First we have the Depart 
ment of Organization that supervises all the field work; a Department of 
Research that collects and disseminates the various data; a Department 
of Education that keeps the educational work active; a Department of 
Advertising that shows the printer how to advertise his own business 
and how to advertise the business of his customer; a Department of 
industrial Investigation that takes care of the information regarding 
the various labor situations; we have a Department of Specialized 
Groups, Linotypers and others, aligned in our association. If you come 
to Chicago any day in the year, you will find in our room in Chicago a 
number of men studying hard the various work that we are doing— 
either the field work or local secretaries, or something of that kind, and 
establishing this idea of educational organization.’’ 

I have given you a sort of hurried idea; I have a lot more features 
I have this book full, but they would go clear across the room There 
have been 135 cities surveyed. I will not call your attention to them, but 
just give you a little idea of them and then bring my remarks to a close. 

There is one thing we are doing that I am sure Charley Estey will 
suggest to you today, and that is, that you adopt a national movement, 
if you haven’t already one. Come out in the open. Advertise to the 
public just what your organization has and what you are doing The time 
has gone by when business men had to go behind closed doors and do 
things they were afraid for the public to know. Everything you are 
doing and we are doing is of a character that we are only too glad 
to put up to the association and to the opinion of the public. We want 
the public to know what we are doing, and we want them to know 
what we are contemplating accomplishing. We are urging the buyers of 








| [ersstataahelaaaennennnennttnnnt 








f eres | 


November, 1920 ‘FICE APPLIANCE: 195 








seecrier 
q 
| 
} 


























HY waste time and money hand-writing or typing addresses? Why 
bother with bulky metal address plates? Stencil your addresses in these 

Elliott Cards. Quickly and easily done on any typewriter. Then—in the 

“A ddresserpress’’—they will automatically address your circulars, statements, 
shipping-tags and other business forms; — 60 per minute! Each card is good for 
10,000 clear, clean impressions ;— performing also a double duty by serving as 
an “‘always-alive”’ classified reference-list in place of your present index cards. 


Send for our booklet ‘Mechanical Addressing” 


The Elliott Company 
140 Albany Street, Cambridge, Mass. 
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Nsterd ay's Visi on 


How Art Metal has kept 


pace with American Business 


Many years ago— some men conceived of that time when 
American business would so increase as to leave the rest of 
the world laps behind in the race for commercial leadership. 


And it was at this time, in planning for the needs of the busi- 
ness office of the future, that the Art Metal Construction 
Company made its contribution to business—Art Metal steel 
office equipment. 


Practically from the very start—and right down to the present 
day—the makers of Art Metal established the standards for 
steel desks, safes, cabinets, etc. As business grew, Art Metal 
kept pace by adding to its line—by improving each product— 
by extending its organization until today it is world-wide. 


Other manufacturers have come into this industry, but Art 
Metal has grown to mean so much, that all steel office equip- 
ment is often referred to as ‘“‘Art Metal.” 


There is really only one Art Metal—the Art Metal Construction 
Company of Jamestown, New York—and in every territory, in 
every city, of the United States, there is only one branch or 
agent through whom Art Metal equipment may be bought. 


rt Nata 


JAMESTOWN, N.Y. 





The name of one company -not of an industry 
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printing—telling them what we are doing, and you men want to do the 
same thing. Your customers are all organized, and they know and 
appreciate what you are striving for. Now we are getting to this point 
What is business? 

Why, men, business is the organization means of satisfying human 
wants That is what you are trying to supply—don’t you see? I want 
to say this: It is absolutely more important for you to have service in 
your mind when it comes to business, than your profit, because if you 
have service and act on it, the profit is bound to come to you, but the 
predominant thought should be TRUE SERVICE. 

It is said, ‘‘What is wrong with the stationery business?’ Men, there 
is nothing wrong with the stationery business. It is the finest business 
that ever was, but these stationers have not always managed it just as 
it ought to be managed. There is nothing wrong with the business 

I tell you, this organization work or association work is a serious 
business matter, and one of great importance to all of us. I heard a 
definition of ‘‘organization’’ the other day, which I think is applicable 
to all of us. It seems organization is the getting together of a homo 
geneous body of men, each one recognizing the responsibility of his indi 
vidual effort and of pulling in the harness in the same direction, to a 
common end, After all, this matter of organization is a mathematical 
one, strange as it may seem to you. It goes this way: When two men 
work separately with the same object in view, the value of their work 
may be stated, one plus one equals two, but when they work against 
each other, it could be stated as one minus one equals zero: but when 
they work together it is one plus one squared equals four. That is the 
true value of this co-operation or organization. It requires optimism and 
courage on the part of all of us to lift the industry above the conditions 
in which it lies. 

You know, men, you have a field which is one of the greatest, if not 
the greatest, work on earth. There is a great rule, one that we could 
profit by, and that is the old rule, the good rule, the golden rule, ‘‘Do 
unto others what you would like others to do unto you,’’ and not ‘‘Do 
unto others as others have done unto you’’; not do unto them as my 
competitor has done unto me, not ‘‘as my competitor has done unto me 
by God, I'll do unto him.” I don’t think I quoted that right—I have 
é<en told that I do not. 

If we follow throughout the organization that golden rule, we will 
soon find that nine-tenths of the things charged against your competitor 
never happen, 99 per cent of your troubles never had any actual signifi 
cance, and we will find by the same rule throughout life there comes 
to light the necessity for collective interest, which only collective action 
can protect, and we will find by that same rule a commercial fraternity 
getting together, and you will also find that the great power of the 
commercial fraternity leads to great good to all, to those who play the 
game squarely and honestly, and by so doing you may have co-operation 
and success in great abundance, (Applause. ) 

Mr. Bauer: I am going to ask the men assembled to show their 
appreciation of Mr. Borden's remarks by extending a rising vote of 
thanks, 

All members rise. 





COSTS 


Address by J. A. Rogers 


Mr. Chairman and Members of the National Retail Stationers’ As 
sociation 

In looking over your program, I note that other representatives of 
the U. T. A. are to address you, and I hope you will suspend judg 
ment on our great organization until you have listened to these gentle 
men who are so eminently fitted to address an audience of practical 
business men, such as constitute this great convention. 

Cost accounting as a vital factor of successful business administra 
tion has in recent years been very forcibly brought to the attention 
of many concerns who before had never seriously appreciated its im 








portance. 

Several national associations have first paid skilled accountants to 
devise cost finding systems peculiarly adapted to their conditions, and 
then have proceeded on a vigorous campaign among their members to 
induce them to adopt these uniform methods, thus making an end of 
reckless and ignorant price cutting. 

The United States Government has played a prominent part in the 
development of better cost finding and accounting methods, and has 
strongly emphasized the importance of uniformity and standardization 
of methods within definite industries, and the Federal Trade Com- 
mission, through the efforts of its former chairman, the Hon. Edward 
N. Hurley, has performed «a great service to the business of the 
country in bringing te their attention the advantage and necessity of 
this branch of accounting. 

I am proud to say that in the midst of this propaganda for uniform 
methods of cost finding and standardization of accounting principles 
within so many industries, the U, T. A. has been the pioneer, blaz 
ing the trail for others to follow, and the success that the printers of 
this country have attained as a direct result of this campaign are 


indeed spectacular and almost unbelievable 

May I quote from the ‘‘Treatise on the Standard Accounting System 
for Printers:"" ‘‘Contrary to common belief, accounting is a very old 
science In almost all of the civilizations that have existed for the 


past six thousand years there may be found remains of complete records 
of businesses and of business and financial transactions, and for more 
than four centuries the business world has used what is commonly 


termed double entrv’’ bookkeeping. Yet it is within the lifetime of 
the ordinary business man of today that accounting has come to play 
so important a part in the business success of the nation, und the 


last few years have seen its greatest and most marvelous development 
Today the man who has no adequate records from which to determine 
his costs, or to record properly the happenings of his business, is like 


ene blindfolded who believes he is treading safely a smooth and pleas 
ant highway, when in fact he is in the act of stepping over the brink 
of a_ precipice. Without adequate accounting many a man unknow 
ingly continues to give all his would-be profits to his customers He 
*hases himself around a circle, so to speak, works hard without getting 
anywhere, and never achieves that prosperity that has been his life 
goal.’ 


The time was when all a business man had to know was how much 
money he had in the bank or, perchance, if he was a little analytically 
inclined, he might want to know how much he had spent for material 














THE 100% SALESMAN 


A New Device for Increasing Sales 
Without Extra Sales Effort 


LWAYS Attentive—Always in the store— 
Always courteous and Always satisfied 
with the job. 

Twenty-six inches high; enameled in French grey 
with labels in three colors and gold; exhibits 8 boxes 
of Eaton’s Highland Linen. Advertising matter can be 
inserted in slots at top and sides. Revolves under air- 
currents from an electric fan. Usable for counter or 
window display. Price $2.50. This is less than cost to us. 


Sent with shipment of other goods or express collect. 
If you have not put in your order for one of these 
labor savers, write to : 


DEALER SERVICE DEPARTMENT 


EATON, CRANE & PIKE COMPANY 
New York Pittsfield. Mass. 


NEW YORK CHICAGO 
225 Fifth Avenue 100 So. Michigan Avenue 
PHILADELPHIA — 10°4 Filbert Street 
BOSTON SAN FRANCISCO 
8 Winter Street 770 Mission Street 
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and labor and how much his total sales were; but changing social and 
industrial demands, the gradual absorption and development of natural 
resources, the exploitation of new fields of commerce, the increase of 
population, the higher standards of living, the greater complexities 
of demands in modern life, all these, transformed to some extent, 
meet the business man of today in the form of demands for more wages, 
better living conditions, m the increased cost of materials and in much 
keener competition in every phase of manufacturing and selling. He 
must either meet this changed situation or close up shop What then 
is he to do? Only one practicable road lies before him, and that is 
a keener realization of the existing possibilities in his business, and 
this can be had only through the agency of proper cost and accounting 
methods. 

It sometimes happers that one line among several that is being handled 
saps the profit, or a great part of it, that is being made on the other 
lines handled. I have in mind now a very forceful illustration of the 
truth of this statement. A few years ago the owner of the then largest 
kitchen cabinet factory in the country, who up to that time had made 
high-grade cabinets exclusively, decided to put in his line, as a feeder, a 
cheap cabinet, and after consulting with his cost man and superintendent 
a selling price was established, being based from estimates of costs as 
compared to the higher grade cabinets then made. Samples were made 
and taken to the Chicago market, and the line met with a ready sale; 
and the owner of the business was congratulating himself on having made 
n great success with the experiment, until the cost figures began to show 
an actual loss, exclusive of selling and administrative expenses, of 
twenty cents each. Being prone to accept these figures, he waited 
another month, and the costs were substantialy the same, at which 
the owner immediately withdrew the cheap line from the market, with 
the result that the next two months with approximately the same volume 
of business his net profits were three thousand dollars more each 
month that they had been during the two months he had been so 
*“suecessful’’ with the cheap line. This meant nothing else than that 
he was paying bis customers three thceusand dollars a month for the 
privilege of furnishing them this article. Now I submit, that if this 
man had net had a reliable cost system he might have continued indefi 
nitely selling the cheap line and thereby lost several thousand dollars 
of cash profits that could have been made on other lines. 


Another factor that has undoubtedly played a prominent part in many 
businesses is unintelligent or unscientific accounting. Correct records are 


a fufidamental basis for the effective economic regulations of the affairs 
of every business. 

A correct tabulation is not in itself a correct record. 4 record to 
be correct must show, by proper grouping, the true relation of all 
factors involved in the cost of doing business. A correct o i 
of an untrue compass, or an unintelligent observation of a true com 
pass, must inevitably cause an error in direction. 

Scientific accounting is shown by correct grouping. ‘There is a wide 
difference between honest accounting and scientific accounting. You 
may have a record that will honestly account for every dollar received 
and expended and still pot have any intelligent information regarding 
the true relation between all factors involved in statements of costs or 
of profits or losses. It has been said by a prominent accountant that 
unintelligent accounting works greater harm than dishonest account 
ing. and I firmly believe this. In business of today, unintelligent 
accounting is the rule, dishonest accounting the exception A peculiar 
phase of this question is that the effort to displace both of these incor 
rect forms of accounting meets more persistent opposition from those 
who know their accounts are honestly kept, than from those who know 
they are keeping their accounts honestly. ‘The average bookkeeper, and 
business man, too, can be more easily persuaded that he should keep 
his accounts honestly than he can be made to see that it is not necessary 





for them to be dishonest to be entirely wrong. Let me quote fron 
Professor Bentley: ‘‘Losses caused by ignorance are enormously greater 
than losses caused by dishonesty. The person, the partnership, the cor 
poration, or the government whose accounts are kept by incompetent 


accountants, are the ones from whom ruinous competition is to be 
feared. The day laborer, the mechanic, the farmer, the manufacturer, 
the public service corporation, and the government that, through lack of 
ability to keep correct accounts, are incorrectly informed as to the 
true cost of living, the true cost of their products, or the true cost of the 
services rendered, are the ones which, under the stress of competition, man 
with man, partnership with partnership, corporation with corporation, mu 


nicipality with municipality, state with state, nation with nation, impover 
ish themselves by accepting wages, selling prices or compensations that are 
insufficient fully to cover the true cost of that which they give in ex 


change. Incompetent eccounting is the cause of more failures than all other 
eauses combined. It gives incorrect information as to costs of living, 


products and service, which leads to the acceptance of insufficient com 
pensation, a course that must result in failure with a certainty from 
which there is no escape. Scientific accounting is a guide to intelli 


gent economy, which is as essential to success for a person, a partner 
ship, a corporation, or a government, as is skill for an artisan, intelli 
gence for a farmer, scientific engineering for a manufacturer, or correct 
economic policies for a government. Honesty and intelligence must he 
combined to eliminate errors voluntarily or uintelligently made.’’ Who 
ean gainsay the wisdum of these startling words? 

May I pause here to give you a concrete illustration of the value 
of true records, as an aid in determining how to meet ruinous or 
unintelligent competition. Several years ago I was connected with the 
Hoosier Manufacturing Company, manufacturers of the Hoosier Kitchen 
Cabinet. We were operating a_ scientific accounting system inter 
locked with the cost system, and knew to a certainty what our product 
was costing, both to make and sell. About that time, spurred on by 
the success of a few firms in this line, mushroom cabinet factories 
began to spring up over night, and make a bid for business, invariably 
using the well known bait of cheap price, in some cases quoting prices 
on cabinet apparently, to the prospective purchaser at least, as good as 
the Hoosier, at less than it was costing them to make and sell theirs 
in spite of the fact that they had the best equipped factory in the 
country in their line. This cut-throat competition, of course, could 
not pass unnoticed, so a meeting was called in the manager's office, and 
after much arguing pro and con, the manager said, ‘‘Boys, we know 
that we can make this cabinet cheaper than any of these little fellows 
and we know that we cannot begin to put it on the market at their 
figure, so I have decided that we will go on in our regular wa at our 
regular price, and the more cabinets these fellows sell the sooner they 
will be in bankruptcy."” What was the result of this policy? Today 
the Hoosier factory is five times as large as it was then, and with the 
possible exception of two or three who were wise enough to change 
their policy quickly, the entire bunch have been forgotten lo these 
many years. What a graphic illustration of the fact that ‘‘Knowledge 
Is Power.”’ 











November, 1920. OFFICE APPLIANCES 199 


BS&P Alumainum 
Sheet JHolder 


ALUMINUM SHEET HOLDERS are used prin- 
cipally where a binder is required for 
rough usage. Especially adapted for de- 
liverymen, as the weather will not affect 
them. Are used as billing boards by 
express companies and in freight yards. 
Ideal for manufacturing plants where 
acids and greases are extensively used. 
They are easily cleaned and will not rust. 
Hospitals and dispensaries find Aluminum 
Sheet Holders very desirable, as they are 
sanitary and may be sterilized without 
injury. 

Both covers are made of solid, heavy- 
gauge aluminum. Operating mechanism 
has no complicated parts. Locks open 
automatically and close with firm grip. 
Made in twenty sizes, from 2’’ x 334” to 
9” x 151%”, covering practically every 
requirement. Capacity, 34 of an inch. 
Prices from $1.10 to $4.50 each. 
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The Selling Points of 


Instant Reference Files 





Are comprehended at a glance. Every 
Business man in your Territory knows 
the value of Jnstant Reference to 


Needed Data. 


Kohlhaas Instant Reference Files 


remember correctly for you. A name, 
an address “‘on the tip of your tongue’ 
can scarcely be spoken more quickly 
than the Kohlhaas file produces it 
for you. 


Think of it!—telephoning, dictating, 
taking orders—the instant availability 
of data cuts the corners, eliminates 
wasted time, achieves accuracy with 
speed in every day office work— 
Every office is a prospect. 


Instant Reference Files, indexed as de- 
sired, for executives, managers, order 
clerks, bookkeepers, ete. 


Dealers write. 





The Kohlhaas Co. 


480 Lexington Ave. 183 N. Dearborn St. 
New York City Chicago 
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In 1909 the printing industry of this country was in a deplorable 
condition. Not knowing what it cost to make their product, thousands 
of printers all over the country were after the job, and the most effec 
tive bait they had was ‘‘Price,’’ with the result that the printer who 
was making a profit at all was the exception, and most of them 
were operating at an actual loss, and failures were the daily vogue 
and the credit rating of the industry as a whole was near the bottom 
of the list of all the industries of the country. The U. T. A. realizing 
that something had to be done to remedy this situation, started to 
work on a standard method of obtaining true costs to make and market 
the printed product, and employed a high-grade accountant to lead in 
this work It took time to really get a start in this great undertaking, 
but as printers here and there adopted the cost system as recommended 
by the U. T. A. they were astounded at the information obtained, and 
began immediately to revise their methods of estimating costs and 
fixing selling prices This work went along more or less slowly until 
three years ago when our general secretary, Mr. Borden, conceived what 
‘‘three year plan,’’ under which local printers 
were organized for a great three-year campaign for the uplifting of 
the industry, and among other things, this plan included the adoptior 
and operation of the Standard Cost Finding System in the plants of al 


has become famous as the 


siguators of the plan. As a result of the phenomenal success this has 
met with, thousands of cost finding systems have been installed by 
representatives of the I T. A., and the printers of America today d 


know what it costs them to manufacture and market their product, and 
as a result of this knowledge, hundreds and even thousands of plants 
which had one foot in the front door of the bankruptcy court, have 


operating at a legitimate profit, and those 
formerly made a small profit are 
their investment in money 


been salvaged, and are now 
few more fortunate ones who had 
today making a profit commensurate with 
time and thought. 

Today the printing :ndustry as a whole has a credit rating that ranks 
favorably with that of any other line, and all over this country ars 
many printers who, a few years ago, had to sneak into the back door 
of the bank, -and plead with the president to loan them enough money to 
meet the payroll due that day, who now jump into their Packard and 
spin down to the front door of the First National Bank, and the presi 
dent meets them at the door of his private office with a smile and a 
warm clasp of the hand and says, ‘‘Good morning, John, what can I do 
for you this morning? Ten thousand? Sure thing; couldn't you use 
fifteen or twenty thousand?’’ Now, gentlemen, many of you are also 
printers, and can vouch for the truth of the above statements, and I! 
want to ask you as man to man, what was the one big thing that has 
caused this remarkable transformation in so short a time? I want to 
ask you if I am putting it too strongly when I say that among the 
many other contributing factors, is it not true that the one big factor 
in all this wonderful achievement was the Standard Cost Finding System 


Don't think that this great program was put over easily, for it met 
with very bitter opposition from many members, and the tragedy of it 
was that the very members who opposed it were the ones who needed 
it the most, and even after the organization of a city or group of cities 
was effected and their names on the dotted line, we poor cost men and 
accountants had te fight our way into the presence and confidence of 
the boss printer, and then wage daily warfare with bookkeepers, super 
intendents, foremen and men, but in spite of all this opposition the 
wonderful results above have been accomplished. 

sut you may ask, ‘‘What has all this got to do with the retail sta 
tioner, we don’t manufacture our product, therefore are not interested 
in all this?’ I grant you that your contention is apparently well taken, 
yet just as surely as a knowledge of costs is essential to the manufac 
turing printer, just as surely as he must have records tabulated scien 
tifically so as to show the correct bearing of each factor of the business 
just as surely you retail stationers must know to a certainty the proper 
relation of each factor in the operation of your business, and have com 
plete tabulation scientifically arranged, so as to show you true profits 
or losses, and while the cost to manufacture may not enter into your 
accounting, the cost to do business does, and unless you have your 
accounting scheme laid out so as to show you this in all its ramifi 
cations, you are traveling, indeed, a rocky highway. It is not my aim 
to attempt to lay out an accounting plan that will be suitable for your 
business, but I will merely suggest that whether you have few or many 
departments, on which you should show profit or loss, your accounting 
must contain the proper grouping of all the elements of expenses and 
revenues, assets and liabilities which enter into the balance sheet and 
income statement, and unless it does this honestly and intelligently, 
your records will be misleading, and the consequences of following them 
must inevitably be disastrous, 

It is my belief that in the past too many employers have not appre 
ciated the value of their accounting department, but have looked upon 
it as a necessary evil in order to meet payrolls and collect accounts, and 
this attitude on the part of so many bosses has, I think, resulted in the 
lowering of the standard set for your bookkeeper, and consequently 
many firms have bookkeepers who are utterly incompetent to handle a set 
of accounts scientifically. I speak from personal observation when I 
say this, and I think one of the facts you must face is that your book- 
keeper is not a dead expense and a liability, but that on the other 
hand he is, or will be if you have the right kind, one of the most 


important and valuable assets of your organization, and you should 
treat him accordingly in the future. 
I believe that this association snould as a body get behind some 


comprehensive plan for the betterment of the accounting of its members, 
and may I suggest that through some committee a uniform method of 
accounting for retail stationers be adopted and standardized for your 
industry, and even if a uniform system is not absolutely scientifically 
perfect, yet if used by all members of the association, all would be 
handling all matters alike, and unfair and ignorant competition would 
be eliminated. No honest business man need fear fair competition, for 
if he cannot meet it there is something wrong in his own organization, 
and he can immediately take steps to correct the inefficiencies which 
are handicapping him, and it is only through uniformity and standard 
ization of your accounting work that competition will be put on a fair 
and honest basis. 


While it has in the past been generally conceded that all 
men were in business for what profits there is in it, yet in these later 
days we find that the thought of SERVICE has taken deep root in the 
hearts of the best business men of this country, and I believe that this 
body of men here are actuated by as high motives as any other body of 
business men of the country, and I believe that you are desirous of 
rendering the greatest possible service, not only to your immediate cus 
tomer, but to the age in which you live, and it is only through a true 
knowledge of the cost of that service that you will be able to reach 
the highest peak in efficiency which should be the goal to which all of 
us are striving. 
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‘‘Stands for Quality”’ 


CARD INDEX AND 
VERTICAL FILE SUPPLIES 








Wake Up to the Value 


of purchasing supplies with your business card printed 


upon them. See cut above. 

This means any size order, large or small; it also 
means either guides or folders. 

That’s the way we help build up 
the business for our dealers. 

We make no charge for this privilege— 

Your business card tells your customer where to go for 
another quantity of supplies— 

You are not advertising the manufacturer’s trademark 
instead of your own business— 

No competitor can take your business from you should 
you make a change to some other source. You save the 
thousands of dollars and effort it may have cost you to 
build this business up— 

investigate by writing us for further information as to 
how we can be of great help to you in building up your 
business. 

We manufacture a full line of cards, guides and folders. 

Patented November 6, 1917—No. 1,245,645 

All guides tabbed, printed, imprinted and assembled by 
patented process. 

WE ALSO MANUFACTURE A FULL LINE OF 


WOOD FILING CABINETS 


Consisting of 


VERTICAL LETTER FILES CHECK FILE CABINETS 
SECTIONAL FILING DEVICES MERCANTILE REPORT FILES 
SOLID CARD INDEX CABINETS SMALL CARD TRAYS 





We will be pleased to send you Catalogues with 
prices and samples of our product upon request. 


Wagemaker Company 


GRAND RAPIDS, MICH., U. S. A. 
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Victor 


Standard 
Typewriter 





“‘The World’s Best Writing Machine’”’ 


Some Incontrovertible 
Reasons Why— 


Escapement—Speedy, simple, durable and easy 
of adjustment. 

Alignment—Perfect and permanent because of 
the inch wide type bar bearings. 

Carriage Rigidity—Never before attained. Se- 
cured by the octuple roller bearings which 
eliminate all lost motion. 

Ribbon Reverse—Automatic, reversing without 
strain. Accomplished by a simple cam con- 
struction without springs, dogs or ratchet 
wheels. 

Unit Paper Feed—Grips the paper early; holds 
it late. Alignment perfect at extreme bot- 
tom of sheet. 

Variable Line Spacer—Instantaneous and posi- 
tive, operated with one motion by either hand. 

Line Space Lever—On left front, giving greatest 
possible speed and efficiency. 

Back Space Bar Properly Placed—Operated by 
any finger of either hand, directly from key- 
board. 

Auxiliary Rolls—Oscillating, 
cient. 

Touch—The lightest, most pleasing and least 
tiresome. 

Decimal Tabulator—Inbuilt, simple and speedy. 

In Appearance—Easily the most artistically de- 
signed and beautiful of all typewriters. 

Stencil Cutting—A slight touch of lever in- 
stantly moves the ribbon from writing po- 
sition. 

No Attachments—Modern construction, no at- 
tachments—every improvement being built 
into the machine. 


VICTOR TYPEWRITER COMPANY 


General Offices and Factory 
Scranton, Pa., U.S. A. 


wonderfully effi- 
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Spurlock Takes Important Post. 


ces the 
manager 


The Wilson-Jones Loose Leaf Company annou: 
appointment of H. H. Spurlock as district sales 
for their Central States sales district covering the states 


of Ohio, Michigan, Indiana, West Virginia, Kentucky, 
Missouri, Kansas, Nebraska, Iowa, Minnesota, Wiscon 
sin, Illinois, North Dakota, South Dakota, Manitoba and 


the cities of Pittsburgh, McKeesport, Erie, Buffalo, 
Niagara Falls, Lockport and Jamestown. 

Mr. Spurlock brings to this new position a ripe ex- 
perience and a wide acquaintanceship with the Wilson 


Jones trade in this section of the country. 





H. H. SPURLOCK, CENTRAL DISTRICT SALES MANAGER, 
WILSON-JONES LOOSE LEAF COMPANY 


As Central States representative he covered most ol 
this territory for several years for the Wilson-Jones Com- 
pany and established an enviable record. 

During the past year Mr. Spurlock has been « 
with the Tisch-Hine Company, leading stationers and of- 
fice supply dealers of Grand Rapids. In his work as sales 
manager of this house he has had opportunity to study 
the selling of loose leaf goods from the dealer’s view- 
point, which experience will undoubtedly be of great as- 
sistance to him in his work as district sales manager. 

The appointment of Mr. Spurlock will not in any way 
change the present sales territories. Mr. Snoddy will 
continue as the representative of the company in the East 
Central states and Mr. Gibbs in the West Central states. 

The duties of the district sales manager will be to ef- 
fect a closer personal contact between the dealers and 
the Wilson-Jones Company and to assist the dealer and 
his salesmen in the development of business 


onnected 


Scarcity of Woman Workers. 


A survey made by the. Industrial Bureau of the Merch- 
ants’: Association: of -New York shows that industria) 
work has lost its charm for women since the necessities 
of war have relaxed. A manufacturer of stationery stated 
that the under-supply of women workers in his plant 
was worse than during the war. 

The inquiry showed that in New York, at least, it is 
not a mere question of wages and hours. It appears that 
factory work is looked down upon. Girls will spend from 
one to three hours commuting to work in New York 
offices, at less wages than they can earn in factories near 
home. 

Unskilled male labor is in relatively easy supply. 


Cost Mark Legislation Pending. 
Legislation looking toward laws compelling merchants 
to mark cost prices in plain figures is threatened at com- 
ing sessions of lawmakers in Iowa, Minnesota, Wiscon- 
sin and Indiana. 
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Every Bank In Your Community Is A Logical Prospect 
fr INVINCIBLE Safe Deposit Boxes 


HE NUMBER of bond and other invest. 

ment securities has increased and is increas- 

ing tremendously. Each holder naturaily desires 
to safeguard his valuables against loss or theft. The 
Safe Deposit Box therefore becomes the logical 
repository for such valuables. 


The growing demand for such accommodations 
has outsold the capacity of the average banking in- 
stitution or brought it close to its present capacity. 
These conditions make the banks in nearly every 
community immediate prospects for additional equip- 
ment—especially so since the Safe Deposit Box is 
one of the few details of banking equipment that 
earns a profit. 


Here is your opportunity to add to your profits 
through selling Invincible Safe Deposit Boxes to 
the banks in your community. 


Invincible Safe Deposit Boxes 
Are Sold Exclusively Through Dealers 


You have no clandestine sources of competition 
when you sell Invincible equipment. 





Invincible Safe Deposit Boxes are constructed 

sectionally. This means that either small or large 

Note the impression of solidity you gain from : id % =~ 

Ais ape ed. nas. + gn, installations or additions may be made at any time. 

this set of four Invincible sections : . ) . . 

ahened verticalts These sections align perfectly, either vertically or 

horizontally, and the complete set 1s massive as a 
special construction. 


The individual boxes have patented features 
found in no other Safe Deposit Box. Chief among 
these is the “lock behind the lock” —a heavy steel 
bar that comes into place flush behind the lock when 
the door is closed. This feature makes the Invincible 
door proof against the methods by which 90% of 
safe deposit box robberies are accomplished —sledging 
and lock punching. 


Our proposition to you on Invincible Safe Deposit Box equip- 
ment places you in a position to furnish your banker with as high 





A stock section containing 18 boxes. Similar grade installations as he can obtain anywhere — and the profits on 
sections contain other standard sizes the transaction remain with you, rather than some far off manufac- 
of safe deposit boxes turer. Let your interest prompt you to write for full information. 


INVINCIBLE METAL FURNITURE COMPANY 


MANITOWOC, WISCONSIN 
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This particular 
range includes a 
wide variety of 
upholstery com- 
binations. 


Twelve different 
chairs and two 
stzes in settees, 
executed to har- 
monize with their 
surroundings. 














The adaptability 
of such office 
chairs as here 
shown, is readily 
apparent. Note the 
trim, neat lines; 
unusually grace- 


ful, yet practical 


and comfortable. 





































of the 


office chair situation 


in your territory 
with 


Te NMlasters’ 


Line 


The office chair line that 1s so complete 


that you need no other line in order to 


meet any and all competition, no matter 
what it may be. 

The Masters’ Line includes all the worth 
while features of other lines and many 
numbers distinctly different than others 


show. 


The Present Masters’ Line 
Represents All That Is 
Desirable in Office Chairs. 


Its complete range of patterns and 
pieces,—its real quality,—its price range, 
all go to make The Masters’ Line a 





distinct asset to any dealer. 


There is certainly a decided advantage in 


offering this famous line. 


You should have our newest 
catalog, Number 54. Plenty 
of valuable territory avail- 
able; write for our proposition. 











The Taylor Chair Company 
BY-xelCe)xe mm) arte 
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Depot for Furniture. 


Schirmer presided at the October meeting of 


President 


the Cincinnati Furniture Exchange at which a large num 
ber wer present \ most interesting program was 
presented. The roll call showed a large number of the 
directors present. The secretary read the minutes of the 
previous meeting, which were approved Bills to the 
amount of $146 were read and ordered paid. The secre 


Henshaw, thanking the 


tarv read a letter from George E. 

Cincinnati Furniture Exchange for the sympathy and 
friendship extended to him at the death of his wife. The 
letter was ordered placed on file. A letter from W 
Meredith Yeatman expressing thanks to the Cincinnati 
Furniture Exchange for the support they gave to the 
methods of the Hamilton County League of Building As 
sociations was received and filed. A communication from 
the ferchants’ and Manufacturers’ Association of Cin 


cinnati requesting the Exchange to appoint a committee 
to work with other civic and commercial organizations to 
perfect a plan for a festival and industrial exposition dur 
ing the fall of 1921 was read, and on motion of Charles H 


Feuss, seconded by Clifford H. Dornette, was referred to 
the Exhibition Committee. A communication from Robert 
FE. Becker, regarding a furniture terminal was read, and 
on motion of Frank B. Wersel, Jr., seconded by Henry 


Hageman, was referred to the Transportation Committee 
with instructions to report on the action taken Frank 
B. Wersel, Jr., seconded by Henry Wolf, moved that a 
nominating committee of three be appointed to nominate 
a regular ticket and report at the next meeting. Carried. 
The President appointed Howard F. Scheid, Henry Spren 


gard and Henry B. Hageman. After a discussion of the 
merits of Tuesday as the best day to hold the meetings 
of the Furniture Exchange, the Secretary was instructed 
to mail ballots to the members requesting them to state 
the day preferred. Charles Groene, duly seconded, moved 
that the Cincinnati Furniture Exchange take the initial 
step in having a banquet and entertainment in the near 
future Carried. The secretary was instructed to notify 


the Entertainment Committee to work in conjunction with 


the Queen City Furniture Club and the Retail Furniture 
Dealers’ Association of Cincinnati. Mr. Mandel, of Louis 
ville, was present and spoke of a meeting of the Louisville 


Louisville, Ky., for the purpose of ad- 
and on the request of Frank B 
Wersel, Jr., would try to secure full infor- 
mation of that meeting No further being pre- 
sented, the meeting adjourned and a lively discussion of 
the topics of the ensued 


manufacturers of 
justing work and wages, 
stated that he 


busine Ss 


day 
Limner’s Division Dinner. 
the Blue Print Paper, 
Division of the National Sti 
tioners and Manufacturers met at the Commodore Hote 
New York, N. Y. The speakers were George E. Robin 
son, vice president of the National City Bank; Col. B. A 
Franklin, vice president of the Strathmore Paper Com 
pany; Fletcher B. Gibbs, general manager of the National 
Association of Stationers and Manufacturers; Dr. E. L. 
Rindfusz, of the American Writing Paper Company; 
Mortimer W. Byers, secretary of the National Associa 


October 25 


Material 


Drawing and Artist 
Association of Sta 


l, 


tion of Stationers and Manufacturers. 
The following afternoon the members of the Division 
visited the plant of the B. D. Rising Paper Company, 


Mass 


Housatonic, 


Rousing Turnout in New York Meeting. 


Association of 
Drug and Chemical Club 


The October meeting of the Stationers’ 
New York was held at the 
October 25. This was the first dinner of the season, and 
attendance exceeded expectations. President Henry Frank 


gave an extended survey of the work accomplished at the 


St. Louis convention of the National Association of Sta 
tioners and Manufacturers. A memorial resolution was 
read on the death of the late Nathaniel A. Haddow, who 
passed away October 6. The Association has decided to 


discontinue the publication of New York price lists. Mem- 
bers are advised to follow those issued by the National 
Association. 





MINIMUM INVESTMENT 
MAXIMUM EXPANSION 
UNLIMITED STYLES 
INCREASED SALES 


QUICK and 
COMPLETE TURNOVERS 


Every Unit Sold Is an Entering 
Wedge for Repeat Orders 














Each Universal Unit is a complete 
cabinet in itself, so constructed that 
additional Units in any quantity can 
be attached on either side, top or bottom, form- 
ing solid and rigid cabinets of unlimited styles or 
combinations, some of which are shown below. 


Olive 
Locks. 


sizes—finished in 
without Yale 


Made in Card 


Green, Mahogany 


Document 
Oak—with or 


and 


and 
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LINIVERSA 


BROOKLYN - NEW QRKA 
Let us tell you more about Universal Products which are 
distinctly different—they are sold by the leading Office 
Equipment Dealers and used by National Institutions 
such as the Ford Motor Co., American Tel. and Tel. Co., Prudential 
Ins. Co., New York Life Ins. Co.. U. S. Government Departments, 
Standard Oil Company, National Aniline & Chemical Company, 
Willys-Overland Co., Larkin Company, Guaranty Trust Co., etc. 


**Records at Your Fingertips” 


UNIVERSAL 
SLIDING DESK TRAYS 


EFFICIENT DURABLE ATTRACTIVE 


Made in 2, 


Trays—finished in 


3 and 4-Tray Sets; also Individual 
Olive Green and Maroon. 


highest quality of metal furniture 
made and electrically welded to- 
n-baked enamel and fitted with 


Constructed of the 
steel, all parts die 
gether Finished in ove 
brass hardware. 
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Your opportunity 
For volume in 
Typewriter sales 
Lies in handling 
A machine that 
Meets the writing 
Requirements of 

An unlimited field. 


The FOX 

Seven Pound Portable 
Does that very thing. 
It will do 

Anyone's writing, 
Anywhere. 

Its equipment is 
Unusually complete, 
And its mechanical 
Superiority is 
Unquestioned. 


Retails for 
Fifty dollars, and 
Is fully guaranteed, 


Write us about 
Your territory, 


Fox TYPEWRITER Co. 


GRAND RAPIDS, MICH. 
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Ink and Paste Meeting of Boston Stationers. 


The Boston stationers stuck close to their work at the 
September meeting of the Boston Stationers’ Associa 
tion. Not only did they enjoy educational advantages 
along the lines of inks and adhesives, but they were served 
refreshments that bore evidence of coming from a noted 
factory of those products. The tables looked as though 
there was a plot on to befuddle the prohibition agents 
There was a three-ounce package of ink at each plate, 
and magnums were in reserve. The color seemed to be 
right. Chairman Van Dorn assured the diners that the 
contents of the ink bottles were in harmony with the oc 
casion, so the toast was drunk in grape juice. Later, 
when dessert was served, the same shop atmosphere pre- 
vailed. Each was given a jar of paste. It was discovered 
that while of the right consistency, the paste had not 
come from the wheat fields, but from an ice cream freezer 
The Carterian orchestra furnished music for the dinner. 

Fletcher W. Taft, advertising manager of The Carter’s 
Ink Company, demonstrated the manufacture of inks and 
adhesives. He detailed the selection of ingredients, mix- 
ing, etc., and was assisted by moving pictures taken in 
the factory. A cordial invitation was extended to his 
hearers to visit the factory and see the processes at first 
hand. 

Walter F. Wyman, sales director of The Carter’s Ink 
Company, devoted his attention to the sales angle, com 
prehending not only the products of his industry, but the 
general subject of selling in a stationery store. 

Richard B. Carter spoke briefly, having identified him 
self with the gathering to demonstrate that the executive 
of his company is a human being, and not the awesome 
personage such individuals are frequently pictured 


Rhode Island Stationers’ Association. 


The Rhode Island Stationers’ Association held a meet- 
ing about the middle of October. This was the second 
meeting this association has held. The first one was re 
ported in Office Appliances last month. 












| 





HOWARD L. WHEELER, PRESIDENT, RHODE ISLAND 
STATIONERS’ ASSOCIATION. 


We present herewith the likeness of the president 
Howard L. Wheeler of the Preston & Rounds Company, 
Providence, R. I. The other officers are: Arthur C. Ar 
nold, Providence, secretary; Herman A. Bill, Providence 
Paper Company, vice-president, and William B. Freeman 
of the E. L. Freeman Company, treasurer. 

A dinner was served at the Central Hotel, at six-thirty 
P. M., previous to the meeting. Three new active mem 
bers were elected and seven new associate members, giv- 
ing a total membership of twenty-four. A catalogue com 
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Byron Typewriter Cabinets 


transcend the commonplace 


HREE factors enter into the continuance of good business, viz: Sales 

plans; facilities for manufacture and production. 

Our sales campaigns have always produced splendid results for Byron 
dealers. So much so that we have been compelled to greatly enlarge our plant, 
thus assuring adequate production and prompt delivery. 

The Byron Typewriter Cabinet distinguishes the dealer in volume of sales 
as it does itself in satisfaction to the user. : 

There are thirty reasons why Byron Typewriter 

Cabinets Sell. 


Here are ten of them: 














1. Dust proof, sanitary con 2. Extraordinary storage ca- 

struction. pacity. 

3. Compact and neat. 4. Always ready for instant 
use. 

5. Table space 12x42. 6. No waste in paper, pencils 
or time. 


7. A receptacle 
for every size 
or style of sta 
tionery, forms, 
catalogues 
blanks. 


oT 






8. Al- 
ways in 
perfect 
order. 


9. At 
night, 

lock 
your 
“Byron”, 
everything 
is protect- 
ed, nothing 
disar- 


ranged. fe 
The other 20 Reasons gladly 


submitted upon request 





16. A_ necessit) 
for small offices 





Wega Byron Typewriter Cabinet Co. 
_— <« esse < . . 
for large offices. Ul Woodland Avenue LOUISVILLE, KY. 
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RO-TA-RE 


“Tt fits in the palm 
of the hand” 


(Actual size) 
Model A......... . $20.00 
Model AC, with counter, $25.00 


THE PERFECT STAMP AFFIXER 


Radically different in design, workmanship and service. This high-speed stamp 
afxer saves stamps, time and money. It solves the office postage problem 
because the imperfections thus far attaching to the various known devices for 
mechanically affixing stamps have all been eliminated. 


Does not “chop” stamps but detaches them naturally and gently at their per 
forations. \Vith an easy motion, natural to the hand, it moistens the paper and 
slips the stamp on with just the little slide which does the business right. 

A little device carrying moisture enough for a whole roll of stamps is fastened 
compactly to the outside of the machine, doing away with all clogging and 
gumming. 

Because of its lightness, combined with superior and natural method of oper 
ation, RO-TA-RE is full 50% speedier than any other affixer. Every stamp is 
evenly and properly placed and accounted for without the slightest loss of 
speed. The special combination lock will save the annoyance often caused b) 
machines which a key can open. 

With each and every one of these efficient machines, The Service Machines 
Company includes a bona fide “money-back” guarantee. 


MANUFACTURED AND SOLD BY 


THE SERVICE MACHINES COMPANY 


79 Sudbury Street .. Boston, 14, Mass., U.S.A. 


Agents Wanted Everywhere 
Dealers Write for our Special Proposition 
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mittee and a men dership committee have been appointed, 
and regular meetings of the association will be held o1 
the third Monday of each month. The new organization 
will affiliate with the national association and join in its 
work 


Percy Underwood to Manufacture Stationers’ 
Specialties. 


Many of the friends of Percy G. Underwood, for eleven 
years connected with the Moore Push-Pin Company and 
for the last few years sales and advertising manager of 
that concern, will learn with some surprise that he has 
severed his connection with that company to engage in 
the manufacture of s.ationery specialties of different kinds 
\ definite announcement of Mr. Underwood’s plans will 
be made soon. It is stated that he is already sufficiently 
equipped to be assured that he will have his plant in op 
eration in the very near future. 

P. G. Underwood has covered the United States in the 
interest of the Moore Push-Pin Company from coast to 
coast He is widely known among stationers and has 
been a familiar figure at national conventions and other 
meetings of stationers for many years. In announcing 
his new venture, Mr. Underwood ‘expresses a feeling of 
profound gratitude to his many friends throughout the 
United States for their cordial support during past years 
and looks forward to a continuarice of these pleasant rela 
tions in the future. His wide experience in the stationery 
field and his accurate knowledge of the requirements of 
stationers give assurance that the new concern will extend 
every service possible to its customers. For the present, 





PERCY G. UNDERWOOD. 


Mr. Underwood's address will be at Fifteenth and Bristol 
streets, Philadelphia, Pa. 

The announcement of Mr. Underwood's new venture is 
of peculiar interest to Office Appliances, inasmuch as we 
regard him as one of our good and constant friends. The 
writer of these lines has met him many times at conven 
tions and elsewhere and the mention of his name always 
brings up the recollection of a pleasing and admirable per- 
sonality. He is one of those we have known for so long 
and in whom we feel such confidence that we have mutual- 
ly dispensed with the formality of last names. Office 
Appliances extends its most cordial good wishes to Mr. 
Underwood for the success of his new venture and be 
speaks for him the hearty support and consideration of 
the entire industry 


New York Dinner to Britons. 


The Members’ Council of the Merchants’ Association 
New York entertained delegates who came to America 
to attend the industrial conference of Chambers of Com 
merce of the British Empire October 8. Speaking by 
guests and membcrs emphasized the mutual dependence: 
of Great Britain and the United States in the commercial! 
world, and showed the preponderance of raw materials 
of the world to be in the English speaking nations. 


LIANCES 














Associated with Quality Since 1839 


The Quality Of Your Paper 


It's Appearance 
It's Texture 
It’s Strength 


Enhances the importance 
of the Message It Carries. 


SOU TH W ORTH 
Typewriter PAPERS 


The Oldest Typewriter Papers in the World. 


Were the best papers that could be made 
in 1839. 


They are the best papers that can be made 
in 1920. 


A Paper for Every Purpose 


PARCHMENT DEED 


A Paper of superior quality and 
strength for all legal documents. 


PERMANENT RECORD 


A handsome enduring paper for 
general commercial purposes. 


CREDENTIAL BOND 


A quality paper for all around 
uses at a very moderate price. 





Look for it in the 
Handy Notched Boxes 


That keep it neat and orderly, and accessible 
as long as it lasts. 


SOUTHWORTH COMPANY 


Established 16 


Mittineague, Massachusetts, U.S.A. 
San Francisco Office, 444 Market Street 
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Letter Opener 


Lightning Model A-5—Motor Driven 














Lightning Speed for Every Office 


Opening and sealing mail at top speed for 
every office from the average to the largest 
mail order house. We build Lightning 
Letter Openers and Envelope Sealers for 
hand and for electrical operation. Each 
fits its field—each simplifies and hastens 
the handling of correspondence. 


Lightning Models 


Modern business has scrapped old methods in 
favor of time-saving machinery for opening 
letters and sealing them. We build a com- 
plete line to handle a concern’s mail expedi- 
tiously, whatever the volume. 


You Can Help Your Customers Grow 


by fitting them now with a Lightning Letter Opener 
or Envelope Sealer that fits their business today. 
That business will grow—and your sales will in- 
crease with its need for greater capacity in the 
mailing room. Business cannot outgrow the facili- 
ties we provide. 


We Are Mailroom Specialists 


We help you to put pep into mailing rooms. Let us 
solve the problems of your customers. Explain them 
tous. Our study includes the rapid and accurate 
sorting of incoming and departmental mail, and rapid 
dispatch of outgoing mails with maximum economy. 


Send for our descriptive matter on Lightning En- 
velope Openers and Sealers. 


The Bircher Company, Inc. 
Rochester, N. Y. 


























Envelope Sealer 
Lightning Medel M— Motor Driven 


Hotel Machine Accounting. 

The Hotel Monthly ran an article on the office systems 
of the Hotel St. Francis, San Francisco, Calif. Mention 
was made of the system of handling the accounts of guests. 
This is the vital part of hotel accounting, and must be 
kept up to the minute. 

K * * 

We asked Mr. Crook regarding the front office work. 
He showed us the guest’s ledger, which is the guest’s bill, 
and guest ledger card in duplicate. It is ruled for room 
number, name, date, rate, and audit number. The bill 
entries are dissected; the first column headed “old balance,” 
the next “date,” then “room rate,” “restaurant” (three 
columns for this), “phone”; then a central column headed 
“items,” as baggage, taxi, laundry, news, telegrams, drugs, 
cash advanced. Parallel with this is a column headed 
“miscellaneous” (divided into three columns), then column 
headed “credits,” and the last column “balance.” 

The Elliott-Fisher machine is used for this posting. 
Vouchers are kept with the bill. and at eleven o'clock 
every evening a boy takes the ledger card out and posts. 
The dining room checks are also handled the same way, 
and posted direct from the stubs. 

“Vhe machine was made specially for this work,” said 
Mr. Crook. “It is a remarkable machine. It makes a 
‘recap’ and must reconcile. The machine subtracts as 
well as adds. We know every day what each guest owes. 
We can check up the cashier. The machine subtracts 
when the guest has a credit. In the recapitulation, if the 
totals do not balance, we can automatically locate the 
particular account and item. We use the secret roll of the 
automatic register for check. There is not a pencil or pen 
figure on any bill rendered. The item must be written 
before the figure, and cannot then go off control. Each 
day corrects itself. One girl does all the front office 
auditing.” 

There is a departure sheet, also filled in with Elliott- 
Fisher machine, which shows a clean balance “000,” except 
when credit extension is asked. Two boys do this work at 
night. 


Cleveland Gets 1921 Export Convention. 

The 1921 convention of the National Foreign Trade 
Council will be held at Cleveland, in the Spring. Senti- 
ment favored an inland city, as the last meeting was at a 
seaport, San Francisco. Previous gatherings had been 
held at Washington, St. Louis, New Orleans, Pittsburgh, 
Cincinnati and Chicago. 

The most productive industrial district in our country 
lies from Buffalo down to Pittsburgh, across to Dayton 
and Cincinnati, up to Chicago and Detroit, and includes 
such cities as Columbus, Toledo, Youngstown, Akron and 
Erie with Cleveland as a center. The manufactures of 
this district include steel, iron, clothing, rubber goods 
office equipment, hardware and tools, automobiles, auto- 
mobile accessories, paints and varnishes, oils and greases, 
coal, ships, machine tools, agricultural implements, in- 
cluding tractors, chemicals and machinery, without men- 
tioning the large shoe industry in other parts of Ohio. 

It is estimated that the total value of these products 
each year is about $7,501,319,000. 

Government statistics for the year 1919 show that of 
this amount, $500,000,000 was exported from this district, 
of which Cleveland as a center shipped a large portion. 
Yet this is only a small percentage of the whole and 
would indicate a tremendous opportunity to increase 
these exports. 


Boston Bowling Booming. 

The season for the Boston Stationers’ Bowling League 
was opened in September on the Faneuil Hall alleys. 
The Ward team scored over The Carter’s Ink team, mak- 
ing a total of 1,300 points. The following firms and com- 
panies are represented in this season’s league: The Car- 
ter’s Ink Company, Moore Pen Company, Thorp & Mar- 
tin Company, Thomas Groom Company, Ward’s, Adams, 
Cushing & Foster, W. L. McAdams Company, L. E 
Muran Company. 


No Luxury Tax on Brief Cases. 

The treasury department has ruled that brief cases are 
not subject to luxury tax. They are not specifically 
enumerated in the tax schedule, but some Federal agents 
have been disposed to consider them in the hand bag 
class, and subject to tax if priced at $7.50 and over. Most 
dealers have considered them as traveling bags, in which 
classification the minimum base rate for taxation purposes 
is $25.00. 
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Gardner Machine Gompany 


MANUFACTURERS © 


(iginding and Polishing Machinery ae 
Binc Grinding Supplies and Acces~ ries re egnane 
MAIN OFFICE AND FACTORY 
Beloit, Wisconsix, T.S..\ 
October 1, 1 


















Addressograph Co., 


901 West Van Buren st 
Chicago ,Ills. 








Gentlemen;= 


We get excellent results in filling 
in names , addresses, salutation and dates 
on form letters! 


can positively state the Addressograph 
makes better "matches*to our, form letters than 
we can get with a typewriter-- and of course 
i eaves an enormous amount of time besides. 
| Would not be without it! 


Very truly yours , 
GARDNER MACH INE| 


r 


T./ 
HEN PH Advertisi@g 














ae 


Saas teint aS. 





“Matches” Form Letters Better | 
than Typewriter. FREE TRIAL Proves It! | 


; - wane Se 
OU would sell more if you circularized oftener. | ae 
You could circularize oftener if you had a quicker, 
easier way to “fill in” form letters, address envelopes 
and circulars! 

Why not “fill in” 1000 names, addresses, salutations and dates 
on form letters AN HOUR, instead of 500 to 1000 a DAY by type- 
writer. Get acceptable “matches” WITHOUT ERRORS! 

Right in your office your clerk can emboss names, addresses, etc., 
in EXACT typewriter face type on indestructible card index plates. 

This $70.00 Addressograph prints THRU RIBBON—“light,” 
“medium” or “‘heavy”’ shades of impressions—1000 to 1500 an hour! 
Addresses ALL Forms! . No Errors! 


10 Day Free Trial without Cost or Obligation! 
Sales and Plate Embossing Offices in 50 Cities 


Alddressocg 


TRADE MARK 


PRINTS FROM TYPE 


CANADIAN SALES OFFICES AND PLATE EMBOSSING STATIONS 
HEAD OFFICE: 70 Bay Street, TORONTO Ottawa Montreal Winnipeg 


903 W. Van Buren St. 
CHICAGO 


744 Broadway 
NEW ‘YORK 
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Quality Filing Equipment 
and Card Index Supplies 


Have You Kept Your Finger 
On the Pulse of Changing 


Send today for Business Conditions? 
the complete 


Browne-Morse 
Catalog. 


Have you realized that products that sold heretofore only be- 
cause of the shortage of better products are being weeded 
out by special sales and price cutting and are being replaced 
by products for which there is a steady and .consistent 
demand? 


During this period of readjustment, all Browne-Morse Deal- 
ers can congratulate each other for having adopted in the 
very beginning, a line of filing cabinets and equipment for 
which there has always been a steady and consistent d 
mand. Their foresighted policy has enabled them to serve 
their customers without fear of dissatisfaction. 





This has been demonstrated by the fact that 98% of last 
year’s business was reorder business from old customers. 


Browne-Morse Company 
Builders of Quality Filing Equipment 
16 McKinney Avenue Muskegon, Michigan 






BRANCHES: 
343 Broadway, New York City 905 Liberty Avenue, Pittsburgh 
16-18 So. Twenty-first St., Philadelphia 
109 N. Frederick St., Baltimore 193 E. Jefferson Ave., Detroit 

















"Quality Built 
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Organized Business Ethics. 
at by 
the 


a movement 
name of the 


in business is aimed 
under 


A higher morale 
which is to be organized shortly 


Business Ethics League of America. The present plan is 
to call a convention at Washington, D. C., February 7-12, 
1921. The league will be devoted to the eradication of 
commercial bribery in all its forms. The name has been 
selected as typifying more than an “anti” cognomen ot 
some sort. The latter is hackneyed, and does not suggest 
constructive action. Membership is open to all—men, 
women, firms, corporations or associations. The Com 
mercial Bribery and Tipping Review, 301 Machinists’ 


Building, Washington, D. C., is furthering the movement 


The Forum Bought by George Henry Payne. 


George Henry Payne, who has been prominent as an 
author and writer, has purchased the Forum, New 
York City. This publication is thirty-five years old and 
numbered among its contributors many of the most 
prominent men of the United States. The paper was 


founded by Isaac L. Rice. 


of 


has 
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EXHIBIT OF THE WESTERN LITHOGRAPH 
SUPPLY COMPANY OF WICHITA, KANSAS, AT THE IN- 
rERNATIONAL WHEAT SHOW AND GOLDEN JUBILEE 
HELD RECENTLY IN THAT CITY.—This jubilee extended 
over a period of two weeks and was held in celebration of the 
fiftieth anniversary of the settlement of Wichita. We are told 
that the booth shown above was visited by more than 200,000 
people from all parts cf the Southwest. Both the interior and 
exterior of the booth were painted cream ivory, with plaster of 
paris ornaments high lighted, leaving a deeper hue in the 
crevices. To blend with ivory, all mouldings and frames were 


done ir gold with green electric lights, vines, signs and velvet 
lining fo: the display windows. The three-color combination 
produced a pleasing effect. The space of 10 feet by 20 feet 
inside was used for a furniture display of golden oak roll and 
flat-top desks, filing cabinet, costumer, chairs. etc., and each 
desk was equipped with various office supplies essential to an 
up-to-the-minute office. Display windows and counters con- 


tained suggestions of various departments, including engraved 


stationery and gifts, supplies, loose-leaf and filing systems 
Lithographed and p inted letterheads, checks, drafts, etc., were 
attractively arranged under glass on the counter ledge, 12 
nch2s in width, ith stock certificates and samples of engraved 
cial stationery occupying prominent panels in the background. 
The display was designed by Frank Lynch, who deserves much 


credit for the effective results produced. 








Blinded Soldiers Now Stationers. 


Chapman & Allen are stationers at Grand Junction, Colo 
Both members of the concern were injured during the 
world war, and lost their eyesight After their return to 
the United States, they took a course in store manage 
ment and salesmanship in the Red Cross School at Balti 
more, Md. An opportunity to go into business was pre 
sented, so Roy M. Chapman and Cecil E. Allen formed a 
partnership. They have an attractive store, and receive 
much encouragement from the people of Grand Junction 

New Show Reon for Boston Concern. 

The Osborne Office Furniture Company of 91 High 
street, Boston, opened new show rooms at the corner of 
High and Pearl streets, Boston, on November Ist. The 
new show rooms have splendid lighting facilities and are 
considered among the best in the City of Culture 
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TENACITY 
LINE 


Represents Known Values 


You can sell our loose leaf devices 
with full assurance that they will 
please the bookkeeper, and make the 
manager happy. The bookkeeper 
finds Tenacity Accounting Devices 
easy to handle through his day’s 
work. The manager takes satisfac- 





tion in knowing that his books are 
in good physical shape. 








One item in the Tenacity Line is the 


C.L. STEEL BACK LEDGER. 


Service durability is assured by elec- | 
trically welding the metal parts. 
Makes solid construction that stands 
up under severe usage. The C. L. 
is made in five capacities. Each is 
capable of 100 per cent expansion. 


Use our large capacity binder in con- 
nection with a ledger rack and obtain 
an ideal combination for machine- 
posting. 


Turn prospects into sales, and assure 
yourself of the supply business in the 
future. Our catalogue demonstrates 
Tenacity Quality. Write for the 
book. 


The TENACITY MFG. CO., Inc. 


Reading CINCINNATI, OHIO 
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The ACCO Fastener 


-——=with the Prong Shield Compressor———| 


indispensable for binding 
any number, any size, and 
any kind of papers securely 
and permanently or temporarily. 
It fits flat and is a perfect, in- 


expensive loose leaf transfer and 
takes up no room in files. 








Made in sizes to fit all 
standard gauges of punching 
The PRONG SHIELD COMPRESSOR or 
Washer is furnished only with the Acco Fast- 
ener, and makes the “ACCO” the only prac- 
tical fastener of this type, because it allows 
the prongs to bend inwardly over the com- 
pressor or washer and to be fastened, which 
prevents fastener from being forced open. 
The BROAD BASE gives rigidity and 
strength which is necessary for the binding 
feature, and also supports the papers at the 
perforations, thereby preventing cutting and 
tearing. 
. The papers are bound by the pressure of 
the Prong Shield Compressor against the 
Base—just like a vise. 








The ACCO FASTENER binds thin tissue pa- 
per as tightly as heavy bond or ledger, and a 
narrow sheet is held on one prong as securely 
as when two prongs are used. Sheets are easily 
added or removed from any part of the ACCO. 


Samples and Circular on request. 





CANADIAN DISTRIBUTORS: 


CANADIAN CLIP COMPANY 
79 Spadina Avenue 


American Clip Company 
Beebe Ave. & William St. NEW YORK, N. Y. 
LIC. (W 
SS 


Toronto 











U.S. A. 
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Advancements in Royal Organization. 


A number of promotions are announced by the Royal 
Typewriter Company, Inc. F. J. Carney has been ap- 
pointed assistant treasurer, succeeding A. E. Davis. He 
joined the accounting department in 1916, advancing to 
chief clerk in two years. In 1919 he was made assistant 
to the general auditor. 

L. S. Wilson has been made assistant manager 
of the new supply sales department, which has charge of 
all merchandise and rental business and parts. He had 
been manager of the old supply department for seven 
years. 

C. H. Muchemore, formerly assistant to L. S. 
is now purchasing agent in charge of all purchases 
entered the Royal service as a stock clerk in 1916 
became assistant to Mr. Wilson a year later. 


Grafco Pencil Sharpener on the Market. 
The George B. Graff Company. Boston Mass 
placed upon the market the Grafco pencil sharpener. 
The pencil sharpener business of the F. S. Webster Com- 
pany, Boston, was recently purchased by the George B. 
Graff Company. Important improvements have _ been 
made.on the device which is now being marketed as the 
Grafco pencil sharpener. The machine is made for 
mounting on desk or wall and operates in either a hori 
zontal or vertical position. The shavings receptacle is 
made of nickel plated brass with transparent celluloid 
windows front and back. The cutter is readily removed 
when dull and replaced at a slight expense. 


sales 


Wilson, 
He 


and 


has 











BOOTH OF THE DICTAPHONE COM- 
CANADIAN NATIONAL EXHIBITION, TO- 
RONTO, CANADA.—The members of the Canadian staff whose 


DEMONSTRATING 
PANY AT THE 
faces appear in the photograph are as follows: Front left, Geo 
Parker, special revresentative; rear left, T. R. Crayston, Cana- 
dian sales manager; center, Mrs. L. E. Coddington, demon- 
strator; rear right, C. L. Hazelton, salesman; front right, F. J 
Vaneter. Other members of staff assisted at various times 
including; Miss Irene Hickey, employment manager; A. B. Rud- 
dy, salesman, and F. C. Oldham, assistant to the sales manager. 








Southern Concern Enlarges. 

The Horne Desk & Fixture Company of Atlanta, Ga., 
announce that they have leased an additional warehouse 
and display room for handling office furniture and fix- 
tures. The new move has been made necessary by the 
rapidly increasing business of this large southern concern 
which handles office furniture of prominent makes ex- 
clusively. 


Bureau of War Risk Insurance. 


The personnel of the Bureau of War Risk Insurance, 
Washington, D. C., has been reduced to 7,323 employees. 
This is less than half the former figures. Further reduc- 
tions are proceeding continuously. 

The Marine and Seamen’s insurance division has done 
a total business of $2,390,074,385. Paid claims total $29,- 
830,746. Premiums collected are $47,585,972. 
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The ACCO Folder 


For Efficient Filing and Safe Keeping of All Records 


[t is impossible to misplace or lose a letter from the Acco Folder 
regardless of how frequently or carelessly the files are referred to. 













rhe Acco Folder is positive 
insurance against loss or 
misplacement of  corre- 
spondence because papers 
cannot be wrongly re- 
placed after being once 
filed in an Acco Folder. 
Every paper is chrono- 
logically bound in its orig- 
inal place. Valuable filing 
am space is saved by the pa- 
pers being held compactly. 





@ 


AMERICAN CLIP COMPANY 
AVE. & WHAM STREET 
LONG ISLAND CFT, my 


Be. cnatenee ome 










Postal Card  ceiegaers 


fear cte- 
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Perpeare, i one Of greet inpertemee 66 peu. the ante 
L) Perwdieg Of your heoes pavers is of appeie! uatervet to 
Eee y teat and were eprten wet 2i2) 


Notronst City Heat 
$4 Wait 5 





inane yon Ran ieot Lane 


LAN WIND) J] D> HVT Gay | 






Papers always tightly bound and ready for reference, like 
leaves in a book—a perfect binding at little cost. 


The Acco Folder is inex- 
pensive because it can be 
used over and over; it is 
the only folder in which 
papers are bound in book 
form, and from which con 
tents can be removed in- 
tact securely held together 
with the Acco Fastener. 
Acco filed letters are not 
held by the prongs of the 
fastener, but are bound in 
place by the washer of the 
Acco Fastener, described 
on opposite page. 





Completed or inactive pa- 
pers removed intact and 
securely bound. 


Acco Folders are made of heavy red pressboard in stock sizes to fit all standard filing cabinets ; also fur- 
nished with any cut of tab without extra charge. Each Acco Folder is complete with one Acco Fastener. 


CIRCULAR UPON REQUEST 
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An Appreciation of Courtesies 


To those Members of the Trade 
who found time while at the St. 
Louts Convention of the National 
Assoctation of Stationers and 
Manufacturers to visit our Dis- 
play and Factory we are thank- 
ful. It gave them an opportunity 
to see our product; to appraise 
it at its true value; to judge its 
longevity. 

You, too, are invited to stop off at St. 
Louis when next 


journeying East or 
Westand to judge 


Conrades 


Chairs 


as they appear on 
our floor, finish- 
ed; and as they 
journey, in the 





No. 6363 













If you have no visit to St. 
prospect, let the Conrades Chair Catalogue travel 
to you. A letter brings it promptly. 





No. 637 


white through 
our factory. The 
one is what the 
user sees, the 
other reveals to 
your experienced 
eye the sterling 
merit, the hidden 
features of con- 
struction that is 
the secret of the 
satisfaction 
which Conrades 
Chairs give un- 
der all condi- 
tions of office 
practice. 


CONRADES Chairs are made for the 
private office, the waiting room, the direct- 
ors’ room, the general office and for the 
clerks and stenographers. 


Louis in immediate 


Conrades Manufacturing Company 
1942 North Second Street, St. Louis, Mo. 





























Philadelphia Stationers Elect. 

The Stationers’ Association of Philadelphia held its 
annual election October 21 at the Bellevue-Stratford Hotel 
The fellowing will guide the affairs of the associatio1 
the year to come Frank R. Welsh (William Mann Com 
pany), president; William S. Yeo (Yeo & Lukens), first 
vice-president; Walter G. Springer (Joseph Dixon Cruct 


ble Company), second vice-president; Charles W. Connell 


(Automatic Printing Company), treasurer; Francis B 
Irwin (James Hogan, Ltd.), secretary The executive 
committee is composed of: Harry A. Prizer (William 
Mann Company), Roland Al!ltemus (Altemus & Company), 
\. Pomerantz (Pomerantz & Company), William H 


Brooks (Wm. F. Murphy’s Sons Company) 

A report on the St. Louis convention of the National 
Association of Stationers and Manufacturers was give! 
by the delegate, Harry W. Prizer. William H. Brooks 
urged the co-operation of members with Ralph S. Bauer, 
national president. Resolutions were adopted on the death 
of - the late Alvah Bushnell. Resolutions of thanks were 
adopted for courtesies extended to Philadelphia stationers 
at the St. Louis convention by Charles A. Lent and Amadee 
Peting 


Consecrate a Dollar. 

The annual roll call of the American Red Cross will 
offer opportunities to Americans to give renewed expres 
sions of their faith and appreciation of “the Greatest 
Mother in the World.’”’ The annual roll call will be held 
November 11-25. The dollar—or dollars if you wish—that 
given for the annual membership is not all spent on re- 
construction abroad The record of the past year 
shows that the American Red Cross aided more than 
30,000 victims of unavoidable disaster in the United States 
Our dollars help also in training citizens in first aid and 
instructing women in home care of the sick The record 
of the Red Cross work abroad is written deep in the hearts 
of the beneficiaries of its kindly ministrations 


1s 


Greeting Overseas Visitors. 


rhe foreign commerce department of the Chamber ol 
Commerce of the United States is endeavoring through 
proper channels to see to it that the national chamber gets 
promptly in touch with important delegations of business- 
men and individual businessmen coming to the United 
States from foreign countries. In this connection letters 
have been sent to American Chambers of Commerce in 
various foreign countries and to commercial attaches ot 
foreign governments in Washington asking them to keep 
the national chamber informed of foreign delegations com 
ing to the United States. The national chamber has been 
assured of the co-operation of the United States Depart- 
ment of Commerce and the State Department in this work 


Kobe Floating Warehouses. 


\ Japanese group has bought wooden ships built for war 
trade, and now without cargo because of the slump in 
shipping, and has established eight floating warehouses 
moored in the Kobe harbor. Three launches of 1,000 tons 
capacity each serve as lighters. The novel warehouses pay 
no exorbitant rent and taxes, and are a better fire risk 
than warehouses ashore. It is believed that these factors 
will enable the floating warehouses to do business at a 
much lower rate than their competitors on shore. 


The Junk Man Makes Room. 


\ paper stock company in Chicago makes use of an 
argument in its advertising which may readily be adapted 
to the office equipment field. The point made is that by 
junking obsolete records, selling then for conversion 


into pulp, much valuable space may be released, possibly 
avoiding the necessity of renting increased office space. 
The thought lends itself readily to the more efficient us¢ 
of space by means of improved filing and storage facili- 
ties 


New York Merchants’ Association Report. 


The 1919-20 Year Book of the Merchants’ Association 
of New York has been issued. In its 334 pages are a sum 
mary of the activities of the Association, a membership 
list, and annual reports of officers. 
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Exclusive 
Agents 


wanted in good 
open territory 
for a first class 
line of 


New 
Calculators 


OUTLET LAUREL LAT 
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Baby Thales, Weight 8 lbs. 


Immediate de- 
livery assured. 


This 1s a valu- 
able opportu- 
nity for capable 
salesmen who 
want to build 
up a remunera- 
tive business for 
themselves. 


DEALERS 
Write today for confidential 
price list of calculators and 
adding machines. We have 
a large stock comprised of 
many differ nt models. 


Adding Machine 
Corporation 
323 So. La Salle Street 
Chicago, II. 
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THE WORLD'S BEST 


PEERELSS 


MADE IN UNITED STATES 


nt DEBREESS Si! STAMP PAD 


(CLARKE PATENT) 


Not a Felt Pad but a “‘Self-Inking’’ Ribbon Device 


It obviates the objectionable features of all other stamp pads. 
Cannot cause type to print heavy after re-inking. 


Cannot sink in centre as a result of constant use. 


GUARANTEED to produce a better class of work and for a longer 
period (without the necessity of re-inking) than any other Rubber Stamp 
inking device on the market. 


The inked felt beneath the platen coming in contact with the absorbent 
ribbon causes capillary attraction to feed the Stamping Surface with a 
continuous supply of ink on the same principle as the lamp wick supplies 
the flame in an oil lamp. This is positive in its action and can never vary. 


The inked nbbon passing over the solid platen produces a clean, hard 
stamping surface which imparts to the rubber stamp only sufficient ink to 
cover the face of the type, thus it is possible to produce only extremely 
clean and sharp impressions, and eliminates any possibility of ‘‘flooding” 
the type or making heavy blurred impressions so common with the use of 
the ordinary felt pad. 


TO RE-INK 


Simply turn the pad upside down (into cover). Replenish the felt ink 
container and the pad is ready for use immediately. 


Write Us for Agency Terms, Prices, etc. 


Peerless Carbon & Ribbon Mfg. Co., Inc. 


Carbon Paper, Typewriter Ribbons, Stamp Pads, Stamping Ink 
UNITED STATES 113 West Broadway, New York 


PEEREESS 
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UR Light Weight Filing Safes are made right 
and are right, and we have all the Standard 
Horizontal, Wide and Half Section Units to build 
up the interior for them. The Canton Line is 
indeed complete and we are closing Exclusive 
Agency Contracts very rapidly. How about repre- 
senting us in your territory? We will be glad to 
tell you about i. 


THE CANTON ART METAL CO. 
CANTON, OAIO. 
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DESKS 
Made to Excel 





6 Btn EXCELLO Line of office desks is making substantial progress in its distri- 


bution, being adopted by leading dealers in the various sections of the country. 


No better medium priced desks are on the market today. Made in both oak and 
mahogany. The distinctive feature of Excello Desks—one which has met with 
universal approval—is the high grade finish. The particular attention paid to 
the finish makes it both attractive and lasting. 


Immediate Shipments Guaranteed 


All our efforts are devoted to the one medium priced line, which enables us to 
give better service than would be possible under other conditions. Specializa- 
tion brings convenience in delivery, which is a big factor to the dealer. 


A copy of our catalog showing the complete line will be mailed at once upon 
receipt of your inquiry. 


EXCELLO PRODUCTS CORPORATION 


MANUFACTURERS OF OFFICE DESKS EXCLUSIVELY 


4820 W. Sixteenth St. "Gia?" ~—s CICERO, ILLINOIS 
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Fifteen Novembers Ago. 


Some of the Important News Features of Office Appli- 
ances in November, 1905. 


Hall, secretary and general mat 


Che portrait of J. B 
iger of the Addressograph Company, adorned the frontis 
piece 

At the convention of the National Association of Sta 
tioners and Manufacturers, St. Louis, a silver loving cup 
overflowing with gold certificates, was presented to 
“Uncle” George Olney, of New York—the dean of trav 
eling salesmen. 

The Weis Manufacturing Company, Toledo, Ohio, had 
in contemplation the establishment of a factory at Mo 
roe. Mich. 

Felix FF. Daus, the duplicator manufacturer, returned to 
New York, enthusiastic over a pleasant tour of Eygland, 


Scotland, Germany, Switzerland and the Rhine countries. 

It was considered worthy of note that the office out 
fitting store of Mayer & Thom, Detroit, 
handled, desks, filing devices and loose leaf systems. 


also 


Gregory, 


We chortied over the scheme of a genius who pro 
posed making typewriters useless to an interloper by 
making the keys “blind” when the owner left the ma 
chine. Bless his microscopic cerebellum, the poor neb 


hadn't heard of the touch system of typewriting, which 


even then was quite general among accomplished typists 
For the First Class in Geography. 

\. i. Little, general manager of the Remington Type 
writer Agency, Cape Town, S. A., directs attention .to a 
eoxraphical inadvertence in the July issue In a review 
on trade in British East Africa, on page 25, two sub 
heads allude to South Africa. Continuing, Mr. Little re 
marked 

“You will observe, however, that South Africa is re 
ferred to in two of the sub-headings set out in the middle 
of the article, and as this would doubtless cause a great 


deal of misunderstanding to your readers I think a cor 
rection would be desirable. Of course, the conditions 


referred to in the article itself do not at all reconcile with 


the conditions in South Africa, which must be regarded 
as the Union of South Africa and Rhodesia.” 
Meanwhile, Mr. Little has been invited to contribute 


South Africa 
issue early 


trade in 
for an 


statement showing the trend of 
This, we hope, will be received in time 
next year, and give a definite conception of the conditions 
in South Africa. 


Keeping It in the Family. 

\ good story is circulating in the offices of The Ham 
mond Typewriter Company. It appears that a stenog 
rapher in the branch at San Francisco made a typo- 
graphical error in quoting on a 12-inch Hammond type 
writer to the dealer, N. C. Reynolds, of Papeete, Tahiti, 
naming the price $20.00 instead of $120.00 or some simi 
lar figure, subject to a discount. The quotation was re 
quested for Mr. Reynolds’ brother-in-law Naturally the 
offer was promptly accepted and the situation developed 


into a threat by the brother-in-law that he would sue if 
the machine was not delivered at the quoted price. Head 
quarters wrote to Mr. Reynolds stating that it did not 
seem reasonable to compel the sale of the machine at 
$20.00, and that none of the Hammond dealers would d 
mand machines on typographical errors when the real 
price was known to them. Mr. Brooks also said ‘Tf | 
had a brother-in-law like him, I would take him out o1 
the banks of the Pacific and give him a thoroughly good 
ducking.” 

The brother-in-law was treated in accordance with in 
structions from headquarters. He was invited to a walk 
to the piers and then Mr. Reynolds threw him overboard, 
following the admonition, “Now take your morning 
bath.” The brother-in-law wanted to reciprocate, but Mr 
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Protectograph Check Writer 


(TRADEMARK REGISTERED 


EXACTLY FIFTY ONE DOLLARS SIX CENTS 


(Denominations in Black; Amounts in Red) 


PROTOD Chemical-Fibre Checks and Drafts 
—Registered like Bank Notes 
—Forgery-Proof 


Todd FProtectograph Co. 


\TRADE-MARK REGISTERED) 


(ESTABLISHED 1899) 


World's Largest Makers of Check-Protecting Devices and 
Forgery-Proof Checks 


1129 University Ave., Rechester, N. Y. 








Acquaint Yourself 


With Our Line of 


“ADVANCE” 


FILING CASES 
and SPECIALTIES 


In order to know 
what our line is 
order our sample 
assortment of good sellers specially se- 
lected so that you may have one each of 
many numbers and also a small stock to 
sellfrom. Write us about this assortment. 





Catalogue sent on request 












of 
PLAIN AND FANCY 
PAPER BOXES 
FLING CASES 






2719 Franklin Ave., St. Louis, U. S. A. 


In replying kindly mention thie ad. 
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Typewriter Men 


can add substantially to their 
profits by selling 


AZORA AIR CUSHIONS 


TYPEWRITER SUP- 
PLY AND REPAIR 
MEN, in their calls 
upon the trade or 
waiting upon custom- 
ers have many oppor- 
tunities of showing 
these cushions to 
men who are real 
prospects. 

You can attach Azoras in a few.seconds, while 
asking the customer whether he has ever used 
them. The beneficial effect is so immediately evi- 
dent that the rest is simple. 

Azora Air Cushions are built on the same success- 
ful principle as the automobile tire, a combination 
of air chamber and rubber—of the _ greatest 
resiliency. 

Azora Air Cushions would work in with your busi- 
ness excellently. We'll be glad to tell you more 
about their sales possibilities—their nerve-saving, 
typewriter-saving, sanitary features. 


Let Us Hear from You 


AZORA RUBBER COMPANY 
54th Avenue & 20th Street © CICERO, ILL. 





PAT. DECEMBER 21, 1915 

















Old Town 


Standards Assure 
Satisfactory Quality 


whatever the requirements 
for service or cost. The 
basic materials are selected 
as the result of extended 
experience in the develop- 
ment and manufacture of 
Typewriter Ribbons and 
and Carbon Papers under 
our formula. 


Old Town Carbon Paper 
is made in twelve brands 
for typewriter, pen and pencil, in various weights, 
finishes, in the usual colors. 

Old Town Typewriter Ribbons are marketed un- 
der two brands and each is inked for light, me- 
dium or heavy duty. 

Performance and permanence guaranteed. Our 
Brands are packed in handsome lithographed boxes. 





Mosufacturers of Carbon Paper and Typewriter Ribbons} 
Olé Town and “Crowfoot"’ brands. 


Old Town Ribbon & Carbon 


Co., Inc. 
245-47-49 Centre Street 
NEW YORK CITY .-.. U.S.A, 
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Reynolds was prepared and asked him to read the gen- 
eral manager’s letter and pointed out the logical conse- 
quences. The brother-in-law was so amused that he 
called him a “darned good old Yankee” and continued, 
“I'll shut up and come along home, and take the price 
of a new machine.” At the same time Reynolds got a 
hearty thump on the back which he said he felt a day or 
two after. 
Quirks from B. L. T. 

Now and then the Line-O-Type of the Chicago Trib 
une weaves whimsies from the classified ads, some of 
which touch this field. F’r instance: 

_ Signs of the Times—‘Lost—Fountain pen; disappear 
ing pen type.” 

“For Sale—Understood typewriter in perfect condition.’ 
—Savanna Times-Journal. The columnist’s comment 
wholly impersonal: “Usually, by the time one is under 
stood it requires more or less repair.” 














S. W. HARRIS OF THE S. W. HARRIS SUPPLY COMPANY, 
MAPLEWOOD, ST. LOUIS, IS AN ENTHUSIASTIC FISH- 
ERMAN.—On May 22 Mr. Harris caught a silver tarpon near 
Key West. Fla., weighing 123 pounds and measuring six feet 
four inches in length. The fish was caught with a rod and 
reel and was captured in 55 minutes. 








Poetic Justice. 


The Typographical Journal, the official mouthpiece o! 
the International Typographical Union, was late in issu 


ing its September number. This is the reason assigned 

“Why the Journal is Late—The delay in mailing the 
Journal this month is caused by a controversy between 
the pressmen and employers in the commercial printing 
establishments in Indianapolis, which resulted in a cessa 
tion of work in the pressrooms for several days beginning 
September 1.” 

An Error in Transcription. 

In the October issue of Office Appliances we stated that 
the Typewriter Service Exchange of St. Joseph, Mo., han- 
dled a “widely known dictating machine, made in Orange, 
N. J.” This was an error. The company handles the 
Dictaphone, manufactured by the Columbia Graphophone 
Company of Bridgeport, Conn. 


Fits the Stationer, Too. 


I do not ‘wait some argosy of gold, 
Some dreamy ship upon a dreamy sea 

With silver sails, and jewels in her hold 
I do not ask some ship to come to me 


No, if I sigh and wistfully I gaze 
Upon the world, it is not wealth to win 
I’m merely wondering how many days 
Before That Car of Lumber Will Get In? 
—American Lumberman 
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SAAN 


AVE you ever stopped to 
consider the really wonder 
ful progress that has been made 


in the present day business office ? 


Time saving office appliances, 
labor saving methods in vogue to- 
day were unknown and un 
dreamed of during the time of 
our forefathers. 


The Loose Leaf System of Book 
keeping, like other important 
commercial developments, is an 
economic outgrowth of condi- 
tions, meeting a universal de- 
mand. 


For the small part that we have 
been privileged to play in the im 


provement and betterment of 
loose Leaf Record keeping—we 


are truly thankful! 


Ghe CE.SHEPPARD CO. 


Van Aist 6 14.2 §: St. Long Island City 
New York City 
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Cash In on the “Rosco” Patent Finger Hole 


It distinguishes our “Rosco” Glass Desk pad from all others; it is an advantage to 
> . > 
the user every time he wishes to change the memos held under the glass. 


The “Rosco” Glass Desk Pad 


Is a brilliant glass plate fitted into a flanged frame. It is effective in appearance, 
and aids in maintaining a neat desk. The pad, with the memos under the glass, can 
be moved to dust the desk top, without disturbing the contents. 

The built-up flanges are covered with the finest quality cloth-backed leatherette, in 
colors to match light oak, golden oak, weathered oak and mahogany. We make eight 
standard sizes in the four finishes. Special styles and sizes can also be furnished to 


special order. 


SPECIFICATIONS: 
No. 501 A-1—Glass, 20x24 in.; pad, 2134x2534 No. 551 A-1—Glass, 16x25 in.; pad, 1734x253 
in. 29-oz. glass. é in. % in. glass. (Felt Back). 
No. 511 A-1—Glass, 16x24 in.; pad, 1734x2534 NY 56] A-1—Glass, 20x34 in.; pad, 22x36 in 
in. 29-oz, glass. 3/16 in. glass. 


No. 521 A-1—Glass, 20x24 in.; pad, 2134x253 i ; ' aie 
ag wre ihe ' No. 571 A-1—Glass, 20x34 in. ; pad 22x36 in. 
Ls t. glass. ; id . a Te Dante 

No. 531 A-1—Gilass, 16x24 in.; pad, 1734x2534 in. glass. (Felt Back). 
in. J34-o0z. glass. 

No. 541 A-1—Glass, 20x24 in.; pad 2134x2534 
in. 1% in. glass. (Felt Back). 


Style Designations: A-1, Golden Oak; .\ 
Weathered Oak; A-3, Mahogany; .\ 
Light Oak. 


) 
+, 
Send for printed matter giving detailed descriptions 


Ravenswood Office Specialties Company 


1800-02 Newport Avenue 


Originators of Glass Desk Pads Chicago We also manufacture “‘Ravenswood” Glass Desk Pads 
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We Make Acknowledgment. 

In the issue of the Philatelic Magazine of September 9t 
pubiished in London, England, a picture of the Postoftic« 
and Federal building in Chicago is reproduced from The 
Office Appliance Exporter. This illustration is quite apro 
pos li a journal devoted to the interests of stamp col 
lectors. The Philatelic Magazine is published fortnightly 
and is among the leading stamp journals of the world 
It contains news of the stamp collectors, descriptions of 
new issves of stamps and other matter of interest to men 
who are enthusiasts in the held it covers. To those inte 
ested in stamp collecting the Philatelic Magazine is a min: 
of information 


National Chamber Service Bulletin. 


\ bulletin issued by the Service Organization Bureau 
of the Chamber of Commerce of the United States is 
devoted to the activities of commercial trade organiza 
tions in retail trade extension work. Among the special 
methods of promoting trade detailed in the bulletin are 
Compilation of Mailing Lists, Salesmanship Clubs and 
Retail Selling Classes, Special Retail Sales Days and 
other Special Day Sales, Dollar Day Sales, Spring and 
Fall Openings, Acquaintance Trips and Community 
Houses. 

The bulletin should be valuable to new commercial or 
ganizations, as well as those now established which de 


sire to widen the field of their usefulness. 


General Paper Box Company Organizes. 

The General Paper Box Company has been established 
at 200 South Jefferson avenue, St. Louis, Mo., and will 
manufacture a line of paper boxes, filing cabinets, paper 
and wood specialties. 


The officers are Robert Anderson, president; H. B 
Radford, treasurer: and H. E. Rock, secretary Messrs 
Anderson and Radford were formerly connected with the 
Advance Manufacturing Company of St. Louis. 

Beaumel Company Extends Distribution. 

D. W. Beaumel & Company, Inc., New York, N. ¥ 

has announced two new distributors. The Standard Dis 


tributing Company, Montreal, Canada, will handle bus 


iness in the Dominion. Guy Block has charge. A Pacific 
Coast agency has been assigned to the Manufacturers’ & 
Representatives’ Utility Bureau, Humbolt Bank Building 
San Francisco, Calif. Traveling salesmen will cover the 
entire Pacific Coast 
A Memorial. 
The Alvah Bushnell Company has just sent out to its 


friends a folded card bearing upon one sheet a portrait 
of the late Alvah Bushnell and on the other facing the por 


trait, a sketch of Mr. Bushnell’s life. This little memento 
will be prized by all who knew Alvah Bushnell in life 
Change in Name at Little Rock. 

The Parkin-Longley Company, 215 Main street, Litth 
Rock, Ark., is now the Parkin Printing & Stationery Com 
pany The new name is more expressive, in that it in 
dicates the scope of the company’s activities. The com 
pamy handles a complete line of office furniture, loose leaf 
devices and stationery, as well as several makes of typ¢ 
writers 


New Typewriter Company in Grand Rapids. 


Che Nordmark Typewriting Company is being incorpo 
rated at Grand Rapids, Mich., with a capital stock of 
$200,000. The company will manufacture the new Nord 


typewriter. The president of the new com 
Nordmark, formerly connected with the Fox 
Company 


mark portabk 
pany is H. P 
Cypewriter 


Beat This, Beafeater. 


An Englishman was boasting to an American that there 
in the British Museum a book once owned by Cicero 
“Oh, that’s nothing,’ retorted the American, “in the 
micenm in Pactos chev have the lead pencil that Noah 
used to check off the animals as they went into the ark.” 
—Dixon’s Graphite. 
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MULTIPRINT 


WITH THE 
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MULTICOLOR PRESS 


Form letters—letterhead, letter and signature at one 
impression, each in different color if desired. 


Business printing—folders, envelopes, letterheads, 
bags, labels, etc. 

Uses standard printers’ type, flat cuts, half-tones and 
all regular equipment. 

Automatic or hand feed—speeds 1,500 to 5,000 per hour 


SAVES 40% TO 60% ON YOUR PRINTING BILLS 
LISENBY MANUFACTURING CO. 
General Sales Offices, Plymouth Building 
CHICAGO, ILL. 
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WASTE 
PAPER 
BASKETS 


Wire or Tin Bottoms 
1, 2, 3, 4, Sand6 
SPACE BASKETS 
BUILD-UP TRAYS 


MAIL and TAPE 
BASKETS, etc. 


Special Baskets 
ade to Order 


UNIFORM MESHES, FULL GAUGE WIRE 
ON ALL BASKETS 





PEERLESS SANITARY LIN 





PEERLESS WIRE GOODS CO. 


20 East Jackson Blvd., Chicago, Ill. 


Write for Catalogue O 
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THE ONLY ADJUSTABLE 
POST BINDER 
ON THE MARKET 


Here’s a simple device that enables the office 
boy to bind into book form “in a jiffy” any kind 
of loose leaf records. 


The “F-B” Loose Leaf Holder 








Pat. May 13, 1913 


is adjustable to any distances between runch 
holes and to any size of paper. 
Advantages acknowledged in numerous testimonials. 
The retail price is $3.50 a dozen with liberal 
discounts to dealers. 


F. B. MANUFACTURING CO. 


1228 Intervale Avenue NEW YORK, N. Y. 











(Chicago Office, Frank Z. Woods, M@gr., 180 No. Market St.) 
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ULTIMATE 
Ribbons and Carbons 


As the name implies Ultimate Rib- 
bons and Carbons represent the very 
highest possible product in their 
field. If you want to practically 
eliminate complaints in this line 
Ultimate brands will do it. 





RIBBON € CARBON 
PRODUCTS? CO. 





Ribbon & Carbon Products Co. 


Manufacturers of 


ULTIMATE and AEROPLANE Brands 


35 Warren Street NEW YORK 














N ovember, I920. 


October in Corporate Finance. 


Listed Stock Issues and Other News. 

\ summary of the range of prices on stock exchanges 
in Chicago and New York of industrial stocks related to 
the office equipment and stationery fields. Where no 
showing is made the stocks were not dealt in actively for 
that week. 

American Writing Paper Company, Preferred. 
High for year, Jan. 3@613%; low for year, April 30@38 


Week of October 9—Sales, 400; high, 54; low, 53” 
close, 54. 
Week of October 16—Sales, 1,400; high, 534; low, 51; 


close, 5414. 
Week of October 23—Sales, 6,800; high, 5214; low, 47%: 
close, 48'%. 
Week of October 30—Sales, 31,600; high, 50%; low, 45%; 
close, 46%. 
Columbia Graphophone Company, Common. 
High for year, Jan. 5@65%; low for year, Oct. 1@187¢ 
Week of October 9—Sales, 19,200; high, 21%; low, 187 
close, 1934. 
Week of October 16—Sales, 11,500; high, 207g; low, 19! 
close, 2014. 
Week of October 23—Sales, 7,700; high, 20'4; low, 195% 
close, 20. 
Week of October 30—Sales, 12,300; high, 201%: low 
1834; close, 19. 
Dividend 25 cents quarter plus 1/20th stock January 1 
to stock of record December 10. 
Columbia Graphophone Company, Preferred. 
High for year, Jan. 14@9234; low for year, Oct. 8@77% 


Week of October 9—Sales, 100; high, 7714; low. 77%; 
close, 77%. 

Week of October 16—High, 9234; low, 7714; last sales, 
77%. 

Week of October 23—Sales, 200; high, 77!4; low, 77 


close, 774. 

Week of October 30—Sales, 400; high, 79; low, 78; close, 
78. 

Dividend $2.00 quarter, payable November 1 to stock of 
record October 20. 

Dividend $1.75 quarter, payable January 1 to stock of 
record December 10. 

Computing-Tabulating-Recording Company. 

High for year, Jan. 6@56; low for year, Oct. 16@40 

Week of October 9—Sales, 300; high, 50: low, 46: close 
46. 

Week of October 16—Sales, 300: high, 40: low, 40: close, 
40. 

Week of October 23—High, 56; low, 40; last sales, 40 

Week of October 30—Sales, 300; high, 45; low, 44 
close, 4414. 

B. F. Goodrich Company, Common. 

High for year, Jan. 5@87%; low for year, Sept. 27@48 

Week of October 9—Sales, 7,600; high, 52; low, 49; close, 
49. 

Week of October 16—Sales, 6,500; high, 51%; low, 48% 
close, 4934. 


Week of October 23—Sales, 6,100; high, 5034; low, 48%; 
close, 50. 

Week of October 30—Sales, 8,400: high, 5014: low, 48%; 
close, 4934. 

Dividend $1.50 quarter, payable February 15 to stock of 


record February 4. 
B. F. Goodrich Company, Preferred. 
High for year, Jan. 3@1023%4; low for year, Oct. 21@81. 
Week of October 9—Sales, 200; high, 84; low, 84; close, 
84. 
Week of October 16—Sales, 100; high, 85; low, 85; close, 
85 


Week of October 23—Sales, 2,000: high, 84: low, 81; 
close, 82%. 
Week of October 30—Sales, 600; high, 84; low, 83; 


close, 8&3. 
Dividend $1.75 quarter, payable January 1 to stock of 
record December 21. 
Remington Typewriter Company, Common. 
High for year, Jan. 3@94; low, Aug. 10@45 
Week of. October 9—Sales, 800; high, 57; low, 50%; 
close, 53. 
Week of October 16—Sales, 400; high, 53%; low, 53; 
close, 53. 
Week of October 23—Sales, 300: high, 50%: low, 50%; 
close, 59%. 
Week of October 30—Sales; 1,100; high,.5t; low, 47%: 
close, 4734. 
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WictTor Pic 
On Every Count ......... .péticienes 


i ; Simplicity 
Within the compass of a light, portable Beauty of Design 
mechanism we offer an adding and listing 
machine that 1s durable and substantial. 


Victor Adding Machine 


Note that the most modern features of the higher-priced adding and 
listing machines are embodied in the Victor. There are 
also many new and exclusive Victor features. These 
were elements of our original design. They are 
natural in function and operation—not added as an 
afterthought. We have built from the ground-up 
—there are no annexes or ‘‘lean-to’s’’ on the 
Victor 





































To these virile operating features we add 
reasonable price. 


Tne Victor Adding Machine has an 
eight-bank flexible key-board. The 
printing is visible at all times 
prints totals and sub-totals in 
red with only one pull of the 
operating handle. The work 
is neat and attractive 
The Victor has about 
one-third the parcs 
ordinarily used in 
adding machine 
construction 


Yd 


iy Victor Adding Machine Company 


817-25 West Washington Boulevard 


Chicago, U.S. A. 


i ek 


Prise, $135.00 
ae es 
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THE MILLER LINE 
IS SUPERFINE 

































































“The 
Miller 
Line 

is 
Super- 
fine” 
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Get the stenographer—the typist—the one who actually uses 
typewriter ribbons and carbon papers. She knows—she can tell 
you whether it is easy for her to please “the old man” or whether 
she has to strike letters over, change ribbons often, hammer the 
keys to get good carbon copies, or in other ways fix up or make up 
for the shortcomings of her ribbons and carbons. 


Make This Test 


Think of some customer who complains about the Typewriter Ribbons, 


or the carbons, bought from you. Tell us the retail price paid for those 
goods. Then we'll send you samples of 


The Miller Line 


to retail at the same price. You give these to your customer with a cordial 
request for a good fair trial of them. 


We'll gamble on the result—we’ll take all the risk. If you are not asked 
to supply “more of the same” your experience will be the rare exception. 


The Miller-Bryant-Pierce Co. 


231-241 So. River St., Aurora, III. 


Branches: Chicago, New York, Boston, St. Louis, Detroit, Milwaukee, Cleveland 
ndianapolis, Peoria, Denver, San Francisco 


European Headquarters: 46 Avenue de Villas, Brussels, Belgium 





1920 





| Find the Woman in the Case 
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Remington Typewriter Company, First Preferred. 
High for year, Feb. 2@100%; low for year, Oct. 20@85 


Week of October 30—Sales, 200: high, 85; low, 85; 


close, 85. 
Remington Typewriter Company, Second Preferred. 
High for year, Jan. 8@98'4; low for year, Oct. 28@85. 
Veek of October 9—High, 98%; low, 89; last sales, 93. 


Week of October 16—High, 98%; low, 89; last sales, 93. 


Week of October 23—High, 98; low, 89; last sales, 93 


Week of October 30—Sales, 100; high, 85; low, 85; close, 


85. 

Underwood Typewriter Company, Common. 

High for year, April 15@200; low for year, Sept. 27@152 
Week of October 9— High, 200: low, 152: last sales, 152 
Week of October 16—High, 200; low, 152; last sales, 52. 
Week of October 23—High, 200; low, 152; last sales, 152. 
Week of October 30—High, 200; low, 152; last sales, 152. 


Underwood Typewriter Company, Preferred. 
High for year, Jan. 28@110; low for year, Sept. 27@100 
Week of October 9—High, 110; low, 100; last sales, 100 
Week of October 16—High, 110; low, 100; last sales, 100. 


Week of October 23—High, 110; low, 100; last sales, 100. 
Week of October 30—High, 110; low, 100: last sales, 100. 


The Wahl Company. 
High for month, Oct. 16@50: low for month, Oct. 200475 
Week of October 9—Sales, 124; high, 49; low, 48; 
close, 49 


Week of October 16—Sales, 815; high, 50; low, 48; 


close, 497%. 


Week of October 23—Sales, 1,485; high, 4834; low, 47; 


close. 4834. 


Week of October 30—Sales, 1,220: high, 49! Pe low, 48: 


close. 49 


Paper and Pulp Association Meets in Chicago. 


The American Paper and Pulp Association met No- 
vember i0-12 at the Congress Hotel, Chicago. The chief 
topic was reforestration as a means of maintaining the 
supply of raw material. This is the third of a series of 
conferences held within thirty days. A similar meeting 
was held in New York, N. a October 15. The object 
of these conferences is the formulation of a program for 
forestry legislation, following the suggestion of the Fed- 
eral Forestry Service. The need of a definite program 
has been emphasized and legislation is looked forward to 
which will enable the use of our forestry resources on an 
efficient scale, eliminating the waste which has been char 
acteristic of American methods. The American Paper 
and Pulp Association comprises a number of organizations 
including the American Newspaper Publishers’ Associa 
tion, the National Lumber Manufacturers’ Association, 
and the new National Association of Wood Using Indus 
tries. The latter organization includes about fifty smaller 
organizations, all vitally interested in the conservation of 
our torest treasures 


Sign Business Letters Twice Daily. 


Che Post Office Department has been endeavoring to 
improve postal service by the frequent dispatch of business 


correspondencs Seventy-five per cent of the first-class 
mail in the various cities must be handled in the post 
office between the hours of 4 p. m. and 9 p. m. This sit 
uation is due largely to the habit business men have of 
signing their mail at the close of the day. The post office 


department believes that if mail is signed at noon, as well 
as at night, it will receive earlier dispatch, quicker delivery 


and relieve the congestion in the local post offices. The 
city of Rochester, N. » & was selected for a test of this 
kind. The Chamber of Commerce urged the plan. The 


evening mailing was reduced from 75 per cent to thirty 
three per cent of the entire volume of the day’s mail. 
This was a great advantage to the business houses, as 
well as effecting a considerable relief to the post office 
workers. 


Visible Indexes in Advertising Agencies. 

\n important detail in operating modern advertising 
agencies is the preparation of copy and plates for adver 
tisements that are scheduled for the various magazines 
and newspapers for the definite dates of insertion. Many 
plans have been devised of tracing the progress of such 
jobs. Several agencies have worked out a plan whereby 
visible index systems are used. The cards are of various 
colors, which are changed at a given date. 


> 











PHOTOGRAPHS 7ae’srory 


Photographs for advertising purposes and 

for salesmen’s albums. Office installations 

and equipment photographed. Specialists 
in office appliance photography. 


PEYSER & PATZIG enotocrapuers 


37 E. 28th Street, New York Mad. Sq. 8354 
Official Photographers National Business Show 
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“Everclean 
SLEEVE PROTECTORS 
ARE NOW 
35c PAIR 
These celluloid cuffs for men and women formerly 
retailed for fifty cents per pair. 





‘‘Everclean’’ Adjustable “*Everclean’’ Adjustable 
No. 102 for Women No. 104 for Men 


Write for New Prices and Discounts 


Because our line of products has grown so large and 
diversified, we have changed our firm style to 


THE EMELOID COMPANY 


Formerly the EVERCLEAN CUFF COMPANY 
Pennsylvania Ave. and Fulton St. BROOKLYN, N. Y. 
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PASSED AWAY 







ee Memo Pads 
—Really Useful 














A private secretary and office tickler—made from 
e e oO cold rolled steel, enameled black. Note these im- 
portant features. 


1. A phone directory, alpha- 4. Spindle in back, to file phone 
betically arranged, with cel- calls. 
luloid tips, closed by 82 5 pen or pencil holder, for 
2 ete, spring. inks, Gttenn quick service. 
° too a, Toe © : 6 Rubber feet. 


for two years. “4 
8. Daily memo, calendar pad 7. Message and memo pad. 


Weighs 1 ib.; 10 in. long and 4 in. wide. Packed in individual 
mailing cartons Sample sent postpaid on receipt of price, any- 
where in U. S. A Prices—ename!l, $5.00; nickel plate, $7.50; brass 


plate, $7.50 


The Perfect Peerless 3:22", 32% 


tible—one piece of rolled steel; pads renewed quicker than with 
ethers; small, neat, compact, and economically mailed; cannot get 
eut of order; leaves finger easily—turned at a touch; less expensive 
than cheap cast iron stand or frame, which is breakable; our 
calendar pads fit and work perfectly in other frames; an A-1 ad- 
vertising novelty; used year after year without breakage; complete 
in every detail—The Perfect Peerless defies improvement. 


Prices—enamel, $1.25; nickel finish, 
$1.50; brass finish, $1.50. Send today for 
sample and quantity prices for dealers 
and agents. 





Telefo- Desk Company 
219 So. Dearborn St., Chicago 


The Perfect Peerless 














Give a Thought 
to Pins 


Pins are so commonplace that the 
average user gives no thought to 
them, so long as they're good. And 
there’s the point—on 


Those Good 
Crescent Pins 


Uniformly good—keen points, solid, 
with ‘comfortable’ heads, that push 
the points through thick wads of 
paper, and “stay put.” Our pride 
in making good pins is your assur- 
ance of unvarying quality. 


Bank Pins—Pyramid Pins 


Crescent Brass & Pin Company 
Detroit, Michigan 


Southern Representatives: 


PHIL F. WEBSTER 
Box 873 San Antonio, Texas 


Western Representatives: 


BERT M. MORRIS COMPANY 
444 Market St., San Francisco 


a) 





W. P. Whiting. 

Willis Putnam Whiting, president of the Whiting Sta 
tionery Company, died October 22, 1920, after an illness 
which had confined him to a hospital and his home for 
more than a year. 

Mr. Whiting was born April 8, 1853, at Greece, N. \ 
His father was captain of Compary I, 140th Regiment. 
during the Civil War, and young Willis was taken around 
to recruiting rallies as a drummer “"~ became known 

‘The Drummer Boy of the Genesee Valley.’ 

In 1865 the Whiting family moved to Rochester, where 
Willis attended the public school and Rochester Free 
Academy, from which he graduated. 

Mr. Whiting then started his career in the stationery 





THE LATE WILLIS PUTNAM WHITING 


business in the store of Steel & Avery in Rochester as 
errand boy, and worked his way up to salesman 

In 1882 he came to Buffalo with Mr. Vosburgh and 
opened a book and stationery store under the name of 
Vosburgh & Whiting. About 1897 he severed his con 
nections with the Vosburgh & Whiting Company, and 
opened a retail stationery store under the name of the 
Whiting Stationery Company, which has developed into 
the present splendid establishment of that name. 

Mr. Whiting was a member of the Lafayette Presby 
terian Church, Stationers’ Club of Buffalo, Chamber of 
Commerce, Ellicott Club, Buffalo Automobile Club, Wash 
ington Lodge, The Shrine, “Hugh De Payans Com 
mandery” and a 32d degree Mason. 

He was buried Monday, October 25, 1920. Among the 
pallbearers were Millington Lockwood, the stationer, and 
John Condit, of the Joseph Dixon Crucible Company. 

The business will be continued under the same name by 
Lieut. Lloyd Whiting, son of Mr. Whiting, who has beet 
associated in his father’s business for some time 

Mr. Whiting was an ex-president of the Buffalo Sta 
tioners’ Club and for years has been chairman of its retail 
executive committee. 

x - © 
Abram Nesbitt. 

Abram Nesbitt, father of the president of the Wales 
Adding Machine Company, and for many years a director 
of the corporation, died September 26. He was eighty 


nine years old, and an important citizen of Wilkes-Barre, 


Penna. He had been identified for many years with 
progress in industry and the social body of the Wyoming 


Valley. 
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Dependability- 


I * 

e4hsence of doubt or 
UNCEPCANCY; Command 
ing trust and confidence. M 


he every-day life, certairr 
mer stand out vith mark- 
ed distinction, eminent 
for their service to their 
fellow meru. 


VICe. 


Such distinction is not 
earned by fly-hy-night 
factics nor uncertainty in 
performance. Rather is it 
built on the rock of honest 
value and sureness of Ser 


Lhis is also true of mer- 


chandise. DEPENDABILITY 
alone can earn for a man- 
ufacturer the highest pub- 
lic esteem for his product. 


A guarter of 2 century has 
found the BUSHNELL COMPANY 


dedicated to this policy. 
Dealers and users, 2like, 
are aware of the dependa- 
bility of "PAPEROID 
and Mailing Containers: 


Filing 


Alvah Bushnell Company 


5 Park Row 
NEW YORK CITY 


925 Filbert St. 
PHILADELPHIA 
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POLAR 


on Exhibit 


ie The Livest Office Speci- 


alty Line made a strong 
impression at the New 
York Business Show. 


Are They on Exhibit 


in Your Store? 


Polar Specialties 


Desk Reminders Combination Desk Trays 


Felt Typewriter Pads Display Cards 

Glass Paper WeightsandTrays Penknife and Ink Eraser 
Felt Cushions Paper Weight and Memo Pad 
Desk Drawer Trays Felt Mats 


Glass Desk Pads Householder’s Handy 


Letter Trays Inventory Book 
Index Card Cases Insurance Expiration Books 
Paper Wallets Commercial Stationery Racks 


Felt Discs Combined Tablet Holder 
Non-Shine Chair Pa ds Paper Weight Blotter 
Signature Blotter Books 


The Polar Catalogue is an exposi- 
tion of specialties that are used in 
every office. Write for a copy and 
note how many items are listed 
that will ‘‘go big’’ with your trade. 


Polar Manufacturing Company 


101-07 North Marshall Street 
Philadelphia, Penna. 


November, 
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Michael P. Grace. 
The demise of Michael P. 
20, closes a life which has been identified with international 


trad He was a member of W. R. Grace & Company, 
exporters and importers, New York, N. Y. He was a 
native of Ireland, born seventy-eight years ago. His 
early business life was spent in Peru, and it is said of 
him that during the Civil War he placed all the resources 
of his Peruvian business at the disposal of the United 
States. At that time he had not become naturalized. His 
attitude was a strong contrast to English and native 
houses in Peru, which refused the United States credit 
at that time. He was instrumental in the development 


of Peru. Mr. 


social life of New 


Grace was prominent in the business and 
York and London. He spent his sum 


mers at his English home, Battle Abbey, and the winters 
in Florida. 
“  & 
N. A. Hanau. 
Nathaniel A. Hanau passed away at the age of fifty 
six on October 5. He had been ailing for over a year. 
Mr. Hanau was a former president of the Stationers’ As 


New York 


At the time of his death he was 


sociation oft 





THE LATE N. A. 


HANAU. 


president of Fiedler & Hanau, retail stationers, 631 Broad- 


way, New York, N. Y. This business was established 
in 1889. Prior to that he was connected for six or seven 
years with S. Benedict & Company. Mr. Hanau was a 


member of Bloomfield Council, Knights of Columbus; the 


Holy Name Society of the Sacred Heart; the Montclair 
club. Besides the widow he is survived by two sons, 
N. Austin and Kenneth J. Hanau. 
' & & 
Alden L. Delesdernier. 
Alden L. Delesdernier, who was the first secretary of 


the Boston Stationers’ Association, passed away in Sep- 


tember He was seventy-one years old. The funeral 
services were largely attended by men of the printing 
fraternity, with which trade Mr. Delesdernier was con- 
nected. John T. Bailey, president of the Boston Sta 


represented that organization. 
among his other activities, a 


tioners’ Association, 
Mr. Delesdernier was, 


writer and for some years contributed to periodicals in the 
stationery trad 
' & + 
Frank A. Moore. 
Frank A. Moore, president of the Combe Printing 
Company, St. Joseph, Mo., passed away at a hospital at 
Rochester, Minn., September 22. He was sixty-one years 


Printing Company for 
Joseph fifty years. 


with the Combe 
was a resident of St. 


old, and had been 
many years. He 


oe oe 


Grace at London September 
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These Three Graces Anock out Three 
Disgraces-Pins, Dirty Erasers and 
or Knives which mutilate your mail, 


in OS ee 


"PAPER 
FASTENERS 





” The Clip with Bulldeg Grip 
3 SIZES—BRASS of NICKEL FINISH 











99 Use the Sanitary 


a W) 


TYPEWRITER — PENCIL 
Just the thiné for Particular People. 








OPENER 


= (Hand and Electric) 

Saves time.cant cut enclosures. 
: never out of order. 
3 Sizes-3 Models 





Th2se wonderful time-saving Office Necessities are well-known Stan- 
dards of the best type in office equipment, not because we say so but 
because they are recognized as such by constant users, as well as deal- 
ers, in all parts of the world. 


Write for Illustrated and Descriptive Literature with Prices. 


MADE BY 
THE 0. K. MANUFACTURING CO. 
OSWEGO, W.Y., U.S.A. 





You will be well repaid 
in extra sales if you will 
display 





It is a valuable book for 
every man with a reasonable 
income; not particularly for 
the wealthy man. Many men 
are careless about keeping a 
record of their personal af- 
fairs. My Finances makes it 
easy to do so. A few fig- 
ures and a few words of ex- 
planation in spaces provided 
for the purpose—that’s all. 


A larger size of My 
Finances has been pw 
to meet many req 
wider columns and more 


writing spee, 
My Finance: ‘s an 
established, HT. * 
stock item im most good sta- 
it is advertised; and profitable to sell. 





tionery stores; 


Quality Quality 

JF KF 

Size €%x3%—No. 308........6- $3.50 $4.60 
Size 844x5%—No, 311.......+6- 4.50 6.76 


Both JF and KF are made with Trussell one-piece Covers; 
all leather, no lining, levant grain outside and fine grain 
inside. These covers are handsome and long lasting. 


Send for samples on apecet. 


and dealers’ discount. 
ecards and mail enclosures supplied. 


TRUSSELL MFG. CO., Publisher 
3 No. Cherry Street Poughkeepsie, N. Y. 
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Your Stockroom Is Here 


Our line of specialties 


Oarben Papers for Stationers represents 
Citpbeards . 

Geunten techs many of the staples that 
Figuring Tabs 


enter into regular daily 
consumption in office 


tae dine und Besteneso 

Paper Fasteners and store. Note the 

or — 

5 list of Rockwell Barnes 
Bends Products and check it 
Manifold i 

. against your wants. 
elite’ thie Write us for quotations 
 ,» ka and samples. We will 
——— | give you 

—Boxed 
— Wrapped 


Reasonable Prices 
Special Books Excellent Workmanship 
— Prompt Service 


Rockwell-Barnes Co. 


Manufacturers of Stationers’ 

Holders Specialties 

700 Munn Buildins 
Chicago, Ill. 














“BUMP” 


If one machine does 
the work, why two? 


The New Stand 
Model Bump 
Paper Fastener 
and Punch is a 
paper fastener 
at one end—a 
punch at the 


Write Now 


Then there’s 
the Hand 
Model “BUMP’’ 


that dealers call “Old 
Reliable.” 


A paper fastener 
that'll never cause 
you a moment’s worry. A steady producer for 
the trade. Display these models. will do 
the rest. 


BUMP PAPER FASTENER COMPANY 
La Crosse, Wis. 


SEYMOUR CONOVER, Eastern tative 
350 Broadway, New Y 














Esten C. Richardson. 

Esten C. Richardson, a veteran of the New York sta 
tionery trade, entered rest in late October. Mr. Richard 
son had been in the employ of J. F. Hitchcock & Company, 
339 Broadway, representatives of the United States En- 
velope Company, and the Birnie Paper Company. These 
affiliations covered a period of twenty-five years. Prior 
to those associations he was buyer for Abraham & Straus, 
Brooklyn. 

s k © 


Albert Norris. 

After a siege of illness which ended fatally October 25 
at the Jersey City Hospital, Albert Norris terminated a 
useful and honorable life. He started with the Joseph 
Dixon Crucible Company in 1887, and worked his way 
upward to the position of secretary and assistant treasurer 
Interment was at Kingston, N. Y., following services at 
St. Paul’s Church, Jersey City. 

“ & 


J. D. Monroe. 

A stroke of apoplexy carried away J. D. Monroe, Little 
ton, Colo., at the age of forty-seven. For thirteen years 
he conducted an office supply business at Denver, Colo. 
About seven years ago he engaged in the poultry business 
in Littleton. Surviving are the widow, Mrs. Helen Mon- 
roe; his mother, Mrs. M. A. King, and his sister, Mrs. J. H 
Burton, both of Lansing, Mich. 

-” ou 


J. Gordon Gibb. 


The friends of J. Gordon Gibb, proprietor of The Uni- 
versity Book Store, Lawrence, Kansas, will be sorry to 
hear that he died on September 24, 1920. Mr. Gibb con- 
ducted a very successful stationery business, and was 
loved and respected by all who had dealings with him. 

The business will be carried on and operated by Mrs. 
Gibb and daughter, assisted by Mr. Hanson. 





Murphy 509 Club Dinner. 

The ninth annual dinner of the 509 Club of the William 
F. Murphy Sons Company was held at Hotel Lorraine, 
Philadelphia, October 25. Addresses were made by Ralph 
E. Prickett, president, and several honorary members of 
the club—William H. Brooks, Jacob L. Read and Edward 
Twaddell. The club historian, Floyd J. Leidy, read the 
members into the records of the organization in a happy 
vein. A variety of entertainment was provided. The 
committee having the entertainment in charge was made 
up of J. L. Haines, chairman; G. Wustner, G. W. Nofer 
J. H. Patterson, W. J. Artz, J. F. Redfearn and J. Trinkle 


Orient versus Occident. 

Contrasting the methods of Oriental and Occidental 
business men, the statement is made that a room in 
Shanghai, China, about fifteen feet square, is occupied 
by an aged Chinaman, two clerks, and equipment. This 
small organization manages fifteen different companies. 
The London branch alone of one of these companies oc- 
cupies two floors and employs nearly 200 people. All the 
facts are not revealed in our information. It is quite 
possible that the London branch is a selling organization, 
operating under modern competitive conditions, under- 
taking a volume of sales and accompanying details which 
renders a large force necessary. Understanding the Chi- 
nese character, it is readily understood that this large 
London organization is producing results. On the other 
hand, «he office at Shanghai is probably an executive of- 
fice, managing the production and sales affairs of the sev 
eral companies interested. 

Save the Traveling Man’s Time. 

In these times when conservation is essential to our 
national welfare, why not adopt a rule for the conserva 
tion of traveling men? 

Why keep a traveling man hanging around your store 
for hours waiting for a chance to talk to you, when, in all 
probability, you could finish your business with him in 
five or ten minutes? 

One of the things that add to the cost of doing business 
is the high cost of keeping salesmen on the road. 

If you don’t believe it, ask the traveling man who comes 
in what his expense account was for the previous week. 

Help the traveling man conserve time. He will appre- 
ciate it. And it won’t hurt you a bit.—The National, of 
The National Blank Book Company. 
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Graywood’s Speed 
and Reliability 


One big difficulty in cleaning 
up the day’s work—getting out 
the mail, can be eliminated by 
haind GRAYWOOD, the 

All Purpose Envelope 
Sealer. 









Mechanically, 
it is the sim- 
plest device for 
the purpose— 
a simple posi- 
tive motion of 
the drum takes 
the envelope 
through the 
Weighs ten pounds moistener, applies the squeeze 
Price and deposits it in a pile. The moistening 
$ .00 device has gravity feed and the water sup- 
35 ply is always in sight. The envelopes are 
Full placed in the machine in quantities and 
ully guaranteed for 

one vend. automatically fed through. The limit of 
speed has never been reached and it is 
difficult even to estimate the work which 
can be done. However, it has under or- 
dinary mailing room conditions, sealed 

several hundred envelopes per minute. 


SPECIALTY MEN: What territory do 
you coverP We have an interesting 
proposition for you; write us today. 


Graywood Manufacturing Company 
Lynn, Massachusetts, U. S. A. 
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Graffco Products 


Make Minutes Count—Lighten Office Cares 
Used in Thousands of Busy Offices 


e 
Graffco Clips { 
TRADE MARK REG. U.S PAT OFF 
hold 2 to 60 papers tight, safe, instantly 













releasable in perfect condition. These clips 

have rounded corners and a double-grip 

spring steel tongue that holds like a vise. No. 1 

No tearing papers or punching holes—no No. 2 
slipping around or working loose. Graffco 

clips took the rip out of grip. Allare steel,  Graffco Clips are dependable, eco- 
rust proof, and can be used again and eee stars Sa ees relight 
again. 


Graffco Index Tabs 


TRADE MARK REG. 





No. 3 







help your eyes to help your fingers. On the leaves of 
ledgers, stock books, etc., they show instantly where 
to turn for information. Why go through the Graffeo Tabs may be 
same old process of finger fumbling every time you had plain, or printed in 
have to look up something? An index of Graffco Tabs ee h ihSee= : 
will save you time, trouble, and perhapstemper. Their ““° ““Getails. 
celluloid faces can be kept spick and span—a damp 

cloth wipes them clean. Strong, durable, neat, good looking. 


Graffco Graffco Signals 


vsmrorr 









are little wonders at making your card files 


7. 
Pe neil Sha rpe ner easier to use and keep in order. Graffco Signals 
are made of steel, and their faces are brilliantly STREET 
. ¢ . snameled in one of 12 bright colors. Each color ER ns 
BIG, sturdy fellow, slick as a ename oa ~e jUSINESS 


whistle and handsome as Beau has a meaning that is flashed to youin a twin- . W 
Brummel—that’s the recent arrival kling when your eye sees the signal. No need to 
in the Graffco Products family. hunt for the right card or section. No more 
danger of letting important data get lost, rusty, or held too 






















He makes in a jiffy the most pleas- long for use—Grafico Signals keep card-file information right 

ing pencil points you ever had— where you can spot it when you need it. The U.S. Govern- 1 

and, believe me, he does it well. ment uses them (in more than 50 departments). So do big I) 
and small businesses the country over. Send for free samples 





Blunt, medium, or needle point, 
you get exactly the kind you want, 


quick, clean, neat, without having . 

to make any special adjustments. G | S IP 

1,000 or more perfect points from raffco Si ver tee ens 
one 35c cutter, the only wearing ee eed 

part and easily replaced. compared to ordinary pens are what cream is to milk or silk 
to cotton. It’s a pleasure to use them. Their smooth, easy 
writing qualities are exquisite. They are made from finest 
Used anywhere—horizontal or verti- carbon steel, triple-silver-plated, and practically non-corrosive. 


eal. Built in our own plant of very . . 7 
best materials, Hand ly finished Forget the scratchy pen of common use and write with the 





and valuable book on card filing. 










1a 









Nad 13 







































in nickeled spun brass. Will last a Graffco Silver Steel Pen, the pen de luxe. Low in price, high Ask Us 
life-time. Write for illustrated folder. in quality, long in life. A point for every hand. A style for for 
every use. Each pen inspected and guaranteed perfect. Ask Free 






us for free samples. 


















Every business man striving to eliminate waste of time in his office, to give his system 
the touch of “things well done,” and to make that system run as smoothly as possible, 
should take time NOW to write us for particulars about the whole line, or else get 
in touch with his stationer about it. 


George B. Graff Company 


Manufacturers of Time-Saving Office Devices 


18 Beacon Street Somerville, Boston 42, Mass., U. S. A. 
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Excello Products Build New Plant. 


\ commodious factory building has been erected by tl 
Excello Products Corporation, manufacturers exclusively 


of office desks in wood. The factory is situated at Cicero, 
Ill., a suburb of Chicago, eight miles from the downtown 
district. The new factory has excellent railroad facilities, 


being adjacent to the lines of the C., B. & Q., the Great 
Western, the Chicago Terminal Railway Company, et 
The factory is three stories in height, 75x175 feet, is built 
of brick and is of modern factory construction 
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FACTORY OF EXCELLO PRODUCTS CORPORATION. 


The Excello Corporation was organized last December 
under the laws of Illinois and commenced business the 
first of this year. The company owns the entire block at 
Forty-eighth avenue and Sixteenth street, where the fac 
tory is located, and believes that this ground will give 
them room to expand as the business warrants. The fac 
tory is well situated as to light and its natural advantages 
are enhanced by many windows. 

The business of the Excello Products Corporation is un 
der the management of C. A. Burke and A. R. Johnson, 
both of whom have been in the office desk and office fur 
niture business for the last ten years. 


Revised Bills of Lading. 


The Interstate Commerce Commission announces that 
both shippers and carriers may use their present stock of 
bill of lading forms, after the new form prescribed in 
supplement 9 to Consolidated Classification No. 1 becomes 
effective on Oct. 10, if the following is stamped across 
their face: 

‘The conditions of this bill of lading are amended by 
supplement No. 9 to Consolidated Classification No. 1, 
effective Oct. 10, 1920, or subsequent reissues thereof, as 
filed with the Interstate Commerce Commission and state 
commissions, and to the extent to which they are incor 
sistent with such amendments they are superseded ther: 
by.” 

It will, of course, be recalled that the Interstate Com- 
merce Commission still has the bill of lading matter before 
it, and, as it may prescribe forms that are different from 
those provided in supplement 9, it will doubtless be 
deemed prudent upon the part of all concerned to order 
minimum instead of maximum quantities of the new bills 





Monroe People Hold Outing. 

The employees of the Monroe Calculating Machine Com 
pany held an outing at Spring Lake last month. The 
event was held on a Saturday afternoon and evening. 
The first spectacular event of the day was a parade from 
the station to the hotel, led by the Monroe military band 
and the Monroe orchestra. The band was headed by the 
one who is affectionately known in the organization as 
“the little fellow from Philadelphia.” A ball game was 
played between picked teams from the sales force and 
factory, the factory walking off with the honors by a close 
margin. A smoker was held at which one of the big 
features was a special act by the two “Hallroom Boys.” 


A New Office Supply Store. 

\. H. Kraus who operates a printing plant at 407-409 
Chestnut street, Milwaukee, recently opened up an office 
supply store, handling a well selected line of office equip- 
ment and supplies. 
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GLUEY PASTE 


For Offices, Schools 


and Homes 

















GLUEY is “the last word” in 

adhesives. More than 400 

public schools using it this 
year. 


1 Gallon Stone Jars . . . Per doz., $13.20 
1 Quart, TinorGlass... “ “ 4.50 
1 Pint, Tin or Glass... “ “ 2.75 


The Commercial Paste Company 
504-520 Buttles Avenue 
COLUMBUS, OHIO, U. S. A. 




























: 
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CARBON PAPERS AND TYPEWRITER RIBBONS 





Quality and Complete Satisfaction in Service isthe 
basis of our policy in making of each brand of 
“Bucki” Carbon Papers and Typewriter Ribbons, 
and our experience of 25 years has taught us what 
is best adapted to every known purpose. Our cus- 
tomers get the benefit of this knowledge. State 
your requirements and ask us for samples. 


THE BUCKEYE RIBBON & CARBON COMPANY 


Factory and Executive Offices: 
1466 East 55th St. CLEVELAND, OHIO 
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Postal Procedure to Overseas Points. 


“CRAND RAPIDS UALITY” Parcel post shipments weighing up to eleven pounds 
may now be dispatched to Poland. The rate is twelve 

ceiits a pound. 
OFFICE CHAIRS Mail for Danzig, formerly in Germany, must be ad- 
dressed “Free City of Danzig.” It is in a free zone es- 


tablished by the treaty of peace. 

Parcel post packages for transmission to Spitzbergen 
will be accepted by the post office under conditions and 
rates applying to service to Norway. 


The most popular selling The weight limit on parcel post packages to the Do- 
suite of office chairs is the minican Republic was raised May 1 from eleven pounds to 
one for the dealer to show twenty-two pounds, the rate remaining twelve cents a 


pound or fraction. 
Prohibitions against the import of various commodities 
through parcel post to Great Britain and Ireland have 


and carry in stock. 


These chairs are made with been removed. Among the imports now admitted are 
wood, perforated leather and “musical instruments, including gramophones, pianolas 
leather cushion seats. and other similar instruments.” 


Parcel post packages destined for points in Austria 
through Germany are now subjected to a transit charge 
of twenty cents for each package. The charge is to be 
paid in postage stamps on the parcel, in excess of the 
necessary postage of twelve cents a pound or fraction 
thereof. This modifies the notice printed in the Postal 
Guide of November, 1919, page 4, paragraph 15. 

Parcel post for Switzerland up to eleven pounds may 
be dispatched at the rate of twelve cents a pound, or 
fraction, plus a transit charge of ten cents, as the parcel 
is sent through Germany. Foodstuffs of a perishable 
nature and articles prohibited by Section 180, page 174 
of the Postal Guide of 1919, may not be sent. Packages 
must not be nailed or sealed, but if accompanied by rec- 
essary keys, may be locked. 

Under a new law, parcel post shipments to Venezuela 
are not delivered unless the recipient signs an acceptance, 
in which he assumes responsibility for the correctness of 





No. 417 


The same class of skilled 
workers that make the famous 
Grand Rapids furniture build 
these chairs. For design, work- 
manship and finish you cannot 
find chairs that will give you 
better satisfaction. 





Our prices and illustrations 
will be sent on request. 





No. 421% the declaration, and in case of discrepancy fines and con- 

fiscations are imposed the same as in importations by 

Grand Rapids Office Chair Co. freight. Parcel post packages should never be dispatched 

- z to addresses in Venezuela without previous advice, for un- 

37-45 Prescott Street Grand Rapids, Mich. less the shipper and article are known the consignee in 


Venezuela cannot risk signing an acceptance. 


Chicago’s New Business Paper. 

The Chicago Journal of Commerce is a new venture, 
the initial issues appearing in October. It gives to the 
central West a daily of the character developed by the de 
mand of Wall Street. In addition to covering the field of 
general news in brief, the Chicago Journal of Commerce 
pays particular attention to the news of the business 
world. The stock and grain markets are supplemented 
by special reports on various fields, such as metal, drugs, 
lumber, insurance, etc. The business field appears to be 
covered as thoroughly as is done by the Wall Street pa- 
pers, and has the advantage of reaching readers in the 
Mississippi Valley when news is still timely. 











Federal Civil Service Openings. 


Opportunities for positions in the classified service of 
the United States Government are indicated. Particulars 
regarding location and application blanks can be obtained 
from local secretaries of the Civil Service Commission, or 
postmasters. 

Clerk—Panama Canal Service. Entrance salary, $116 
a month. Examination December 8. 








r Engrossing clerk—Bureau of Mines, Pittsburgh, Penna. 
Entrance salary, $1,200 a year. Examination November 
eins dsomcinedl * . 
Par.OFF, 17, 1920. 


— Graphotype operator—Bureau of War Risk Insurance, 
F; Washington, D. C. Entrance salary, $660 to $1,200 a 
iling Folders year. Examination November 17. 


Office machine expert—Geological Survey, Washington, 


For transfer time business. D. C. Entrance salary $1,620 a year. Applicants must 
The choice of New York’s best dealers have had at least six months’ experience in repairing and 

d f. l overhauling office machinery, including typewriters, cal- 
and consumers for eleven years. culating machines, duplicating machines, Addressographs 
Send for samples and prices. and numbering and sealing machines. Typewriter experi- 


ence only is insufficient. Applications close December 7. 


Telephone auditor—Office of Chief Signal Officer, War 

ea 9 Department, Washington, D. C. Entrance salary $2,000 
J to $2,400 a year. Applications close November 16. 

Personnel Clerk, Raritan Arsenal, Metuchen, N. J. 


541-547 Pearl St., New York, N. Y. Salary, $2,200 a year; examinations December 8. 
, Calculating Machine Operator, Departmental service 
Philadelphia Office: Chi R sentative: ‘. - =e ~ “4 
939 Doewtt Bidg as F. W. Connor. 2743 N. ey St. Washington, D. C. Salary, $900 to $1,200 a year; exami- 


nations November 17 and December 15. 
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Convenience 


Plus 


Any desk which will accommo- 
date a typewriter and the station- 
ery a stenographer requires, is a 
convenience. But that is a condi- 
tion which comes in degrees. The 
automobile that has to be cranked 
each time it is started, is a 
convenience. But think what an 
improvement a self starter makes. 


The “2 in I” Clemco 


with Clemco Ball Bearing 
All Steel Mechanism 


is convenience plus. It gives all a 
person can want in a typewriter 
desk and it answers every requirement for clerical use as well. Its versatility 
is such that the dealer who carries the Clemco Line has a decided 
advantage over the other fellow. In appearance, too, and in workmanship, 
the ‘‘2 in 1” Clemco is a leader. It is the kind of desk a business man 
wants to place where 
his callers will see it. 























In our new home we can take better care of the trade 


than ever before. Our manufacturing space is enlarged 


| materially, and prompt attention to all orders is assured. THE 
CLEMETSEN 
COMPANY 
ie (lhe Hs a 3401-6! West Division Street 
i tb wees ss eS CHICAGO, ILL. 
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A Big Help 


in building profitable business is to stock mer- 
chandise that sells easily and satisfies customers. 


DIEMER PRODUCTS 
“‘Sure to Sell’’ 


Bring the progressive dealer an opportunity for 
a better and larger filing container business and 
earn a goodly profit as well. 


LEATHERETTE 


A comprehensive line of LEATHERETTE 
VERTICAL FILE POCKETS, Envelopes, 
Wallets and Folders made of sturdy, durable 
stock. They hold their shape, stand both wear 
and abuse and protect the contents. 


DIEMER LETTER AND LEGAL EXPANDING 
ENVELOPES 


A one-piece envelope carried in stock in three 
grades of both LEATHERETTE and JUTE 
MANILA and in size to fit standard filing 
cabinets. Designed and priced to meet the 
needs of the average business man and to stand 
the test of investigation. 


IT IS NOT ENOUGH TO THINK IT OVER 


Write for our catalog— 


You should have it on file. 


JOHN F. DIEMER COMPANY 


107-109 Lafayette Street NEW YORK, N. Y. 
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(Other Machines—Continued from Page 21.) 
Dispatching First Class “Permit” Mail. 


Congress at its last session authorized the “permit” 
privilege for first class mail, the same as has been in effect 
for several years on third class matter. Business houses 


secure a permit number from their post master, deliver 


the mail to the post office, and pay the amount of postage 


























required. This does away with the need of affixing post 
age stamps. 
The Pitney- [ 2 
,owes Postage “ 
Meter Company, 
Stanford, Conn., 
has designed a ma- 
chine for printing 
the permit num 
ber, cancellation 
stamp, and separ- 
ating, sealing, 
counting and 
stacking first class 
mail. It handles all | 
sizes of envelopes 
and cards, at a 
speed of 250 pieces 
a minute. Under 
certain post office 
restrictions the 
mailer can show | 
the hour as well 
as the date of |- 
mailing The de- 
vice is placed ona 
rental basis. 
The post office 
accepts a minimum 
of 300 identical 
permit letters for 
a single mailing. 
The impression 
from the die is sim- 
ilar to the cancel- 
ling mark on ma- 
chine-cancelled let 
ters bearing post- 
age stamps A 
The Universal ABOVE—POSTAGE METER. SEALED 
postage meter oc BY POST OFFICE FOR NUMBER OF 
cupies a floor space IMPRESSIONS PAID F( DR. BELA Ww 
UNIVERSAL POSTAGE METER 


of 38x42 inches. It COMPLETE. 
is motor driven. In 
| construction it is a modification of the stamp 


general 
cancelling machines furnished to the post office depart- 
ment by the company. The reel at the left of the pedestal 
carries cord for tying bundles after they are stacked by 
the machine. The use of the machine is acceptable to the 


post office department 

The meter proper is a combined register and printing 
unit, readily detached from the machine. The meters are 
interchangeable and may be secured for various postage 
denominations, the color of the impression of each d 
nomination corresponding with postage stamps of lik 
value. The machine embodies two registering devices 
The upper shows an ascending total, indicating the amount 
of postage used. It accumulates up to 1,000,000; then au 
tomatically resets to zero. The lower register is a sub 
tractor. It shows the number of impressions paid for 
at the post office when sealed there, and indicates pro- 
gressively the number of impressions still available. 
When it reaches zero, the device locks, and will not func- 
tion further until the meter has been taken to the post 
office to be reset according to the prepayment made, and 
then sealed. The capacity of the lower register is $2,000 
in two-cent stamps; any desired amount of prepayment 
can be purchased at the post office. The meter is 6x5x8 
inches. 

The Universal postage meter effects savings in many 


ways. [It prevents pilfering of stamps. It saves the 


Government the cost of manufacturing stamps; the local 
post office is saved the work of cancelling stamps and fa 
ing letters; the user avoids the expense of stamping the 
mail, and expedites its passage through the post office 

The limitations of space prevent an extended descrip 
tion of the advantages of the Universal postage meter 
We plan an article for a future issue which will describe 
the machine from a practical working standpoint. 








Cook 
Quality Chairs 


The World’s Standard for 
Over a Quarter of a Century 


Write for Catalog 


@. A. Conk Company 


16-28 Osborne St. Cambridge 39, Mass. 














You Cater to Keen Men 


They appreciate quality as quickly as 
they detect sham and shoddy. You can 


Tell City Desks 


with assurance that your customer will recog- 
nize the quality and intrinsic worth. That’s the 
stuff that makes quick sales. 


display 


High grade desks at moderate prices enable the 
dealer in Tell City Desks to build up a profitable 
business. Let our catalog tell you more about it. 


Tell City Desk Company 
Tell City, Ind. 
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The Ink Everlasting 
Keller’s Superior Writing Fluid 


Seek 





Soke 


Developed to meet the exac- 
tions of discriminating users. 


Quality—the Highest Stand- 


ard. 


. 
: 


<i 


The one blue-black writing 
fluid that continues to merit 
the approval of the most 
critical. 


va wet 


Supplied by leading stationers 
everywhere. 


Keiler’s Superior Writing Fluid 
is the product of the labora- 
tories of 


SSS SSS3535 


JL CJL 


The Robert Keller Ink Company 


- Chemists 
Detroit Michigan 
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Elegance 


or the most practical simplic- 
ity may be reflected as desired, | 
in the Brass Cuspidor for fur- 
nishing the Office. 86 numbers 

to choose from in our “Cuspi- 

dor Catalogue.” Write 


| 
| 
| 
ALDRICH Mfg. Co., Ine. | 
57 Illinois St., Buffalo, N. Y. | 

| 
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Chicago Concern Incorporates. 


J. T. DeSouchet announces the reorganization of his 
business at 1742 West Madison street, Chicago, under the 
name and style of J. T. DeSouchet & Co. Mr. DeSouchet 
has for the last twenty years been well known as a manu- 
facturer of paste and transparent water colors. The new 
company has been organized to enlarge the output of the 
factory. The products of the company, marketed under 


A SUPERIOR quaury 
@ Proroarapnic USE.) \/!/ 





“OSAKA” CREAM PASTE JAR. 


the name of “Osaka” are inks, library paste and trans 


parent water colors. The paste is put up in one-ounce, 
two-ounce, and four-ounce tubes, also in glass containers 
of four-ounce, eight-ounce, pint, quart and gallon ca- 
pacity. 

“Osaka” transparent water colors are made in many dil 
ferent colors and tints and are so compounded that they do 
not precipitate nor decompose under direct sunlight. 


New Pencil Has Novel Features. 


A new magazine pencil, known as the Salrite, has been 
placed on the market by the Pencil Products Corp., 117 
West Seventeenth street, New York City. This pencil is 
said to be characterized by simplicity, lightness, compact 
ness and convenience. The pencil is made in various 
styles, metals and designs. The company manufacturing 
it is a recently organized concern, headed by James Salz, 
well known for his activities in connection with Salz 
Brothers. Other members of the latter firm are closely 
affiliated with the new pencil enterprise. The company’s 
plant is adequately equipped with the ljatest pencil mak 
ing machinery and appliances, including testing and in 
spection department. 


Defiance Little Major Clips. 

The Defiance Manufacturing Company, 304-06 broad- 
way, New York, N. Y., has prepared a new clip, known 
as the Little Major labeling clip. It is used for clipping 
large numbers of sheets, holding check books open, and a 
variety of other purposes calling for a clip of generous 
capacity. Little Major labeling clips are made of nickel 
plated cold-rolled steel. 


Irvin Automatic Paper Fastener. 

The Alex. H. Irvin Company, Curwensville, Penna., is 
manufacturing the Irvin automatic paper fastener in two 
sizes. The staples are fed to the machine in strips of 
twenty-five, and renewals are readily made. The design 
is simple, the removal of three screws making all parts 
accessible for repair or replacement. 





Loose Leaf Binder for Index Cards. 

W. Mohler, Box 453, Chicago, IIl., has marketed a 
pocket size loose leaf book, with sheets 5x3 inches, which 
can readily be filed as card index records. The book is 
furnished complete with 200 sheets and an A to Z index. 
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Our Co-Operation with the 








Good pencils 
conserve pencils 


There are no finer pencils than 
Van Dykes. They are for the 
artist, the craftsman, the man 
or woman in business—for any- 
one who wants the best in pen- 
cils and wants to save pencils. 


Their sixteen degrees (from 6 
B to 8 H) make the choice so 
wide, that'whatever your pen- 
cil need, there’s a superb Van 
Dyke to suit exactly. Aw DYES 


Help conserve pencils by using 
Van Dykes—which last longer 
end work better than ordinary 
pencils. 

Ask for Van Dyke by name at 
any stationer's. Get the name 
—Van Dyke! 


EBERHARD FASER 


¢ Oldest Pencil Factory in Am 
NEW YORK 


VAN DYKE. 


drawing pencils & 
and erasers 








‘ EBERHARD FABER 
NEW YORK 


[ CVAN DYKE> 
6000 SIZE 24 












National 
Stationer 


This is the first advertisement of 
a large advertising campaign, 
which started in September in 
the Literary Digest. 


If you carry Van Dyke Draw- 
ing Pencils it is the same as your 
personal advertising because it 
will mean larger sales for you. 


Watch the campaign as it 
progresses. 











EBERHARD FABER 


‘The Oldest Pencil Factory in America’’ 


Factory: Brooklyn, N. Y. 


Chicago Sar Francisee 





OFFICES: New Yor Boston 
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This is a full-size photograph of the 
10-key keyboard on the Sundstrand 
Figuring Machine. The designating 
keys at either side are for further 
elictonecy in handling various prob- 
lems that arise. This keyboard is an 
exclusive Sundstrand development. 


(ERROR 


(REPEAT 





This Life-Size 10-Key Sundstrand Keyboard 
Handles Every Kind of Figure Work ° 


Consider this actual-size reproduction of the famous Sundstrand 
keyboard. See how logical and simple is the arrangement of the 
10 keys. Now place your fingers on the keys. 


Whatever variety of figure work you have, just press the keys in 
the order the numerals appear in your problem. The keys are 
right beneath your finger tips. You can operate by the rapid touch 
system, one hand doing the work. It is the natural way of figuring. 
And this Sundstrand simplicity gives a light, compact machine 
easily carried to work on desk or bench. 


In all your work, you can use but 10 numerals. There are no 
more. That’s why the Sundstrand has but 10 keys; 10 are plenty. 
More is superfluous. Better ask the Sundstrand man to bring a 
machine to your office and point out all the many ways it will save 
time and money on your own work. 


*SUNDSTRAND ADDING MACHINE Co. 
Factory and General Offices, 2510 Eleventh St., Rockford, Illinois, U.S. A. 





FIGURING MACHINE 





Sundstrand Service Stations are located at central 
points throughout the United States. Each in 
charge of a factory-trained, mechanical expert. For 
the immediate convenience of any Sundstrand user. 
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A New Venus Pencil. 

The American Pencil Company has now produced the 
Venus drawing and writing pencil in the form of an ever- 
pointed instrument with separate leads and holders. This 
is known as the Venus Everpointed pencil. It is made in 
16 degrees, from 5B softest to 9H hardest. For every 
degree of lead there is a holder marked with a corres 
ponding degree—16 in all. Refill leads No. 842 fit the 
No. 849 holders. 





sf © Mi Cpe 





BeVENUS- Dining tAMERICAN PENCIL CO. New Yeux 





Liga tS 


Fountain Pen With Novel Filling Device. 

Settles Pen Company, 116 West Illinois street, Chicago, 
Ill., has perfected a new type of self-filling fountain pen, 
which the manufacturer claims embodies features that are 
new and not to be found elsewhere. The distinctive part 
of the design is the patented cam filling device. Instead 
of employing the lever or coin filling mechanism, the new 
pen employs the screw action. The turn of a cap at the 
end of the barrel collapses the ink sac, the action forcing 
air from the sac by a movement which expels it from the 
upper end first, completely collapsing the sac. A turn of 
the cap permits the sac to expand, drawing into it the ink. 
3y abolishing the dead air space sometimes found in other 
types of pens, the manufacturer states that the capacity 
of the sac is increased, permitting thorough filling. 

The feed has been cunningly contrived to provide both 
air and ink ducts. The air feed is such that as the supply 
of ink runs low the atmospheric pressure tends to equalize 
and afford an even flow of ink. 

The clip holds the pen firmly in the pocket or shirt front 
But one hand, that holding the pen, is necessary to attach 
the clip to the clothing. 

A novel feature is introduced into what is known as the 
“Security” pen. It embraces an added feature—that of a 
check protecting device. A supplementary cap covers a 
roller with inking mechanism. This roller is applied over 
the amount written on a check, and serves to reveal eras- 
ures or alterations if attempted. 











AT LEFT—VENUS EVERPOINTED PENCIL No. 849. 








SEALOGRAPH 


THE MACHINE THAT SECURES 
AND ASSURES RESULTS 





Hand Power—Electric 
—and Automatic Feed Electric. 


3 Models: 





Simple, durable, and speedy. Always 
ready for business; noiseless in operation. 


Brass cut gears; 2 sets of sealing rolls; 
no chains, pads or wicks to get out of order, 
Guarantees secure sealing. 


WRITE FOR “FREE TRIAL,” AND 
AGENCY PROPOSITION. 


Sealograph Company 


1700 Brooklyn Ave. Kansas City, Mo. 

















ABOVE—SECTIONAL VIEW OF SETTLES SELF- 
FILLING FOUNTAIN PEN, SHOWING CAM FILL- 
ING DEVICE AND THE PATENTED SPRING 





Crane Ladies’ Stationery 
Sold by all Stationers and Booksellers 
These goods are suited to the tastes 
of the most select trade. Their mer- 
its are known the world over, and 
they yield a profit to the dealer. 
Once tried, the purchaser becomes 
a regular customer. 


Presented in the following 
Styles and qualities: 


SUPERFINE QUALITY: In Light Blue 
Boxes, containing 4 ream of Note paper 
each, and in separate boxes 4% thousand 
Envelopes corresponding. 

EXTRA SUPERFINE QUALITY: In 
Lavender Colored Boxes, containing % 
ream of Extra Fine Paper each; in like 
boxes are Envelopes to match. 

Our papers are supplied in 
Bordered Goods and other 
specialties by EATON, 
CRANE & PIKE CO., Pitts- 
field, Mass., and 225 Fifth 
Ave., New York. whose 


boxes bear the word 
“CRANES” containing our 





oods. 
All this stationery can be re- This trade mark 
lied on as represented every box 


MANUFACTURED BY 


Z. & W. M. CRANE wes" 
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RIBBONS 


Do you use them? If 
not, write us and we 
will give you proof 
that you should. 


DU-RA-BUL CARBON & RIBBON CO. 


Dougias Street and Third Avenue 
BROOKLYN - NEW YORK 








Accurate Results Secured 
Users of the National Non-Slip Ruler 


The ruler is made from flexible steel accurately 
graduated, having a Red corrugated rubber base, 
prevents slipping, which is so essential to the user. 


The combination of steel and rubber used in our 
Non-Slip ruler makes our product unusually attract- 


ive and, above i 
all, it assures er 


Efficient <7 
Work 






7 ! 
Tre warns, mut CO 
ROCHESTER my USA 
at 4h OR 





National Rulers are modern 
in every respect. They rep- 
resent the greatest advance- 
ment in ruler manufacture. 
We make them to English 
and Metric standards. The edges are true and 
smooth. The rubber is undercut, which avoids 
danger of inky fingers and blurred lines in ruling. 


Catalog and Price-list mailed on request 


National Rule Company 


Manufacturers 


Rochester New York, U.S. A. 














The Settles Pen Company makes its pen nibs of cold 
rolled steel, obviating the necessity of annealing after 
forming. This feature, the makers claim, produces a 
point which will always maintain its quality and elasticity. 

The construction of the Settles fountain pen is such 
that should the ink sac deteriorate and break, no ink can 
leak into the pocket. There is no slot in the side of the 
barrel, and the screw cap at the end is a tight fit, which 
prevents leakage from the bottom while held in the pocket. 

The pen is guaranteed for five years. It is packed in 
an attractive counter display carton holding one dozen 
pens, which includes individual folding boxes for the pens 
and a handsome display easel. Distribution is through 
jobbers and wholesalers; repairs are handled direct from 
users or through dealers. 


B. & P. Record No. 1622 Legal in All States. 

As a result of inquiries from stationers in different 
parts of the country the Boorum & Pease Company, 84 
Hudson avenue, Brooklyn, N. Y., has investigated closely 
the legal status of its standard corporation record No. 
1622. It has been determined that this book is perfectly 
legal as a register in every state in the Union. The law 
requires that every corporation should keep an accurate 
record of stockholders, as shown on the stock certificate 
book. Every business corporation, club and society needs 
a book of this sort. No. 1622 contains a simplified and 
clearly outlined series of forms for keeping an accurate 
record of all corporate activities, in faithful legal form. 
The book should prove a boon to men unfamiliar with 
corporation procedure. The Boorum & Pease Company 
has listed this book with a large number of other types 
of blank book and loose leaf devices in a catalog. 

A recent addition to the Boorum & Pease line is a de- 
livery book, bound either in full canvas or oilcloth. It 
was originally intended for icemen and milkmen, but has 
been accepted freely in other lines, such as newsdealers 
There are 120 pages in the book and each page has ruled 
spaces for a total of three months’ daily deliveries, with 
debit, credit and extra columns. 











Sanitary Office Partitions. 


The examples of banks and large business organizations 
in doing away with wooden partitions is being followed 
genera!ly in many offices. Instead of a wooden partition 
which obstructs the circulation of air, is often unsightly, 
and tends to allow rubbish to accumulate—progressive 
business houses are using brass railings. They serve the 
purpose of restricting office traffic to the paths set by the 
management, and yet do not cast an air of secrecy about 
a room. 

The Newman Manufacturing Company, Cincinnati, 
Ohio, makes a specialty of brass railings for office pur 
poses. The company has a folder which enables sta 
tioners to determine the requirements of their customers 
for railings. It suggests plans for railing-partitions in 
modern offices and lists prices for all finishes. The New- 
man Manufacturing Company has some types of brass 
finishes which do not require polishing. The company 
has installed the barriers of brass in many banks, theatres 
and offices. Current work includes a full set of railings 
for the American Can Company, double gates for the hall 
way of the M. B. Farrin Lumber Company, offices, etc. 
The company makes cafeteria fixtures also, as well as 
brass and bronze signs, costumers, light brackets and 
cashiers’ cages. 


The Midland Steel Products Company, 3132-36 South 
Canal street, Chicago, has added wire baskets and letter 
trays to its line of paper clips. Printed matter and prices 
will be distributed to the trade in a short time. 

The Midland Steel Products Company has enjoyed a 
healthy growth since it was established two years ago. 
Its executive personnel is formed of men who are ex- 
pert in the steel and wire industry. The president, Mr. 
R. B. Vail, Sr., was connected with a leading wire mill 
for thirty-five years prior to his entering the manufa: 
ture of stationers’ wire goods. At that time he was s 
perintendent of the wire mill. The company has made 
great advances in its shipping methods, having developed 
a corrugated fibre board box, carrying 25,000 clips as its 
standard shipping package for quantity dealers. This has 
eliminated the need for shipping in a heavy wooden box, 
which in the case of 100,000 clips made up a case weigh- 
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Divide 1167 by.000677 
to 6 decimal 
places of accuracy. 














\ama |, 


Can Yau Figure This Problem and 2 
Point Off the Decimal Place Correctly « 


TRY IT MENTALLY— 
TRY IT ON YOUR CALCULATOR! 





We’ll Show You How to Do It in 20 Seconds! ; 


FIGURE IT ON THE 


MAKCHANT 


“MASTER OF MATHEMATICS” 
YOUR DECIMAL PLACE WILL ALWAYS BE RIGHT 





Size Weight 
8 x 1z inches 13 Pounds 
yy 
. 
Ps 
> 

oe lam 
p , gee ; .° —_sinterest- 
The Marchant figures multiplication of decimal fractions, os edinthe 
so pe aa af. ** MARCHANT 
division, pro-rations, square root, payrolls, reciprocals, qa 
discounts. No figure work too difficult. ”” — Macune.Sendus 
? your booklet, “The 


MARCHANT Pi 
« Marchant Way” 


CALCVLATORS 

+ =| V\ A RC HA N : ” MARCHANT CALCU. 
”’ LATING MACHINECO. 

S by CALCULATING MACHINE COMPANY - OAKLAND, CAL. Pa OAKLAND, CALIF. 

Pd Name 


1108 North American Building Chicago, IIl ? Concern - 
f ¢ Chena 
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“Built Like a 
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Why Do People Buy 
Letter Files? 


R, to be more specific, why do they 
buy the particular kind of letter 
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files they select? 










You'll find it pretty hard to get a clear- 
cut answer when you try and find out what 
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special convincing advantage a user sees 
except in one instance. 





in the files he buys 

The exception is Shaw-Walker. You 
will find that people buy Shaw-Walker 
files because they are “Built Like a Sky- 
scraper.” 

The enormous advantage of having a 
clear-cut selling argument for any piece 
of merchandise is apparent to every mer 
chant who stops to think. And the more 
such a selling argument is made use of 
the stronger its power grows. 

This is demonstrated in the Shaw 
Walker publicity, which, for so many 
vears, has been branding Shaw-Walker 
Steel Files with “Built Like a Skyscraper”. 





Do you not see the big value of link 
ing your name with this Shaw-Walker 


prestige? 


SHAW-WALKER 


Complete Lines of Filing Equipment in Steel and Wood, 
and Indexes for all Files 











New York Chicago Philadelphia 
St. Louis Detroit Washington 
Pittsburgh Minneapolis New Orleans 


Home Office and Factory, Muskegon, Michigan 
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ing approximately 210 pounds. The fibre packag« 
freight charges on from twenty-five to thirty pounds ex 
cess weight, and affords a handy shipping package for 
customers using in quantities of 25,000 or 50,000 clips 
The distribution of the Pacific Coast is in the hands of 
Reid & Gilmartin, 444 Market street, San Francisco. 


Saves 














TYPE-ADDER ALONE, 


New Attachment for Adding. 

The Type-Adder Company, 465-469 Washington street, 
New York, has an adding machine attachment so made 
that it can be readily attached to and detached from any 
standard keyboard typewriter. The machine when so 








—— 


TYPE-ADDER ATTACHED TO 
STANDARD MACHINE 


attached to a typewriter is said to be capable of making 
cross additions or vertical additions, zigzag additions, or 
additions in any way, putting the totals wherever the 
user may elect. The two pictures herewith show the Type- 
Adder separately and attached to a machine. 


Buying Ribbons by the Reel. 

The Phillips Ribbon and Carbon Company, Rochester, 
N. Y., are the manufacturers of a spooling machine where- 
by typewriter ribbons on large reels may be transferred 
to the spools of the different makes of machines. The 
company provides, with an initial order of twelve reels or 
more containing 144 yards each, a spooling machine that 
will wind any kind of a ribbon on any make of typewriter 
This machine was patented July 8, 1919. The 
spool is clamped on the machine, the ribbon is hooked on 
the prong of the hub of the spool and the crank is turned 
until one has the desired amount of ribbon on the spool. 
A hand tool is sold to dealers for use when fastening the 
metal hook and eyelet on the Underwood ribbon. The 
ribbons furnished are of various degrees, heavy, medium 
heavy, medium, light and medium light. 


spool. 


New Dixon Packings for Pencils. 

Practically coincident with the report of the Pen and 
Pencil Committee of the National Association of Station- 
ers and Manufacturers is the announcement of new pack- 
ages by the Joseph Dixon Pencil Company for its lines of 
lead pencils. A special blind-embossed paper covers all 
cartons. A color scheme in the labels indicates the qual- 
ities—green for high quality pencils and red for middle 
The color scheme is carried to the dozen 
These are gray stock, with the name of 
the pencil in blue on a white ground. The border of the 
label is red or green, according to the quality. Blue car- 
ton wrappers are dedicated to Eldorado drawing pencils. 


quality goods. 
wrapper labels. 


The Rush-Eraser Company, Syracuse, N. Y., has pre- 
pared an attractive counter display case for its dealers. 
The cover has a fetching design featuring the eraser in 
the hands of a gracious young woman. The case is suit- 
ably decorated. 
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Any Underwood Typewriter with a soft platen can do 
unsurpassed manifolding when equipped with the 


Pierce Carbon Copy Attachment 


It snaps in place when heavy manifolding is required; removed 
in an instant for regular work. 


The Pierce Carbon Copy Attachment allows the user all the 
advantages of a soft platen, yet permits a change to heavy mani- 
folding instantly. Write for folder and prices. 


A few exclusive territories open for ‘‘Live Wires.” 


Pierce Sales Company 
219 Park Building - - Pittsburgh, Pa. 


oo  —f 


























tHe Standard Stamp Affixer 


The STANDARD STAMP 
AFFIXER is the lightest, speed- 
iest and most efficient device 
of its kind. Like all “STAND- 
ARD” products it is “simplicity 
itself,” having only two moving 
parts. The use of the STAND- 
ARD makes a pleasure of work 
which is otherwise laborious, 
disagreeable and unsanitary. 

It is constructed to hold a 
coil of 500 U. S. postage 
stamps, coiled sidewise, which 
can be obtained at any Post 
Office in le to 5c denominations. 

It was built for service, gives 
thousands of others g serv- 
ice, and will give you good 
service. The STANDARD is 
used and endorsed by thousands of prominent con- 
cerns in the U. S., Canada and Europe. Used ex- 
tensively by State and Municipal Departments. In 
use by corporations of international repute, such as: 


Standard Ot! Co. Western Electric Co. il 
General Electric Co. Bell Telephone System 
Stone & Webster United Shoe Machinery Ce. 
N. K. Fairbank Co. American Snuff Co. 

Singer Sewing Machine Ce. American Lady Corset Co. 
Waltham Watch Co. Neostyle Com 

Simmons Hardware Co. Pacific Coast Co. 
Worthington Pump Co. Angilo-South American Bank i 


MODEL E 
Without Register §2¢ 
With Register $25 





Bte, Ete, Bte 
We have a very interesting proposition to make to Sta- 
tioners and experienced office specialties salesmen in & few 
territories where not already represent 
Write for details, stating territory covered and other lines 
you are handling. 


STANDARD STAMP AFFIXER Co. 
EVERETT, MASS. 
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Costumers 
and Office Tables 


s 
: U 2305 to 2315 N. Broadway 


ST. LOUIS, MO. 





No. 1810 


Telephone 
Stand. Quar- 
tered oak. Top 
20x16, 114 in. 
thick, veneered 
edge. Shipped 
K. D. Price, 
each ....$10.00 














OF METAL 
FURNITURE 


Consisting of 
Costumers 
Hall Trees 
Wall Racks 
Umbrella Stands 


Mirrors 


Made in the following 
finishes 
Oxidized Copper 
Statuary Bronze 

Gun Metal 


Brass and 
Nickel Plate 


Send for Catalog A 


DETROIT RACK CO. 
407 Elmwood Avenue 
DETROIT, MICHIGAN 
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The Theraphone Mouthpiece. 


The Evolution Phone Company, Inc., 48 Greenwich ave- 
nue, New York, N. Y., has produced the Theraphone 
mouthpiece for attachment to telephone instruments. This 
is a webless device which permits telephoning with con 
venience and certainty in noisy or quiet places, with either 
local or long distance connections. The manufacturer 
claims that the device does not muffle the voice, but leaves 
it realistic. Transmission is natural and clear. The Thera 
phone mouthpiece is made for various types of telephone 
apparatus, 


New Label Holder. 
The “Little Major” is the name of a labeling clip, two 
illustrations of which appear in this column. This clip is 





made in three sizes and is pressed out of cold rolled steel, 
THE “LITTLE MAJOR” LABEL HOLDER 
nickel plated. It may be piaced on open back binders and 


ledgers, being so made that the burrs on the flanges hold 
itin place. It is affixed to the back of the open back binder 
by loosening the binder and inserting the clip. When the 
binder is again tightened, the burrs on the flanges are 
pressed into the paper, holding the clip firmly in place. 
The “Little Major Clip” is manufactured by the Little 
Major Appliance Company, and is distributed by the De- 
fiance Manufacturing Company, 304 Broadway, New York 


Handy New Book. 


From the press of Jordan & Co., 542 South Dearborn 
street, Chicago, comes a convenient vest-pocket-size ex 
pense and war-tax edition of “A Diary by Days,” contain- 
ing space for war-tax items deductible from one’s income 
There is also a simple explanation of that part of the law 
which relates to what may and what may not be deducted 
from one’s income. A list of articles and documents on 
which a tax may be paid is also given. 

The book is bound in maroon or black silk finished 
cloth with gold cover stamp and colored edges 


Mexican-American Scholarships. 


The American Chamber of Commerce of Mexico has 
established a committee on the interchange of scholar- 
ships between the United States and Mexico. This is the 
outcome of a resolution offered at the first Mexican 
American Trade Conference, held in Mexico City, Febru 
ary, 1920. It is intended to provide educational oppor- 
tunities for deserving young men in colleges and univer 
sities, and apprenticeships in factories and business houses 
in both Mexico and the United States. A similar ar 
rangement is now in effect between Cuba and the United 
States. Colleges and universities in the United States have 
offered free tuition, scholarships, and concessions on tui 
tion charges to students who come from Mexico. Several 
American business houses have arranged for tuition for 
men at Drake University, Des Moines, lowa, and employ- 
ment for half time. Associations, companies and indi 
viduals desiring to further this movement may address 
the committee on Mexican-American Scholarships, Amer- 
ican Chamber of Commerce of Mexico, Mexico City, Mex., 
or Will A. Peairs, 3125 Kingman Boulevard, Des Moines, 
lowa. 


Westcott Rule Company to Build. 
The Westcott Rule Company, Seneca Falls, N. Y., has 
started work on an addition to its factory. When com- 


pleted the production will be increased four-fold. 
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The APSCO Line of Pencil Sharpeners Represents 


Quality and Variety to Satisfy Every Requirement 
ELEVEN MODELS. Complete Catalogue Upon Request 








CHICAGO 
The Chicago 
Pencil Sharpener 








Most for the money. 
Sharpens standard 
size pencils. only. 
Twin milling 
cutters, will not 
break the leads 
Automatically stops 
cutting when point is 
produced. A 


Stock, Display and Demon- 
strate THE CHICAGO 


DANDY 


The Dandy Pencil Sharpener 

Is all the name im 
plies. The automatic 
feed makes waste 
of pencils impos- 
sible. Twin milling 
cutters. Sharpens 
all sizes of pencils. 
Point adjuster 














! 
| | ee The steel construc ~ 
tion makes this 
machine on actically 
indestructible. 


Display this Model in Your Stock and 
Increase Your Sales 


Panis ja GIANT 


Compare the Chicag« 
Giant Pencil Sharpener 
with any tas of 
equal price and your 
verdict will be that it 
is the best. 


uel 














Twin milling cut- 
ters. Sharpens all 
izes of pencils. 
ia Will not break 
the leads. Stops cutting 
when point is produced. 


\ GIANT, 


WARPE 





Display the Giant in Your 
Show Windows and Watch 
Your Sales Increase. 


PENC 
bat 










DE ATERY 


DEXTER 


If you want to satisfy 
your trade sell the 
Dexter Pencil Sharp- 
ener; the best hand feed 
pencil sharpener on the 
ma ket. 

Twin Milling Cutters 
Point adjuster which 


produces all points 
from blunt to fine. 









Heavily nickeled 
and highly polished. 


THE QUALITY 
ENCIL SHARPENER 


















JUNIOR 


Low in price — high in 
value from standpoint of 
range of use, finish and 
construction. Twin mill- 
ing cucters. « Sharpens all 
sizes of pencils and pro- 
duces any desired point— 
\ blunt, medium or fine. 


Get every bit of 
business in sight. 
Give your customers 
the best the market of- 
fers—-The APSCO Line. 

















WIZARD 


The Wizard Pencil 
Sharpener. Steel con- 
struction. Twin mill- 
ing cutters. Point ad- 
juster. Sharpens all 
\ sizes of pencils. Just 
| the pencil sharp- 
TO: for use in 

he schoolroom. Prac- 
tically indestructible. 








YOU CAN SERVE YOUR CUSTOMERS BEST BY DISPLAYING OUR ENTIRE 
LINE IN ORDER THAT YOU MAY AID THEM IN MAKING A SELECTION 








AUTOMATIC PENCIL SHARPENER CO. 


1512 GARLAND BUILDING 


CHICAGO, ILLS. 
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SER VICE 


E are now in full operation in our New Factory, the 
largest and best equipped of its kind in the world. 


No Back Orders 


Our 3000 stock items are actually in stock, ready for 
immediate shipment. Our delivery schedule on special orders 
is being speeded up daily. 





Special Sheets and Indexes 





With greatly increased facilities we are now prepared to supply 
high grade special sheets and indexes. White for quotations. 


WILSON-JONES LOOSE LEAF Co. 


3300 FRANKLIN BLVD. 316 HUDSON ST. 
CHICAGO NEW YORK 








emvoe?r 


1920. 
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(In Other Lands—Continued from Page 27.) 
Terrace lands and plateaux are renowned for their 
beauty. On account of the damp warmth of the climate, 


IDEAL TUBULAR STANDS 


the vegetation is very exuberant. 
Competition is Spirited. 

There is quite a lot of competition, as almost every sta 
tioner or bookseller has an agency of some typewriter or 
other office device and we honestly believe that our suc 
cess has partly to be attributed to the fact that competi 
tion is in those hands, viz., of retailers who look upon 
such an agency as a side line, and upon a repairing de- 
partment as an unnecessary luxury. 

We dare not yet hope that manufacturers will make a 
trip to the Far East to see an Indian organization at 
work under circumstances which differ so much from 
those prevailing in the United States and in Europe. 

But manufacturers who are interested might communi 
eate with Mr. John A. Fowler, American Trade Com- 
missioner, Department of Commerce, Bureau of Foreign 
and Domestic Commerce, at Washington, who visited the 
Soerabaia office at the end of last year and who will 
gladly furnish some information about the place the or 
ganization occupies. 











NORDGREN, EDITOR OF 
TIDSKRIFT I OR- 

WHOSE VISIT 
RECORDED LAST 





IVAN 
NORDISK 
GANISATION, 
HERE WAS 
MONTH. 








Expenses are very high, also because high wages are 
‘being paid to Dutch employes. They left their home and 
mother-country, which entitles them to some recompense. 
Confidence a Big Factor in Trade. 

prospects are the different estates, but dis- 
between each other are very often so great and 
often so bad that traveling expenses are 
almost prohibitive. For this reason many transactions are 
done by writing and upon confidence. Generally speaking, 
the colonists are quick buyers, but if the purchase of some 
machines causes changes in the regular method of work- 
ing, an executive is very often inclined to leave the 
“trouble” (as he calls it) of changing or simplifying meth 
ods to his successor. In many cases an executive stays 


Our best 
tances 


connections 


only a couple of years, during which period he tries to 
save as much money as he can, to limit expenses to a 
minimum. 

Lower positions are filled by natives, whose knowledg« 


of business is nil. Their wages are in proportion to their 
work. Due to climatic conditions and racial traits, they 
lack the vigor and application characteristic of people of 
the temperate zone. This necessarily limits the prospects 
of introducing modern methods and office appliances to 
the European residents, who are the factors of 
trade in the Dutch East Indies. 


active 





Made in a wide variety of styles, for supporting practically any kind 
of office machine. A crank raises the castors cff the floor, and 
permits the rigid legs to take the load. Mount a typewriter, a 
duplicating machine, a roller copier, an envelope sealer, an adding 
machine or a card index cabinet on an Ideal Tubular Stand, and it 
can be rolled to any position, lowered to cperating position and used. 


Fowler-Manson-Sherman Cycle Mfg. Co. 
1445-1455 W. AUSTIN AVE., CHICAGO 











Cee 





No. 1860F 
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Build Business Better 


for that builds better business. Do not 
content yourself with routine orders—go 
after the big things in Office Equipment. 
A few sales a year of 


Stow-Davis Matched Suites 


will show a handsome profit for little effort. We 
manufacture for the quality trade, producing office 
suites complete from desks to waste baskets. 
Stow-Davis Matched Suites reveal that harmony of 
design and finish that characterizes the modern 
business office. 


Write for the Stow-Davis Catalogue so 
you will be prepared to talk quality 
furniture with good customers. 


Stow & Davis Furniture Company 
Grand Rapids, Michigan 


oiIM0i iii iiaccaan 
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The Portable Plus 





Weight, Height, 
54 Lbs. : 4 Inches 


“Just Lift the Cover— 
It’s Ready When YOU. Are” 


Lightest, smoothest running type bar machine 
ever built. ‘‘Compact as a watch.” 


The Garbell will soon be ready for quantity 
production. 


Garbell Typewriter Corporation 
1812-14 Ellen Street Chicago, U. S. A. 
All cnautaine for European and British Colonial Agonion, 


ur Sales Agency, GARBELL TYPEWRITER SAL 


address to 
CO., 26 Pall ‘Mall, Manchester, England. 


























BUXTON 











KEY KASE 


advertised in 


LITERARY DIGEST, AMERICAN 
INDEPENDENT, SYSTEM, LESLIE’S 


and thru other effective channels. 

Flat, smooth, neat—fits vest or 
hip pocket or ladies’ handbag 
without bulging. Saves clothes. 
Keys easy on, easy off, easy to 
locate even in the dark. Each 
hook holds two. 


-——--——- A LIVELY SELLER ! 


Whoever carries keys 
needs a Key Kase 
and our advertising, reach- 
ing hundreds of thousands 
of men and women pros- 
pects, sends them to your 

store. 
RETAIL PRICES 
Real Pig Skin 





4 Hooks.... 
6 Hooks 
8 Hooks 
4 Hooks 
6 Hooks 
8 Hooks 
Genuine Seal 

{Gold Plated Hooks) 
OTE bescedcacéoce $1.75 
@ TROGMD ccccccccccecs . 
Me Geescteannaces 2.765 


Write for Dealer Offer 
L. A. W. NOVELTY O©0O., 
Dept. P, Springfield, Mass. 


n Canada: Rowland & Campbell, Ltd., Winnipeg 











APPLIANCES November, 1920. 


The situation of the islands and the great fertility, 
however, have given the colony great commercial im- 
portance and we are certain that if the field continues to 
develop satisfactory results are bound to come. 


Office Appliances in the Kobe District. 


Survey of the Market for Office Appliances of the Kobe 
District in Japan. By Vice Consul Arthur E. 
Cook. From Commerce Reports. 


ITH the growth of modern business in Japan 
Wy there has come some demand for more efficient 

methods of office management. This demand, 
however, has been retarded by the lack of capital on the 
part of the average Japanese firm and ignorance of the 
uses of many of the appliances in use in the United 
States. Consequently the more recent inventions and 
improvements of office machinery and equipment are to 
be found in the offices of only a few of the foreign and 
larger Japanese firms, while many of them, such as the 
telautograph, dictograph, stenotype, and signograph, are 
not only not in use but practically unknown. 

The most-used machinery consists of the telephone, 
typewriter, and cash register, but one rarely sees an add 
ing machine. Modern desks and other office furniture 
are also being adopted to a limited extent, though much 
of this equipment is locally manufactured to order. 

Typewriters Supplied Chiefly by United States. 

The typewriters which enjoy the largest sales in the 
United States are also the most popular in Japan, and 
practically all the standard makes are represented. The 
price of all these standard machines is in the neighbor 
hood of 250 yen (about $125). When taking into con- 
sideration freight charges and the import duty of ninety- 
four yen per 100 kin ($35.27 per 100 pounds) it will be ob 
served that these machines are retailed at less than in 
the United States. Apparently no active effort has been 
made to sell factory-rebuilt typewriters in Kobe or Osaka 
although it would seem that a line of rebuilt standard 
machines, pushed by a live concern, ought to do well. 

Few European typewriters are found on this market, 
the majority being supplied by the United States. Typ 
writers for this market should be of standard keyboard, 
single shift, equipped with pica type, ten spaces to the 
inch. Portable models are also in demand. 

In 1917 Japan imported typewriters to the value of 
$126,796; in 1918 the value rose to $163,396; and in 1919 
reached $181,497. This comparatively large business is 
done in machines for the English language, which is used 
almost exclusively in conducting Japanese international 
trade. Several typewriters have been designed and ar 
sold for writing Japanese. These machines, however 
which must necessarily be equipped with type to write 
hundreds of different characters, are entirely « 
from any machine used in the United States. It is 
practicable to equip a standard typewriter for writing 
Japanese or Chinese. 


Duplicating and Adding Machines. 


\ considerable amount of duplic ating work is per 
formed, but relatively few copies are yequized, as form 
letters in English are of little use in foreign trade and the 
Japanese language is used for local purposes. For this 
reason the gelatine type of duplicator is in most general 
use. Most of these machines are locally manufactured 


and retail at prices from $1.00 up, according to size and 
quality. High-priced machines do not find a ready sale 
In attempting to introduce their adding machines in 
Japan, American manufacturers will have to meet the 
competition of the world’s original and cheapest addin 


subtracting, multiplying and dividing machine, the abacus 
or, as it is called in Japan, the “soroban.” These little 
contrivances, made of balls of wood on wires, in a woode1 
frame, cost in Japan from $0.10 up, and every man, 


woman and child in the country knows at least the el 

ments of operating one. It is said that an expert on 
one can compute faster than an expert on an American 
adding machine, but the adding machine is undoubtedly 
preferable, as the results can be checked, while with the so 
roban the only method of checking is to do it over again. 
However, in Japan, where labor and time are of compara 
tively little value, a boy with a soroban is certainly cheaper 
than a trained clerk with an expensive adding machine 
Consequently, although a machine is occasionally sold, 
American manufacturers have not found a ready market 
for their products. Because of the non-listing features 


of the computing machine, this type of adder finds even 
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Terrell’s Steel All-Purpose Cabinets— 
Flexible to Every Office —e 














mig Un o> 
= mi 
















“a Ay 
The OLD WAY 
wasted time—wasted energy 


LOST PROFITS 






. The TERRELL WAY 


saves time—saves supplies 


SURE PROFITS 












A system of shelving and vertical dividers, adjustable to 
suit the requirements of every business office, is a 


special Terrell advantage. 

Systematic storing, which eliminates a waste of thousands 
of dollars in time and material is the result. 

Dealers find it profitable busi- 


ness to handle Terrell’s 
office equipment. 


Facts About a Terrell 


The interior of a Terrell Cabinet can be adjusted 
to suit the customer. All shelves are adjustable 


on one inch centers and all vertical dividers are 
adjustable on two-inch centers. The three-way 
locking device and the fire-resisting properties of 
this cabinet make it a SAFE storing place for 
all supplies and records. Terrell’s steel all-pur- 


pose cabinets are moderate in cost and everlast- 





ing in the wear they give. 





STORAGE 
We also manufacture and sell a complete Y ee 
line of wardrobes, lockers, shelves and arr oe Terrell Equipment Co. 
bench drawers. MODERN 3 fees 

OFFICE Grand Rapids, Michigan 





Write for our dealer proposition. 
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Invoices Way Bills Analysis Records 












FOR MECHANICAL 
ACCOUNTING 













| There is a 
Kalamazoo 
for eve 
Loose Leaf 
requirement 















Advertising 






Purchasing 
Stock Record Maintenance Magazines Periodicals 


EEE 








































Private 





Kalamazoo Loose Leaf Devices not Kalamazoo Devices are built for a 
only enable your Accounting Depart- 


, purpose, that purpose being the proper 
ment to secure maximum results, but 


- maintenance of records whether it be 
they also enable you to secure effi- 
ciency, convenience. and neatness in in your Accounting Department where 
every other department of your busi- 
ness. The supplementary records so 


you use bookkeeping machines; in the 
Purchasing Department where entries 
necessary in the conduct of a profit- 
able business can be adequately cared 
for by a binder of specific design, with 
the Kalamazoo Trade Mark, the sign 


of built-in quality and personal service. Executive ords or data of any other department. 


Write today for our booklet “Synopsis,” a brief resume of -modern accounting appliances. 


steercetenr b 


are made with pen; in the Advertising 
Department where magazines’ and 


periodicals are to be filed; or the rec 




















LOOSE-LEAF-DEVICES-AND 


KALAMAZOO LOOSE LEAF BINDER COMPANY wicnrcax 
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less sale than the standard listing machines. No statistics 


of importation are available. 


Office Phonographs and Miscellaneous ‘Machinery. 


Several attempts have been made to vse commercial 


phonographs, but they have not generally been produc 
tive of good results. The chief reason for this lies in 
the fact that at best the Japanese have difficulty in under 
standing English, and few office clerks or typists are able 
to grasp the English language through the phonograph. 
The use of this machine with the Japanese typewriter is 
not practicable because of the slow operation of the lat 
ter and certain peculiarities of the written language. The 
average Japanese can write in long hand at a higher rate 
of speed than the majority of operators of the native ma 
chine. The sale of the commercial phonograph is there 
fore limited to firms employing American or British typ 
ists but as native typists can be secured for one-sixth 
of the cost of foreigners, it is hard to show the economy 
of the phonograph in office work. 

A number of other devices, such as copy holders, check 
protectors, paper fasteners, numbering and billing ma 
chines, time recorders, and pencil sharpeners, are sold to 
a considerable extent, but such machines as photostats 
addressographs, card punchers and sorters, signographs, 
letter openers, envelope sealers, folders, stenotypes, and 
belt conveyors or carriers are almost unknown. The first 
Japanese national census is to be taken as of October 
1, 1920, but what equipment will be used in the tabulating 
is not known. Stamp affixers are not in use. This is 
accounted for by the fact that stamps in coils are not 
available, and it would be necessary to first have them 
coiled before the machines could be used 

Office Furniture, Files, Etc. 

Two types of desk are in general use—the old English 
flat-top variety, having a plain or carved edge about two 
or three inches wide with a thin board center covered 


with felt, and the roll top. The former is by far the 
more common, although its efficiency is low because of 
the difficulty in writing over the felt surface. There is, 


however, a limited market in this consular district for 
modern office furniture, and one which could be de- 
veloped. Because of the cheap labor it usually costs less 
to have furniture made to order than to import it, so 
that such furniture would have to compete on a basis of 
quality rather than price. 

Steel equipment might be made a profitable line, espe- 
cially as Japanese cities are often visited by disastrous 
fires, and the indestructible feature of steel could be em- 
phasized. Wood correspondence and other files are be- 
ing manufactured locally to a large extent, but not steel 
files. Steel safes, however, as well as a great many iron 
safes of domestic manufacture, are on the market. Steel 
safes, because of their light weight and greater capacity, 
are best suited to the needs of the average Japanese office. 

Furniture should be packed in cases with burlap and ex- 
celsior pads at the corners to prevent its rubbing against 
the cases. The ceaseless motion of a vessel during a 
voyage of fifteen to twenty days will rub the finish off 
if there is the slightest play in the cases. 

Little Development to Market Up to Present. 

Although modern equipment and appliances are gradu 
ally being introduced, there has as yet been no widespread 
agitation for more efficient office equipment and methods 
in Japan. This is true not only in commercial but also in 
manufacturing circles. The larger commercial and finan 
cial institutions are becoming more and more interested 
in these matters, and good lines, if properly represented 
ought to be able to capture the trade as it develops. 

There are at present no real up-to-date office-appliance 
houses in this district, which is the industrial center of 
the Empire. If a good establishment of this kind were 
opened, live salesmen and demonstrators employed, and 
the enterprise backed by extensive advertising, there is 
no reason why many modern appliances could not be sold. 


N. V. J. Bloch & Company, office equipment dealers, 
Amsterdam, are now located at Damrak 44, occupying 
enlarged quarters which afford a splendid show room, 
offices and stock rooms. The location is excellent, as 
the Damrak is the principal avenue from the Central Sta- 
tion, the most important railway terminus in Amsterdam. 
The company handles typewriters, wooden furniture, card 
index systems, steel filing cabinets, etc There are 
branches at Rotterdam and The Hague, and salesmen 
cover Holland thoroughly. 











che RUSH-FPRASER mame 


De Luxe 
is the best ink and typewriter eraser. It is a delight 
to any good bookkeeper or stenographer. The Rush 
Eraser promotes neatness, and cuts the time needed 
for correcting errors. 

Used just like a pencil—a stroke and the error is 

instantly and completely removed—a single stroke, 

and 10,000 tiny pager shavings curl off for this flex- 

ible diamond bru has over 10,000 diamond points 

Sells at Sight—Made in 14k gold plated. Sample pre- 
d, insured for 60c, money order or stamps. 


Rush Eraser Company 
820% Rush Building Syracuse, N. Y. 


Representatives for Holland and Dutch East Indies: 
Blikman & Sartorius, Amsterdam, and Sourabaia, Java 
Australian and New Zealand Representatives: F. R. Barlow & Sons, 

328 Flinders Street, Melbourne 














Fifteen styles 90 
cents to $15.00. 
Illustration 
shows the No. 
332, letter size 
ten pocket. Black 
Seal Grain Fab- 
rikoid $3.59 — 
one of the most 
popular styles. 
Same size, gen- 
uine leather cov- 
er, $10.00. Paper 
Cover $1.25. 


USE 
LIKE 
THIS 


WORK-ORGANIZERS 


Give practical usable articles. Make office men 
grateful for all time—not merely for a day. 


Helping the men at the head of other concerns to 
organize their desk work helps them to do more 
business and to buy more from you. 


Work-Organizers have proven their practical utility—busi- 
ness men buy them for use and hundreds of business men 
have bought for business friends A few large advertisers 
have also given them in a large way, tho not enough to 
make duplications likely) 


Another proof of the practical utility of Work-Organizers is 
that over 1200 commercial stationers sell them. 

With each Work-Organizer goes our bul'etin “How to Or- 
ganize Desk Work,” worth a $10.00 bill to any desk worker, 


Work-Organizer Co. 
725 W. GRAND BLVD. DETROIT, MICH. 
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INDEX SHEETS COMPLETE 


Punched to Fit Any Binder on the Market 





All standard sizes of Index 
Sheets carried in stock— 
from the smallest memo 
index to the largest size in 
use. 





Index tabs in celluloic; 
leather and canvas. In A 
to Z, 26 to 290 subdivi- 
sions; numerical monthly, 
geographical and billing 
machine tabs. 


Also sold in ‘“Patent-Cut”’ 
strips, not attached to 
sheets. in any quantity and 
style for all requirements 


Index shields, cloth rein- 
forcings, law, name and 
number labels. Also labels 
for your special and stock 
binders. 


Anything complicated in 
the Index Line ? 


“Let George Do It’ 


We are making up a new catalogue’ and if you would like a copy 
it’s yours for the asking. 


G. J. AIGNER &* CO. 


Index Dept. O. 
521-523,West Monroe St. 





CHICAGO, ILL. 
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| “MASTERGAUSE’” 


ot The : 
| Dominant Carbon Paper | 


EI Dealers who sell the PEERLESS 
BRANDS of Carbon Papers and 
Typewriter Ribbons are not sub- 
f ject to cares or worries. 





Hi “Thoroughly satisfied” is the Con- EI 
sumer’s verdict. 


E MASTERGAUSE is the Domi- 
: nant Carbon Paper, absolutely so. 


COE 


| Peerless Carbon & Ribbon 
E Mfg. Co., Ltd. 


UNITED STATES 
113 West Broadway, New York, N. Y. 


FE EUROPE TORONTO, CANADA 
39-40 Shoe Lane, London, England 176 Richmond St., West 


teetnee 








1920. 


Vovember, 


The business was formerly located at Keizersgracht 
790. For three months prior to the move a daily adver- 
tisement in the leading newspaper announced “Damrak 
44,” without further explanation. This whetted interest, 
and many sought out the address. There they found the 
same legend painted on the enclosure of the new loca- 
tion, and also an enumeration of the different lines mar- 
keted by N. V. J. Bloch Company. 

Javan Business Man Reaches Home. 

Many of our readers will recall the visit of L. Zecha to 
the United States early this year. A letter from Soeka 
boemi, Java, written early in August, chronicles his re- 
turn home safely. His itinerary since leaving the United 
States took Mr. Zecha to London, Holland, Hamburg, 
Leipsic, Berlin, Brussels, Paris, Versailles, Luzerne, Rigi 
Mountain, Basle, Geneva, Nice, Monte Carlo and Mar- 
seilles. The latter city was his port of departure for Java. 

Mr. Zecha made a close study of conditions while in 
the important continental centers. It is his opinion that 


business conditions are still under heavy clouds. He feels 
that it may be years before normal is reached. All manu- 
facturers are behind in their orders, and in many cases 


production is about one-fifth of normal capacity, due to 
the shortage of skilled labor and materials. This involves 
high retail prices, and militates against successiul export. 
It appears as though a continuance of these conditions 
would have a favorable bearing on the volume of the ex- 
port business of the United States. 

During his stay in France, Mr. Zecha visited the battle- 
fields of Soissons, Vailly and Rheims. He found that the 
bombardment was practically universal in the damage in- 
flicted. The marble floors were used in fitting out under- 
ground hospitals 

British Events in Illustration. 

We are indebted to the Roneo Company of L« 
for a copy of the Times Weekly edition, illustrated, for 
September 24th. This edition is much more than a series 
of illustrations, for it is the regular Times Weekly, giv 
ing the news of the world, plus a wonderfully well exe- 
cuted pictorial supplement, illustrating current events and 
the doings of prominent people in the British Isles. We 
observe on page 8 of this section a picture of the officers 
of the Manchester Guardian during the printers’ strike, 
showing typewritten news sheets, turned out by dupli- 
cating machines at the rate of 100 copies a minute. The 
picture shown in the Times Weekly is similar to the one 
shown elsewhere in this issue. 


yndon 


New American Chamber at Pernambuco. 
An American Chamber of Commerce has been or- 


ganized at Pernambuco, Brazil. This is the twenty- 
eighth organization of this kind promoting American 
trade in foreign countries. In Brazil there are three 


other American Chambers of Commerce, located at Rio 
de Janeiro, Santos, and Sao Paulo. 

There are six American Chambers of Commerce in 
China, that country leading all others in its total. The 
Chambers are located at Shanghai, Tientsin, Peking, 
Hankow, Harbin and Changeba. A chamber is now in 
process of formation at Vladivostok, Siberia. 

Organiser in New Format. 
The Organiser, London, England, has changed from 
the 9x12 size so familiar to its many readers to 534x834 
inches. This puts it in the pocket magazine class, a size 
which is very convenient for readers who like to carry 
the magazine with them for study on the train and at 
other moments when away from the office and blessed 
with leisure for reading. 
Consolidation of Japanese Firms. 

Maruzen Company, Ltd., Tokio, Japan, has amalgamat- 
ed with Z. P. Maruya & Company, Yokohama. The 
Yokohama house becomes a branch of Maruzen & Com- 


pany, Ltd. There are also branches at Osako, Kyoto, 
Fukuoka and Sendai. Communications should be ad- 
dressed to the Tokio house. 
Prize Poster for English Show. 
The Daily Mail Efficiency Exhibition, to be held in 
February, 1921, at Olympia, London, is to be adver- 
tised by a poster which won £100 in an art contest. 


“100%” with the name and place. 


The poster features 
Grimes, a soldier of the world war 


The winner was L. 
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HE magazine pencil of finest ap- 

pearance—that’s what makes your 
customers stop in front of the AUTO- 
SHARP Display Case. 


The magazine pencil of perfect bal- 
ance and easiest writing qualities—that’s 
what makes your customers buy an 
AUTO-SHARP after trying one. 


The magazine pencil of double lead 
capacity and simplified refill—that’s what 

makes every sale of AUTO-SHARP 
AUTOMATICALLY SHARP 


Pencils a permanentsatisfaction, 
bringing in the customer’s friends. 

S Retail prices from $1.50 to $25. each, 
with a better profit to you. 


Ask your jobber for our special assort- 
a E NC | L ment with Display Cabinet, or write direct. 


NEW DIAMOND POINT PEN CO., Ine. 


Manufacturers of ‘Diamond Point Pens’’ and “Auto-Sharp Pencils’’ 
135 Lafayette Street - . - : - New York City if 




















CARY SAFES "The Safe Investment’”’ 
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Cary Safety Deposit Box Units 
Bring Repeat Sales When Once Installed 


Every bank and trust company that you interest in Cary 
Safety Deposit Box Units will be your customers as long as 
you handle the CARY line. They will buy CARY equipment 
month after month, and year after year. As their Safety De- 
posit Box Department gets new business—they will place new 
orders with you for CARY equipment. 


Cary Safety Deposit Box Units are STANDARDIZED and 
INTERCHANGEABLE. New units are ordered by banks and 
trust companies as needed,—and each unit is a counterpart of 
previous CARY installations. Cary Units are constantly going 
through the Cary factory, enabling us to make immediate de- 
livery. This service enables you to fill orders promptly. 





Another CARY convenience is found in the fact that Cary 
boxes are furnished in various sizes. You can secure units of 
small boxgs—or units containing an assortment of sizes. This 
feature makes it possible to meet the requirements of each in- 
dividual customer. 

In handling Cary Safety Deposit Box Units you offer to your 
customers the protecton and service of the same high-grade 
products as the famous CARY Safe—a standard for half a 
century. 





You handle a line with the prestige of long years of success. 
The story of Cary superiority is told month after month to more 
than a million selected readers. This advertising is producing 
business in your territory, which we want you to care for as 
our representative. 

Our folder, “CARY 20th Century Deposit Box Units”, tells 
about this profitable dealer item. Send for it, as there is still 
some choice territory open. 


CARY SAFE COMPANY 


BUFFALO, N. Y., U.S. A. 
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Harking Back Into the Youth of A. D. 
Loose Leaf is Not the Youngster We Con- 
sider It. Charles Sieber, of the Sieber Prod- 
ucts Company, St. Louis, Mo., Saw Loose 
Leaf Tablets in the British Museum Dating 
from the Third Century, A. D. 


Vote—The following is an extract from a letter written in 
London by Charles Sieber, of the Sieber Products Company 
St. Louis, Mo. He is well-known in the trade, and recognized 
as a pionecr in loose leaf lines. He is one of the most carefu 
students of the art, whose good work helped to lay the fou 
dations of the present industry. A man of high qualities, and 
practical application, it ts characteristic that he should 
the ancients credit for what this generation has developed 
‘nto a marked improvement in modern accounting d record 


[I have done a little traveling, and gained some infor 

mation that is interesting to me as a manufac- 
turer of loose leaf books. I have taken pride in the fact 
(?) that in the middle west of our country the loose leaf 
book first had its inception. I accounted for it by the 
fact that the development of general business in that 
section of the country was so rapid and took on such 
large proportions that it became necessary to devise some 
quicker method of recording and of referring to the daily 
transactions than was afforded by the bound book. So 
“loose leaves” (sheets) were used, and afterwards filed 


STi E the very pleasant visit I had with you last June, 


in covers to form a book. . 

If I am not mistaken this system was first introduced 
in the handling of orders on specially-printed forms. The 
system developed into the keeping of ledger accounts in 
loose leaf form, with more elaborate binders for holding 
the sheets. As the system became better known it was 
utilized for various printed forms until its use became 
universal in all departments of business. 

The First “Line.” 

I clearly recall my first visit to Chicago to sell loose 
leaf covers in the days when Pettibone, Sawtelle & Com- 
pany, and Geo. E. Marshall & Company were located on 
Monroe street. At that time my company had but one 
item to offer as a loose leaf device. I well remember 
showing my “line” to Mr. Amos Pettibone, and his re 
mark, which was “We cannot sell tocse leaf goods, be- 
cause the manufacturers go direct to our customers.” | 
replied by stating what was being done in a retail way 
with these covers, showing how the sales were being made 
to professional and commercial customers. He replied 
to this by saying “If you can sell them I can see no rea- 
son why we cannot.” So that led to his giving an order, 
which in those days was considered a fair-sized order, and 
marked the beginning of an era in the stationery business. 

Some time after that transaction, another Chicago manu- 
facturing stationer remarked, “The day is coming when 
they will make loose leaf books more like a bound book.” 

Historical Loose Leaf Records. 

It is needless to say that day has come. Now you 
would suppose from all I have written it is settled that 
we, the enternrising people of the middle West, are the 
inventors of the loose leaf book. But it may astonish you, 
as it did the writer, that we are far behind the times in 
this particular claim \s a matter of fact, we are nearly 
two thousand years late in our claim. 

I am not now referring to the Baby!onian baked tab- 
lets, for while they may be compared with the loose 
leaves of a book, so far as my investigation leads, they 
were never bound together in book form. I do refer to 
waxed tablets, about 8x6 inches. These tablets are of 
wood, about one-quarter inch thick, with a coating of 
wax on the surface of one side, with a margin of about 
one-half inch all around the edges unwaxed. 

On one of the tablets I saw is the remnant of one thong, 
which is the thickness of medium-sized wrapping twine 
The characters on the waxed tablets were in the Greek 
language of the second or third centuries. 

Might Have Been a Post Binder. 

Another tablet was unwaxed, with the Greek charac- 
ters inscribed with ink. This tablet had two round holes 
about one-quarter inch diameter pierced on one edge. 
They have a striking resemblance to the holes punched in 
paper for a post binder. However, they were undoubtedly 
used to accommodate a thong like the tablets with the 
smaller round holes. 

Were it not for the fact that they were kept under 
lock in the British Museum, I would have discredited their 


LP rs 


TYPEWRITERS 


WHOLESALE AND EXPORT 
EXCLUSIVELY 


Rough and Rebuilt Machines 
ROUGHS—OUR SPECIALTY 


We distribute typewriters to every corner 
of the world. 


Ask for Price List No. 59 


A TRIAL ORDER WILL BE APPRECIATED 


Morse Typewriter Exchange 
Company 


319 Canal St. New York, N. Y. 


Cable Addreas “MORSETYPECO,” N. Y. 











Uncle Sam Calls 


YOU 


Save a Dollar a Day 








WHY PAY YOUR TAXES TWICE? Follow the modern way 
provided b 4 DIARY BY DAYS—Expense and War Tax 
Edition, which contains space for War Tax Items deductible 
from your income, with a simple explanation of the law. It 
also has a daily diary for one year, and a personal Expense 
Account Of convenient size for the busy man or woman, 
it is an indispensable record which will save the owner many 
times its cost 
Nos. 600-601 Maroon or Black silk finish Cloth Gold Cover 
Stamp, Colored Edges. Size 4%x3% inches. 
Each $1.2 
One dozen copies assorted in a Selling Box for $9.00 net, 
Every Stationer and Bookseller Should Stock These Books 


DO IT NOW 


Published by 


JORDAN & COMPANY 


542 South Dearborn Street 
CHICAGO 
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WRIGHT DESKS 


Built right for write work 





Qualities of service and 
endurance which meet the 
demands of established bus- 
iness make Wright Desks 
the best line for the average 
office equipment dealer. 


Wright Desk Company 


ROCKFORD ILLINOIS 














EVERAL HUNDRED thoroughly re- 

built first-class DALTON ADDING 
AND LISTING MACHINES available at 
half American list price. Cable or write 
for particulars. 





Cc. H. KORB 


REBUILT TYPEWRITERS and ADDING MACHINES 
31 Walker St., New York City, U.S.A. 
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authenticity. What interested me particularly, apart from 
their ancient origin, was the fact of their being held to- 
gether with a flexible strip, instead of by wooden pegs, 
as metal was not utilized in those days for such purposes. 

Now, I do not want to detract from any claim to 
originality we make, but facts are facts, and we can now 
only claim to be the earliest to take advantage of an an- 
cient, if lost, invention, and applying it to practical use. 

In doing this we have benefited the whole commercial 
world, and incidentally gained a world-wide reputation for 
progressiveness, and being up-to-date in our methods. I 
take pleasure in being identified with this business, and 
contributing, though in a small way, to the sum total of 
our country’s reputation. 











BOOTH OF THE CORONA TYPEWRITER SALES COMPANY 
SHOWING ITS DISPLAY DURING THE RECENT ROCH- 
ESTER INDUSTRIAL EXPOSITION.—This display was in 
charge of Floyd L. Cross, proprietor of the Corona Sales Com- 
pany of Rochester, who represents the Corona, Hammond and 
Woodstock typewriters in Rochester and the surrounding 
territory. 








Cost of Labor Turnover. 

An authority on labor conditions states that the Denni- 
son Manufacturing Company estimates the cost of labor 
turnover to average $50.00 a man. This was the lowest 
showing cited, the extreme quoted being a public utility 
company with the cost of training new men at $217.29. 
A motor car manufacturer figures an allowance of twen 
ty-five per cent must be made, due to the reduced speed 
of production of new and inexperienced workmen. This 
allowance applies on cost of buildings, equipment, super- 
vision and direct labor. 

Carter Noon-Day Activities. 

The Carter’s Ink Company, Boston, Mass., is making 
plans to continue the noon-day activities which were so 
successful last season. The general schedule provides 
singing for Monday, movies for Tuesday, sport events for 
Wednesday, entertainments for Thursday, dancing for 
Friday. The entertainment features include programs 
prepared by speakers from the organization, and some 
by outside talent. A playlet, acted by Carter’s folks, is 
in prospect. 


The Red Envelope. 

The Red Envelope is an occasional publication by the 
United States Envelope Company. It was inaugurated in 
1917 with the idea cf forming a permanent record of the 
envelope industry. No. 11 has just been distributed. It 
is devoted to the war record of employees of the United 
States Envelope Company and many of the men are 
shown in illustration, in garb of the army and navy. 
Those who gave their life in the conflict are identified by 
gold stars. 





“Doc” Hanson Breaks Into Printers’ Ink. 

An article in Printers’ Ink commenting on guaranteed 
satisfaction gave “Doc” Hanson, the eminent Cleveland 
typewriter practitioner, an edge. He called attention to 
his slogan, “Complete Satisfaction or Your Money Back 
Plus Thirteen Per Cent.” 
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Protection for 
The Liquid Carbonic Company 


Protection and accessibility were the determining 
factors that decided The Liquid Carbonic Company 
to install THE SAFE-CABINET for the housing of 
their accounts receivable. 

Clerks working in this department now have their 
records close at hand. Records are taken from the 
safes only as needed. In case of fire, it is only a matter 
of seconds to close the doors and safeguard books of 
incalculable value. 

The battery of twelve SAFE-CABINETS shown is 
only a part of the installation made for The Liquid 
Carbonic Company. 





THE SAFE-CABINET COMPANY 


Originator and Sole Manufacturer of 
THE SAFE-CABINET s47isr Sire® 
316 Greene Street, Marietta, Ohio 


THE SAFE-CABINET COMPANY OF CANADA, Limited 
32 Front St., West, Toronto 
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Aurora Vertical Cabinets 
—letter, cap and invoice. 
Beautiful, strong, rigid. 
Progressive roller drawer 
suspension, operates 
perfectly. Non-rebound- 
ing drawers. 





Aurora Card Cabinets 
for 3x5, 4x6, 5x8 cards. 
Made in 1, 2 and 4 
drawer cabinets. 
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Look for the 
AURORA 








The Aurora Trade Mark is a symbol of service, 
durability, efficiency and resistance to fire. 


The progressive business man knows the need of 
speeding up the efficiency of the filing depart- 
ment. That’s why he insists on the Aurora Line 
of cabinets. 


Aurora Upright Files, Transfer Cases and Card 
Cabinets assure to the dealer a quick turnover and 
satisfactory profits. The user is assured security, 
convenience in operation and a life time of service- 
ability. 


Our New York Office is at 
52 Park Place 


Ask for Mr. Denny or Mr. Wilson 
or Write for Catalogue to 


Aurora Metal Cabinet Works 


Aurora, Illinois, U. S. A. 


Aurora Transfer Cases— 
in letter, cap, invoice 
and ledger size. 
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STATIONERY 











Albany, N. Y.—Frank D. Sargent, stationer, printer and 
binder, led the parade of the Capital City Club October 
5—its first demonstration of the campaign. 

Boston, Mass.—George L. Davis (Adams, Cushing & 
Foster) is chairman of a committee to solicit the station- 
ery trade for funds for the Republican finance committee 

Brooklyn, N. Y.—The Record Card Company has 
changed its name to the Oxford Filing Suppiy Company. 
The now located at 382-84 Jefferson street, 
with a salesroom at 21 White street, New York, N. Y. 

Chicago, Ill—George Ramskill, of the Dennison Manu- 
facturing Company, fractured two ribs in a fall from a 


step ladder. 


company is 


* * * 
Wells, branch 
larger warehouse 
Kinzie street are 


manager of S. S. 
and 
proving in- 


Chicago, Ill.—C. W. 
Stafford, Inc., is hunting a 
The quarters at 33 West 
adequate. 


omece 


k * x 

Chicago, Ill—Decorators took possession of the S. D 
Childs & Company store early this month. The walls 
were given a new coat of finish, and the woodwork dressed 
in golden oak. 

x * * 

Chicago, Ill.—Carrithers & Company, formerly in the 
Lake View Building, on Michigan boulevard, have moved 
to enlarged quarters on the second floor, 223 West Madi 
There are 12,000 square feet in the office and 
wareroom, Business is handled through outside salesmen 
and catalogues. 


son street. 


x x 
Chicago, Ill—A new bridge across the Chicago River 
was completed in October. it serves a large manufactur- 
ing district on the North side, and the approach from 
the loop adjoins the warehouse and retail store No. 6 of 
Horder’s Stationery Stores, Inc. The event was signal 
ized by a Horder ad inviting the business concerns North 
of the river to use the Horder facilities in stocking up on 
office supplies. ae 
Chicago, Ill.—V. I. Martin, manufacturers’ agent, 218 
South Dearborn street, has taken on two new lines, for 
wuich he has representation in the middle West. He now 
bags, made by the Murell Leather Goods 
Company, Boston, Mass.; brief and other leather 
goods made by The Keystone Leather Goods Company, 
New York, N. Y. A complete line of each manufacture is 
carried in the Chicago office, and a representative in the 
office to show the different items to visiting buyers. 
Cleveland, Ohio.—J. S. Pushaw, office supplies, 
Euclid avenue, recently moved from his old place at 5807 
Euclid avenue. 
Colorado Springs, Colo.—Car! P. Myles was married in 
September to Miss Lucille Mason St. John. Mr. 
with the Outwest Printing & Stationery 


Boston 


carries 


cases 


5205 


is connected 
Company. 

Mason City, Iowa.—B. F. Ferguson has sold the Mason 
City Book & Stationery Shop to Yelland & Hanes, of this 
city. Mr. Ferguson will continue his school supply print 
ing business. Joe Hanes will take charge of the Mason 
City Book & Stationery Shop; Curtis Yelland will con- 
tinue the management of the news stand. 

New Bedford, Mass.—A fire loss of $75,000 was suffered 
October 23 by the stationery store of the F. S. Brightman 
Company. 

New York, N. Y.—Letters, Ltd., has been incorporated 
with capital stock of $25,000 to operate a stationery and 
printing business. The incorporators are E. T. Hogarty, 
115 Broadway, H. P. Morgan and M. H. Young. 

x * * 

New York, N. Y.—The Vulcan Company will do a com- 
mercial stationery and printing business at Room 202, 
Bristol building, 500 Fifth avenue. 

oe 

New York, N. Y.—The Broun-Green Company, station 
ers and printers, 48 John street, has affiliated with the 
Merchants’ Association of New York. 

x * * 

New York, N. Y.—W. C. Horn, Brother & Company, 
manufacturers of stationers’ specialties, 541 Pearl street, 
has joined the Merchants’ Association of New York. 


Myles, 
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Hano-Weinkrantz Co., Inc. 


‘“‘It Pays YOU to Know US” 
We Have the Goods—IN STOCK 


Index Cards and Guides “ana'Ruines” 
Columnar Analysis Pads ™ Yaw" 
Uniform R. R. Bills of Lading 
Ledger, Journal and F oolscap Paper rotaea 
Quadrille and Faint Ruled Perforated Pads 
Bankers’ Tabulating Column Pads 
Inventory and Order Blanks *“?eaa.a"* 
Bond Typewriter Paper soxea 
Manilla and Onion Skin 2na Shes. 


And Lots of Other Items YOU Need 


It Pays YOU to Stock Our Line 
We Deliver the Goods—AT ONCE 


Hano-Weinkrantz Co., Inc. 


133 Mulberry Street, New York City 
















The name of “CROWN”, as applied to Typewriter 
Ribbons and Carbon Papers, stands for the best and 
highest grade of goods made. 

he material used in their manufacture is the finest 
obtainable; the colors strong and brilliant; both ribbons 
and carbon paper are non-drying and non-fading, and 
capable of sharp, clean work from beginning to end. 

‘CROWN” ribbons and carbon papers are made in a completely 


equipped and up-to-date factory, by men whose experience 

ing many years ensures a product of perfect and uniform q . 
Neat and attractive boxes and packing assist in the ready of 
Crown goods by the dealer. 


Dealers ro line of Typewriter Ribbons and Carbon P 
that is COMPLETE and of irreproachable quality are invited to 
write for samples, prices and terms. Correspondence and catalogues 
in English, Spanish. French and Portuguese. 


CROWN RIBBON & CARBON MFG. CO. 
782-79@ ST. PAUL STREET ROCHESTER, N. Y., U.S.A. 
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PERFECT 


“FIN GER-GRI PS” 


“TIRES FOR TYPEWRITERS” 


ARE YOUR MACHINES PROVIDED WITH “TIRES” ? 
IF NOT, WHY NOT?? THEY SHOULD BE. 






Cut-Away 


Applied in 5 Seconds. 
Showing Construction 


Never Work Loose 
TEN REASONS WHY YOU SHOULD SPECIFY 
“PERFECT FINGER-GRIPS” 


I—~-THEY ARE SIMPLE, 
2—DURABLE 
3—EASY TO ATTACH, 
i—CAN'T WORK LOOSE, 
5—-HANDSOME IN DESIGN, 
§6—ORIGINAL NON-SKID CONSTRUCTION, 
i—COMFORTABLE TO HANDLE, 
8—-INEXPENSIVE TO BUY, ($1.00 per set) 
9—EFFICIENT IN OPERATION, 
10—INDISPENSABLE TO MANIFOLDING. 
THOUSANDS OF TYPISTS APPRECIATE THE FEATURES 
DISPLAYED BY ‘“‘FINGER-GRIPS’’. 
WHY SHOULD YOURS NOT? 
Send today for one of our attractive folders and we will tell 


you just how these ingenious little attachments 
speed up your typewriting production. 


PERFECT SPECIALTIES COMPANY, "°NNft 

















































































































Roll Top Desks 

Flat Top Desks 

: Standing Desks 

Typewriter Cabinets 

Office Tables 
: Variety of Designs : 
i Quality : 
: Service : 
| 0.C.S. Olsen Co., 2521 Moffat St., Chicago 
i : 
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New York, N. Y.—L. F. Hayward, who has joined the 
Royal Card & Paper Company, was connected with the 
American Writing Paper Company for twenty-one years; 
recently he was manager of the New York office 

* x * 


New York, N. Y.—The Bankers & Brokers Equipment 
Company, has taken over the entire affairs of the Conpo 
Manufacturing Company, manufacturers of acid-proof 


powder ink. 
* * * 


New York, N. Y.—M. Rabinowitz, who recently 
his stationery store from 108 Fifth avenue to 5 East 20th 
street, has been in the stationery business fifteen 
in New York. He is a member of the National Associa 
tion of Manufacturers, and the New York Stationers’ 
Association. 

New Orleans, La.—J. IF. Garcia has 
dent of the Garcia Stationery Company, 


moved 


years 


made presi 


I 


Ltd. He suc 


been 


ceeds to the post of the late Jos. Garcia, his father, who 
died in August. 
Petersburg, Va.—J. C. Mason has taken a position with 


Caldwell-Sites Company, wholesale and retail stationers 


and paper dealers. He was connected with the Bell Book 
& Stationery Company, Lynchburg, Va., for many years 
Later he was assistant manager of The Franklin Press, 
Petersburg, Va. 

Philadelphia, Penna.—C. E. Martel has joined sales 


force of Gubler & Company, 14th and Sansom streets. H¢ 
was formerly with C. W. Born. 


*K * * 

Philadelphia, Penna.—Local stationers were isited in 
October by L. A. Williamson, representing John Under 
wood & Company, New York, N. Y 

st at: 
Philadelphia, Penna.—Frank Schneller visited the Phil 


adelphia trade in October, showing the bond lines of the 
Gilbert Paper Company, Menasha, Wis. 
* * * 


Philadelphia, Penna.—Harry Heisler, advertising man 
ager of the Wm. H. Hoskins Company, returned October 
1 from a vacation spent at the seashore. 

k * * 

Philadelphia, Penna.—Robert Dornan Brooks, son of 
the vice-president of the Wm. F. Murphy’s Sons Com 
pany, was married in New York to Miss Gertrude Love 
Balthasar. 

k *« * 


Philadelphia, Penna.—A dispensary has been established 
in the plant of the Moore Push Pin Company at Wayne 
Junction. A nurse is in charge to give first aid, and a 
prominent Philadelphia physician is subject to call in s¢ 
rious cases. 

k oe * 

Philadelphia, Penna.—Sidney Marcus has arranged to 
enter the office stationery and printing business at 1210 
Arch street. He was manager of the 15th and Chestnut 
street branch of Marcus & Company until that concern 
went out of business. 

Reading, Penna.—The Stationers’ 
been established here to job stationery and allied lines 

San Francisco, Calif—H. J. Stratford, of Neal, Stratford 
& Kerr, represented the Stationers’ Association of Cali 


fornia, at the St. Louis convention. 
x *« x 


Supply Company has 


San Francisco, Calif—The Strauss Stationery Company 
reports that the Shaw line of blank books, for which it 


is agent, is now coming through in a very satisfactory 
manner. 
xk * * 

San Francisco, Calif—J. Schwabacher and E. Crandell, 
of the Schwabacher-Frey Stationery Company, have both 
returned from their business trip East. The firm’s new 
factory for printing, lithographing, etc., is now in full 


working order. 
oa 
San Francisco, Calif—Neal, Stratford & Kerr have just 
put in a complete line of inks, mucilage and paste manu- 
factured by the Thaddeus Davids Ink Company, Inc. 
They are making a special feature of the fountain pen 
inks of this manufacture and are featuring the ink in one 
of their windows, as well as within the store. 
a * 

A. Carlisle & Company has issued 
| cur- 


San Francisco, Calif.- 
a handsome new catalogue for the remainder of the 
rent year. In spite of its costly illustrations and size, 


(Continued on Page 297.) 
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efficiency of every | 
office. Made in all 


| colors and assortments. 
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The American Crayon Company 


‘ESTABLISHED 1835" 


Sandusky, Ohio J. &. Mc New York, N. Y. 
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that Peerless Rubber Typewriter Keys mean Big Profits and Steady Sales. They 
are also recognizing the fact that Peerless Keys are made in one grade only, rep- 
resenting the highest quality procurable, and that every set is fully guaranteed to give 
service and satisfaction, thereby building up a direct, profitable and continuous patron- 


age with big profits and with little effort. 

In stocking Peerless Keys, a dealer is fully protected and assured of a steady demand, satisfied 
customers and repeat sales. Why? Because when a dealer ORDERS Peerless Keys he GETS Peer- 
less Keys and not some inferior grade, which as practiced by some competitors, is palmed off on the 
unsuspecting dealer as a first grade article, while the concern’s office-to-office salesmen cash in on 
the real thing at the dealer’s expense. In other words, Peerless Keys are made only in one grade— 
the best possible—and a dealer in any part of the world is furnished with exactly the same key as 
is carried by our own men. 

More than that, we co-operate with our dealers at all times and very often our salesman will 
land an order in some particular territory and, instead of filling it direct, will turn it over to the 
local dealer, who makes a nice profit with no effort. That is what we mean by Personal Co-opera- 
tion and it is this practice, combined with Superior Quality, national advertising and the attractive 
display matter furnished free of charge, that is turning skeptical dealers everywhere into Peerless 
Boosters. An investigation will convince YOU, too! 


What Peertess progressive dealers throughout the world are becoming convinced 





Peerless Noise Stoppers Peerless Twirler Rings 


Can be used on all machines and Here’s a typewriter specialty that 


not only stop the nerve-racking every typist will buy on sight. Pre- 
noise, but prevent the machine vents operator’s fingers from slip- 
from slipping from its proper posi- ping and becoming bruised. Can’t 
tion. Made of superior rubber, slip off. Put in a few sets and 
fully guaranteed. Steady demand, watch them move. You'll be inter- 
repeat orders, big profits. Unusual ested in the offer we can make 





proposition to dealers. you. 


Dealers in every part of the world where typewriters are used will find it to their advantage to investigate 
Peerless Rubber Keys, Peerless Noise Stoppers and Peerless Twirler Rings. Quality unexcelled, unlimited 
field, steady sales, big profits, genuine co-operation. We have an attractive offer to make you. May we? 


PEERLESS KEY CO., INc. 





176C FULTON STREET, NEW YORK 
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ADDING MACHINES 








September 1 Edward Palmer be 
Bridgeport office of the Monroe 
Palmer has had an 
calculating machine 


Bridgeport, Conn. 
came manager of the 
Calculating Machine Company. Mr. 
extended experience in adding and 
work. 

Chicago, IIl. 
district of the 


succeeding R. H. 


Leo Ryan has been attached to the Chi 
Sundstrand Adding Machine 
Dix, who is now located at 


cago service 
Company, 
Venver 

x ok Ok 

Chicago, Ill. cE. W. Maloney, a ( hicago 
the Wales Adding Machine Company, has been placed in 
charge of the office at Fort Wayne, Ind. R. C. Burnett, 
the incumbent, had undergone an operation for appendici 
tis, and resigned his position. 

Cleveland, Ohio.—Clark Folgate has been assigned to 
the Cleveland office of the Sundstrand Adding Machine 
Company. He replaced Gordon Baker, who is now doing 
combination work at Columbus, Ohio. 

Denver, Colo.—R. H. Dix, formerly of the 
office, is now service man here for the Sundstrand Add 
ing Machine Company. 

Lansing, Mich.—C. 
Lansing territory of the Wales Adding Machine 
pany. He had been a salesman in the Chicago territory 
for about one year. 

New York, N. Y.—The Misses Kathryn Heney and 
Frances Heney, former employees of the Monroe Calcu 
lating Machine Company, were married early in October 

* ok Ok 

New York, N. Y.—J. D. Clark, of the 
department of the Monroe Calculating Machine Company, 
having fought his way through campaigns in 
France, recently decided to take a chance on matrimony 
He was married on Sept. 18. 

New Orleans, La.—Clifton Casey has been assigned the 
Northern part of Louisiana as territory for the 
Sundstrand Adding Machine was for 


Chicago 


Com 


system service 


several 


sales 
Company. He 


merly attached to the New Orleans office, under J. A 
Davilla, Jr. 
Oakland, Calif—Walter A. Cooley has been transferred 


from the Fresno office to the Oakland office of the Mon- 
roe Calculating Machine Company. R. J. Stevenson was 
transferred from Vancouver to take charge of the Fresno 
office, leaving Frederick C. Wiggins in charge of the 
Vancouver oftice. 

Philadelphia, Penna.—B. D. Jennings, district advertis 
ing manager here for the Burroughs Adding Machin 
Company, has resigned to go into another line of business 


Addition to Adding Machine Factory. 

Rapid progress is being made by the Monroe Calculat 
ing Machine Company on its new factory at Orange, 
N. J. It is expected that the new addition will be con 
pleted soon so that the company can put into effect those 
policies of expansion in the manufacturing end which ar 
so badly needed to take care of the new business 


House Organ ‘Changes Style. 


“The Stencil,” published by the A. B. Dick Company 
and written by Glen Buck, with the October number 
changes its size and style of printing. Heretofore, “Th 
Stencil” has been published in a small vest-pocket edi 
tion. It has now been made much larger, being 9%4” long 
by 6° wide over all. The front cover design is one of the 
familiar wood cuts which appear in the advertising o 
the A. B. Dick Company. The illustration on the cover 


of the current number is a picture of a man, naked to th 
waist, operating an old-fashioned screw 
figure, symbolizing the dawn of the printing art. The 
new Stencil is a fine specimen of the art of printing. The 
large type with red rules at the top of 
each page, the body of the magazine being printed in 
black. There is a single column on each page 20 picas 
wide, so that each page has wide margins with large typ: 


press—a strong 


matter is set in 


easily read. The present number contains 12 pages, not 
including the cover which is printed on special heavy 
white stock, similar to a parchment. 


APPLIAN (¢ 


salesman for 


W. Krause has been assigned to the 
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An Ideal Christmas Gift 
for a Business Man 

THE 


s WEINMAN»HANDIPAD 


A Note Pad When You Want It, 
Where ‘You Want It. 





Y¢ Perpetua! Calendar 
—_. 












Pad cut in thirds. 
Perforated Memo. 
Slips tear off easily 3 
when matter has 
been disposed of . 
Only one hand 
required 


EACH 


Black Enameled Base: 
Nickel Back 

and Trimmings 
Size 744x3% in. 


1. ‘*‘Nothing But LIVE Notes Before You’’ 
2. Always room for new notes. 

3. Carried-over Memos need not be re-written. 
4. Easily refillable. 

5. PERPETUAL CALENDAR. Always up-to-date. 





Immediate delivery—Write for Discounts and Particulars. 


WEINMAN BROTHERS, Mfrs. 
749 E. 42nd Street CHICAGO, U. S. A. 
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Fall business ‘s on the hum and the files get full. That 


is the time to sell the 


BENTSON 
STEEL TRANSFER CASE 


This is an article which is roomy, compact and rigid, and sells at a 
moderate price. The units can be stacked to any desired height. This 
is the case to relieve the files when general activity “steps on the gas” 
and brisk business swells the files. 


Bentson Card Cabinets 


are good sellers. A strong point in their favor is durability, and, like 
the transfer case, the price is moderate. 


The Bentson Mfg. Co. 
AURORA, ILL. 


Chicago Representative and 
' Display Rooms 







Associated Statsoners Suppl Co. 
E. E. Blankemeyer, Gen’! Mer 
201-15 North Franklin Street 
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Save Money on Ink 


by using 








The Perfect Ink Tablets 


T IS cheaper to buy just ink 
than to pay for ink, water and 
bottles. When you buy Inklets, 
you save about 70 cents a quart. 
You do not lose on water and 
bottles. 


You add the water yourself. And 
you get a clear, intense ink equalling 
or surpassing the quality of bottled 
ink 


Consider your saving ina year. Then 
ask us for free sample Inklets. 
4 colors: Blue Black, Red, Green, Violet 


Catalog of Eclipse Line on request 


General Eclipse Co., Dept. A. Danielson, Conn. 


















Thanksgiving 


| 
| 
In November, it is well to be thought- | 
ful and thankful. | 
| 
| 
| 
| 


Now let us cooperate and try to make 
business and economic conditions 
permanently better. 





JESLEECK'S THIN PaPERS{E 











One thing is certain. 


You may rely on ESLEECK’S 
ONION SKIN and MANIFOLD 
PAPERS. 


They are strong, durable, useful, 
uniform. 


















Ask Dept. O for samples 


ESLEECK MFG. CO. 


TURNERS FALLS, MASS. 







5, 


November, 


920, 


CATALOGUES 





The National Blank Book Company, Holyoke, Mass., 
has issued a booklet on its line of columnar pads 
OK * * 

Carrithers & Company, 223 West Madison street, Chi 
cago, have an extensive catalogue covering commercial 
stationery lines. 

*x* * x 
stationers, Chicago, 
The merchandise 


The Burr-Vack Company, retail 
Ill., has issued an extensive catalogue. 
shown includes Adco devices. 

* * * 

Catalogue L, describing and illustrating a complete line 
of steel lockers, has been printed by the Durand Steel 
Locker Company, Chicago, III. 


The Whiting Paper Company, Holyoke, Mass., has 
issued a new edition of the booklet, “How Paper is Made.” 
Copies are available on request. 


* * 
The Eastern Manufacturing Company, New York, N 
Y., has issued a 12-page sample book showing bond 


stocks in a variety of grades, weights and colors. 
* * * 


Two types of stencil machines for shipping depart 
ments are shown in a 40-page catalogue issued by the 
Bradley Stencil Machine Company, St. Louis, Mo 

x * x 

Bank statement cases for use in connection with ma 
chine bookkeeping systems are the subject of a folder 
mailed by the Adams, Groesbeck Company, New York, 


Bn. %. 
| ok 
“El Archivo Modérno” is a Spanish edition of “Modern 
Filing,” which is familiar to English-reading business men 
who receive the printed matter of the Yawman and Erbe 
Manufacturing Company. 


x * x 
A booklet, “Filing Aids,” has been issued by the Acme 
Card System Company, 6 North Michigan avenue, Chi- 
cago, Ill. It is devoted to Acme 45° metal tab guides, 
which were described in these columns recently 
* * * 
The Graphic Service Corporation, 155 Nassau street, 


New York, N. Y., issues a catalogue of graphic materials 
and supplies, listing materials for making up graphic 
charts of all kinds, charts, special office furniture, etc. 
+ “ * 

Pruitt Company, 112 North La Salle street, Chi 
cago, Ill., issues a catalogue in loose leaf form showing 
multigraphs, addressing machines, letter folders, envel 
opes, multicolor presses and duplicators of various makes. 


The 


A folder of type shuttles for the Hammond typewriter 
has been issued by the Hammond Typewriter Company, 
69th street and the East River, New York, N. Y. It is 


devoted to English faces, and shows an amazing array of 
sizes and type styles. 
Catalogue No. 44 of Itoki-Shoten, Osaka and Fukuoka, 


Japan, is a well-printed catalogue of seventy-six pages 
devoted to office equipment. It lists products of domestic 
and foreign manufacture. The descriptive text is in 
Japanese and English. 


and 


Price List No. 820, covering office supplies equip 


ment, has been circulated by the Indianapolis Office Sup- 
ply Company, Indianapolis, Ind. It conforms to the 
catalogue size standard established by the National Asso 
ciation of Purchasing Agents. 
x ok x 
Samples of Whiting papers are distributed by the 
Whiting Paper Company, Holyoke, Mass., in a_ useful 


container. Each grade of stock is made up into a sample 
4x8 inches, showing the various colors, sizes and weights. 
A new set of samples of fine papers is put up in 
leaf form, with envelopes to match the writing paper. 


loose 
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Of Especial Interest to Office Equipment Dealers 





ping Equipment 











The line that sells on merit alone 


§ The X-Ray Line embraces everything re- 
quired in the modern accounting system 


§ It is a line that is backed up by years of ex- 
perience in the development, manufacture 
and installation of bookkeeping equipment 


for bank and commercial use. 


§ The X-Ray Line has kept step with prog 
ress, and each and every item in the line is in 
keeping with modern methods of accounting. 
{| Unique devices predominate. Equipment 
originated and developed to meet the many 
requirements of every business, and built for 
practical use. 

{Prominent in the X-Ray Line are the 
\DJUSTO Tray-Binder and the X-RAY 
Ledger Binder—equipment that is used in 
Government Offices, and in thousands of 
banks and commercial houses in connection 
with the bookkeeping machine. 


| Loose-Leaf Binders of every description 
are included. Steel Back Binders to hold 
from 200 sheets to 1000 sheets. Sectional 
Post Binders of the keyless type, and binders 
that lock with key. Spring Back Binders 
to hold a few sheets—Transfer and Storage 
Binders of many kinds. 


{ Special items in the line include the X-RAY 
Posting Cabinet for the convenient and safe 
handling of checks and deposit slips in post- 
ing, and the Safeguard Speed Sorter for 
sorting checks and deposit slips as received 
by the teller. 

| Everything required for the successful 
handling of accounts and business records is 
included in the X-RAY Line Better Book- 
keeping Equipment. 

{| A splendid opportunity is offered Dealers in 
Office Equipment—a _ co-operative selling 
proposition that enables the dealer to give 
his customer the best possible service. The 
knowledge we have gained by years of ex- 
perience is at your command. 


DEALERS CATALOG NOW READY—SEND FOR YOUR COPY 





EFEBURE 


Li ACCOUNTING 





[EDGER 





foMPANY 


OUTFITTERS 





General Offices and Factory, CEDAR RAPIDS, IOWA, U.S.A. 
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The Supreme 
Achievement in 


Office and 


Directors’ Tables 


SAMSON TABLES 


Nationally Advertised 
and in strong demand 


A comprehensive line—telephone, office, 
library, directors’ tables—made in Oak 
and Mahogany. Ranging in sizes from 
16"x20" to 48"x144". “Interlock Re- 
enforcing’ and ‘‘Cleat Under-construc- 
tion’ of Tops, and “‘Taper-miter-joint- 
box” Legs are proof against time and 
hard wear—and are used only on Sam- 
son Tables. 


The Sales Franchise of [Samson Tables 
is a recognized merchandising asset. 


Dealers’ Prospectus upon request. 


Mutschler Brothers Co. 


Nappanee - Indiana, U. S. A. 


Since 1896 


+ -— ow A. 


—inemd ed od Ao 
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Sample books of the Esleeck Manufacturing Company 
Turners Falls, Mass., are available for distribution. They 
include Recorder bond, Fidelity onion skin, Emco onio1 
skin and Superior manifold. A new sample book which 
will show practically all the company’s lines will be ready 
for the trade shortly. 

2K a 

Price List No. 3-J of the Dennison Manufacturing 
Company covers a revision of the jewelers’ catalogue, 
dated September 23, 1920. The line includes an extensive 
1 cases, which stationers have 


variety of boxes and some 


found good sellers at holiday time. They are used as 
receptacles for gift coins, etc. 
“-* -* 


An effective illustrated letter has been devised by the 
Century Leather Crafts Company, 350 Broadway, New 
York, N. Y. It is a six-page folder, on enameled stock, 
with the letterhead form on the first page. Succeeding 
pages are devoted to the company’s line of brief cases, 
portfolios, sample cases, traveling bags and 
bank wallets. 


music cases, 


* * 

Selling ammunition for the transfer season has been 
provided by the Yawman and Erbe Manufacturing Com- 
pany, Rochester, N. Y. A catalogue-size booklet, “How 
to Clear Your Files for Next Year’s Business,” covers the 
subject of transferring correspondence from every angle. 
Four folders on direct name filing have also been issued. 


A mailing folder heralds “Clear the Way for 1921 
3usiness.” 

x * * 
The Bircher Company, Inc., Rochester, N. Y., has is- 


sued a booklet on Lightning mail room equipment. It is 
devoted to letter openers and sealing machines, both elec- 
tric and hand operated. It also shows the Lightning 
mailing machine, which stamps, seals and counts envel- 
opes; an automatic feeding mechanism is provided. An 
illustration of a large mailing room shows 2 department 
which occupies more space than many offices, all Light- 
ning-ized. 
* * * 

Catalogue No. 4 has been issued by the Knickerbocker 
Ink Stand Company, Lyndhurst, N. J. Its twenty-two 
pages are profusely illustrated and fully explained by 
means of text devoted to wooden inkstand bases, Emera- 
line cut glass bases, black glass bases, Emeraline match 
stands with brass match holders, plate glass paper weights, 
Emeraline pen racks, desk sets, card index boxes, desk 
trays and sets, desk drawers, card trays, patent ink wells 
and sponge cups. 


* + * 
The Brandt Manufacturing Company, of Watertown, 
Wis., has recently issued a striking folder in colors show- 


ing the appearance and operation of the Universal coin 
paying machine which comes in two styles and two dif- 
ferent prices. One is a paying machine for banks and 
paymasters. The other is a changer for theatres, stores, 
etc. The folder strikingly illustrates the operation of 
these different machines and presents the advantages of 
coin handling machines with logic and-vigor. 
xk oe Ok 

The Federal Adding 

avenue, New York, 


Machine Corporation, 251 Fourth 
N. Y., has just sent out two folders 
in colors, one presenting the principal features of the 
Federal visible typewriter which is illustrated and ex- 
plained with clarity and precision. The other folder pre- 
sents an interesting description with chart and illustra- 
tions of the Federal A adding and listing machine, whose 
different features are succinctly explained by means of 
red arrows and paragraphs of explanation on the different 
parts of the machine. Both folders are printed in colors. 
* K a 

The Pitney-Bowes Postage Meter Company, Stamford, 
Conn., has issued an attractive book, “Metered Mail.” It 
describes and illustrates the Universal postage meter, de- 
signed for the use of business houses mailing identical 
first class matter in quantity. The post office grants a 
special permit for first class matter, as on third class, un- 
der which the mailer does not affix postage stamps, but 
pays for the mailing in bulk when presented at the post 


office. The Universal postage meter is a cancelling ma- 
chine like those used in large post offices, with an attach- 


ment which prints the permit number and date of mailing. 

The attachment is set under seal of the post office for a 

given number of impressions; when the quantity paid for 

is exhausted, the mechanism locks automatically. 
(Continued on Page 294.) 
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Unyversal subdivider Unyt 


For filing drawers. Machine ledger posting trays. 

It protects the expensive index tabs and guide cards. 

It keeps the top edges of the sheets and contents straight and un- 
burred. 

It is as portable—instantly—as a small ledger—in but one hand, 

It speeds filing and finding. It protects the complete contents. 

It facilitates ledger posting machine work in every way. 

Throw away the obsolete “follower” blocks. Awkward and in- 
efficient. 

It keeps the contents of letter filing drawers and ledger posting 
trays in a smooth, plane, 30 degree, visible reading position. 

$2.50 each for the 12 in. letter filing drawer size. 

$3.00 each for the 15-in. ledger posting tray size. 

Just open the package and set within the receptacle. 
stantly. 


Ready in- 


A plain steel or wood filing drawer 12” or 15”, costing about $10.00 each 
with these Universal Sub-Dividers therein makes a much more efficient 
and economica! ledger posting tray for machine postings than does any 
$35.00 or $50.00 specially built machine ledger posting tray without 
them. A much belier device for less money. 


UNYVERSAL UTYLYTY UNYTS CO., 6111 Winthrop Avenue, CHICAGO 
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Look to Banks for More Business. 
Safe Deposit Banking Is Growin 
by Leaps and Bounds! Sel 


‘‘Security’’ Safe Deposit Boxes to 
Your Bank Trade! 


They sell. Investment is small—turne 
over quick—overhead next to nothing. 
Honest builders of repeat business. 
Good territory for progressive dealers, 
Write for proposition and catalog. 


The Barshal Line Includes Builteto-Order 
Metal Furniture, Steel Filing Equipment 


Ornamental Iron and Bronze Work. 
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SO the eescesseass =f 
The Eureka Telephone et tent Il of the 


Bracket 
Cannot Sag 















NOTE.—Manufacturers should read this department, for 
here are announcements from firms at home and abroad 
regarding their requirements for goods. Many of these an- 
nouncements outline business opportunities of importance 
and each item should receive careful consideration from 
manufacturers in this field. 








Three Vital Features Are Shown 
in the Illustration: 

(1) Swivel joint allows ‘phone to be 

swung to any position on the desk 

(2) Hinge joint allows ‘phone to be 

raised or lowered at will of operator 






Boston, Mass.—The Oborne Office Furniture Company, 
91 High street, has enlarged its show room facilities. It 
desires to add to its line of metal office furniture medium 





Suwa sales priced desks in oak and mahogany finish. Manufacturers 
are requested to send catalogues and prices. 

T is constructed on an entirely new prin- Buenos Aires, Argentina.—J. Carlos Huwiler, Calle 829, 

ciple. Sag is eliminated through the rigid wishes exclusive representation in Buenos Aires for rebuilt 


typewriters. He will soon be in a position to place orders 


“ ‘ . 1 le : ; 
support afforded by two metal eesspe sliding for a number of machines, and requests rebuilders to get 


ma steel jacket. The failure of most brackets in touch with him immediately 

is the tendency to sag. All parts of the New Chicago, Ill—The Corporation Supply Company, Inc., 
Eureka Telephone Bracket are riveted and 1546 First National Bank Building, desires to receive 
welded together, and finished in heavy nickel catalogues and price lists from manufacturers of offic: 
and japan, and the bracket will fit any desk supplies and equipment. a 


telephone without adjustment. 
P J Chicago, Ill.—Graver-Stahl & Company (Not Inc.), 82 


Write for particulars about the West Washington street, wish to add to their lines 

New Eureka Telephone Bracket. They limit themselves to the Chicago stationery trade, 

and are in a position to handle a few more lines. Manu 

facturers of any items in the stationery line who wish 

The Eureka Blotter Bath Company better representation in the Chicago market are invited 
3732-34-36 S. Wallace St. - CHICAGO, U. S. A. to communicate. 














Denver, Colo.—A. E. Keller, 1030 Foster building, this 
city, has made a close study of office efficiency and has 
done considerable work in this country and South Amer 
ica. Mr. Keller is anxious to obtain literature covering all 
office devices. He is a certified public accountant and a 
member of a prominent firm in Denver. Mr. Keller is 


— ° aaeSatn . -£ nti , ES. avaet 
Di XTERS ; entitled to full information and should receive usual 


courtesies. 


STAR The Hague, Holland.—The Smith Premier Typewrite 
Company wishes agencies for calculating machines, 


MANIFOLD copying machines, rotary duplicators, office furniture, etc. 
LINEN American manufacturers are invited to send catalogues 
S$ and price lists. 


Havana, Cuba.—Charles A. Villaverde, Obispo 7, wishes 
to get in touch with manufacturers of duplicating ma 
chines and other office appliances. He desires to secure 
representation for Cuba. Several important American 
firms are already represented, but Mr. Villaverde wishes 
to add a few lines. 

New York, N. Y.—M. J. Waldinger Company, Inc., for 
merly at 34 West 36th street, is moving into larger quar 
ters at 48 West 47th street. It is desired to add to th 
present stationery and printing business. Catalogues are 
requested; if possible, salesmen are requested to call 

Pullman, Wash.—Professor H. H. Maynard, who is 
charge of the work of the office management classes in 
the School of Commerce, at the state college of Wash 
ington, Pullman, is collecting circulars, catalogues, et: 
describing products of different manufacturers of office 
equipment, machines and devices. Professor Maynard 
would be glad to receive such matter from all manufa: 
turers who care to send it to him. All catalogues re 
ceived will be bound and preserved for future classes as 














A BRIGHT SPOT in office routine—carbon copies that 
are clean and legible! 


The uses of Dexter’s Star Manifold Linen in any well as for the use of business men in the state who may 
business office are limited only by the needs of the user. visit the college. Circulars containing large pictures, 
It is a high grade writing paper in tissue weight, possess- showing devices in operation are especially desired 


ing a perfectly finished surface and great strength of 
fiber. Star Manifold is excellent for foreign correspond- 
ence. Made in seven distinct colors and white. 


Syracuse, N. Y.—The Corona Typewriter Sales Con 
pany, 107 West Water street, has recently organized to 
sell typewriters and office furniture. Manufacturers i1 
terested are invited to send catalogues and price lists. 

Zurich, Switzerland.—F. Durrer, Glaadbachstr 76, is or 
on H. DEXTER & SONS, INC. ganizing a Swiss firm to deal in rebuilt office machines, i1 

Windsor Locks, Conn. cluding adding and calculating machines, multigraphs and 
typewriters. Dealers are requested to communicate 


Send for Samples and Prices. 

















on OFFICE APPLIANCES 


275 








A654 ; A560 


as Guide Modern Purchases 


“Every Inch Sanitary” is a slogan that means much 
to the desk purchaser. It assures a cleanly office 
and a truly serviceable desk. 


“Every Inch Sanitary”’ 
Jasper Manufacturing Company Office Desks 


are more than sanitary. We provide roomy design, 
use the best materials obtainable throughout and 
employ adept workmanship. ‘These are self-evident 
on examination—and prove out in use. 


We build models that will appeal to your trade. ‘‘Every Inch 
Sanitary’’ Desks are made in oak and in mahogany. 


Write today for catalog 
““D’’, price list and dis- 
count sheet 


Jasper 
Manufacturing 
Company 


Jasper, Indiana 





‘‘Every Inch Sanitary’’ 
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“Save the Surface” 


That's the slogan of the paint and varnish 
manufacturers. You can use it to good 
advantage in your business by featuring it 
in connection with a display of 


CHICAGO 


Glass Desk Pads 


Aoe nua be 2 











They keep active memoranda always available for 
ready reference, they put life in the system of desk 
efficiency, they give at a very small cost a practical 
form of desk protection. Under the glass, the price 
lists, pet mottoes, train schedules, telephone lists, 
etc., have a place secure from dust and draft. 


Chicago Glass Desk Pads are made in two sizes— 
18x24 and 20x36 inches. The standard pad is made 
of green leatherette with two raised leather cor- 
ners at the back. These retain the glass in place 
and facilitate lifting it to insert memos or make 
changes. 

As an additional insurance for the long life of the 
desk the high finish of its surface is fully retained 
because the underside of the pad is covered 
with felt. 

Don’t overlook this fact: A good desk with its 
writing bed all scuffed and scarred is an eyesore 
in any office. 

Plan to write us Today for Particulars and Prices 
of Chicago Glass Desk Pads. 


Chicago Mirror & Art Glass Company 


; 217 North Clinton Street Established 1890 Chicago, III. 
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Opportunities for Foreign Trade. 

The business tips which follow are collected from the 
various points where the United States has consular 
officers and commercial attaches. If the reader wishes to 
follow any of the prospects, he can obtain the name and 
address by requesting the information from the Depart- 
ment of Commerce, Bureau of Foreign and Domestic 
Commerce, Washington, D. C., mentioning the number 
which identifies each item. This information can also be 
obtained from the district and co-operative offices of the 
department 

District Offices: New York, 734 Customhouse; Boston, 
1801 Customhouse; Chicago, 1424 First National Bank 
building; St. Louis, 402 Third National Bank building; 
New Orleans, 120 Hibernia Bank building; San Francisco, 
307 Customhouse; Seattle, 848 Henry building. 

Co-operative Offices: Cleveland, Chamber of Commerce; 
Cincinnati, Chamber of Commerce; Cincinnati, General 
Freight Agent, Southern railway, 96 Ingalls building; Los 
Angeles, Chamber of Commerce; Philadelphia, Chamber 
of Commerce; Portland, Ore., Chamber of Commerce; 
Dayton, Dayton Chamber of Commerce; Pittsburgh, 
Chamber of Commerce; Baltimore, Export and Import 
Board of Trade. 

Most of these items are quoted in full, as reported by 
the Bureau of Foreign and Domestic Commerce, in the 
thought that where a miscellaneous list of requirements is 
stated, the character of the inquirer’s business will be 
revealed 

hese items are given identifying numbers, to avoid 
promiscuous publication of the names connected with 
Foreign Trade Opportunities developed by the Depart- 


ment of Commerce. The names and addresses must not 
be published by their recipients. 
Furniture. 
33,945.—An exclusive agency is desired by a firm in 


France for metal office furniture, hemp and jute bags, linen 
for packing and shipping, specialties, and general merchan- 
dise. Payment to be made cash against documents. Ref 
erences 
General. 

33,881.—One of the leading firms of South Africa desires 
to secure agencies for office appliances and equipment, 
except typewriters and steel furniture. The general man- 
ager of this company is visiting the United States and 
desires to get in immediate touch with firms interested 


Paper. 

33,838 \n import and export agent in Jugoslavia de 
sires to establish commercial relations with firms handling 
agricultural implements, railroad equipment, industrial 
machinery, metal household articles, electric motors and 
accessories, automobiles, food products, mining ma 
chinery, chemical products, oils, fats, leather and rubber 
goods, paper, textiles, and fancy goods. Correspondence 
may be in English 

33,871.—An importer of industrial supplies in Italy de 
sires commercial relations with American manufacturers 
of industrial chemicals, products, and supplies used in the 
manufacture of cotton, wool, paper, and glass; and such 
products as are used in tanneries, soap works, and electri 
cal and insulating establishments. No references offered 

33,872.—An export agency in America, with representa 
tives in Australia and Japan, desires commercial relations 
with manufacturers who will grant sole selling rights for 
their products in either of these countries. Lines desired 
for Australia are: Silk hosiery, silk and cotton piece goods, 
cotton duck, writing paper, umbrella sticks, women’s high- 
grade shoes, corsets, wearing apparel, vacuum cleaners, 
and other household labor-saving devices For Japan 
Men’s hats and underwear, and all articles of apparel for 
men and children. Reference. 

33,965.—A commercial agent in Serbia proposes to or- 
ganize a trade bureau for the Balkans and to later open 
branches in Zagreb, Sofia, Bucharest, and Piraeus, and 
maintain industrial exhibits and a warehouse for the pro 
motion of the sale of American products, particularly agri- 
cultural implements, railroad equipment, industrial ma 
chinery, metal household utensils, electric motors and 
accessories, automobiles, food products, mining machinerv, 
chemical products, oils and fats, leather and rubber goods, 
paper, textiles, fancy goods, etc. Reference 

Ribbons and Carbons. 

33,879.—An agency in India will pay cash against docu- 
ments tor stationery specialties, carbon paper, typewriter 
ribbons. and accessories. Quotations should be given 
c. i. f. Indian port. Correspondence may be in English. 


Reference 
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COPY HOLDER 
$3.00 





Your stenographer needs efficient 
working equipment. Burns Copy 
Book Holder will relieve eyestrain, 
prevent errors, speed up work and 
add to efficiency. It is business 
economy to invest in these at once. 
Attractive prices to the trade.! id 


Made by Makers of HKickd) 
Telephone Bracket 


j, a ‘ y / ij - 
COMPANY 
State and 64th Sts. CHICAGO, U.S.A. 























We are pleased to announce the 
appointment of 


Mr. Mark Siegel 


as export manager. 


Future export orders and inquiries relative to 





THE No. 2 LICKER 
should be directed to 
MARK SIEGEL 


2 Rector St. New York, U.S. A. 
Cable Address MABESIEGEL, NEW YORK 


The Conlin Company 
24 E. Woodbridge Detroit 
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Made of Expanded Metal— 
Not Wire 


The NEMCO Waste Basket is so 
strong that it will support with- 
out bending the weight of a 190 
Ib. man. The solid steel bottom 
is put in to stay. And the coat of 
handsome enamel prevents it from 
rusting. The 
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is the basket for your trade who 
want a “better basket’’ at a mod- 
erate price. Three good colors— 
three sizes, Write today for details! 


North Western Expanded Metal Co. 
983 Old Colony Building 
Chicago 


Manufacturer's Represcntatives: 
Mr. Ernest Wallace Mr. H. E. Hooker 
444 Market St. 186 N. LaSalle St. 
San Francisco Chicago 
























The “SATELLITE” 


Typewriter Stand 
In Demand Wherever Typewriters Are Used 


Every business man 
who has a typewriter 
in his office is a pros- 
pective buyer of the 
“Satellite”. Every 
large corporation of- 
fers an opportunity 
for the sale of these 
stands by thedozen. 

One secret of the growing pop- 















ularity of the “Satellite” is its Model 
preference by typewriter oper- 2 Ext. 
ators. It saves them fatigue and Bliding 


increases their efficiency. The 
“Satellite” can be quickly ele- 
vated or lowered, it eliminates 
vibration, has a jointless wood 
top, and can easily be moved from 
place to place on noiseless casters. 
It is all metal except the 
top and is, therefore, a 
fireproof stand. 

EASY TO SELL 
Here is a piece of office 
equipment that moves 
fast. Its outstanding fea- 
tures sell it. The price is 
reasonable and the deal- 
er’s margin of profit war- 
rants his best sales efforts. 
Write for Dealer’s Proposition. 


ADJUSTABLE TABLE COMPANY 
GRAND RAPIDS, MICHIGAN 


Condon & Co., Inc., Fifth Ave. at 23rd St., New York, N. Y 
tern Representatives 


board 


and 
Check 
Table 


This is Model 2X 
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Stationery. 

33,852..-A dealer in general stationery in England de- 
sires to secure an agency for the sale of specialties in the 
stationery line. Quotations should be given c. i. f. English 
ports. Payment to be cash or monthly account. Ref 
erence. 

33,856.—An importer in Egypt desires to secure an 
agency for the sale of textiles of all sorts, leather goods, 
accessories for the boot and shoe trade, wooden heelg 
tacks, oils, paints, food products, toilet requisites such as 
safety razors, shaving brushes and strops; glassware, 
cutlery, and stationery requisites. Quotations should be 
given c. i. f. Egyptian port, or f. o. b. American port or 
factory, Payment to be made against documents. Ref 
erences, 

See also No. 33,879 under Ribbons and Carbons 

See also No. 33,971 under Typewriters. 

Typewriters. 

33,943.—An agency for American typewriters is desired 
by a firm in South Africa. Terms, cash against documents. 

33,971.—A commercial agency firm in Germany desires 
to be placed in communication with exporters with a view 
to securing their representation and import copper and 
other metals, fertilizers, paraffin, lubricating oils and 
greases, petrolatum, turpentine, illuminating oil, foodstuffs, 
leaf and cut tobacco, rubber goods, pneumatic tubes and 
covers for automobiles, vulcanized fiber, shoes, cheap 
boots for working people, cheap working clothes, 
belting, mackintoshes, typewriters and supplies, sewing 
machines, automobile supplies, office supplies, dental sup 
plies, building accessories and novelties, patented articles, 
etc. No reference offered. 


Leeds Consul o on » Leave. 


Percival Gassett, of the United States Consulate, Leeds, 
England, is on leave in the United States. He can be 
reached care of St. Botolph Club, 4 Newberry street, 
Boston, Mass. Consuls on leave are available for con 
sultation regarding conditions in their respective jurisdic 
tions. This facility is extended to both business men and 
commercial organizations. 


Typewriter Mechanics Request Raise. 


At the meeting of the Typewriter and Adding Machine 
Mechanics’ Aid Association, Inc., Brooklyn, N. Y., Sep- 
tember 24, it was voted to bring to the attention of em- 
ployers and manufacturers throughout the country their 
demands for increase in wages for mechanics working in 
those plants. The notification, under seal of the associa 
tion, was sent to over fifty employers requesting an inter- 
view with a committee to consider wage increases. Sey 
eral replies were received up to a meeting held October 8 
indicating a willingness to respond to the invitation for 
interview. 

The association holds that it has no desire to promote 
any action which will be detrimental to the public, em- 
ployers or to employes. For this reason it fully expects 
that the interview with employers will settle finally any 
unrest which may exist in the industry due to the wage 
situation. The plan of the officers is to develop a spirit 
which will cause mechanics to be content to work con- 
tinuously in one employment, thus reducing labor turn- 
over. The ultimate aim is increased production. 

Sixty new members were admitted to the Typewriter 
and Adding Machine Mechanics’ Aid Association at the 
meeting of October 8. Every prospect suggests that 
this number will be increased to 100 at the last meeting 
in October. At that meeting M. W. Sutton, who was 
recently elected to honorary membership, will deliver 
a general lecture to the members. 

Fostering the Community Spirit. 

The N. C. R. was wholly given over in a recent issue 
to “Dayton Is a Great Precision Center.” The amount 
of war material produced at various Dayton plants was 
stressed, and the Government research work done 
sketched. To prove that Dayton is not content with its 
progress, the article enumerated twenty-five objectives 
which the citizens had in mind to make a better munici 
pality. 





Drawing Tables in Government Surplus. 
Supplementary Sheet No. 3, of October 23 enumerates 
a number of fixed and adjustable drawing tables offered 
for sale by the Government. The bulletin may be ob- 
tained from the Toledo Storage Depot, Toledo, Ohio 
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| This machine does what no other receipt- 
printing cash register can do. 























| J. SMITH 
| ae 
_ @ It prints the merchant’s name. 
0.07 
@ It prints the price of each article. —| 032 
0.48 
(3) It adds the items. 0.19 
@) It prints the total of all items. _,| TOTAL 
$01.06 
() It retains added and printed records. 





Copy of receipt 
printed for 
customer 


It also does other important things for merchants, clerks, 
and customers. 


We make cash registers for every line of business 


NATIONAL 


CASH REGISTER CO. 


DAYTON, OHIO. 
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The Davids Spirit 


There is known in the world of 
industry what has come to be called 
“The Davids’ Spirit.” 


It pervades the administrative 
offices; it permeates the shops. It 
diffuses among the production 
heads; it extends to the workmen 
at the bench. 


It is not a studied, artificial atmos- 
phere. 


It is rather an influence which 
comes from the intermingling of 
kindred spirits, engendered by a 
sincerity and unity of purpose. 


It causes the Davids’ organization 
to stand out—as one apart. 


It implants the principle that the 
nearly good is not good enough. 


It provokes intolerance of the un- 
worthy and the unfit. 


It induces the craftsman to appre- 
ciate his personal responsibility. 


It brings home to him that, like 
the chain which is no stronger than 
its weakest link, a product is no 
stronger than its weakest element. 
He knows that one imperfect part 
impairs the whole. 


He is inspired by an eagerness to 
excel. He glows with pride as he 
tells of the part he plays. 


For ninety-five years the Davids’ 
Spirit has been manifesting itself 
in the goodness of Davids’ Quality 
Products. And the goodness of 
the merchandise in turn nourishes 
that spirit in the organization which 
produces it. 


The Davids spirit could come only 
with the zealous co-operation of 
of those inspired by the same idea! 
—the production of the highest 
type of products worthy to be 
known as Davids’ Inks and Ad- 
hesives, Carbon Papers and Inked 
Ribbons—the Standard of America. 


Thaddeus Davids Ink Co., Inc. 


AMERICA’S OLDEST INK AND ADHESIVE MANUFACTURERS 
New York Chicago Boston 
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Buffalo, N. Y. 


Berdel has taken a position as 
junior in the local branch of the Yawman and Erbe Man- 


Cyril 


ufacturing Company. He had been employed for over 
four years in various departments at the home office, 
most recently in the agency-dealer department. 

Chicago, Ill—‘“At Home” advertisements, full pages in 
several Chicago newspapers, impressed the Chicago public 
with the new location of The Globe-Wernicke Company, 
167-72 West Monroe street. The illustrations included 
several pieces of office furniture, and a general view of 
the building from the street. 

x * * 

Chicago, Ill—A piece of advertising enterprise was 
shown when the Globe-Wernicke Company moved from 
Wabash avenue to 172 West Monroe street. The roof 
tank on the Wabash avenue building had borne a Globe- 
Wernicke sign. After the business was removed to Mon- 
roe street the new address was lettered on the tank. As 
this is elevated above the roof, and in view of a number 
of office buildings adjacent, it served to remind customers 
and prospects of the new location of the Globe-Wernicke 
branch. It is expected that the new tenant will letter his 
sign on the Wabash avenue tank when he finally occupies 
the building. Meanwhile the Globe-Wernicke sign serves 
its useful purpose 

Independence, Kans.—The Office Equipment Company 
succeeds the J. O. Yeager Office Supply Company. The 
change is one of name only. 

Jamestown, N. Y.—The Art Metal Bowling League has 
an even dozen teams, made up of the various plants and 
departments at the plant of the Art Metal Construction 
Company. 

Philadelphia, Penna.—A. Pomerantz & Company has 
leased the building at 720 Vine street for a furniture ware- 
house and for surplus stationery stocks. This 
building will care for the lines which were stored hereto- 
fore in the building on South American street, destroyed 
by fire some time ago. 

Rochester, N. Y.—James K. Woodruff has resigned 
from the “Y and E” agency-dealer department to join 
the sales organization of Joseph Knopf & Son, Rochester 

ob * * 

Rochester, N. Y.—VW. E. Andrews, of the Yawman & 
Erbe Manufacturing Company, has recovered from an in 
fection in his foot, which necessitated his absence from 
the office for nearly two weeks. While he was ill, Mrs. 
Andrews was obliged to have an operation for appendi 
citis. She has also made a good recovery. 

San Francisco, Calif—The Edward Barry Company re- 
cently received two full carloads of filing equipment of 
the Automatic File & Index Company. ° The company is 
the Northern California representative for this concern. 

* * * 


storage 


San Francisco, Calif—San Rucker, of the Rucker-Fuller 
Deck Company, is expected home from the East with his 
bride. This firm has just secured the contract for sup- 
plying opera seats for the New Lyceum Theater at 28th 
and Mission, which is to open during November. 

x *« * 

San Francisco, Calif—N. E. Gillard, of the West Coast 
Filing Supply Company, plans to make his firm Western 
representative for office equipment, along various lines 
He intends to call on dealers over the territory West of 
Denver. Mr. Gillard states that he is now negotiating 
with the Imperial Methods Company, of Chicago, with 
the Metal Office Furniture Company, Grand Rapids, and 
with the Chandler Service Corporation, Brooklyn, N. Y. 

ok *x * 

San Francisco, Calif—O. A. Auld, formerly of the 

Rucker-Fuller Desk Company, has recently joined the 


sales force of the California Desk Company.—H. S. Bot- 
tomley, formerly with the Noiseless Typewriter Com- 
pany, in Seattle is with the staff of the California Desk 


Company. The new Los Angeles store of this firm is to 

be known as the Pacific Desk Company, as soon as it is 

opened at 420 South Spring street. The old name is the 

Weber Show Case & Fixture Company, 330 South Los 
(Continued on Page 289.) 
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Library Paste Sticks 


Here is a paste that will 
pay you to stock. You 
know the usual com- 
plaints on library paste. 
Osaka will be a reve- 
lation to you. It con- 
tains ingredients that make it 
adhere firmly to any surface, 
rough or smooth, indefinitely. 
Designed to eliminate the dis- 
agreeable features of ordinary 
paste; it is free from grit, will 
not sour, mold, nor deteri- 
orate. It has an extremely 
pleasing odor, which is important where large 
quantities of paste are used. Schools, photog- 
raphers, artists, homes, offices need this paste. 
Stock OSAKA and get a repeat business that 
means satisfied customers. 
lVrite for complete dealer information 
OSAKA PRODUCTS 


MANUFACTURED BY 


jJ. T. DeSouchet & Co. 


1742 W. Madison Street, Chicago, Ill. 
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[his Label is Your 
Positive Protection 


hen your stationer sends you a case 
of adding machine rolls, bearing 
the above label, you know that he is 
furnishing the best possible quality. + 
He will promptly and cheerfully replace Le 
any defective material. 
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Qualified Adding Machine paper is made in 
white and buff colors, to fit standard machines 
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Peas 


Manufactured by 


CENTRAL PAPER COMPANY 


MENASHA, ,WISCONSIN 
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FYNGIOR PAPER SPEGIALTY G. 
921-27 E. AVE. KALAMAZOO, MICK. 
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Liberal Profits—Quick Turnover 


Both are afforded dealers stocking ‘‘Argus”’ 
Brand Products. 
Nationally advertised—of highest quality— 
sold only through the trade. 
Made of specially selected metals—GUAR- 
ANTEED not to RUST or TARNISH. 
Mounted on easel back display cards 
packed in handsome counter cases. 
Write for Discount Sheet and Literature 
describing our line. 

ARGUS MFG. CO. Sales SMITH & STEARNS 


Chicago, Ill. Representatives 202 S. State St. 
U.S.A. Chicago, Ill. 
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PENS AND PENCILS 





Boston, Mass.—The president’s report, presented at the 
St. Louis convention of the National Association of Sta 
tioners and Manufacturers, mentioned H. B. Van Dorn, 
of the Joseph Dixon Crucible Company. Mr. Van Dorn 
was credited with substantial increases in the member 
ship list of the association. 

Chicago, I1l—The name of the Illinois Pen Company 


has been changed to the Settles Pen Company. There 
is no change in the organization. The factory remains 
at 116 West Illinois street. 
' x x 
Chicago, Ill._—F. S. Waterman, of the L. E. Waterman 
Company, stopped over in Chicago while West to attend 


the St. Louis convention of the National Association of 
Stationers and Manufacturers. 
x * 

Chicago, Ill—A late October window display in the 
Waterman store was a jack-o-lantern wearing a Waterman 
fountain pen behind one ear. The pumpkin sacrificed for 
the display was not a freak, for the ear was cunningly 
grafted on the head. 

x * 

Chicago, IIlL—A display advertisement in Chicago 
Commerce indicates that the second and third floors of 
the new Waterman building, 127-29 South State street, 
are for rent to firms in lines kindred to that of the L. E 
Waterman Company. 

ee + 2 

Chicago, Ill.—A. G. Frost, of The Wahl Company, was 
one of the party from Chicago attending the Detroit con- 
vention of the Direct Mail Advertising Association. He 
accompanied the group from the advertising council of 
the Chicago Association of Commerce. 

x * x 

Chicago, Ill—John N. Marley, of the L. E. Waterman 
Company, left November 2 on a business trip East.—Col 
E. A. Havers visited the Chicago office election day on 
his way to the Pacfic Coast.—A number of stationers who 
attended the St. Louis convention of the National Asso 
ciation of Stationers and Manufacturers visited the new 
Waterman store while in Chicago waiting for train con 
nections East. 

Cotter, Ark.—New machinery is being installed at the 
plant of the Standard Pencil Company. This will enable 
the company to turn out pencil stock for from 600 to 700 
gross of pencils a day. 

Los Angeles, Calif—L. A. Wagner, traveling represen 
tative of the Joseph Dixon Crucible Company, spent some 
time here, combining business with a vacation. 

New Bedford, Mass.—H. S. Hutchinson & Company 
received first prize in a window dressing contest held 
under the direction of the Board of Commerce. One of 
the prize-winning windows was a display of Moore pens 

New York, N. Y.—Miss L. L. James called on the New 
York trade in October, in the interests of the Moore Pen 
Company. 

* * * 

New York, N. Y.—Fred S. Ahrens, of the American 
Lead Pencil Company, spent his vacation in the lake 
country and New England. 

Roxbury, Mass.—A $200 loss was suffered by Eben 
Hallett, 117 Dudley street, through the pilfering of his 
display case of fountain pens. 

San Francisco, Calif—Angy B. Thomas is making a 
trip through the Northwest in the interests of the Eber 
hard Faber firm. 

* * * 

San Francisco, Calif—Frank E. Croucher has left for 
a trip which will include the Northwest and the South- 
west, as far as New Mexico. He is a Dixon Crucible 
Company pencil man who has just been added to the 
staff, with headquarters in this city. 

Springfield, Mass.—G. A. Nelson, representing the 
Esterbrook Steel Pen Manufacturing Company, was 
given honorable mention in the president’s report, pre- 
sented at the convention of the National Association of 
Stationers and Manufacturers, St. Louis, Mo., last month. 
He was credited with successful activities in increasing 
the membership list. 
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When Dealers Buy 


BICC 


GOODS They Are [aking 
NO CH A NCE S 


We are constantly in the closest possible touch with the paper market—taking 
unusual care of our customers by giving them very best prices, same dependable 
quality and making better deliveries than can be secured elsewhere. 











YOU SHOULD BUY 
AMERICA’S BEST 


Reg. U. S. Pat. 


FILING SUPPLIES 


and secure the best for your money! We make 


the very best Guides — Index Cards: —F. olders. 


























SOME OF OUR LIVE - WIRE ‘AGENTS 


PIERCE, INC., HARTFORD, CONN. 

EDW. BARRY CO., SAN FRANCISCO, CAL. 
GEORGE A. DRAKE CO., DETROIT, MICHIGAN 
MARSHALL JACKSON CO., CHICAGO, ILLINOIS 
R.P. ANDREWS PAPER CO., WASHINGTON, D. C. 





These Dealers Ave Building a Lave F line Supply: Business with 


BICCO SUPPL tas 





BOSTON INDEX CARD COMPANY 
BICCO BUILDING-—113-115 PURCHASE STREET—50 HARTFORD STREET 
BOSTON 9 MASSACHUSETTS 
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U-Need-Me” Desk Pads : 
f rT “Tr , ” . ° I 
The “U-Need-Me” Line meets every require- 
ment for size and style. Every item is made in 
- . . . . 1 
our careful, characteristic style. Special atten- | | 
tion is directed to the range of colors and ma- | ! 
terials for your selection. 
‘6 ” : : 
U-Need-Me” Stiff Desk Pad 
Made on extra heavy binders’ board, covered top and bottom . t 
with court grey Cheviot paper. 
Sizes: 12%x19% 19%x25%4 244% x38\% 
No, 55—Red Imitation Leather Corners. | 
No. 56—Black Corners. ' 
No. 57—Made either like No. 55 or 56, with extra large corners. : ‘ 
“ ” ° i 
U-Need-Me” Flexible Desk Pad i 
A prime favorite. Always lays flat, and is handsome in . 
appearance. Made on a felt base, which gives it a se- . 
“U-Need-Me” Stiff Desk Pad cure hold on the desk top and does not mar the finish. . I 
Makes a showy window display. t 
Sizes 12%x19\% 19% x24 2414x384 ; t 
No. 2—Extra large Black or Brown Seal Corners. Green felt H | 
base. 
No. 3—Raised leather corners of Black Seal. Green felt base, 
No. 4—Raised leather corners of Brown Seal. Brown felt base 
‘6 > Ce: : 
U-Need-Me” Stiff Desk Pad—Bound Edges f 
A striking desk accessory. Made of heavy binders’ \ 
board with leather corners. Top and bottom covered te 
with paper. Edges bound with cloth, which preserves 
“U-Need-Me” Flexible Desk Pad the pad and improves its appearance. 
Sizes 12%x19\% 19% x24\% 244 x88\ I 
No. 42—Red Seal corners with Red Cut Edges. Black Seal Grain tl 
cowhide leather corners, with black cloth edges p 
“ ” M ; cf 
U-Need-Me” Folding Desk Pads i 
A novelty to men who work at exposed desks, subject h: 
to frequent interruptions by visitors. He can readily / 
cover confidential papers, schedules, figures, etc., when | 
interviewing visitors, and when released can resum¢ T 
without re-assorting papers. Also effective on a windy ha 
day, or in a drafty office. An attractive addition to : ve 
any desk. eS 
Size When opened up is 48% inches long and 19% inches high Se 
Has 24-inch working space. Looks like a book when closed f 
The bottom is covered with felt to protect the desk top te 
The inside of the wings and the working surface are 
attractively lined. All inside surfaces have suitable 
corners. of 
No. 350—Imitation Black Seal leather top : fr 
No. 449—Imitation leather top, green fabrikoid - 
No, 450—Imitation leather top, black fabrikoid j SI 
No. 451—Imitation leather top, brown fabrikoid th 
No, 649——-Genuine Brown Spanish Goatskin top b 
No. 650—-Genuine Black Leather top. > 
No. 651—Genuine Brown Leather top W 
“U-Need-Me” Stiff Desk Pad—Bound Edges di 
The “U-Need-Me” Line is replete with useful office th 
specialties and utilities. You will find them good, TY 
quick sellers. th 
In addition to the items shown, we make “U-Need- — 
Me” Felt Chair Pads, Practical Seat Cushions, et 
Ventilated Chair Cushion, Felt Chair Cushions, N. 
Felt Base Chair Cushions, DeLuxe Genuine Leather i 
Cushions, Vest Protectors, Mail Distributors, Glass +} 
Desk Pads, Plate Glass Letter Trays, Felt Strips, : 
Felt Rubber Mats, Window Ventilators, Felt Ink 
Well Pads, Felt Typewriter Feet, Felt Type- | 
writer Pads. “U-Need-Me” Folding Desk Pad In 
sti 
Send for the book of ‘‘U-Need-Me’’ Specialties and judge for yourself how well your trade will take to them Ja 
eo. E. Fox & Compan be 
° * Co 
- a ° o Ol 
33 West Kinzie Street Chicago. U. S."A. | ba 
] 
Lo 
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Chicago, Ill—Vorley Wright, sales manager of the 
Woodstock Typewriter Company, made several stops en 
route on his return from the business show in New Yorl 

x * 4 


Chicago, Ill—R. B. Fuller, assistant sales manager of 
the Royal Typewriter Company, Inc., was a visitor at the 
Chicago office in late October He was on a flying busi 
ness trip in the West 

Chicago, Ill.—\V. B. Jerrett, of the Smith Typewrit 
Sales Compatry, has challenged any three-man bowling 
team in the typewriter industry to a tournament. His d 
takes in the whole country. 


Chicago, Ill—J. S. Mineau, manager of the Noiseless 
Typewriter Company, returned October 28 from a busi- 
ness trip in the East. He had time for a very short visit 
to the business show in New York, and was very favorably 
impressed. 

* 

Chicago, Ill—L. B. Gilbert, Chicago manager for the 
L. C. Smith & Bros. Typewriter Company, made a trip 
to the factory in October. He found encouraging condi 
tions in the production end, and looks for incre ased sup- 
plies of machines for the Chicago trade. 

: rs 

Chicago, Ill_—J. M. Keenan, manager at Omaha for the 
L. C. Smith & Bros. Typewriter Company, visited Chicago 
friends in October. He had been on a trip to the factory. 
Mr. Keenan was formerly a salesman in the Chicago 
territory, and was later promoted to the Omaha office. 

x * * 

Chicago, Ill—Manager George W. McClellan, of the 
Underwood Typewriter Company, is contented, now that 
the rearrangement and new furnishing of his office is com- 


pleted. The display room shows the complete line of 

correspondence and bookkeeping machines, each at a 

separate stand, with chairs for prospect and salesman \ 

handsome green rug sets off this section of the big office. 
x * x 


Chicago, Ill—The bowling team of the Underwood 
Typewriter Company is making good progress in the 
league of the Chicago Association of Commerce. Late 
reports show the team in fourth place. George W. Mc- 
Clellan, manager of the Underwood interests here, has 
set first place as “quota.” The team is largely composed 
of bookkeeping machine salesmen, so that the result is 
assured. 

> - ss 

Chicago, Ill—F. H. Morse, manager of the Chicago 
office of the Royal Typewriter Company, Inc., has returned 
from a trip East. He visited the New York Business 
Show. Mr. Morse was awarded the diamond charm in the 
three-month selling contest, for July, August and Septem- 
ber. This was the last of a series of twelve contests, each 
winner receiving a handsome charm, illuminated with a 
diamond. 

* * * 

Chicago, Ill—Work on the addition to the building of 
the Oliver Typewriter Company has made good progress. 
The addition is now under roof. Some reconstruction of 
the fifth floor of the old structure is necessary before the 
two upper floors can be occupied. It is expected that the 
interior finish and other work will be completed within 
two months. The Oliver offices were closed at 1 o'clock, 
November 2, on account of the presidential election. The 
Illinois law permits employes two hours off to vote, but 
the Oliver Typewriter Company was liberal in its inter 
pretation of its obligations. 

Philadelphia, Penna.—The Royal Typewriter Company, 
Inc., has leased the store and basement at 1216 Walnut 
street, corner of Camac. It is located in the Hotel St. 
James Annex. 

* * * 

Philadelphia, Penna.—H. T. Reynolds has been ap 
pointed manager here for the Hammond Typewriter 
Company. He was formerly representative at Columbus, 
Ohio. Mr. Reynolds’ promotion is based on his excellent 
record at the Columbus office. 


Roanoke, Va.—The Typewriter & Office Equipment 
Company is a reorganization of the Roanoke Typewriter 


AUTOMATIC a 


, 














RAISE HERE” 








A Remarkable Automatic Copyholder 
IT CAN BE USED: 


On either side of the typewriter or in back 

With all makes of machines including the BElliott-Fisher 

In copying from bound books 

With copy 8 inches wide—and up to 12 inches in one model 


IT WORKS: 

From the keyboard of the typewriter 

According to all standard spacings 

For small or variable line spacing 

The price is only one of its advantages. 
As a dealer who recognizes exceptional 
opportunities you will do well to see 
whether your territory is still open. 


DROP-A-LINE SALES CO. 
313A E. 53rd Street Chicago, Ill., U.S. A. 








Chair Values Are Apparent 


in Milwaukee Chairs. The years that our trade 
mark has been appearing on Milwaukee Chairs 
have not witnessed any variation from the true 
values which we have always maintained. Their 
quality is more than “skin deep.” 





Milwaukee Chairs 


win favor at first glance. They hold that favor 
through the years by virtue of our careful manu- 
facturing processes. Our methods have changed 
as the furniture art has advanced. Our standard 
has never varied. 


“Belter chairs are nol made,” say dealers who know. 


The Milwaukee Line of Office Chairs is the largest 
in the world restricted to office equipment ex- 
clusively. 

Write for the Milwaukee Chair Catalogue. 


Milwaukee Chair Company 
Milwaukee Chicago New York Seattle 











pepeneesmening 
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& Art Company. It is under the management of F. H 
Tuxbury, who has been in the typewriter line here and 
elsewhere since 1903. The business is to be enlarged, f 
carrying a complete line of office equipment and station- 


ery. Coarse papers will also be stocked. The company 
will handle both retail and wholesale business, having 
direct factory connections with some of the largest manu- 


facturers in the United States, selling to the South. 


* San Diego, Calif—J. A. Stoddard, of the Typewriter 
Shop, has taken the agency for the Oliver typewriter in 

AC In ar S San Diego and vicinity. 
San Francisco, Calif—H. J. Closson, general sales man- 
ager of the Royal Typewriter Company, Inc., is expected 
Campbell’s Amber Glaze will hide ex- in San Francisco during November, on a general tour of 


celsior and paper marks in a jiffy, no mat- inspection of the Sonne. i 
ter how deep they may be. Smoothens a 





San Francisco, Calif.—It is understood that H. O. Har 


place patched with shellac and will polish vey, local manager of the L. C. Smith Typewriter & Bros 
one filled with wood cement. It Company, has bought a home in the fashionable suburb 
produces a durable and perma- of San Mateo and will join the great army of suburbanites 


* * K 

San Francisco, Calif—J. R. Bierma, manager for the 
Corona typewriter, has returned from attending the con- 
ference of Corona managers, etc., at Groton, N. Y. He 
is a “naturalized” Westerner and says he had to go East 
in order to find out how much he appreciates the West. 
“Glad to be at home is putting it too mildly,” stated Mr 
Bierma. 


nently satisfactory finish. 
Comes concentrated — to be 
diluted with denatured or wood 


alcohol. 32-oz. bot-¢ 
tle—sufficient for one 4 75 
ee eee e 

With Campbell’s Quick Refinish- 
ing Outfit you can repair damage to 
any varnished finish. Write for 
Free Trial Offer. 





* x k 
San Francisco, Calif.—J. C. Campbell, formerly with 
the Remington Typewriter Company at Boston, has been 
appointed manager of the supply department of the Rem 





ington Typewriter Company in this city. The various / 

managers of the Western Division of the Remington 

Typewriter Company were in San Francisco during sev- j 

eral days in October, to confer with W. J. Pickering, / 
* * * 

San Francisco, Calif—R. L. Stone, of the Stone Type | 

writer & Ribbon Manufacturing Company, and Herbert / 





Howard, of the Underwood Typewriter Company, have 
returned from their vacation spent on the Feather River, 
at a mining camp fifty miles by stage and eight miles on 
foot from civilization. They were rewarded by rainbow 
trout of a size and beauty not known to more frequented 
haunts. 


Rebuilt Maltigraphs at '/, Cost te 4 


San Francisco, Calif—James H. Sait, local manager, 
Rebuilt-Like-New Guaranteed Two Years Real Bargains states that The Hammond Typewriter Company here is 

behind on orders, owing to the demand, especially for 
variable space models. Missionaries going out to China 
are taking these models with the new Chinese phonetic 
type. “This phonetic system for the Chinese language 
is only in its elementary stage, at present, but it is a great 
aid to beginners. Missionaries think so apparently,” said 
Mr. Sait, who added that he is also finding it hard to fill 
the demands for the new astronomical and astrological 
shuttles. 























$520 Number Four - $250 
(new) (rebuilt) 
Includes the $500 current, No. 4 
Model and $20 Stand. Complete 
type equipment (brand new), 2 
segments,tools, supplies, ribbons, 


* * * 


San Francisco, Calif.—Robert Walsh is now associated 
with the Oliver Typewriter Company, in San Francisco 
as city distributor. Manager Geissinger states that a very 
satisfactory report has been brought from the Los An- 
geles office by L. R. Tucker, assistant manager, who re 
cently spent several days in the City of the Angels. Busi- 
ness in that section was found flourishing and W. D. Mc- 
Dowell and his force were forging ahead steadily, while 
Howard Ward, the hustling salesman, was making things 





$865 Complete Unit - $405 hum at 509 West Fifth street. Mrs. E. H. Hoffman, the 
(new) (rebuilt) office and employment manager of the Oliver Typewriter : 
Includes the $520 No.4 outfit. Agency in Los Angeles, has returned to her desk after : 
and in addition the Automatic her vacation. | 
Feed, Power Drive (right motor en: 
for your current) and Printing San Francisco, Calif—S. L. Hooper, manager of the 
Attachment. Western division, Noiseless Typewriter Distributing 
Company, has just received word that the District of 
Guarantee Alaska has been added to the fourteen states already in 


his division. He is about to take steps for arranging 
Alaska distribution, which will probably be from Seattle 
—A branch office has just been opened at Stockton under 
the management of Albert Branco, formerly of the New 
York office of the Noiseless. This makes four branches 
in the interior, the others being at Fresno, San Jose and 


Rebuilt Multigraph Exchange Sacramento. A. A. Pelletier, representative for Montana 


33 So. Broad St., PHILADELPHIA and the Dakotas, is laying plans to take advantage of the 


prosperity being enjoyed by his territory. Mr. Hooper 
also reports that Hugh Stewart, his district manager for - 


Our Multigraphs guaranteed to produce finest quality 
work or money refunded. Guarantee to renew free 
any part that wears or breaks within 2 years (only ex- 
ception natural wear on type.) 
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Bentley-Gerwig Desks 


Quality Beauty Service 


For Executives and Clerks. Look as Well 
After Long Use as when on Display in the Store 










No. 148 Pedestal Typewriter Desk. 60” long, 34” deep, 
30” high. Quartered Oak and Birch Mahogany. 


Flat Top Desks —_ Roll Top Desks 


Typewriter Desks Tables 


No. 158 Double Flat Top Desk. 60” long, 48” deep, 
30” high. Quartered Oak and Birch-Mahogany. 


Write for Complete Catalog and Price List 
Manufactured by 


Bentley G Gerwig Furniture Company, Parkersburg, W. Va., U.S.A. 
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All Ready 


We've just taken a fresh grip on our 
business, and we’re off with a flying 
start. 


Our splendid new plant is now practi- 
cally finished—a magnificent achieve- 
ment’in day-light constructiun, giving 
us a total floor space of 80,000 feet. 
Our mill in Arkansas assures us a 
supply of cedar. 


We are about to publish our new 


Keep your eye on us—and if you're not 
already handling our line, write your 
Jobber for our proposition. “It's a Bird!” 


Let’s Go! 


Trade Mark, visually unifying our 
entire line. This Trade Mark is des- 
tined to play an important part in 
enlarging our distribution. Watch for 
it—‘It’s a Bird!” 


We are launching, herewith, a new and 
greatly enlarged Advertising Campaign, 
which will vastly enhance the popularity 
of our pencils throughout the entire 
country. 


Manufacturers of the following 
exclusive brands: 


Quail Lark Cuckoo 
Puffin Ibis Robin 
Wren Jay Thrush 


STANDARD PENCIL CO. Starling Chat Flicker 


SAINT LOUIS, U. S. A. 


Martin Phoebe Vireo 
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Acknowledged the World's Best Binder 


Ledger Capacity Increased Without Increased Cost 















FLEXIBLE LINK POST 
WITH SECTION ADDED 
FOR INCREASING CAP- 
ACITY 


7 


“HINGED. CASE CLOSING 
/ “Sy, OVER POST TOPS MAKING 
“THEM NON*PROTRUDING 


» MECHANISM CASE INTO 
Me WHICH LINK POSTS ARE 
WORAWN TO COMPRESS 
ME SHEETS ANDO LOCK 
THE\BINDER 


The Success 


Flexi-Post Binder 


‘*The Binder That Grows 
With the Business’’ 


FLEXIBLE LINK POST 
- FOR. EXPANSION WITH- 








ADDED SECTIONS 


STATIONERS 


New York 
Milwaukee 
Chicago 


Write for Catalog ‘‘W’’ 


LOOSE LEAF CO. 
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Idaho and Eastern Washington, now has headquarters at 
Spokane. 

Seattle, Wash.—H. S. Bottomly, formerly of the Noise- 
less Typewriter Company, is now with the California Desk 
Company at San Francisco, Calif. 

Syracuse, N. Y.—The Corona Typewriter Sales Com 
pany has opened at 107 West Water street. Besides sell- 
ing Corona and Oliver typewriters on an exclusive basis, 
the company will handle all makes of rebuilt machines. 
J. J. Ferran, president of the Corona Typewriter Sales 
Company, was formerly with the G. D. Kirtland Com- 
pany, Syracuse. He severed a 12-year connection to em 
bark in this new work. 

Woodstock Enlists Another Gaar. 

James H. Gaar has joined the organization of the 
Woodstock Typewriter Company, division superintendent 
for Missouri and Southern Iowa. He is a brother of W 
E. Gaar, Woodstock division superintendent in Kansas, 
and widely-known in the fraternity. James H. Gaar had 
formerly been with the L. C. Smith & Bros. Typewriter 
Company, in the Joplin district. 


Spanish King Gives Typewriter to Actress. 

A short time ago King Alfonso XIII., of Spain, desired 
to present a token of appreciation to Mme. Maria Guer 
rero, the foremast dramatic interpreter of that country. 
She selected a Hammond portable, displaying a very prac 
tical turn of mind. Mme. Guerrero is to visit the United 
States. r 


(Furniture—Continued from Page 281.) 
Angeles street. The name will be changed when the new 
headquarters are occupied, about December 1. The Cali- 
fornia Desk Company is now featuring the “New Gunn” 
desk, with the green linoleum top. 

x * * 

San Francisco, Calif—A number of changes are being 
completed in the store of the H. S. Crocker Company. 
These are all in the nature of improvements and one 
change is to give considerably enlarged space to the 
Globe-Wernicke equipment, which was recently promi 
nently displayed in one of the large windows. 

x *k 


San Francisco, Calif—The F. W. Wentworth Company 
has recently shown a series of clever window displays 
One presented a neat Library Bureau service on one side; 
on the other are six old barrels, crammed with letters, in 
a heterogeneous way. A placard reads: “You can file 
letters in barrels—But—if want to find them, use the L 
B. method.” B. R. Lindgren devised these displays 
Speaking of them, he said: “They are sort of sarcastic— 
but they hit home.” 


rae 

San Francisco, Calif—R. S. Banks, manager of the fil- 
ing department, Rucker-Fuller Desk Company, has just 
returned from visiting the Shaw-Walker factory, where 
he has been studying the latest ideas. A. J. McArtiaur, 
of the department of files and supplies, Rucker-Fuller 
Desk Company, states that some of the large firms of this 
city, in order to discourage the upward trend of prices, 
are placing their old correspondence in boxes and are 
pasting gum label stickers over the old names on the 
vertical Ale folders, in order to avoid purchasing new 
folders. In one large insurance firm, the young women 
in the offices have been requested to refrain from wearing 
silks and come plainly clad, to aid in the campaign for 
keeping prices down 

* ok 

San Francisco, Calif—The Rucker-Fuller Desk Com 
pany has secured the $10,000 contract for supplying fur 
niture, desks, etc., to the new home of the First National 
Bank of this City, at Montgomery and Post streets 
Speaking on business conditions, R. S. Banks, who had 
just come from a conference of heads of departments of 
the Rucker-Fuller Desk Company, said: “The big thing 
in our business today is the raising of freight rates. which 


is leading to a readjustment of prices all around. The 
public here is just about filled up with raises and they 
are figuring on decreases, not increases. We tried to 


order all the goods we could before the new freight rates 
‘vent into effect and we have now fourteen to fifteen car 
loads of goods en route from the East. With the stocl 
we alreadv have on hand we shall be well supplied with 
furniture for the present.” Mr. Banks added that, at the 
meeting which he had just attended, it had been resolved 
to purchase very conservatively, in view of the increase 
in price necessitated by the raise in freight rates. 





“The Stickiest Paste In Town!” 
It Takes Hold—and Hangs On—and Never Lets Go 





The First Improvement in “Library Paste” in 25 Years 


“Stixit”’ is a combination o° Paste and Glue. If 
“Quality” wins trade ‘“‘Stixit’’ will win you per- 
manent customers—the kind that stick! The Big 
Enameled Tube to retail at 20c is packed in an 
attractive easel Display Box. 
LIST PRICES} 
4 oz. tube (6inch) 20c eS Be teen 75¢ 
SO are ae Iquaest ... « @£80 
1 gallon . ne ae 


[Liberal Discounts to Jobbers and Dealers—Write Now! 
THE PRANG CO., 1922 Calumet Ave., CHICAGO 


30 Irving Place, New York 



























ee 
No. I—Buoy Ink 3” Round DEFIANCE MOISTENER 
No, 2—Buoy Ink 3” Square Pr. One in a box. Made of 
No. 3—Buoy Ink 3” Square Cut White and Opal Glass 





=. . a 
DESK MEMORANDUM TABLET 











384 Broadway, New York 
Manufacturers of STATIONERY SPECIALTIES 

















Defiance Manufacturing Company 
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The Economo 
Time Stamp 


Made for continuous duty— 
stands hard usage—nothing 
delicate to get out of order, 
or wear out. 

Used in offices to stamp 
mail, telegrams, invoices, 
showing the hour of receipt. 
Useful in shops to show the 
starting and finishing 
time on jobs. 


Aé perfect impression 
is assured at all times, 
as the die is mounted 
on a thick rubber 
cushion, and a flexi- 
ble connection  be- 


tween handle and die assures a square impression. 
Low in cost, so that every department and every 


Sample Impression of ECONOMO 





“ 


aw 
NOY 30 1920 














foreman can use 
them. Can’t get out 
of order. Price with 
No. 42 dates, die like 
sample, $4.00. 


Louis Melind Co. 


Designers and 
Manoufacturers 
362-364 West Chicago Ave 
CHICAGO, ILL. 

We carry in stock com- 
plete line of Numbering 
Machines and Hand 
Stamps. 

















Board, 


The Pearl Cutter 
Made of iron with steel knives. Very durable— 


easy to operate. Sizes 
are varied, 13 in. up to 
42 inches. 

These cutters in large 
use by printers, multi- 
graph users, bankers 
and offices of all kinds. 


We make also a line of 
Power Cutters, Small Table 
Card Cutters; Printing 
Presses, Tableting Presses 
and Printers’ Tools. 


Dealers Wanted 


Golding Mfg. Co. 
Franklin, Mass. 


Cutters 


For cutting Paper, Card 


Rubber and Thin Leather 
etc., to a thickness up to 
3 inches. Witha 


Golding Cutter 


—Zip it is done in an in- 
stant and the edge is 
clean and straight. 





Veneer, Cloth, 


The Golding Cutter 








RIBBONS & CARBONS 


>>: - ~ 





Boston, Mass.—In addition to its team in the Boston 
Stationers’ League, The Carter’s Ink Company has a 
house league, made up from the office, engine room, 
storehouse, shipping department, ink floor and ribbon and 
carbon floor. 

Chicago, Ill—L. B. Owen, manager here for the Co 
lumbia Ribbon & Carbon Company, has been ill with 
pneumonia. He will take a rest of about six weeks be 
fore returning to his duties here. 

k * * 

Chicago, Ill.—W. S. Stafford, president of S. S. Stafford, 
Inc., New York, N. Y., stopped over in Chicago October 
16-18. He took advantage of the superb golfing weather 
to play several rounds with Chicago friends. 

kK * 


Chicago, Ill—Joseph W. White, Chicago manager for 
the F. S. Webster Company, reports business conditions 
satisfactory. He is reaping the benefit of his policy of 
taking care of old customers when supplies were scarce. 

xk *k x 

Chicago, Ill—The Carrib Manufacturing Corporation, 
Rochester, N. Y., has closed its downtown office at 36 
West Randolph street. It is probable that a new office 
will be opened within sixty days. Meanwhile, the Chi 
cago territory is being handled by Charles Schmidt, 2953 
Dawson avenue. He has been active in the ribbon and 
carbon line here for eight years. Mr. Schmidt is assisted 
by R. G. Linsner and Albert Krueger. 

* ¥ 

Chicago, Ill—The stern devotion to duty of W. A. 
Prickett is a matter of comment in the office of The Ault 
& Wiborg Company. He was on the fourteenth floor of 
an office building, developing a ribbon and carbon order. 
His hat was on a desk near a window. One of those 
imperious Chicago gusts of wind abducted his hat, and 
blew it out of the window. Mr. Prickett did not permit 
the event to disturb his canvass, and let the hat travel on 
the wind to the street. The lucky finder has not been 
identified. 

. * « 

Chicago, Ill—F. A. Hannagren, of H. & M. C. Com 
pany, Inc., San Francisco, Calif., was in Chicago during 
October visiting his family and incidentally taking part 
in a family reunion at the old home of his mother, where 
twenty-five members of the family were gathered about 
the table for the first time in ten years. Mr. Hannagren 
anirounced during his visit that the H. & M. C. Company 
has taken up the full amount of its $10,000 capitalization, 
which is now fully paid in. This enterprising concern 
has also lately added A. L. Schermeyer, of Chicago, to 
its sales staff. 

Newark, N. J.—Victor Ribbon & Carbon Company has 
organized at 207 Market street, to conduct a retail 
business. 

New Orleans, La.—The local office of the Royal Type 
writer Company, Inc., led the selling organization in the 
volume of its August ribbon coupon book sales. 

New York, N. Y.—Edward Bachtler, a salesman here 
for The Carter’s Ink Company, was married at Glendale, 
L. I., to Miss Pauline Proeschel. 

Philadelphia, Penna.—The Philadelphia office of the 
Royal Typewriter Company, Inc., led all offices in August 
ribbon sales. 

San Francisco, Calif—Frank Nichols of the Columbia 
Ribbon & Carbon Company, New York, N. Y., has been 
visiting this city, in the course of his western trip. 

* * * 

San Francisco, Calif—R. A. Stone, of the Stone Type 
writer & Ribbon Manufacturing Company, has taken his 
family on an auto trip to Southern California. 


Ribbons and Carbons at Convention. 


The report of the Committee on Inked Ribbons and 
Carbon Paper at the St. Louis convention of the National 
Association of Stationers and Manufacturers is of un- 
usual interest. It is published in this issue in the report 
of the convention. The committee has compiled much 
helpful information regarding the ribbon and carbon field 
that cannot help but be of great value to stationers 
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“Ask the Dealer”’ 


Shall we send our catalog? 






ENGLEWOOD DESK COMPANY, 58th and Lowe Avenue, CHICAGO, ILL. 














Chairs of Quality 


A complete line of chairs suitable for Office, Bank 
and Courthouse, with a wide range in prices to 
suit every requirement. The distinctive feature 
of our “Chairs of Quality,” which we use on all 
except our cheaper patterns, and which has met 
with universal approval, is the iron. Simple 
and durable in construction, it represents the first 
real innovation in office chair irons in many years. 
It is the only iron in practical use that is adjust- 
able to any desired height by a simple pressure 
on the foot lever which raises or lowers the seat 
without the least inconvenience. If quality 
would not, this iron would commend Chairs of 
Quality to the most discriminating buyer. 


CROCKER CHAIR COMPANY 
SHEBOYGAN, WIS. 


BRANCHES 


Chicago New York Minneapoli Oakland 


No. 


5687-6P Cor 
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A two dcuble-drawer case without 


legs for cards 





A large single-drawer with legs for 


papers 


Brass Hardware trim, 
roller bearings, sectional 
style, wood frame and 
binder panels. 


Some good territory 
open for exclusive deal- 
ers in this and foreign 
countries, 


ASK FOR No. 


















popular items. 


TODAY is none too early to 
get lined up for first of the 
year requiremnets. 


Our Transfer Cases match light 
office furniture and our Alpha- | 


Be Prepared ae 
For the ‘New Year's cope aust aes 
RUSH ORDER” eS omar mee 
demand for these two eee 

| — a 


The Alpha-Merical |} \ }) 
Way will index any \ 
number of drawers, fit ; 
' any make of vertical 

file, classify various kinds of 
papers, last indefinitely and 
bring you re-orders regularly. 





Merical Index is the original 
Name and Number index. 


Wabash Cabinet Co. 


Main Salesrooms, executive offices and factories 


Est. 1883 Wabash, Indiana 














Every alphabet sold will 
bring a reorder each 
year for years to come 
without competition. 





Manufacturers of high- 
est quality Filing Cabi- 
nets, Systems and sup- 
plies. 


119 CABINET AND No. 219 SUPPLY CATALOGS 
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DORNETTE DESKS 


Extremely 
Popular 
With 
Office 
Furniture 
Dealers 


Made as fine as 
the best kiln- 
dried hardwoods 
and skilled work- 
manship can make 


them. 


Write for 
Catalog 


THE J. DORNETTE & BRO. CO. 


& 





Cincinnati, Ohio 
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National 


of the St. Louis water front, look- 


The cover design of the October issue of The 
was an aeroplane view 
ing up-stream. 


* * K 


Recent changes in the organization of the Burroughs 
Adding Machine Company were listed in full in the Bur 
roughs Bulletin of October 15. 

Regs 


Ward’s Service for October featured the theme on co 
operation which is the keynote of current advertising of 
the American Writing Paper Company. 

* 
New York, N. Y., 


Results. It is 


the cover 
the Statler 


Hotel Pennsylvania, was 


feature of September one of 


chain of hotels using Monroe calculating machines. 
ss 
The school number of the Hoskinsman featured school 


supplies for students, and showed an unusual appreciation 


of the possibilities. Desks for students were featured in 
the double spread 
x 
“Oid Stuff” is a new feature in The Sundstrand Key 
board. It is a department in which the older salesmen 
tell of methods and ideas which are staple in their work, 
but new to the youngsters. 
* x 
In the October issue of A Message from Boise were 
display advertisements of several lines of office equip- 
ment, showing the high standards of the stock carried by 
Howard W. Boise, Plainfield, N. J. 
* * * 
The new house organ of the United States Envelope 
Company has been christened. The name selected from 
the 400 proposed was “The Hand-Clasp.” The paper is 


printed at the Plimpton Division, Hartford, Conn 
‘> He *y 

Carter’s Ink Horn is a very newsy monthly issued in 
the interests of those employed by The Carter’s Ink 
Company, Boston, Mass. A staff of twenty-four editors 
and reporters covers the organization very thoroughly 

* 

The October The Royal Standard described 
the accomplishments of Miss Millicent Woodward, a 
speedster on the Royal typewriter, who made a phenome 


issue of 


nal record at the National Efficiency Exposition, Liver- 
pool, England. 
* 

The lead editorial of the October issue of Redroh Chat 
was a contribution by E. Y. Horder, president of Hor 
der’s, Inc., Chicago, admonishing his employees to con 
sider serious!y their responsibilities in voting at the 
November election 

x 

“The Roll Call,” in the October issue of Art Metal Ser 

vice, was a few extracts from the history of Art Metal, 


design of 
motor fire 


written in the smoke and flame of fire. The 
the heading was very appropriate, showing a 
engine “rolling” to a fire. 

x 


The October issue of Dixon’s Graphite illustrated and 


described new pencil packings for various Dixon prod 
ucts. The cover paper for the boxes is a special blind 
embossed stock. Labeling is in different colors, accord 


ing to the grade of the pencil. 
oe K * 

The Art Metal Welder, September-October, had an 
interesting feature. “Papers and Magazines We Have 
Met” associated popular publications with individuals in 
the organization of the Art Metal Construction Company 
who seemed best to fit the titles. 

* x 

General Fireproofing is a monthly house organ devoted 
to the building construction end of the business of The 
General Fireprooting Company, Youngstown, Ohio. It is 
replete with helpful information regarding modern con 
struction through the use of metal lath. 
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Sentinel Check Writer 


So absolute is the protection of the New 
Rotary Motion, Springless Action Sentinel 
Check Writer, that the FIDELITY AND 
CASUALTY COMPANY gives free to 
every purchaser a $10,000.00 Insurance 
Policy guaranteeing against AMOUNT 
LINE ALTERATION, PAYEE NAME, 
DATE or NUMBER CHANGE. Here 
is combined, absolute protection with 
mechanical perfection. 


Hall-Welter Company 
Rochester, N. Y., U. S. A. 


Our Sales Manager has a valuable contract for specialty 
men of proven ability. Write him. 






































for the 
Multigraph 


In these days of frequent price changes—when the tendency 
is toward the issuance of stock lists, price lists and similar 
tabular matter at frequent intervals—you could double the 
effectiveness of your Multigraph by using it for this purpose, 





Now you do not 
curved electroplate, 


have to pay five dollars or more for a 
which can probably be used only once, 
Any average firm would spend in a year sixty dollars for 
such electros—yet half that sum would buy enough O. K. 
Vertical Rules to eliminate that expense for years to come. 


Consider these advantages of the O. K. Vertical Rules: 
First—They are 


Second—They overcome the broken effect of rules made up 
of seven or eight hundred small units only a line deep. 


easily adaptable to all forms. 


Third—tThey give you all these advantages over the electro- 
types of tabular matter, yet cut your composition cost to 
one-fifth, 


O. K. MULTIGRAPHING CO. 


11th Floor Lincoln Bldg. PHILADELPHIA, PA, 
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REAL MONEY. THA 
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_ EDEXCO - 
Graphic Marking Devices 


FOR 


MAPS 
AND 


CHARTS 





Immediate Deliveries 


Edexco Sis Map Pins 


Will not peel or scratch, Solid 

glass heads—color runs all way 
through—steel points—stay where you 
put them—2 sizes—16 colors. 


DEALERS WRITE FOR SPECIAL PRICES 





Small stock wil! show good profits, 


EDUCATIONAL EXHIBITION CO. 


522 Custom House St. Providence, R. I. 
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The October issue of the Wales Visible was its Chicag 


District Number. The faces of the men in the Chicago 
district of the Wales Adding Machine Company graced 
its pages, and there were many contributions by members 
of the Chicago organization. 

* x * 


The November issue of Business led with an interest 
ing article, “Dyed with American Dyes.” It told of the 
progress made since the war started in dye manufacture 
in the United States, and showed the conditions which 
will help to maintain the industry in this country 

+ x * 

“The Making of a Blank Book,” in the October 
November issue of the Boorum & Pease Standard, was 
an illuminating article on the manufacture of this im 
portant item in the stationer’s stock. The cover illustrated 
a modern case-making machine. Elsewhere the editor 
offered a dollar for photographs of attractive displays of 
blank books and loose leaf devices. 

* * Ok 

The Inside of the Case, issued by the Dennison Manu 
facturing Company, made a good suggestion on gummed 
labels. They bear the dealer’s imprint, and are intended 
to be pasted into spectacle cases, with the patron’s pre- 
scription number. The plan is said to bring lost spectacles 
to the dealer, and the number makes it easy to identify 
the owner and to restore his glasses to him 


The cover of the October issue of Users’ News showed 
views of Addressograph exhibits at recent business sho 
including Philadelphia, Boston, Indianapolis, Toronto, 
Chicago and Cleveland. It was a “business show” num 
ber. A new feature is a department on house or 
in which readers can find information and advice on poli 
cies and methods to follow in their own work. 


f 


Kk k * 

Che center spread of The Sundstrand Keyboard for 
October showed an enticing array of prizes for distri 
managers competing in the current contest. The prizes 
include a gold watch, diamond pins, gold pen and pencil 


combination sets. A contest for salesmen offers diamot 
pins, traveling bag, gold pen and pencil combinations 
cigar and cigarette humidor, desk writing set, indivi 
desk set for smokers. 





* 


“Taking an Inside View of Banking” in the October 
Clearing House, told how Chicago banks educate the 


public in the methods of the banking business. W. Frank 
McClure, advertising manager of the Fort Dearborn Na 
tional Bank, was the author. His institution features 
these trips, and has scheduled hours for them. Many get 
their first impressions of office appliances from these 


tours of the bank. 


(Catalogues—Continued from Page 273 


\ handsome catalogue of stock filing equipment has 
been issued by The Barshall Steel Equipment Company 
2031 Euclid avenue, Cleveland, Ohio. There are fifty-ty 
pages and cover, fully illustrated, showing an excellent 
variety of office filing equipment, desks, tables, light 
weight safes, lockers, safety deposit boxes, vault trucks 
bond boxes, letter trays, bankers’ note cases, servi 
desks, etc. Several pages are devoted to built-to-orde1 
files for business houses, banks and government omces 
Two interesting folders are also recent  publicatio 
“Efficient ‘Tools’ for the Banker” is attractively done 
black and green, and shows the many Barshall products 
that appeal with special force to the banker. Bar 
“Security” safe deposit boxes are the subject of a tw 
color folder, “Bankers Everywhere OK this Unit ¢ 
struction Safe Deposit Box.” A selection of fa 
letters from banks verifies the title of the folder 





Fish and Typewriters. 
_ An amusing incident in connection with surplus | 
States Army supplies in France was reported from 
\ grocer had bought from the French government, 


acquired the stocks from the A. E. F., forty case yf 
“tinned salmon.” On opening the cases he found tyy 
writers. He notified the proper officials of the inedib! 
character of his purchase. The item does not indicate 
whether the machines were inaudible. The officials said 


the mistake could not be rectified, so the grocer had 
enter the office appliance business. Needless to sa 
gained profits unknown to the grocery trade 
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TUBULAR 


BRASS 


nNAMsAcCHnon 


All 


Finishes 





vewwan ALL-METAL DESK RACK 


Increases the Capacity 


of Flat-Top Desks 50% 


Can be made 
to order in any 
length or width 
—and in all 
finishes 





Prices quoted j 
upon request. 













Other Newman Products Your Customers Need 


Brass Office Railings, With or Without Gates—Built to Order 
Cashiers’ Cages with Floor or Desk Attachments 
Adjustable Electric Light Brackets 
Building Directories, Changeable Letters 
Cafeteria Railings and Fixtures in Brass and Nickel 
Desk Signs and Name Plates of Brass and Bronze 
Cast Bronze Bank Tablets 


Write for illustrated literature 


THE NEWMAN MANUFACTURING CO. 


Workers in Brass and Bronze Since 1882 


CHICAGO BRANCH: 
68 W. Weshington St. 


717 Sycamore Street 
CINCINNATI, OHIO 

















Assurance of Satisfaction 


automatically accompanies every sale of Imperial Desks. ‘They are ‘designed and 
built to afford that satisfaction that goes with scrupulous manufacture. 





Imperial Desks 


We build desks for the entire office—flat top, roll top and typewriter desks. We build for the 
trade that requires good desks at a moderate price—have been supplying this demand for many 
years. 


Write for the catalogue of Imperial Desks, which will show you some office furniture of real merit. 


Imperial Desk Company 


Main Office and Factory: 
Florida and Devon Streets, Evansville, Ind. 


Export Department: 


25 Whitehall Street, New York, U. S. A. 
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PERFECTION] 


Reg. U. S. Patent Office 
The largest and most complete assortment of DESK MEMO. RECORD CALENDARS made. 
This line is superior in quality and covers everything that is practical in such devices. 
PERFECTION stands are made of Cast Iron, Wood and Steel. Descriptive matter with prices fur- 
nished upon application. . 





This form illustrates This form illustrates This form illustrates 
No, 30 No,32 No. 34 No. 36 No. 50 No.52 No.54 No. 56 No. 70 No.72 No.74 No. 76 
No. 30, No. 32, No. 34, No. 36 covers Flat form Commercial Bases in Black Enamel, and Plated Finishes. 
No. 50, No. 52, No. 54, No. 56 covers the Upright Forms. 
The Book style or form illustrated by the 70 numbers are also made in Steel and Wood in assorted finishes. 
Three Forms of Bases, Three Sizes, Many Finishes 
The dimensions of the leaves in the three sizes mentioned are as follows: 


Library Size Pads 25/16 x 314 
Commercial Size Pads 31, x 41g 
Double Commercial Size Pads 4144 x64 


The date leaves are printed in both ENGLISH and SPANISH 


HALE SPECIALTY CO., Inc. 


Sole Manufacturers 


128 North Jefferson Street CHICAGO, ILLINOIS 
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(-@p-.. OUR GOAL 




















a a 
3 = ’ “Fulton Faultless’’ Defeats 
2 = Your Office Troubles 


j 


t 
LINE UP 


SELF-INKING STAMP PAD, r. e. 
NON-BLURRING STAMP PAD, r. t. 
ELITE (WOOD BASE) STAMP PAD, r. g. 
DATERS. e. 

NUMBERERS, I. g. 

SIGN MARKERS, I. t. 

CHART MARKERS, I. e. 

OFFICE PRINTING OUTFITS, q. b. 
INDELIBLE OUTFITS, r. h. b. 
RUBBER STAMP INK, |. hi. b. 


INDELIBLE INK, f. b. 
NO SUBSTITUTES 


FULTON SPECIALTY CO. 


E. R. UNDERWOOD, President 
ELIZABETH, NEW JERSEY 
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Boston, Mass.—Friends of Harry E. Copeland, repr 
senting the Boorum & Pease Company, are proud of the 
recognition granted him at the St. Louis convention of 
the National Association of Stationers and Manufactur 
ers. The president’s report mentions his activities in 11 
creasing the membership. 

Fort Worth, Texas.—The Reimers Company has been 
succeeded by the Stafford-Lowdon Company. The con 
pany deals in loose leaf outfits, blank books, office furni 
ture and supplies, including metal office furniture. It op 
erates a large plant producing lithographing and printing. 
The staff is directed by John W. Stafford, president: 
E. C. Lowdon, vice president; Wm. C. Lowdon, secre 
tary-treasurer; Roy E. Cooper, superintendent. 

New York, N. Y.—The interests of the McMillan Blank 
Book Company were represented here in October by Guy 


Hamlin. 
~*~ ok 


New York, N. Y.—The editor of the Boorum & Pease 
Standard, 109-11 Leonard street, offers a dollar for each 
photograph of a window display of loose-leaf devices and 
blank books. The pictures are desired for illustrating the 
Standard, and thus educating its readers on attractiv: 
window displays. Presumably, the displays should reveal 
products of the Boorum & Pease Company. 

Philadelphia, Penna.—E. L. Weiser, of the Irving-Pitt 
Manufacturing Company, covered the local stationery 
trade late in October. 

x * * 

Philadelphia, Penna.—Fire early in October destroyed 
the plant of the William G. Bechtel Company, loose leaf 
and blank book manufacturers. The plant was located 
on the third floor of the building at 420 Sansom street 
Following the fire a downpour of rain damaged the stock 
that had escaped the fire. The aggregate loss to the 
building and tenants, all in allied lines, is estimated at 
over $250,000. 

Pittsburgh, Penna.—M. B. Schaumburg has assumed 
charge of the business system department of the A. W 
Mcloy Company. He has specialized in loose leaf account 
ing systems, and will assist customers in devising modern 
business accounting systems. Mr. Schaumburg succeeds 
J. J. Sarner, who has left the company. 

(Stationery—Continued from Page 26.) 
they have run off less than a thousand copies. This is 
stated to be because the firm believes prices will be more 
thoroughly settled by January 1, so a new edition of 
5,000 copies will be issued about the first of the year. 
_ + @ 

San Francisco, Calif—Arthur Moench, manager of the 
H. S. Crocker Company, is going to Los Angeles for a 
business visit, accompanied by F. A. Gotthardt, the new 
wholesale manuger 

x * 

San Francisco, Calif—The Rand System is being in 
stalled in the offices of some of the large department 
stores of this city, as a means of indexing their customers 
by streets. Already one sees, in leading local offices, the 
new Rand indicator for “in-and-out” movements of mem- 


bers of the force. “This indicator is filling a long-felt 
want,” stated R. E. Berger. 
* * * 
San Francisco, Calif.—W. L. Reid, of Reid & Gilmartin, 
has returned to Denver. He intends later to visit the 


\merican Pad & Paper Company’s factory at Holyoke 
and will probably remain there for a month. About 
January 1, the San Francisco office of Reid & Gilmartin 
will open up and show conspicuously the products of the 
National Papeterie Company, for which they have the 
agency. The Midland Steel Products Company of Chi- 
cago, has just put on the market a full line of stationers’ 
wire goods, consisting of trays, waste baskets, etc. 
Samples are on view at the offices of Reid & Gilmartin, 
coast representatives of the firm. 

Sandusky, Ohio.—Edward Kaula is now office manager 
and educational representative of the American Crayon 
Company. He is a graduate of Tufts College; in addition 
he has done graduate work at Amherst College and Har 
vard University. 
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Semmes y linesame asalways, 
no matter what the 
market is 


ALWAYS 
RELIABLE 





<M LG 





ARE you ful 


lines ? 


WHY not let us supply you with our 
different grades, colors and rulings 


of index cards ? 


DO you use filing folders? THAT’S 


US— 3 weights. 


ly acquainted with our 


WE an fill your wants of index guides, 
all sizes and material. 


SEGAODRDDRTARDRODTRDANDOGEaEDDED 


742 PaPer COMPANY, Inc, 


MANVFACTUGERS 
152-4-6 Wooster Street, New Vat N. Y. 
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M°M RING BOARDS 


Heavy Tar Board, covered with Artificial 
Leather, Black Cloth Back, Rings set 2} inches 
Centre to Centre, to fit Arch File Punching. 





Discount to 
the trade 





McMillan Book Co. 


509-511-513-515 E. Water St., Syracuse, N. Y., U.S.A 
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peedup 


Desk 
Work 


by cutting out wasted time 
due to hunting for parers, 


memos, letters, bills, 99 
etc. Once classified in the 
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They are instantly found 
when wanted. A system- 
atic worker can always work 
out his desk routine when he 
relies on the “Expedite.” 
The “Expedite” has sight indexing device 
with a compensating device which expands 
to a maximum without * ‘fanning out” all 
over the desk. This feature gives you a 
c al advantage in selling. 
Lwo styles: Imitation Leather for desk top 
PAT. NOV. §-1912 paper for desk drawer. 
OTHER PAT PEND . We are also manufacturers of Phonograph 
Record Albums. ‘The record you want in record time.’ 


Write for Prices and Dealers’ Discounts. 


Expedite Organization, Inc., Chicago, Ill. 


Office & Factory: 6126 Wentworth Av 





“CLIMAX” 


Square-Top 
PAPER CLIPS 


Are you using “CLI- 
MAX” Square-Top 
Paper Clips? If not 
—let us send you sam- 
Pat. Dec. 12,16 ples. They will con- 
vince you that the “CLIMAX” 
Square-Top is by far the best 
all-purpose paper clip. 





Prices below will satisfy you 
that besides being the Best, 
they are also the Most Eco- 
nomical. 


Send us your next order. It 
will receive our prompt and 
careful attention. 


Prices F. O. B. Buffalo 
Packed 10,000 to the Box 


TB ciccceves 15e per 1,000 
SELGOO< cccccece 10c per 1,000 
cl ee 8c per 1,000 
600,000......... 7c per 1,000 
TO ae 6%c per 1,000 
Packed 1,000 to the Box 
eer 17e per 1,000 
Ds ccccaces 12c per 1,000 
Sins 6ecenece 10c per 1,000 
600,000......... 9c per 1,000 
BOG GOO oc cccces 8%c per 1,000 


Buffalo Automatic Mfg. Co. 


457 Washington St. BUFFALO, N, Y. 
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Fort Smith, Ark.- Hamby and Sam’'l Wilson have 
joined the forces oe “The National Cash Register Com 
pany. They recently resigned from the Remington Com 


pany, where Mr. Hamby was manager, and Mr. Wilson 
foreman of the repair department. 

Rochester, N. Y.—Seneca Foote, editor of the Protecto 
graph Bulletin, spent several weeks in the Southern ter 
ritories of the Todd Protectograph Company. 

San Francisco, Calif—\W. L. McGee, formerly of Salt 
Lake City, has been transferred to San Francisco as rep- 
resentative of the Globe Register Company, Cincinnati, 
Ohio. He has established show rooms at 17 Second 
street. 

ee 2 

San Francisco, Calif—A. B. Church, local manager 
the Dictaphone, is visiting Fresno and other interior 
points, on a business trip. J. J. Swacina, a new salesman, 
has been appointed to the Sacramento territory by the 
Dictaphone Company. 


i ae 


San Francisco, Calif—The E. C. Buehrer Company, 
coast distributors of Efficiency Devices of Merit have 
moved from 20 Davis street to 18 Front street, where 
they have a convenient store on the ground floor, only a 
few steps from Market street. Emil C. Buehrer, the man 
ager, is featuring the number of factories, mills, etc., i1 
this city which use their appliances. He states that sev 
enty-five per cent of the cutting work for the stenciling, 
etc., is done by the office force of the various firms, 

* * oS 

San Francisco, Calif—James I. East, Pacific division 
manager of The National Cash Register Company, has 
just completed a tour of the whole division, going also 
to Dayton, Ohio. He found things in a very promising 
condition. It is stated at headquarters here that this 
year is the best the company has experienced in its his 
tory. The sales organization, already one of the best in 
the world, is being built up to take care of the 1921 busi 
ness. After a brief stay in California, Mr. East will again 
tour his division, which includes all the Pacific slope, and 
territory as far East as Colorado and part of Texas 


Delcalcomania Advertising on Automobiles. 


The Protectograph Bulletin showed a coupe used by a 
Todd salesman, the windows of which were decorated with 
decalcomania advertising, such as is furnished for stor: 
and office windows. An Illinois salesman is credited with 
saying that this makes very effective advertising. Th« 
Bulletin goes on: “Not every Protectograph man would 
be able to ‘sell’ Friend Wife on the idea of adorning his 
car with a lot of permanent scenery, but it’s worth broach 
ing the subject just the same. Maybe Friend Wife could 
be appeased by the prospect of a few extra commissions.” 

Salesmen in other lines might find that this plan will 
work—both with Friend Wife and with prospective 
customers. 


N. C. R. Sales Schools. 

The National Cash Register Company recently con 
cluded its No. 152 sales class, in which 164 men completed 
the training given. The schools were held at Dayton, 
Chicago, New York and Philadelphia for three weeks each 
A fourth week was spent at the factory, during which 
time the assembled classes were addressed by officers of 
The National Cash Register Company, division managers 
agents and guests. At the conclusion of the classes con 
tests were inaugurated. In less than one week after th: 
start of the contest, twenty-one salesmen had turned it 
orders totaling 364 points. One salesman made sixty-two 
points. 

Popular Information. 

Many newspapers are printing questions and answers, 
covering science, invention, history, literature, etc 
“Kwiz,” of the Thompson Feature Service, running in the 
Chicago Evening Post, had the following question: Who 
invented the Addressograph? 

The answer was printed the following day: Joseph S 
Duncan invented the Addressograph in 1892. 
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ROBINSON REMINDER 


Each memo goes on a separate perforated coupon. Nationally Advertised in 
When attended to it is torn out. This leaves 


Lize Notes Only, for, insite ined peket €6€©6CSCaturday Evening Fae 
a Literary Digest 

! . 
How It Does Sell! Ametican, Seas 


Over a million in use already and the demand in , 
creases daily. Millions yet to be sold, and will be, Metropolitan and Elsewhere 
by the hundreds of far-sighted dealers who are 

out for this business. Best National Magazines in Accept No Imitation 
the country are used to speed up “turnover,” and 
we supply dealers with high class colored window 
cards, brilliant translucent counter signs, and other 
advertising helps to enable them to connect up 
with this powerful publicity. 












Reminder with extra filler Size B Size A 
3x5 in. 34x7in 

Black Leather - - $1.25 $2.00 

Cross Grain Leather - 1.75 2.75 Ask Now 

India Calf - - - - 2.50 3.50 

Cowhide - - - - 2.75 3.75 

Genuine Morocco - - 3.00 $00 For Your : q . 

Imitation Leather -_ - 75 1.00 re) 1 Yt ee .-: 

Cloth (without extra filler) 25 50 PR FIT a): e* 
Ladies’ Shopping Reminder Size I 

with Pencil and Extra Filler 23}x3}in On These 

Black Leather - ~ - - $1.50 ° 

Patent Leather or CrossGrain- - 1.75 Retail 

Morocco, Cowhide or India Calf - 2.25 


. 

Extra Fillers—Per dozen: Size B, 75c.; Size A, $1.00; Prices 
Size L, 70c¢ 

Gold name on cover 25c. extra. Prices changed with- 

out notice 


Robinson Mfg. Co., 73 Elm St., Westfield, Mass. 





Tear Out 
When 
Attended To 


Perforated 
Coupon Pages f 
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Complete Lines Quartered Oak 
and Mahogany. 


Catalog to Dealers Only. a, 


The Quigley Furniture Compan 
Whitesboro, New York 
TT 
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MILLER IEPRRAND 


November, 102 





No. 2. New Ribbed Red Rubber Grip, Nickel Tip, Enamel Finish, Assorted Colors 





No. 17. New Flexible Rubber Easy Grip, Nickel Tip, Enamel Finish, Assorted Colors 
CORK GRIPS, RUBBER GRIPS AND STYLES TO PLEASE ALL HANDS 


Meriden, Conn. 





MILLER BROS. 
MILLER TE RRAND 


305 Broadway, N. Y. 

















“The Ajax Eyelet Fastener” 


A Necessity for Every Office 


SAVES TIME 
CREATES EFFICIENCY 
ASSURES SECURITY 


Handles Three 
Sizes of Ajax 
Eyelets with- 
out any Ad- 
justment 


Use AJAX 


Eyelets 
They Are Rust-Proof 


Order eyelets by num- 
ber: No. 1 long; No. 2, 
medium; No. 3, short. 
Packed 500 to a box 
(10 boxes to a carton). 


The AJAX is auto- 

£3 matic —always ready 

No. 1 No. » No. 3 for immediate use. 

Long Med. Short With one stroke of the 

lever it panches the hole, inserts and clinches the 

eyelets in one operation. It binds securely all cor- 

respondence, legal records, estimates, plans, agree- 
ments, etc. 











“SAMSON PUNCHES” 





“SAMSON 
No. 1 HAND 
PUNCH” 


“SAMSON 
EYELET 





TOOL” 





Handles 7 sizes of 
punches and dies 
1/16 to 1/4 inch in 
diameter, easily in- 
terchanged. 

Will punch thru 
14, inch of paper 
or cardboard or thru 
soft metal up to 20 
gauge. 





No. 1 
Punch 

For 
Hole Sizes 
1/16 in. to 4 in. 
in Sheet Metal, 
Paper or Leather. 










WRITE FOR CATALOGUE AND PRICE LIST AT ONCE 


MACHINE APPLIANCE CORP., 351-353 Jay Street, BROOKLYN, N. Y. 





A Combination 
Punch and Eyelet 
Set. 

Only device on the 
market that has the 
patent spring collet 
feature for holding 
the eyelet in place. 


Strong and Hand- 
somely Nickeled 





Samson 
Eyelet 
Tool 

















Mr. Stationer, you will have calls for the Paramount Ink Pencil. 
Eventually ? Thoroughly reliable and unconditionally guaranteed. 








If your dealer cannot supply you. send us $1.25 for sample of slip cap, $1.50 for safety 
cap, or $2.50 for the lever self filler. Also send your Stationer’s name. 


FARRELL & HOSINGER CO. 
63-65 Irving St., Jersey City, N. J. 


Chicago Sales Office 
C. E. Barrett & CO. 
Rand McNally Bldg. 
Chicago, III. 


Western Union Code ‘‘Paramount’”’ 
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WELDONROBERTS 


Rubber Erasers 


Considered from any angle—the dealer’s viewpoint or the consumer’s 
the erasers we produce give fullest satisfaction. There can be no 
better rubber erasers than the 


“World’s Quality Standard” 
Weldon Roberts Rubber Co. Newark, N.J. U.S.A. 




















GRAVITY TYPE 


PHON-ARM 


Showing 
1. Patented Fork, holding phone vertical 
Receiver holder, for another’s call 


Spring Control, raises, lowers 

. Friction Disc, holds arm where put 
Base Hinge, allows easy swinging 
Ferrule, for using arms double or triple 
Side De sk Base, clears glass top, trays, etc. 


STRONG DURABLE 
SIX YEARS OF SATISFACTORY SERVICE 


Some Territory open: Dealers write 


THE CLEVELAND PHON-ARM CO. 


1265 West Second Street 
Cleveland, Ohio 
We Manufacture You Sell 


REFIGURED PRICES 


COSTS HAVE JUST BEEN REFIGURED ON ALL NOE-STING PRODUCTS—PAPER CLIPS, 
\ PIN TICKETS, THUMB TACKS 


<p ¥ © 


Write us immediately for new quotations 


NOESTING PIN TICKET CO., Inc., Mt. Vernon, New York 


World’s Largest Manufacturers of Paper Clips, Pin Tickets and Thumb Tacks 


wn & WD 


~e 



























































PELOUZE “STANDARD” POSTAL SCALE 


WITH ADJUSTABLE BEAM and INTERCHANGEABLE DIAL |} 
A FINE wire on the sliding poise indicates the cost 











in cents on the different classes of mail matter. 


The beam can be instantly turned by the hand 
to any angle, so that the dial can be easily read 
from any position. 


In case the postal laws should change at an 
time, a new enameled dial can be inserted. 
insures a perpetual scale. Beautifully enameled 
in Gold Bronze. 


PELOUZE MANUFACTURING COMPANY 


No.2 ‘Seudard”  Capsehe 7 pounds 232-242 East Ohio Street CHICAGO | 


No 4 “Standard.” Capacity 4 pounds SEND FOR POSTAL SCALE CATALOG 


anes 
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Not emby r, 192 





GENUINE 


le and standard models. 


Notice the small size of the lever and the neat, businesslike 
ee it gives the pen. Its easy operation and positive orders. We also give 
filling action has made the self filler the standard fountain 

ome ne make a complete, modern line including non- 
eaka 


_ Thirty-six years’ experience in the manufacture of foun- 
tain pens for the trade has developed our facilities toa high abroad. 


UP-TO-DATE 


HIGH QUALITY 





THE RIVAL LEVER SELF FILLING FOUNTAIN PEN 


degree and we are especially equipped for large imprint 


SPECIAL ATTENTION TO THE EXPORT TRADE 


in which we have been successfully engaged for many years. 
Our export experience is a guarantee of satisfaction to dealers 


OFFICE AND FACTORY 
D. W. BEAUMEL & CO., Inc., Established 1884 17-27 Vandewater St., New York, N. Y. 








A Century’s Progress 


in Business Cards 
Is Embodied in the 


Peerless 
Patent Book 
Form Card 


which is really the one great card 
improvement of the age. These cards, 
carried in book form, in an elegant 
seal leather case, are detached one 
at a time as used. All edges are 
absolutely smooth and without any 
indication of detachment. Every card 
can be used, because they are always 
flat, clean and unmarred. That means 
great card economy. They are al- 
ways together and, therefore, getat- 
able. They carry a distinction you 
can convey in no other manner, and 
they mark the man who uses them as 
worth while. 

Send for a sample book today and 
detach the cards one by one and be 
amazed by their perfection. 
It is an unique 
sensation. 
Send 
Today. 








The John B. Wiggins Co. 


Engravers, Die Embossers, Plate Printers 
So. W h " 
108 Peoples = Bide. CHICAGO 














No. 5 Motor 
driven (either 
direct or al- 
ternating cur- 
rent). Capac- 
ity 8,000 to 
10,000 an hour 
Mechanica 
counter 
records output 
andchecks 
postage ac- 
count, 


$98.0) 





Four 
Models 
$38.50 
$66.00 
$82.50 
$98.00 


The Air Line 
to the Mail Bag 


Late mail quickly despatched — 
heavy mailings prepared at low cost 
—all on the 


Acorn-Thexton Sealer 








The four models of the Acorn-Thexton 
Sealer answer every requirement 

whether for a small office or an ex- 
tensive business. Get information now, 
so you can be prepared to talk seal- 


ers when the opportunity comes. 


Acorn Brass Mfg. Co. 
478 S. Clinton St., Chicago 






























LIBERTY 


POSTAL SCALES 


CONVERTED 





Now computing FOREIGN 
POSTAGE instead of 3c rates. 

Made in three sizes—1-lb., 
2-lb., 4-lb. capacity. 

Also equipped with up-to- 
date charts, showing the 
amount of postage on all 
classes of U.S. A. mail 
matter. 


Order through your Jobber 
TRINER SCALE & MFG. CO. 


2714 W. 21st St. Chicago, IIl. 














closed. 


MORDEN SWIVEL RINGS 


MADE ON SCIENTIFIC PRINCIPLES 


The vital point to determine in selecting a loose leaf ring is its dependability to remain 


Loose leaf sheets exert a certain amount of strain, tending to force rings open unex- 


pectedly, especially when leaves are crowded, or are turned in punches. Morden Swivel Rings 
are scientifically constructed to counteract this strain. 
direction as the strain exerted by the contents, they open by a sidewise push at right angles to 
this strain. In addition, Morden Rings have no enlarged, clumsy joints to mar furniture, nor 
sharp projections to mutilate sheets. 


Instead of opening by a pull in the same 


THE PERFECT SCHOOL NOTE BOOK RING 


in fact for any cl 


catalogs furnished. 








Used for student note books, stenographers’ note books, eyeletted covers, metre reader books, 
band books, catalogs, swatch books, every conceivable variety of loose leaf books; and all loose 
sheets, charts, drawings, blue prints, maps, fashion plates, clippings, pictures, postcards, fabrics, 
© in loose leaf form. 

Loose leaf sheets need not be held in expensive binders). Heavy manila, or other material, 
cut to proper size to form outside protection covers, with Morden Swivel Rings inserted through 
such covers and sheets make a flat-opening book, costing but a few cents, yet as durable and 
convenient as the most expensively bound book. 

Supplied in ten sizes: % in. to 2 in. Liberal discount to the trade. Samples free. Cuts for 


THE MORDEN MANUFACTURING CORPORATION 
WATERBURY, CONNECTICUT 
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‘The Trade Mark of Satisfaction”’ 





PURPOSE 


URPOSE—As a busi- 
ness organization we 


subscribe heartily toa 





business purpose ; for just as 
Man has his 


sonal principles 


definite per- 
so has bus- 
iness its ideals, its personal- 


ity—its PURPOSE. 


In the manufacture of car- 


bon papers and typewriter 
ribbons we 
Ideals through 


ing qualities. 


express our 
their endur- 
Our personal- 
ity is evidenced in the care 
with which we pack and de- 
liver them to you—our pur- 
pose is realized in the slogan 
that established 


they have 





—More impressions to the sheet 
of carbon paper; better results 
from the inked ribbons— 


JOULDN'l you like to 
/ take a trip through our 


plant and see how we 





build our ideals and our per- 
sonality into our carbon papers 
ribbons ?—just 
write for our booklet “Making 
It tells our 


and typewriter 


a Good Impression” 


story. 
Catalogues, prevailing price lists, 
and representative samples will 


be mailed to interested dealers. 


Columbia 
Ribbon and Carbon 
Manufacturing 
Company 


Executive Office and Factory 
69-71 Wooster Street 
New York, N. Y. 


Branches: Philadelphia Chicago Detroit 
Minneapolis Kansas City, Mo London E C 








j 
| 
| 
| 
| 
| 
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READY 


Our stock of 
TYPEWRITER TYPE 
is now more complete than at 
any time since the war. 

Type for all machines. Per- 
fect, and accurate in motion, 
stems and slots. 


Large assortment of Special 

Combinations and Foreign 

Type in all languages. 
PREPARE FOR 
THE COMING 

FALL AND WINTER 

BUSINESS 
See our quantity prices. 
Send in your stock orders now. 


Price list and catalog 
will be sent upon request. 


TyoRP & Marry, 


{YPEWRITER Co 





BOSTON 


79 Queen St. 
Mass., U.S. A. 


LONDON, E.C 




















BADGES 








CORPORATE s E ALS 


RUBBER STAMPS 











# 
Manufacture 


SEALS, 
STENCILS, 
BADGES, 
Rubber ~ Steel 





“@ STAMPS, 


METAL GHECKS 
POCKET COINS 
BRASS SIGNS 


STENC ILS 
hae R SALE 
MEYER & WENTHE 


adn x. Stansonn St. 
wa— bane hw 









MEYER & WENTHE 


Mtn nu toees, OAIGAGO 


POCKET NOTARY 


STEEL STAMPS 


KEY CHECKS 


BASGAGE CHECKS 





TRADE CHECKS 








DVERTISE yourself 
with every sale. If 
you will supply your cus- 
tomers typewriter ribbon 
and carbon paper demand 
by furnishing high class 
goods under your own 
name and brand, you will 
find that every sale of 
these goods is a distinct 

boost for your business. 
This, of course, will have 
an excellent effect on 
your profit. Your cus- 
tomers will come back be- 
cause your name on the 
container will show them 
where more goods of the 
same style and quality can 
be secured. 

Send for samples of our 
typewriter ribbons and 
carbon paper. Try them 
out thoroughly. Put them 
to the most difficult tests. 
You will decide that they 
are the kind you would be 
glad to have associated 
with your name. 


Write today for samples 


USE 


Mfg. Co., 
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Dispatching papers quickly is great 
economy. Clear your desk of the bas- 
kets and trays which litter it up, and in- 
stall a distributor which eliminates waste 
thought and motion. You can make the 
Distributor just as adaptable as you 
like; leave out partitions you do not 
need. It is ail metal; will not wear out, 
is finely finished and looks well on the 
desk. 


Write for Our Circular describing va- 
rious Models of Desk and Portable Dis- 
tributers. MODEL 8 





BRISTOW RADIAL DISTRIBUTOR 


An indispensable feature of every well-equipped office 


DEALERS 

A personal note to the many dealers 
with whom I have had mutually profit- 
able dealings:— 

During tbe war period my personal 
services were being used by Uncle Sam 
and the bulk of the production of our 
factory was shipped at the call of the 
Government. The result wag necessarily 
a curtailment of the services which could 
be given our dealers. 

We have moved to larger quarters, 
greatly increased production, and are 
again in a position to give you good serv- 
ice. Try us out. 


STANLEY R. BRISTOW 
171 Washington St., Newark, N. J. 


PRICE $6.00 





-—— 








‘Sein SLICKEST PEN EVER MADE cman 
herdeaneyyos GLUCINUM 
PENS 
Samples and Catalogue to Dealers 


The Turner & Harrison Pen Mfg. Co. 's¢- 


Falcon Pen Works -"+ Philadelphia, Pa. 
Established 1876 











Smme THE ENGLISH SILVER-ALLOY LINE ————=t 


imPRINT PENS 
For THe TRADE 





OF QUALITY 





Hich Grave Asx Us For 
EXCLUSIVELY INFORMATION 


THe Factory 











of resources and opportuni- 
ties results in more than or- 
dinary success. In many 


Intensive 
Development é#<-=< 


successful man and one 
whose achievements are mediocre. A careful reading of trade litera- 
ture, of advertisements, sales plans, and other subjects which are 
met every day by menin positions very similar to your own, 
will increase your power to earn. OFFICE APPLIANCES printa 
each month such material as we have just referred to. And if 
you will read it monthly, you will find that in some way it will in- 
crease your capacity for work and your earning power. 


Subecription price te $2.00 a4 year 


THE OFFICE APPLIANCE COMPANY 


417 S. Dearborn Street, Chicago 


TYPEWRITERS 


‘‘Smithtype Rebuilts”’ 


The highest development of typewriter re-construct 
QUOTATIONS GN REQUEST 


TYPEWRITER COVERS 


‘“‘Smithtype Leatherette Covers’’ 


What ‘Finest cover I ever saw—send me 100 additional.” 
dealers I Best value I ever saw—make rubber covers look like jok 

) “Sample better than expected—quote us on 5000 and h 
say:-— soon we could expect deliveries. 


Send 60c for sample—Special quotation on quantity order 


SMITH TYPEWRITER SALES CO. 


(SUCCESSORS TO HARRY A. SMITH) 


218 N. Wells St. CHICAGO, ILL. 














The Hit of the New York Show 


The Automatic 
Telephone Book Holder 
We have a proposition of interest 


to all stationers and office supply 
houses. Write 


MacDonald-Jensen Manufacturing Co. 
300 Douglass Street BROOKLYN, N. Y. 











14 Kt. Gold 
Pen 
Iridium 
Tipped 
Salz ‘‘Lever” Self-Filler. 


market today! 


Write for 
Catalogue 
and Prices 




















Sell the Dependable SALBRO Self-Filler 


You can offer your customers quality, style and And it sells so easily! The attractive colored 
pen dependability at a moderate price with this window display card gets your custotaer’s atten- 


tion and a “‘once over’’ completes the sale. Fills 


It’s the biggest fountain pen value on the _ in an instant. Sells almost as quickly for $1.75, 


at extra good profit. 


Order a trial dozen and get the sales- 
attracting window display card FREE! 


SALZ BROS. “A Fountain of Service’ 71 West 35th St., New York City 
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PLATENS 


FOR PARTICULAR PEOPLE 
A new process of grinding 


insures accurate 
measurement the entire length of th platen. The 
recovered article is just as fine as any customes 
can desire. There is nothing better on the market. 
IMMEDIATE Combined with our accuracy, we hav 
SERVICE speed. Goods are returned the same da 


receive Send for price list. 


THE ‘PLATEN SHOP 


34 Glenwood Road SOMERVILLE 45, MASS. 


re 
V 








INKO! ACTUAL INK SOLIDS 


The ink that saves 500° to the consumer 
and nets the dealer about 100’, profit 


INKO is an article of merit and is used by 
the largest hotels, railroads, banks, schools and 
other corporations throughout the United States. 
It is guaranteed to be absolutely permanent, 
free-flowing, acid and hot water proof. 

INKO is instantly prepared by the addition 


of water. 
Send for sample and literature and be 
convinced of the merits of our product. 


Howard Chemical and Manufacturing Company 
2104 Fourth Avenue South MINNEAPOLIS, MINN. 














FOR TYPEWRITERS 


NOISELESS AUTOMATICS 


Automatic Attaching 
Sanitary Cushioning 
Nojse and Shock Absorber 


MASTER SPEED KEYS 


Increase Speed 

Reduce Errors—Save the Type 

Cushion the Blows Against Finger Tips 
They Don’t Wear Out 


MONEY MAKERS FOR DEALERS 


SPEED KEY MFG. CO., Inc. 
26 Columbus Place BROOKLYN, N.Y. 






-\) PEERLESS the 
BEST moistener? 


Ask any user—Marshall Field & Co., 
John M. Smyth & Co. and thousands 
of othese>l CT Rae tell you that 
we have the BEST article of $4-° 
its kind on the market to-day. 

We make also a large moistener suit- 
Patented Nov. 22,1904 ble for large offices and shipping 
Patented June 16.1915 rooms. Price, $3.00 each. 


Simple, Useful and Economical 


Used for moistening stamps, envelopes, labelsand fingers in 
currency. Foreign business given careful attention. A pe mae 
sent in Spanish if desired. 


Write for particulars. Samples sent on approval. 


PEERLESS MOISTENER COMPANY 
826 S. Claremont Avenue Chicago, I]], 














Every Typewriter Dealer 


fs earnestly urged to learn just what our service means to 
his business. Our representatives are constantly combing 
the country for used machines to supply dealers. 


We furnish “select rough” typewriters which can be put in 
salable condition with very little adjusting, or which may 
be used for rentals without adjustments. 

We also supply guaranteed “rebuilt” machines—the kind 
that look like new and ACT like new. 

You can depend upon UTECO typewriters for 


satisfaction and UTECO prices for big profits. 
Every time! Send for price list. 


UNITED TYPEWRITER EXCHANGE CO. 


(Wholesalers) 
Boston, Mass. 





Svon of Quality 137 High St. 





“BUCKEYE 
STATE” 
FILE Made in Letter and Cap Sizes. 


Distinctive in appearance with paneled 
drawer fronts and long side panels. Roller- 
bearing hardwood slides assure quiet, easy 
operation and great durability. The fol- 
lower blocks are positive. Characterized 
by a dull rubbed varnish finish. 


Write for Descriptive Matter and Prices. 


THE MANUAL ARTS 


FURNITURE COMPANY 
2211-17 Eastern Avenue, Cincinnati, Ohio 














HERE’S A LIVE WIRE COMBINATION 


$1.10 


UNLIMITED FIELD— 
STEADY SALES— 
BIG PROFITS— 





Dealers throughout the country are stock- 
ing the Marvelous New Standard Thera- 
phone Mouthpiece and E arpi ece Fits any 
*phone; instantly djustable Makes every 
word or whisper ok arly au dibl The 


ae $2.00 





eliminate Ss iting, repetition, delay an 
grouch A wonderful time and energy 
saver for the busy man and a big re santos 
vy subscriber a potential cus- 
tomer. Put in a few sets today and watch 
them go! 


The EVOLUTION PHONE CO., 


New York City 


for you Ever 


48A Greenwich Avenue 








Heer enerenneneeneN NOES, . 


Typewriter Tables and Desks 
PAPER 


GUMMED TAP and CLOTH 


SEALING TAPE IN ALL COLORS AND WEIGHTS 
PRINTED TO ORDER—ONE OR TWO COLORS 
XMAS TAPE READY FOR DELIVERY 


THE GUMMED PRODUCTS CO. 
4204-6 W. Lake Street “i CHICAGO, ILL. 


Dealers: Write for prices, samples and 
descriptive circulars 











SEALING MACHINES 3 MODELS 














UNT'S No 5 
Bowl yon oil 


wuilar lv Ly > 
= 


(a Reward Hunt | say Co. | 


TWO NEW PAPER FASTENERS 
ASK YOUR JOBBER OR WRITE US “syre toc’ FRICTION SNAP 








meas stan" THE NEATEST OF ALL 64% 
Berd 
Paper Fasteners ~~ “4 
“Flatseal” No. 3 “Friction Snap” Ne. 4 OP 
. The Climax in Paper Clins ook bane, 


SNAP LIKE A GLOVE FASTENER 


Held your papers absolutely—lay flat—open easy with fingers. Can be used 
many times over and not tear papers. 

Most economical clips patented. Unequalled for filing purposes. 

When ordering state whether boxes of 100 or 1000. Boxes of 1000, Se less per M- 
Our excellent automatic equipment makes low prices and large discounts. 
Deliveries on large orders can be made in installments and shipped direct to 
your customers for your account. 

Orders booked now tor future delivery are guaranteed aga'nst advance. 

It is our aim to do full justice to all orders, all are filled in rotation as booked 
The demand is large. 


*Sureloc’’ Paper Clip Co., Providence, R. I. 
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TYPEWRITERS 


rough or rebuilt, of all makes, are ready for ship- 
; ment to our customers, 
both in the United States 
and abroad. We have a 
large stock on hand for 
immediate needs. 


Our quality is first, our prices 
are right, 


Dealers abroad should send for 
our Export price list 932. 








REGISTERED 


National Typewriter Exchange Co. 


Cable Address, NATYPEXC 110 Broad St., Boston, Mass, U.S. A. 
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that makes 





PHONING; 


more convenient 
hodl 


o | SOLD BY 
STATIONERS 

5 

e 





EVERY WHERE 





A 
ie re ManuracTURED BY 
CROWN STATIONERY CQ 
12 West 17*© Street 


New YorRK 


i } Trademarks ca 


and Copyrights 


Difficult and rejected cases specially solicited. No 
misleading induceme nts made to secure business. 
Over 30 years’ active practice. Experienced, personal, 
conscientious service. Write for terms. Book free. 


Specialty—Typewriting and Adding Machines. Address 
E. G. SIGGERS = Suite 38. N. U. Building 


Washington, D.C. 














MARKING YOUR SHIPMENTS 


One stenci) cut in 30 seconds— 
ten cases marked in less than a 
minute. Every address neat,easy to 
read. Every shipment goes straight 
home to the customer. That is 
Ideal Stencil Machine Service. 

Write for sample stencils and 
booklet on how to mark goods for 
shipment. 


IDEAL STENCIL MACHINE COMPANY 
151 ldea’Block,  BELLEVMLE, ILLUS A 


a ee eae 











TYPEWRITER RIBBONS 








EXTRA QUALITY 


Manufactured in a Modern Factory devoted 
exclusively to Inked Ribbons 


Concentrated—Brilliant—Non-Drying—Inks 


combined with the finest of fabrics by our special 
process, produce the extra quality so much i 
demand since the war, together with attractive 
boxes and packing should prompt you to writ« 
for our prices and samples. 


PHILLIPS RIBBON & CARBON CO. 


Rochester, N. Y., U. S. A. 





























HUNT'S No. 24 Ledger Pen 


Famous for its Round Point, its Large Ink-holding 
Capacity, its Durability, its Grace and Beauty, its 
iit Fine Point and Easy Action. 











November, 1920 OFFICE APPLIANCES 307 








HOW TO INCE PRODUCTION 


Send ter Goat 1rough the elimination of idling, slowness, and 
“lying down on the job" is interestingly demon- 
strated in our free folder illustrating 


Pesta, THE AUTOMATIC 
let nswere 
= Seced TIME STAMP 
a ge Started This useful device has been em- 
Finis ployed for years by many firms 
Shipped that do not care to pay for wasted 
time. These firms believe a work- 
ing hour is 60 minutes long, and that each hour 
should yield its full value. Their Automatic Time 
Stamp, which is dustproof, durable and absolutely 
accurate, helps them to get what they pay for. 
You can get it, too. 
Write today for our Free Folder. 


THE AUTOMATIC TIME 


STAMP CO. 
159 Congress St. Boston, Mass. 
“Originators of the Art of Printing Time Automaticaily” 


Blind Man’s Buff 


is no game for the salesman t 
play. He can’t work quickly and 
ony oer if he has to grope 
1d fumble for the papers when 
fasion a prospect. 


The Handy Portfolio 


“ 









enables the salesman to “‘put his 
cards on the table’’ in an instant, 
as there isa place for everything 
he carries. Everything is accessi- 
ble. Dealers find the line a ready 
seller. 


Write for catalog of Cleveland Portfolios. 
The Cleveland Leather Goods Co., 24-28 Noble Court NW,» 























ECONOMY IS THE POPULAR THOUGHT De Luxe Goggles Are Distinctive 


The Stauder Card Case—-the Case with the Platform 





makes a strong appeal right now, because it eliminates 
all waste of cards, avoids the additional expense of scored, 
perforated, or padded cards; saves cards from becoming soiled 
ind in addition is an elegant piece of leather goods. 
. 
Being Engravers—-We Know 
















Personal experience taught us the 
need for just such a case as this So 
we brought it out It helps you to 
hold your trade because it pleases 
them and saves them money Holds 
one card or many with equal secur- 
ity. Each one easily withdrawn 


clean and perfect. Holds Protect eyes against side lights as well as direct light—well 


folded cards as well as sin 











gle ones ventilated; head band adjusts through a buckle and will 
Get a sample and show it not scratch or catch the hair. Bound with soft rubber. 
: It sells on sight. For comfort the De Luxe is unexcelled, 
Tie Sravper Carp Case Others imitate—none equal DEALERS—The De Luxe Eye Shade will show you better 
fis fase sxith 21a Welle Se} Stauder Engraving Co. I ratte, Write today for sample and price list, 
) 233 N. Wells St.. CHICAGO AMERICAN GOGGLE COMPANY, 9912 Ewing Avenue, Chicago 
LATFORM DEPRESSED BY CARO 











ADDING MACHINES °/ PEWRITERS 


ALL MAKES 
ALL MAKES 
Burroughs—Wales—Daltons EXPORT DOMESTIC 


CALCULATING MACHINES ROUGH Sclactod._Cometcte, Se peste. 


R d. Renickeled. All 
REBUILT at bea veplaced with new 


Comptometers—Burroughs ones. First class workmanship and service. 
BOUGHT ~~ SOLD REBUILT PRICE In keeping with quality. 


ALL MACHINES GUARANTEED ONE YEAR GUARANTEE TYPEWRITER co., inc. 
Wholesale — Retail 39 South 10th Street 


NEW ENGLAND ADDING MACHINE CO. PILAREL END, Cnene ere 


7 Water Street BOSTON, MASS. Cable Code: BOYERTYPE, A. B. C., Sth Edition 













































DESK PADS 


All sizes All styles 
Flexible and stiff with leather and 
metal corners. 


Desk Tress : , | vp igaeseces ¢ Specialties. 


trial order is more satisfactory 








neatly finished to match oak or mahogany furniture. ; than description. 
A cal stock costs little and pays well, whether L. HOFFMAN 

you handle desks and tables or not. We want your 45 Lafayette Street 
order. Write for prices. ! New York City 


e Es tablished 
Knickerbocker Inkstand Co., Inc. 
230 Fifth Street, Lyndhurst, N. J. 
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LONG SERVICE WITHOUT COST 


No supplies needed, and practically no repairs 
REYNOLDS ENVELOPE SEALER 


Thousands of users have testified to the reliability of the 
REYNOLDS 
during the 
‘past nine 
years. Some 
of the first 
machines are 
still in use. 
What it has 
done for 
others it 
will do 
for YOU. 














Simple 
Sure to 


Seal 





Reynolds Envelope Sealer Co. 
111 N. Market Street, Chicago 


Barrett Paper Fasteners 


Superior to the ordinary fastener; 
polished brass, heads stay on. You 
can have immediate delivery on 
any quantity, sizes 14 in. to 4 in., 
in either round or flat head style. 


Packed in bulk boxes of 1000. 


Washers, too. Write today for complete 
descriptive circular and our Current 


Price List of LOOSE LEAF and } 
STATIONERY SPECIALTIES. V 


me BARRETT BINDERY . 
Stationery and Loose Leaf Mfrs. 
725 Federal St. CHICAGO 





























CardIndex Cabinets 


With latest improved inde- 
structible steel, follow 
block, on flat rod. Will not 
tear cards. Sizes 1 to 
6 drawers for 3x5, 4x6 
and 5x8 cards. Wood- 
en frames covered 
with black cloth. 


L. Hoffman 


45 Lafayette Street 
New York City 


Established 1888 





Our Increased Advertising this 
fall, means Greater Demand. 


We have already sold these goods for 
No} 1 you. Send your order in now to avoid 
disappointment later. 


With our more than doubled production, we are scarcely able to fill our orders 
Promptly. We therefore suggest that you look up now 
Push-Pins 
“Glass Heads—Sleel Points” 
Push-less Hangers 


“The Hanger with the Twist’’ 
Push Maptacks 

“Colored erical Heads” 
Push Thumbtacks 


“Brass, Steel, Celluloid, One-Piece” 
“Standardized and Advertised the world over” 
Send for Samples and Prices Advise your Jobber or 


Moore Push-Pin Co., 121 Berkley St., Philadelphia, Pa. 











Nothing will 
hold your cus- 
tomers like good 
merchandise. 


Carry ‘‘Staco”’ 
Desk Pads— 
each one is 
guaranteed. 





Sixty-one numbers in three sizes. Write today for price list. 


STATIONERS SPECIALTY CORPORATION 
25 BEEKMAN STREET 
NEW YORK 





ESSCO CARD CARRIER 


CARRIES MORE CARDS—COSTS LESS 


Takes All Sizes and Styles Pocket in Top Cover 
No Scoring or Padding No Bulky Metal Parts 
Neat, Flat Design Novel, Practical, Useful 
Morocco Leather, 75c. Discount to Trade. 
Get Quantity Prices Stamped in Gold. 


A. A. SCHRAMM & CO., 1112 Sansom St., Philadelphia, Pa. 

















KIPCO BRAND 


DUPLICATOR INK 
FOR ROTARY STENCIL MACHINES 
The quality of this inkis 
guaranteed by nearly half 
a century of practical ink 
manufacturing experience. 


pe and Prices Sent on Request. 


KRUSE PRINTING INK COMPANY 
437 Pearl Street, - - - NEW YORK 











The “SCATTERGOOD” 
fi Maucilage Pot 


Can be used with any liquid adhesive. 
It is made with a purpose; to insure 
‘ ; non-evaporation, cleanliness, conven- 
’ ience and economy. We also manu- 
facture moisteners and ink wells made 

on the same principles. 











Write for particulars, prices and dealers discounts 


H. W. SCATTERGOOD CO. 


1722-28 W. Venango St. Philadelphia, Pa. 
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THE STANDARD 
POST OFFICE SCALE 


SYMBOLIZES SPEED 
Dial and platform conveniently 
in front of operator. Indicator 
does not oscillate. 

96,000 Triner All-Steel Parcel 


Post Scales used by 
Government. 


Write for Booklet No. 8 


Triner Sales Co. 


190 N. State St. 
CHICAGO, ILL. 







SIMONSON 


Patented Metal Tip Guides 








For Vertical Letter Fil Card 
Systems and Check Files.Are 


Indestructible 


None genuine un- 

less stamped U. S. 

Patent No. 794,749 
on Metal Tip. 





FREE Samples Sent on Request. 
Discounts to Dealers. 

R. A. SIMONSON & CO. 

122 8. Mishigan Ave. CHICAGO 
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SHOWING MECHANISM y 


THE FREE HAND BINDER 


IS THE MOST EFFICIENT 


BINDER, SHEET-HOLDER OR CLIP 


BECAUSE 

IT HOLDS PAPER SECURELY WITHOUT PUNCHING 

IT IS OPERATED WITH ONE HAND 

IT IS MADE IN A VARIETY OF SIZES 
ITS DURABILITY IS PERMANENTLY GUARANTEED 
FREE HAND BINDER Co@., Inc. 
227 PEARL STREET NEW YORK 
SEND FOR DESCRIPTIVE CIRCULAR 





PEET’S 


PATENT 


IMPROVED TRIANGLE cup 


HOLDS PAPERS SECURELY 


PAT. MAY 22.1917. 


Only after trying this new paper clip can you appreciate 
its superiority. It is so easy to slip on, and it holds the 
papers, etc., absolutely firm. The patented crimp does the 
work. It will be worth your while to send for samples and 
prices. 


If your stationer does not carry them, write us direct, 


PEET BROS. 
618-20 Cherry St. Philadelphia, Pa. 














ANALYSIS PAPER 


Buff and White—Four Grades— 
4 to 28 columns wide, in variety 
of styles, always carried in stock, 
padded or loose. 


Send for price list and samples 


L. H. BIGLOW & COMPARY, Inc. 
24 BEAVER STREET NEW YORK 














“Wrapping without Knocking: 


is a business booklet 


For Bank Tellers and Folk 
Who Handle Coins 


that describes in pleasant vein easy ways to 
‘hold the coin” 


Mailed Free on Request 


THE C. L. DOWNEY CO. CINCINNATI. OHIO 
118 E. Eighth Street 


% CARBON & 
¢;, PAPER << 


¢ 
> ov 


Standard Carbon & Ribbon Co. 


Incorpowated 


& 114 Liberty Street 
C NEW YORK, N.Y. 


¢ TYPEWRITER 
~ RIBBONS 














“ONE ON EVERY DESK” 


Eveready Paper Fasteners 
are rapidly replacing pins, 
clips and old style stapling 
machines. Representative 
Business Houses and In- 
dustrial Establishments in 
all parts of the world, after 
careful tests, have added 
an “Eveready” to the equip- 
ment of every desk where 
a stapling machine is re- 
quired. 





MODEL D 


PAPER FASTENER 


EVEREADY MFG. CO. OF BOSTON, BOSTON, MASS. 


NO DESK COMPLETE WITHOUT AN EVEREADY. 
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Sell More Waste Baskets 


to more customers. That creates more 
satisfaction than to sell frequently to a 
few, who must replace frail baskets that 
do not last. 


Daisy Baskets 


are sturdy, of sufficient capacity and 
lastlong. Madeofcoppered wire witha 
solid bottom. This construction assures 
strength and prevents fine trash from 
falling to the floor. 


WU 





























Write for particulars. 


The Massillon Wire Basket Company 
Massillon, Ohio 





CERTIFIED—GUARANTEED 


RUBBER BANDS 


Pure in Fact — Not in Name Only 


Clear, Pure Rubber Is Very Light in Weight 
More Bands in a Pound — Less Cost — More Durable 


1 to 10,000 Pounds—All Standard Sizes 


VULCO RUBBER FABRICS CO. 
Dept O, 51 E. 8th Street NEW YORK CITY 











FOR RUBBER STAMPS 


SAVE MONEY by requesting our prices 


Quality Stamp Co., Manufacturers 
East Liverpool, Ohio 
ATTRACTIVE PROPOSITION TO DEALERS 








YPEWRITER RIBBONS 
CARBON PAPER—— 


made in our own well-equipped plant. We Apter Bros Mfg Co 


produce a line of ribbons and carbons on 
which dealers can make handsome profits. 


Let us lay our proposition before you. 


552 W. Harrison St 
CHICAGO, ILL 








Retails 


. "oy 
Each FBruehy 


The only brush that will clean all parts of machines. Smal! end cleans type. 

large end cleans in between keys, under carriage, the type rods, and all hard-to- 

get-at place.. Total length l4inches. All bristles. 

Adopted by Business and Public Schools, Public Institutions, Hospitals, U. S. 
Government and City Departments and the Largest Concerns in the Country 


OLEANALL TYPEWRITER BRUSH CO., Mfr. of Wire Twisted Brushes, 7 DOMINICK ST., NEW YORK 
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Simeeaaiin. 

ING aland Business 

Cards, Steel Die ~~ 4 

and Social Stationery. a. gh gr ade 

stock and work. puy direct from achers, 

Samples and prices gladly ed. State kind 

of samplesdesired. The American Embossing Co., Buffalo, N. Y. 
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'Corry-Jamestown Mig.Corporation 
Corry, Pennsylvania 
Steel Furniture 
Sheet Metal Specialties 


“STEEL AGE” Medicine and Bathroom 
; Cabinets 


ih 








RIVET-O 


OFFICE PUNCHES 


Double Hole Binder Punch No. 32 

Eyelet Punch No. 3 

Cutter or Knife Punch No. 12 
Price $2.50 


Unusual Dealer’s Profit 


RIVET-O MFG. CO. 
Dept. P ORANGE, MASS. 





No. 3 No. 12 





GOLD PEN in =. All Shapes and Styles 








[Imprint Prompt 

Work a Repair 

Specialty Service 
Pencil Cases perfe~tly 


All makes Gold, Fountain, Stylographic Pens. 
repaired and returned day received. Satisfaction guaran 


GAYDOUL GOLD PEN CO., Inc., 64-68 Fulton St., New York 








Typewriter Ribbons and Carbon Paper 
For the Typewriter, Addi g Machines, 
Time Clocks. Put up for the trade. 
Official and Empire Brands, or in plain bexes with imprint if desired 


SNELLING & SON “*iieseutyii'y. Ft" 


Exclusive Territory Rights Not Entertained 





ZELLERS-STEVENS 
126 Liberty Street INCORPORATED New York, U. S. A. 


Cable Address: Zellsteven, New York Depository: Atlantic National Bank 


Foreign Trade Representatives for Manu- 
factures of Office Equipment and Supplies 


Importers, Exporters and Specialists in Office Equipment 
Also act as Purchasing Agentsf or Dealers Abroad. 





Quotations cheerfully furnished on any goods obtainable. Correspondence Invited 





—~- - 


SIGN PRINTING OUTE ITS 


oe er rae ree — = 


} 
PEs wETE DEAE MATEO 





For printing signs, show cards, price tickets, etc. 









“Stayon’’ Rubber Platen Twirler 
For All Typewriters 


; A new invention with a double flange. Guaran- 

teed not to come off knob. A big seller and big 
} profits. Buy the Nielson cushion foot shock ab- 
2 sorber; typewriter felts; and Rubber Key Caps 


Nielson Supply Company 


810 FIRST NATIONAL BANK BLDG. CHICAGO 

















HANS H. HELLESOE Gchiccco* ities 


UHL STEEL 


The Line with a Future 


The Toledo Metal Furniture Co. 
TOLEDO, OHIO 

















ln 8 alte ne 
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THE NEW MEMO PAPER SENSATION 





No dealer’s stock complete without them. de 
telephone user that is not a pt spective sale. "HOL DE -R 
lacquered brass, mounted « rubber feet. PAPER oak 
ard size, 2 5-16 inches wide, free from dust uring off 
one piece puts the next in ; sition. Nothing ‘ to get out 
rder. Paper to last several months. Write us today 
: for dealers’ prices and sample to insure your supply for 
PRICE $3.00 Holiday trade. 


MAX MEMO PAD COMPANY, 943 E. 65th St., CHICAGO, ILL. 





MULTIGRAPHS 
RE-BUILT — BOUGHT — SOLD — EXCHANGED 
Multigraph Platens Recovered 


MODERN OFFICE APPLIANCE CO. 
3 PARK ROW, NEW YORK, N. Y. 











Drawing Inks, Blacks and Colors 
Eternal Writing ink 


Engrossing Ink 

Taurine Mucilage 

Pheto Mounter Paste 
Drawing Board and Library 
Office Paste Mucilage 


Liquid Paste 
Vegetable Glue, etc., ete. 


Strictly Original Goods of the Highest Grade Only. 
Show Cards, Color Cards and Imprinted Matter Sup- 


plied to the Trade. Discounts and Trade Pricesgive 
good profits. 


Consumers, emancipate yourselves from the use of 
corrosive and ill-smelling inks and adhesives and 
adopt the Higgins’ Inks and Adhesives. They will 
be a revelation to you. 


We protect the trade by referring 
all orders and inquiries thereto, 


CHAS. M. HIGGINS & CO., Qrginators and hi jnutacturers 
Main Office and Factory, Brooklyn, N. Y., U. S. A, New York-Chicago-Londen 

















| Gold Pens for Fountain Pens 


Repairs on Gold Pens and Fountain 
Pens Attended to Promptly. 


EXPORT TRADE SOLICITED 
Acme Gold Pen Co., 17-27 VandewaterSt., New York 


Manufacturers of Fine Gold Pens Established 1884 














The Standard Line 





Self-Filling, Safety and Regular Types. 
L. E. Waterman Company, 191 Broadway, New York 


Boston Chicago San Francisco Montreal 





The ‘‘Anco” Pen and Pencil Clip 





Clips are now supplied, } 
gross mounted on display 
card, 9 large pen, 9 medium 
pen and 18 pencil. Display 
card has folding easel back 
for standing on show case 
and is packed in box to pro- 
tect it in stock 

High quality—low price. Made in one piece ofspring eel, ball point, heavily 

nickeled and highly polished. Write for prices 


The Ansonia Novelty Co., Ansonia, Conn. 








HEADQUARTERS FOR ALL STANDARD MAKES OF i 


CHECK WRITERS 


NEW AND REBUILT 
Send for Catalogue and Discounts to the Trade 


CHECK WRITER MFRS., Inc. 


Suite46 111 Nassau Street, New York, N. Y. 








WRITE US FOR PRICES 


On adding, listing and calculating machines, typewriters, multigraphs, 
dictaphones, checkwriters, duplicating machines, mail-om-eters, time 
clocks, safes and steel lockers, new and second-hand office furniture, and 
all office devices. 

We are the largest dealers of the kind east of the Rocky Mountains 
and will save you half on your office needs. Everything first-class; noth- 
ing cheap but the price. Write Today and Save Money. 


Chicago Safe & Merchandise Co. 27420" as 














FEATHERWEIGHT EYESHADE 
The shade that takes your eye 
and keeps it in good health. 

Light Weight, Adjustable, Durable, Hyzienic, 

Healthful. No metal or elastic band to press or 

bind the head. Opaque for artificial light. Trans- 

parent for natural light. Lies flat when not in 
use, thus preventing being crushed out 01 shape by 

accident: can be carried in hat or rolled up in a 

small package to carry in the pocket. Visor wider 

than other shades. We recommend the opaque for 
those wearing glasses 


The Featherweight Eyeshade Co., Merchantville, N. J. 




















Rither Agency or Price Protection Proposition 
KEYSTONE CARBONS 


AMITY RIBBONS 
For All Purposes. 
R.A. BECK, GENERAL SALES AGENT 
727 South Dearborn Street, CHICAGO 


New York, New Orleans, Los Angeles 








Spot Cash Paid 


We buy job lots, close-outs, discontinued stock, 
etc., of allkinds. No quantity toolarge. Quick cash 
for bargains. Send samples or full particulars. 


A. H. KRAUS 
407-409 Chestnut St., Milwaukee, Wis. 
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( This Typewriter Brush Sells Rapidly Because { 


t& is made right and the price is right. The bristles are non-breakable. The 
tapering end permits the brush to be inserted 1 
ecratching the enamel. 


n the smallest openings without § 
Retail Pete oe Gene 








A> 
“wy ? 
MORTON'S Washable Bristle ( 
TYPEWRITER CLEANING BRUSH. ( 
rc 
( 


Send 20c for sample postpaid and ask far dealer's terms. 
MORTON MANUFACTURING CO., Louisville, Kentucky é 


ADDING MACHINE ROLLS 


For all makes of machines 
THE PERFECT ROLL—guaranteed to con- 
tain 250 linear feet. Edges free from lint or dust. 
Stock white wove, hard-sized Writing 18 pound 
folio basis. 

We make all size rolls. 

Write for prices, giving detailed specifications. 


GEORGE IRISH PAPER CO., Manufacturers 
BUFFALO, N. Y. 














EXTRA DOLLARS 


are added to the profits of the Goole whe 
handles HEYER’S REFILLING CO 

for use in filling hektograph pans and gela- 
tine duplicators of all makes. 


The Heyer Duplicater Company man 
Hektographs, Gelatine Du mentee, Film 
eators, and Supplies. . furnish 
trade with Hektograph A. paper and Hek- 
tograph typewriter rib- 
bons at lowest prices. 








Write for literature. Domestic and 
foreign inquiries given prompt at- 
tention. 


The Heyer Duplicator Co. 
160 N. Wells St., Chicago, Ill. 
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TWO 1921 PACIFIC COAST 
BUSINESS SHOWS 


First Los Angeles Business Show 


In the Big Tent at Prager Park, April 11 to 16, 1921, inclusive 


First Portland Business Show 


In the Public Auditorium, September 19 to 24, 1921, inclusive 
For Floor Plans and All Particulars Write 


BUSINESS EXPOSITION COMPANY 


N. W. TUPPER, President W. T. TUPPER, Secretary-Treasurer 


315 Wilcox Building LOS ANGELES, CALIFORNIA 

















TRANSFER CASES, INDEXES, ARCHES AND FILES 


MANUFACTURED BY 


J. F. HUNT, Successor to VETTER DESK & MFG. CO. 
ROCHESTER, N. Y. 





WE OPERATE 
NO RETAIL 
STORES 







WHOLESALE ONLY 




















Holdover File 


No. 531 Card Cabinet “4 ha 
WRITE FOR OUR CATALOG AND PRICE LIST naly, 
a macs ss ——— SS Hinged Cover 3 

IMPERIAL METHODS CO. ““"’ & 


No. 25 Stationery Rack CHICAGO 
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It pays to handle “falcon” rulers 


TET ‘*Falcon”’ rulers hold trade. When customers ask 
dette she Oli! Je for a ruler, sell them a ‘‘Falcon.”’ You give them 
= the best: high grade materials, careful workman- 

ship, absolute accuracy. 


White enamel bevel ruler Model No. 35-96 (illus- 
trated) made of selected maple with box-wood color 
face and back. 


Four sizes; scaled in |6th on bevel. Brass edge, transparent 
celluloid back, gives unsurpassed ruling qualities. 
































Write for our price list and 
catalog. If your jobber hasn't 
our product, write direct to us. 


Established American Manufacturing Concern _ Ruler makers 


. ince 1888 
— Falconer (near Jamestown), N. Y., U.S. A. er 




















pe The STANDARD ENVELOPE SEALER 


MODEL H Because of their simplicity and efficiency STAND- 
ARD ENVELOPE SEALERS have been selected 
as standard equipment by the U. S., British end 
other Governments, Bank of England, Standard 
Oil Company, Bell Telephone System, Grand Trunk 
Railro National Biscuit Co., General Electric 
Co., and many other equally | ‘prominent users, 
whose only consideration is efficiency. 


STANDARD ENVELOPE SEALERS are made in 
several hand and electric models ranging in price 
from $35 to $120. 


IMPORTANT TO STATIONERS AND 
OFFICE SPECIALTY SALESMEN 


If you are desirous of henditeg the most efficient 
and widely distributed line mailing machines, 
we have a very interesting proposition to make you, 
if we are not already represented in your District. 
Write for details stating territory covered and 
other lines you are handling. 


STANDARD ENVELOPE SEALER MANUFACTURING CO. 
EVERETT, MASS., U. S. A. 








COUNTERSUNK ROTARY COVER FLUSH WITH 
TOP SURFACE OF THE INKSTAND 


AN 


Entirely New Idea 


Swings Easily to One Side to 
Open Dip Cup. 





| ee Has All Other Features of the 
Pat. Oct, 24, 1916 Popular GEM Line. 


3x3x1% in—No. 5 


CUSHMAN & DENISON MFG. CO.: 120-126 Eleventh Ave., NEW YORK 


“FOE cam ES LS Po 
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THE NEW GUNN DESKS 


WITH PERFECTION WRITING BEDS 


PATENT PENDING 


314 



























































Grand Rapids E ‘A Z| Complete Line 
JANUARY 7#£ (Be |Z 30 Patterns 
EXHIBIT MOST Wey | 4m dlsvlas 

IMPORTANT “A tj ar 
Blodgett Blidg. HALF OF = Z, e Inui e 
Fourth Floor A DESK Your Inspection 
“Ye WRITING BED © 





The New Gunn Desks and Tables are Superior in Style and Service because they 
are equipped with Perfection Tops, inlaid with Green Battleship Linoleum, 
Eliminating Glass, Glare and Wear. Write for Particulars. 


GRAND RAPIDS 
MICHIGAN 


The Gunn Furniture Company, 
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Follow the arrows for 
points of Nuway efficiency 


pe 
| 






1. Side strips control movement 
of cross partitions. 


HI 








} 
J 






2. 


































Bottom strip controls parti- 
tions, prevents folders from —_ ex — 
sagging or buckling. «x 4. ees dividing 
3. Clips for attachi Z : 
side in, bite Y 5. Method of locking 
£ clips to side strips. 
6. Depression in bot- 





Co 


Nuway Filing Interiors tom of drawers. 


are friends of system 
organization efficiency 
in every modern office. 











Once you've tried them, 
you ll discard other 
methods. 





HAA 





fem LA 


(a) 














a. 


| 


Nubay Devices Inc.302 Cllicott St, Buffalo, NY 
GAMA 


Some desirable territory 
open to Live Dealers. 





INA 
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| FOR RENT 


ml h THE BEST LOCATION IN CHICAGO 
"| i nN 

| tA IN THE 

Nb NEW WATERMAN BUILDING 
127-129 South State Street, Between 
Monroe and Adams, Second and 


~ Third Floors, Together or Separately, 
C- 26x 142 Each 
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Passenger Elevator — Attractive En- 
trance — Freight Elevator in Rear. 











Fa 





me Bim 


This Opportunity Is Offered to Firms 
in a Business Kindred to Our Own. 


L. E. Waterman Co. 


129 So. State Street, Chicago, III. 
191 Broadway, New York 









































Go Back for More Business 


There are many offices in your city in 
which you do not have to use a busi- 
ness card. You are known—you have 
sold to those concerns. Have you 
capitalized your friendships to the ut- 
most—have you sold everything they 
can use from an office equipment store? 


gives you a new leverage on your old cus- 
tomers. Our various specialties have a place 
in every offic You can put them there with 
very littl effort and at a neat pront Why not? 
2 THE ‘Accounting Machine Desks 
| FURNAS || __ Stationery Cabinets 
{\ LINE _ _£& Wardrobes Costumers 
Telephone Tables Waste Baskets Umbrella Stands 
Furnas Office Furniture Company 
Indianapolis, Ind. 
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Real Service in Filing Supplies 


Not only the durability that assures future orders from the pleased 
customer, but quick shipment of your orders. We ship. 


Goodline “Metal Tip” Guides 


in from one to ten days from the receipt of your order. 
Goodline service to users is based on our reinforced metal tip. 
There is strength where needed. The extra metal below the printed 
tab does the work. Goodline “Metal Tip’’ Guides outlast any 
other pressboard guide on the market. No other guide is like it. 
Goodline ‘Metal Tip’ Guides withstand hard usage, and do not 
become dog-eared. 


The tips cannot tear off. We japan the metal after forming, 
thus providing a continuous, firm coating, which will not flake off, or rub off, as 
may happen if the sheets are coated before forming. Goodline “Metal Tip” 
Guides do not rust. 


For prices and full information address 


Goodline Manufacturing Company, Kent, Ohio 


New York Office: 368 Broadway 




















TYPEWRITERS 


All Makes 


For Immediate Delivery 


MASTER GRADE SELECT 
REMANUFACTURED ROUGHS 


Underwoods our Specialty 


Wholesale Typewriter Company 


326 Broadway New York, N. Y., U.S.A 


Cable ‘‘Saletype’’ 
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—for all Loose Leaf Binding 






LooseLeaf 


Devices 


Tis difficult to identify Proudfit binders by 
casual inspection, because they have the 
appearance of bound books. It is easy to 
identify Proudfits by greater serviceability, 
because they provide quickest and easiest 
Transparent Leaf Body, show- leaf insertion ¢ 
Transparent Leat Body, show. 7 ; _ de sertion and removal, and because they 
aa Ghke dao wa can accommodate from 1 to 1,000 sheets without adjustment. 
Proudfits have no rings or posts to distort their covers or scratch office furniture. he. esent 
a flat writing surface at all times and require less than one-half of the sheet OR on binding.» 
They hold the sheets along the entire binding edge and prevent tearing; are adaptable-for al? loose 
leaf binding purposes; and are used to preserve the appearance as well as usefulness of printe@°or 
written loose leaf matter that must be kept constantly up-to-date, such as salesmen’s port- 
folios, price lists, catalogues, photos, blue-prints, ledgers, accounting books, city, county or 
state records. 


Proudfit Loose Leaf Binders are sold direct or through factory 
branches in all large cities—they are supplied in a wide variety 
of sizes in four standard lines as well as made to specifications. 


Proudfit Loose Leaf Co. 
Grand Rapids 
Michigan 

Proudfit Catalogue Binder ° 


and Salesman’s Portfolio 
combined 

















Proudfit Loose Leaf 
Blue-Print and Catalog Binder Transparent Leaf Body, showing Proudfit mechanism unlocked. 








THE CLIMAX LINE DATER and CLIMAX NAME PLATE DATER A SERIES of CLIMAXES 
Patented, other Patents Pendin: 
NAME PLATE DATER can also be fur- . The Greatest TIME SAVERS on the MARKET 


These Machines are ALL METAL (with the ex- 
ception of the Rosewood handle) with 

type and figures, giving neat, clear-cut impres- 
sions. They are self-inking, dust and rust 
proof, absolutely accurate, aga, nny ané 
of exceptional appearance. The ma- 
chines do identically the same work and in 
just as satisfactory a manner as the 

priced. Our guarantee is given with every 
machine. Prompt deliveries. 


nished with Wheels for all languages. 
THE TRAUT & HINE M’F’G CO. also 
make thumb tacks, pencil clips and the 
well-known “Kon Kave Kut” Pencil 


Sharpener. 


CLIMAX LINE DATER 


Lee NUMBERING MACHINE 


Patented, other Patents Pending 

















Six Wheels Our proposition for 
I to 999,999 dealers and agents in 
pa all countries of the 
ovements: 
world is an attractive 
Pa 2 ANSWERED one. Write for our 
Duplicate. JUL 15’20 illustrated catalog. 





a Facsimile of Jmprint SS 


ee 


LIMAX 





THE TRAUT & HINE M’F’G. CO. 
1 UNION SQUARE, NEW YORK CITY, U.S. A. 


123456 FACTORY, NEW BRITAN, CONN,, U.S. A. JUL 15°20 


Facsimile of Imprint Export Department fer Earepe and the British Empire, 9 and 10 Cheapside, Londen, E. C. Facsimile of Imprint 
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Pre-War Service in Ribbons and Carbons_— ouality Too! 


The readjustment of the Union organization to present-day conditions has included the installation of 
new equipment and machinery. Aggressive campaigns for materials have resulted in anticipating 
demand, and accumulating surplus in generous reserve. New dyes enable us to guarantee brilliancy 
and permanency. 

~~ _ | We are proud to be able to resume 
prompt shipments, maintaining our well- 
known quality. Uniformity of product is 
assured by improved machinery. 


. 7 . 
Summit Typewriter Ribbons 
are uniform in texture and results. Wemake 
them to fit all makes of typewriters, inked to 

suit the machine and the typist’s touch. 

Our brands are 
Carbon Paper Xtragood, Summit 
and Apex. Each fits a definite field in 
office service, and from the Union Line 
you can meet any requirement. 
Fifteen years of continued and increas- 
ing success are your assurance that 
Union Ribbons and Carbon Papers will 
back up your reputation for quality and 
service. 
Write for samples. We know that the 
most severe tests you can impose will 
but heighten your esteem for Union 
—! Ribbons and Carbons. 


Union Ribbon & Carbon Company 
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Front and Laurel Street Main Office and Factory Philadelphia, Penna. 
FMA LH = = 
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MON BUREAU 


THE FRENCH MAGAZINE OF BUSINESS OF 
SPECIAL INTEREST TO ALL BUSINESS MEN 
AND MANUFACTURERS. 








T the present time, these are the hours that count. At 

period when reconstruction, national and commercial, is so 
much talked of, the true business man must extend his trade to 
foreign countries, or, if he already deals commercially with 
foreign countries, he must enlarge that trade. France is a 
good buyer and goods which prior to the war were not needed 
are now eagerly sought after. The moment is now ripe for 
you to extend your trade. You should subscribe to MON 
BUREAU, the leading French business magazine, read 
throughout commercial France, Belgium, Italy, Spain, etc., and 
advertise in this magazine for any goods you may have to sell 


It has been proved that advertisements inserted in MON 
BUREAU bring trade to the advertiser. The Advertising De- 
partment of MON BUREAU specializes in writing advertise- 
ments that “pull”, as well as translating English copy into 
French. If you are looking out for an agent, MON BUREAU can find you one. All information 
gratis. Specimen number gratis. Write today to the Advertising Manager, 


MON BUREAU, 32, rue des Saints-Péeres,s PARIS, FRANCE 
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The House [hat Quality Built 
REBUILT TYPEWRITERS 


ALL KINDS, SIZES AND STYLES 


UNDERWOODS SPECIALIZED 


AND NOW THEY WILL BE SHIPPED THE DAY YOU ORDER 
BOTTOM PRICES--TOP QUALITY 


LARGE ORDERS RECEIVE SPECIAL CONSIDERATION 


GENERAL TYPEWRITER EXCHANGE, Inc. 


35 York Street, Borough of Brooklyn, New York, N. Y., U. S. A. 


Cable Address—‘*‘Gentype, New York’’ 


OLDEST AND LARGEST REBUILDERS OF TYPEWRITERS FOR THE EXPORT TRADE IN THE WORLD 








businesslike 
business chairs 


willingly able organization. 


practical and scientific methods. 
This chair has as companions :— 


No. 8260—a straight chair with arms at $8.25 
No. 8261—a swivel chair with arms at $12.25 


dull finish. 


Murphy Gair @mpany 


INCORPORATED 
Owensboro 
Ky. 





No. 8263 @ $10.75 each 
(We make a complete set to match) 


aN 


AVA NANA NANA NAVAN ANN 


TAWA 








>, 


AVA) 
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Our organization builds and 
serves each customer with the 


7’ best possible chairs a definite 
MG price can buy. 


There are no short cut slighting 
pa, methods in our service; each 
customer gets the full value of a 


Our No. 8263 is a clean, sound chair built along 


These chairs are full quartered oak in light golden 
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1921 NATIONAL 


Bea OINESS 
SHOWS 


Are Scheduled to Be Held as Follows: 


BOSTON---Week of April 4th 
NEW YORK-.---Week of October 24th 
CHICAGO---Week of November 14th 


APPLICATIONS FOR SPACE IN ALL THREE 
SHOWS ARE NOW BEING RECEIVED. 


THE UNPRECEDENTED ATTENDANCE 
AT THE NATIONAL BUSINESS SHOW 
IN NEW YORK LAST MONTH CONCLU- 
SIVELY PROVES THE INCREASING 
PUBLIC INTEREST IN MODERN OFFICE 
METHODS AND EQUIPMENT. 


ANNUAL BUSINESS SHOW CO. 


FRANK E. TUPPER, President 


50 CHURCH ST. NEW YORK 
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BERLOY 


METAL PRODUCTS 


Metac LumeBer 





Rieprex & MeracLatx 





Froor Cores 


CHANNELS ano — 
— Corner Beans 


Fitine Cases 


Crores Locners 








Factory Equiemenr 
— AND SHELWING — 








Eaves Trouscn & 
ConoucTor Pipe 
Back & Gawvanizeo 
— Steer Sweets — 





Rooring ano Sipine 
Celine & SHINGLES 
OTHER METAL PRODUCTS 
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BERLOY 


STEEL TRANSFER UNITS 


The largest selling transfer unit in the country 





We can fill your order if you place 


it now 


There is going to be a big shortage of transfer 
units this .season. Perhaps you have had 
difficulty already in getting as many as you 
wanted. 


Yet, there is one unit of which you can obtain 
plenty—and the most popular one at that— 
the BERLOY Transfer Unit. They are now 
being turned out by the thousands in our 
large factory. 


The BERLOY Transfer Unit has a heavy 
channel frame, solid sides that offer protec- 
tion from fire and dust, sanitary legs, etc., and 
is attractively finished in olive green. You will 
be agreeably surprised at its price both to the 
dealer and customer. 


Send for decriptive folder and price right away 
so you can place your order quickly. Then 
we can fill it. 


The Berger Manufacturing Co., Canton, O. 


BRANCHES: Boston New York Philadelphia Chicago 
St. Louis Kansas City Minneapolis San Francisco 


Export Dept.: Berger Bldg., New York, U. S. A. 
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These machines embody the latest ideas in 
Adding Machine and Typewriter Construction 


They are designed and built to do the most work with the least effort on the part of the operator. 


Note carefully the following superior features of the Federal Adding and Listing Machine. 


Total Wheels and Printed Items in plain sight. Correction, Repeat, Non-Add, Non-Print, Total and Sub- 
Total Keys all on the keyboard within most convenient reach. Flexible Keyboard. Total and Sub-Total 
keys can be used as General Correction keys. Only one stroke of handle is necessary to take Totals and 
Sub-Totals. Short and easy handle to pull. All parts quickly accessible and interchangeable. 
Manufactured by Colt’s Patent Fire Arms Manufacturing Company, of Hartford, Conn., under patents of 
The Federal Adding Machine Corporation. 


The Federal Typewriter is unequalled for speed and convenience of operation. Seven different sizes of 
carriages, up to 27 inches in width, instantly interchangeable. Has exceptional manifolding capabilities. Feed 
Pressure equalized. Tabulating and Margin Release Keys and Bichrome Ribbon Shift on keyboard. Paper 
Feed and Back Space Levers close to keyboard. Interchangeable Platens. Ribbon spools are instantly re- 
movable and interchangeable. Rapid carriage escapement, and many other desirable features. European 
Languages. 


We have some desirable territories still open and will be pleased to consider applications from firms or indi- 
viduals who have the qualifications to act as exclusive dealers in their respective markets. 


— — ate ORPORATION 


251 FOURTH AVENUE, NEW YORK CITY, U.S. A. 
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T-e-n-$:1-0-n 
Mail Containers 


The 


Bush Terminal—33 to 87 34th St., Brooklyn, New York 
Telephone Sunset 6000 




















are used in every line of business and they 
cover the mailing needs of any and all of 
your customers. 


The TENSION line includes open-end 
tension envelopes, double metal - clasp 
envelopes, single metal-clasp envelopes, 
metal-flap clasp envelopes, document 
envelopes, photo-mailing envelopes, filing 
envelopes, folders, mailing boxes, etc., etc. 


You will be especially interested, perhaps, 
in the Open-End Tension Envelope you’ve 
seen everywhere and the Metal - Clasp 
Envelopes, one type of which is illustrated. 


Our book, “Envelope Specialties,” is in itself 
an education in mail containers. Send 
for acopy. It’s yours for the asking. 


Tension Envelope Co., Inc. 
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A price range to fit 





Van Dorn Grade ‘‘A’’ $92.50 less discount. 
The finest file built by Van Dorn. 533” 


Van Dorn Pacemaker $70.50 less discount. 

53)" high x 144" wide x 26}" deep, 24}" filing high x 14 3/\6" wide x 26{" deep, 24;" filing 
space each drawer. Bronze Hardware; Fin- space each drawer. Satin brush hardware 
. . 7 : of solid bronze. Case hand-rubbed fin- 
ish olive-green enamel. Special V-D anti- ished all around. 10 hardened steel roller 


bearings, nickeled suspension slides. 


friction Bearings. 





1 2 nO 


¢ 





November, 1920 


OFFICE 


APPLIANCES 


325 





every pocketbook 





Van Dorn ‘Mastercraft’? $82.00 less dis- 
count. The latest V-D File and all ready 
proving the fastest selling file on the market, 
531" high, 15" wide, 26" deep, 24" filing space 
each drawer. Ticket holders and guide rod 
knobs bronze. Handles solid bronze, satin 
brush finish, case finished all around. 10 
hardened steel bearings. Each drawer opens 
to last inch and is easily removed from case. 
Drawers are also interchangeable. 


] HS ee > 


ETTER FILES are the foundation of your 
steel office furniture sales. Van Dorn 
with three models of letter files gives youa 
solid foundation. Dealers selling the Van 
Dorn line need never miss a letter file sale on 
quality or price. These three Van Dorn models 
give you a file for every need and every 
pocketbook. 


There is the Van Dorn Grade “A”, the aristo 
crat of files, fit to grace the office of the highest 
executive. It’s not costly either. 


If a slightly lower priced file is desired, there 
is the ‘Mastercraft’, a file embracing all the 
splendid mechanical features and improve- 
ments of the Grade “A” but with slight differ- 
ences in finish and hardware which permit a 
lower selling price. 


For the small or factory office there’s the 
“Pacemaker”, just about the lowest priced file 
on the market, but, for all that, a beautiful, 
clean cut, smooth running, lasting file. It’s the 
special Van Dorn lubricated bearings which 
cut the cost to the remarkable selling figure. 


Van Dorn Grade “A”, “Mastercraft” and 
“Pacemaker”’ files are stocked for prompt de- 
livery in letter and cap sizes with and without 
autolock. Write for discounts and selling 
arrangements. 


The Van Dorn Iron Works Co. 


Cleveland, Ohio 








Gory 
Vos .. 
Office Furniture 
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MASTER-CRAFTSMANSHIP-IN-STEEL 
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EN 
PEN 


"3 largest selling 


quality pencil in 
the world 















W are the 
people who 
have not heard of the 
superb VENUS Drawing 
and Writing Pencils. 


VENUS, as the matchless 
tool for constant pencil users, 
outranks all others in quality 
and uniformity. 


For artist or writer; banker or 
bookkeeper; man, woman or child 
there is a particular VENUS de- 
gree that best serves their pencil 
needs. 


Made.in 17 black degrees from 6B softest 
to 9H hardest—also with rubber tip in all 
but three softest degrees—and 3 copying 
degrees for indelible uses. 


Full VENUS stocks are an ad- 


they turnover rapidly, 





vantage 
and eliminate ‘‘lost sales.”’ 


American Lead Pencil Co. 
220 Fifth Avenue New York 


and London, Eng. 


VENUS Erasers (in 12 sizes) of the same 
Sterling quality as VENUS pencils 
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Making Every Sale a Salesman 


The Stationery Dealers Forum 


Conducted by W. 


46 T WONDER,” said a Middle Western Dealer, 


S. Stafford 


“if other 


stationery dealers realize what a strong impression of 
good or bad is left with a customer by the most trivial items 


in their stores?” 


“When I bought this store it was 
almost nothing. Today | 
am getting considerably more 
than my share of the stationery 
business in this town. When | 
that the goods I sold were 
not bringing in repeat sales—the 
business—I had 
the courage to throw out my un- 


doing 


Saw 


very life of my 


known brands and _ stock lines 
which, through good advertising, 


had become nationally known and 


well liked. 


“Now, is a salesman; 
every item that crosses my count- 
er creates will for every 
other line in my store. People 
like to do business here, because 


every sale 


Pt ¢ rd 


they know what 


getting.” 


they are 


One of the “nationally known and 
well liked” lines which this man 
stocke -d was Stafford’s. Stafford’s 
Inks * that absorb moisture from 
the air”; Phasta, the liquid paste 
that won’t dry up; Stafford Type- 
writer Ribbons and _ Stafford’s 
Carbon Paper; all are good. They 
are the best line you could carry, 
partly because they are so good, 
partly because they are so well 
advertised and liked, and partly 
because every Stafford sale brings 
in repeat sales and good will for 
every other line you handle, 


Stock Stafford’s today. A post- 
card brings the Stafford salesman. 


S.S. STAFFORD, Inc., 603-609 Washington St., New York 
Established 1858 
Chicago: 62 W. Kinzie St. Canadian Factory: 9 Davenport Road, Toronto 


Stafford's 





Inks—Adhesives—Ribbons—Carbons 
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In addition to the 


famous bottle with 
the Dripless Pour 
Regulator— 


Sizes 















Fountain 
Pen 


Ink 


i ill 
LA 





Phas ta 

Paste 
Sai 

te i 

iz 1 


This is the first of the series of advertise- 
ments which will deal in a common sense 
way with the problems dealers have to 
face. You are invited to send in the story 
of your own experiences, telling how a 
dificult problem was met and overcome, 
Address your letter to the personal atten- 
tion of W. S. Stafford. 
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Think of a machine that eliminates THREE “THE INVINCIBI E STEF] 
of the FOUR operations now necessary with 

the ordinary payroll procedure, that actually 99 

cuts the time of putting up your payroll in half. PAYMAS H ER 


The International Payroll Machine LISTS 


ADDS, CHECKS and DENOMINATES your INTERNATIONAL PAYROLL MACHINE 
entire payroll in one single operation—with MODEL F 


absolute and unfailing mechanical accuracy. 
Just add your payroll—that’s all! When not 
in use for payroll purposes, the International 
Payroll Machine can be instantly converted 
into the International VISIBLE Adding and 
Listing Machine, for general adding and list- 
ing work the rest of the week. 


Thousands of the country’s greatest concerns, 
large and small, have solved their payroll 
problems with the International Payroll Ma- 
chine. “Were International Payroll Machines 
to be taken off the market,” writes the Stetson 
Hat Company, “ours would be priceless!” 


Ask for a demonstration of this “Invincible 
Steel Paymaster.” No obligation involved. 


INTERNATIONAL 


Payroll and Adding Machines 





The International VISIBLE Adding and 
Listing Machine is part of the International 
Payroll Machine or it can be purchased 


separately. This adding machi: 
the payroll mechanism, is today standard 
adding machine equipment in the offices of 
thousands of the country’s greatest 
cerns and banks. Among these may be 
mentioned the United States Steel Com- 
pany, National Biscuit Company, Mellon 
National Bank, Pittsburgh, Pa.; Old Colony 
Trust Company, Boston Mass Ford 
Motor Co., etc. 





Every International VISIBLE is backed by 
an iron-clad International guarantee and 
International Service. Make sure to ask 


INTERNATIONAL VISIBLE ADDING for a demonstration. 
AND LISTING MACHINE 








SALESMEN 
A few exceptional 
opportunities open 
for first class office 
appliance salesmen. 
Address 


Ask For A 


Demonstration 
MONEY MACHINE COMPANY 


READING, PA. 


General Manager 
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WOODSTOCK TYPEWRITER COMPANY, CHICAGO, U. S. A. 


A LETTER 
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The WOODSTOCK 


is an improvement in 
many respects and 


COSTS NO MORE 


ee) 
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Sales Manager. 
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Standardized Ships— 
and Standardized Stocks 


Standardized ships prevented mistakes, cut down costs, 
and hastened building. They were one of America’s 
greatest contributions and “ships won the war.” 


Standardizing anything means simplifying according 
to a standard. 


Simplifying your merchandising methods by adopting 
Carter standards will reduce your operating costs and 
increase your profits. Why not push one line that gives 
unexcelled quality in each product? 


Standardizing on Carter products will save costs for 
shelf room, handling, bookkeeping and stock accounting. 


Carter Inx Products have a fifty years’ reputation for 
excellence, are well advertised and guarantee satisfaction. 


The Carter line is complete and its quality is unsur- 


passed. Standardizing on Carter’s is business common 
sense. 


THE CARTER’S INK COMPANY 


Manufacturing Chemists 


BOSTON CHICAGO 
NEW YORK MONTREAL 
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The Right Answer or None at All | 
That Is the Positive Ultimatum of the Comptometer | 
r 7 ° , : . 4 oor Ly “a+ 1 : “ ‘ . e.2 > 
7 ND the power to make it efiective is stroke occu S the Comptometer positively 
provided in the Controlled-key — an refuses to register the error, and to emphasize 
automatic device found only in the its refusal the keyboard automatically locks, 
Comptometer thus compelling correction of the tault. 
This does not mean that an operator may Only when a fault occurs that wane pr my 
not touch a wrong key or employ a wrong ice an erro! the Controlled-key clamp 0 
method in the solution of a problem. These — ne hand ot antennae 
1 ich li That is why, even in » hands of an inex © 
are TZ ; whicl » bev the range of That is why, even in the ha : 
are operations W woe 1 lie beyond the ran; perator, every key-stroke must always give “the | 
| mechanical contro right answer or none at all. 
‘ } tha > +7 . rOtU ‘ j 
| But it does _— hat the Controlled-key Another safeguard—one that notifies the operator 
1utomatically requires the operator to get, when the register is clear and prevents the starting 
for every key-stroke, ‘‘the right answer or ft anew operation on an uncleared register—is the 
none at all a iutomatic Clear Register signal. 
Py . Py r Loa 
For when an incomplete or faulty key- 
To see for yourself what advantages these features of the 
Comptometer offer, get in touch with a Comptometer man. 
There is one on the phone in one hundred different ctttes 
Lf not made by Felt & Tarrant Mfg. Company 
Felt & Tarrant, _1719 N. Paulina St., Chicago, Il. 
it’s not a Comptometer 
| 


CONTROLLED KEY 
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We are making strenuous efforts to sup- 
ply Dealers with parts even though some 
of the Manufacturers have discontinued 
supplying them. Our service has been 
unavoidably slow for the past few 
months due to embargoes, strikes, 
material shortage and our working 
short handed. Our Platen service is 
nearly back to normal except for the 
overcrowded condition of the Parcels 
Post System. To those Dealers that 
have “stuck tight” to us with their Plat- 
en business we say “We sure will supply 
you with parts if possible.” 





petal We can’t issue new catalog until some 


Our Tale change takes place. 
ai Ames Supply Company 


607 So. Dearborn St., Chicago 50 Lispenard St., New York 
507 Mission St., SanFrancisco 1627 Champa St., Denver 
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Hit Oliver was the first type- 
writer to introduce visible 
writing and visible reading. 


And since the very first model, 
the Oliver has held leadership for 
typewriter improvement. 


Never was this leadership more 
sharply defined than it is today. 
The Oliver present model includes 
betterments unattained in any 
other typewriter. 


But it is interesting to note that 
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TYPEWRITER AT A FAIR PRICE 
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in the 24 years’ progress from 
Oliver No. 1 to the Oliver of today 
there has been no departure from 
the mechanical principle which 
made the Oliver famous—namely, 
the arch-shaped type-bar, with 
natural easy downward stroke. 


This principle of construction— 
an exclusive Oliver feature—from 
the beginning—has been adhered 
to because it has never’ been 
equaled. 


24 years’ use proves its value 


The OLIVER Typewriter G. 


1528 Oliver Typewriter Building, Chicago, Illinois 





